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Executive Summary

The spring 2026 lubricant  pricing cycle has been among the most  intense and compressed pricing events

observed in recent industry history. With 37 distinct pricing actions announced by 19 companies in just 91

days, blenders, marketers, and distributors have been forced to respond to a pace of change rarely seen in

previous market cycles.

Yet beneath the volume and frequency of announcements, several clear structural patterns have emerged. By

analyzing the 2026 pricing data available to JobbersWorld through May 29, 2026, and comparing it with the

JobbersWorld historical archive—spanning more than a decade of pricing cycles from 2013 through the major

market disruptions of 2021 and 2022—we identified five important trends that help explain the dynamics of

the current market.

The analysis also suggests that the conventional framework often used to interpret lubricant price increases

may not fully explain the conditions that emerged during 2026. Historically, rising prices have been viewed

primarily through a demand-side lens,  with higher costs  expected to drive customers toward lower-priced

alternatives. While that dynamic remains relevant, the evidence indicates that supply availability has become

an equally important—and in some cases more immediate—factor influencing market behavior.

The 2026 pricing cycle was shaped not only by rising costs, but also by significant constraints affecting Group

III base oil  availability and the broader synthetic lubricant supply chain. When supply becomes a binding

constraint,  competitive  dynamics  can  evolve  differently  than  they  do  during  conventional  pricing  cycles,

influencing everything from product availability and allocation practices to customer retention and market

share.

This white paper examines the data behind the 2026 pricing cycle,  explores the implications of a supply-

constrained market environment, and identifies key considerations for blenders, marketers, distributors, and

other industry participants navigating the current period of disruption.
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KEY FINDINGS

— The Synthetic Premium: Synthetic products absorbed significantly higher increases, creating a

premium of $2.50 per gallon or more over conventional products.

— Compressed Lead Times: The average announcement-to-effective lag collapsed to 14.6 days,

compared with approximately 30 days during prior pricing cycles.

— Announcement Timing: Public announcements from independent and regional blenders generally

preceded those from major integrated companies during this cycle.

— Structural Divergence: Announced percentage ceilings for synthetics reached 35%, while conventional

ceilings topped out at 25% to 26%.

— Unprecedented Velocity: The 2026 cycle delivered three rounds of increases in just 91 days, with an

average midpoint increase of ~22.0%.

— Demand Distortion: Concerns over availability and future price increases appear to have encouraged

forward buying, making apparent demand stronger than underlying consumption.

BY  TH E  N U M B E R S

Pricing Actions 37

Companies 19

Rounds 3

Cycle Duration 91 Days

Avg. Midpoint Increase ~22%

Avg. Lead Time 14.6 Days

Synthetic Ceiling 35%
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Section I: Historical Context: 13 Years of Pricing Cycles

To fully appreciate the severity of the 2026 cycle, it must be viewed against the full sweep of the past decade

— including the years of stability and deflation that preceded it.

Following the intense back-to-back cycles of 2021 and 2022, the lubricant market entered an extended period

of calm. The 2024 market saw four distinct price reductions totaling roughly 13%, as base oil costs retreated

and competition intensified. The 2025 market produced zero broad-based increases. Many in the industry had

begun to normalize the idea of a stable or declining cost environment.

Then came 2026.

Year Number of Rounds Cycle Duration Avg. Midpoint Increase

2013 2 rounds ~185 days ~5.0%

2016 2 rounds ~150 days ~5.3%

2017 3 rounds 330 days ~7.0%

2018 3 rounds ~180 days ~8.5%

2019 1 round ~60 days ~6.5%

2020 Rescinded — —

2021 3 rounds 212 days ~11.5%

2022 4 rounds 195 days ~12.0%

2024 Reductions — ~−13.0%

2025 None — —

2026 3 rounds 91 days ~22.0%

Source: Petroleum Trends International, Inc. / JobbersWorld analysis of publicly announced broad-based lubricant price increases

reported between March 12 and May 29, 2026. Dataset is representative of reported market activity and may not include all supplier

pricing actions.
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Pricing cycle frequency, duration, and magnitude from 2013 to 2026. Source: Petroleum Trends International, Inc. / JobbersWorld. 

Click image to view full size ↗

“The 2026 cycle delivered the same number of pricing rounds as 2017 and 2021 in
less than one-third the time.”

The 2026 cycle delivered the same number of pricing rounds as 2017 and 2021 in less than one-third the time,

with an average midpoint  increase nearly double that  of  the 2021–2022 cycle.  It  is,  by every measurable

dimension, the most compressed and severe upward pricing correction the industry has experienced in the

modern era.

The 2020 episode — when increases were announced and then rescinded as the pandemic collapsed demand

— serves as a useful contrast. In that case, the market had a mechanism to retreat. In 2026, the supply-side

constraints driving the increases appear to be structural and geopolitical in origin, with no readily apparent

release valve available.
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The 2026 Pricing Cycle Extends Beyond Passenger Car Motor Oil

While much of the industry’s attention has focused on synthetic passenger car motor oils and the Group III

supply disruption,  public  institutional  procurement  data suggest  that  the pricing pressure extends across a

much broader range of lubricant categories.

A review of Petroleum Trends International’s historical pricing data across multiple lubricant categories reveals

a remarkably similar pricing pattern in heavy-duty diesel engine oils, hydraulic fluids, tractor fluids, automatic

transmission fluids, gear oils, and other lubricants: elevated pricing during the 2021–2022 market disruption, a

meaningful retreat through 2024 and 2025, and a sharp reversal entering 2026. The consistency of this pattern

across diverse lubricant  categories suggests  that  the current  pricing cycle is  being influenced not  only by

Group III  supply  constraints  but  also  by  broader  cost  pressures  affecting  base  oils,  additives,  packaging,

freight, and supply chain logistics throughout the lubricant value chain.

This distinction is important. While Group III shortages may be the most visible catalyst in the current cycle,

the available evidence suggests that the 2026 pricing event is broader than just synthetic passenger car motor

oil. The effects are increasingly being felt across multiple lubricant categories, reinforcing the view that the

market is experiencing a supply-driven repricing event rather than an isolated product shortage. This broader

cost pressure is also visible in diesel fuel prices, which rose 54.2% year-over-year in April 2026 according to

the Bureau of Transportation Statistics.

B ROA DE R  THA N  G RO U P  I I I

Evidence suggests the 2026 pricing cycle extends beyond synthetic passenger car motor oil and

reflects broader pressures affecting:

— Heavy-duty engine oils

— Hydraulic fluids

— Tractor fluids

— Automatic transmission fluids

— Gear oils

— Industrial lubricants
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Section II: The Three Rounds of 2026

The  2026  pricing  cycle  unfolded  in  three  distinct,  rapidly  compounding  rounds,  driven  by  escalating

geopolitical tensions and supply disruptions.

Lubricant bid prices across multiple categories from 2015 to 2026. Source: Petroleum Trends International, Inc. / JobbersWorld. 

Click image to view full size ↗

Round 1 (March 12 – April 10): The Initial Shock

The cycle began in mid-March as the first reports of Middle Eastern supply disruptions emerged. Independent

blenders moved quickly to pass through initial cost increases, with announcements clustering in late March.

The major integrated companies followed in early April, establishing the baseline for the cycle.
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Round 2 (April 13 – April 27): The Escalation

Barely had the first  round taken effect when a second wave of increases was announced. This round was

characterized by a sharp divergence between conventional and synthetic products, as the full extent of the

Group  III  base  oil  shortage  became  apparent.  The  lag  time  between  announcement  and  effective  dates

compressed significantly during this phase.

Round 3 (May 1 – May 26): The Supply Crisis

The third round was driven by industry reports of disruptions affecting major synthetic base oil production

facilities,  along with the implementation of allocation programs by OEMs and suppliers.  Increases in this

round were heavily concentrated on full synthetic and licensed-grade products, pushing the cumulative impact

to unprecedented levels.

The 2026 lubricant pricing cycle: three rounds in 91 days and a fourth emerging. Source: Petroleum Trends International, Inc. /

JobbersWorld. Click image to view full size ↗

Emerging Fourth-Round Activity

As reflected in the June-effective announcements shown in the JobbersWorld Lubricant Price Adjustments

Tracker, several suppliers have already announced additional pricing actions beyond the three major rounds

discussed above, suggesting that a fourth round of increases may be beginning to emerge. While it remains too
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early to determine the breadth or ultimate magnitude of this activity, the announcements indicate that upward

pricing  pressure  remains  present  across  multiple  lubricant  categories.  JobbersWorld  continues  to  monitor

developments as they unfold.

W HAT  TO  WATC H  N E X T

Potential indicators of a developing fourth round:

— Additional Group III allocation announcements

— OEM supply restrictions

— Further lead-time compression

— June/July price announcements

— Continued additive cost escalation

2026 lubricant price increases effective date clustering by round. Source: JobbersWorld analysis. Click image to view full size ↗

While the historical record helps place the 2026 pricing cycle in perspective, understanding its significance

requires  a  closer  examination of  how the cycle  unfolded in real  time.  Unlike prior  pricing events,  which

typically  developed over  many months,  the  2026 cycle  progressed through a  series  of  rapidly  successive

pricing actions that compounded upon one another. Examining these rounds individually provides insight into

both the pace of change and the evolving factors that drove costs higher as the disruption intensified.
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Section III: Five Critical Patterns

1. The Synthetic Premium: A Widening Gap

The most actionable insight from the 2026 data is the stark divergence between conventional/synthetic blend

and full synthetic price increases. In prior major cycles — including 2017, 2018, 2021, and 2022 — price

increases  were  generally  applied  uniformly  across  product  categories.  The  2026  cycle  broke  that  pattern

entirely. Driven by geopolitical disruptions to Middle Eastern Group III base oil supplies, synthetic products

have seen significantly larger percentage and absolute dollar increases.

Information compiled from multiple independent market participants indicates that the cumulative dollar-per-

gallon impact of the 2026 pricing cycle has varied modestly by company and product line but has remained

highly consistent in overall magnitude across sources. The ranges reported below reflect that convergence.

Product Category Reported Cumulative Increase Range

Conventional / Synthetic Blend $4.50 – $5.95 per gallon

Full Synthetic / Group III $7.00 – $8.45 per gallon

Dexos-1 Licensed Synthetic $7.30 – $8.45 per gallon

Reported cumulative ranges reflect information compiled from multiple independent market participants and should be interpreted as

market-level estimates.
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Average midpoint increase by product type, conventional versus synthetic, 2013 to 2026. Source: Petroleum Trends International,

Inc. Click image to view full size ↗

The convergence of these independent data points — reported separately by multiple companies — lends

confidence that these figures represent a reliable market-level estimate rather than an outlier.

D I STR I B UTO R  TA KE AWAY

The widening synthetic premium may require distributors to reassess:

— Inventory positioning

— Pricing structures

— Margin targets

— Product substitution strategies

— Customer contract terms
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The resulting synthetic premium over conventional products now stands at approximately $2.50 per gallon or

more, embedded purely in 2026 cost increases. For blenders, this means the historical practice of applying flat

percentage increases across the board no longer adequately reflects the sharply different cost structures of

conventional  and  synthetic  products.  The  cost  stack  for  synthetics  appears  to  have  decoupled  from

conventional products to a greater degree than in prior cycles.

It is also worth noting that the major branded lubricant companies — whose list prices are typically higher than

those of independent blenders — tend to express their increases as percentages. Because their base prices are

higher, the same percentage increase translates into a larger absolute dollar amount per gallon. As a result, the

cumulative  dollar  impact  at  the  major  brand  level  may  exceed  the  figures  reported  above,  widening  the

premium gap even further for distributors carrying both branded and independent product lines.

2. The Velocity of Change: Compressed Lead Times

When prices rise, the lag time between the announcement date and the effective date is the critical window for

distributors to secure inventory and adjust their own pricing. For most of the past decade, the industry standard

hovered reliably around 30 days — long enough to allow distributors to communicate changes to customers,

adjust quotes, and build a modest buffer position.

The 2026 pricing cycle departed sharply from that historical pattern.

Period Average Announcement-to-Effective Lag

2013–2019 Average ~30.0 days

2021–2022 Average ~29.0 days

2026 Average 14.6 days

Source: JobbersWorld analysis of publicly announced broad-based lubricant price increases reported between March 12 and May

29, 2026. Dataset is representative of reported market activity and may not include all supplier pricing actions.
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Announcement-to-effective date lag historical comparison, 2013 to 2026. Source: Petroleum Trends International, Inc. Click image

to view full size ↗

The median lag in 2026 was just 14 days, with some independent blenders implementing increases in as little

as 1 to 3 days. This compression reflects the suddenness of the Group III supply shock and the rapid escalation

of additive costs, forcing manufacturers to pass through costs immediately rather than allowing the traditional

grace period that the industry had come to rely upon.

The  practical  implication  is  significant:  the  30-day  price  protection  window that  many  distributors  have

historically offered their own customers is no longer sustainable as suppliers move in half that time. Distributor

pricing agreements and customer contracts written on a 30-day assumption are now structurally misaligned

with market reality.

3. First Movers vs. Followers: The Size Dynamic

The 2026 data reveal a clear behavioral split based on company size and market position — a pattern that

contrasts meaningfully with prior cycles and offers a useful perspective on pricing behavior during periods of

market disruption.
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The 19 participating companies were segmented into three groups: Major Integrated (large multinational oil

companies), Large Independent (national-scale blenders and marketers), and Small/Regional (independent and

regional blenders).

Based on publicly available information, announcements from independent and regional blenders generally

preceded those from major integrated companies during this cycle, as reflected in the data above.

Segment
Avg. Days to First

Announcement

Avg. Implementation

Lag

Avg. First-Move %

Ceiling

Large

Independent

10.8 days 25.8 days 13.0%

Small /

Regional

13.2 days 12.4 days 11.5%

Major Integrated 17.1 days 21.9 days 14.9%

Average midpoint increase by product type, conventional versus synthetic, 2013 to 2026. Source: JobbersWorld analysis. Click

image to view full size ↗
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This pattern appears to represent a shift from many prior pricing cycles, in which major integrated companies

often played a leading role in setting market  pricing direction.  Based on available public  data,  the major

integrated  companies  were  the  last  to  announce  their  initial  moves  in  2026  — but  when  they  did,  they

announced the highest percentage ceilings, suggesting they may have ultimately defined the upper boundary of

the cycle.

For distributors,  this historical observation may offer a useful reference point:  when independent blenders

announce  increases  in  rapid  succession,  a  broader  pricing  cycle  may  already  be  underway,  regardless  of

whether major integrated companies have yet to announce their own increases.

E A RLY  WA R N I N G  S I G NA L

When independent blenders begin announcing increases in rapid succession, a major pricing cycle

may already be underway — even before integrated majors announce their own actions.

4. The Structural Shift in Ceiling Percentages

The divergence between synthetic and conventional pricing is not just visible in dollar amounts — it is equally

apparent in the announced percentage ceilings that manufacturers published during each round.

From 2013 through 2022, the ceiling for announced increases moved in near lockstep for both conventional

and synthetic products, typically peaking at 12% to 15% during the most intense cycles. The two product

categories were treated as part of a single cost structure, and increases were applied uniformly across both.

In 2026, that uniformity collapsed.
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Synthetic versus conventional price ceiling divergence from 2013 to 2026. Source: JobbersWorld analysis. Click image to view full

size ↗

By Round 2 and Round 3 of the 2026 cycle, announced ceilings for synthetic products routinely reached 35%,

while conventional product ceilings topped out in the 25% to 26% range — a spread of 9 to 10 percentage

points that has no precedent in the historical record. This structural divergence suggests that the Group III

supply shock is not merely an amplifier of a normal pricing cycle; it is a category-specific disruption that

appears to have materially altered the relative cost relationship between conventional and synthetic lubricants

for the duration of the current supply constraint.

For marketers, this means the synthetic product lines in their portfolios now carry a materially different cost

and  margin  profile  from  their  conventional  equivalents  —  and  that  pricing,  positioning,  and  customer

communication strategies must explicitly reflect that difference.
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Section IV: From Wholesale to the Consumer

The rapid escalation of wholesale costs documented in the 2026 cycle presents a profound challenge for the

entire supply chain, from blenders to distributors to installers and, ultimately, to the consumer. To understand

the magnitude of this challenge, it is instructive to look at historical pricing dynamics and the mechanics of

cost pass-through.

Historical data from 2019 provides a useful baseline. In that year, the distributor buy-in cost for private-label

bulk conventional passenger car motor oil (PCMO) averaged $5.85 per gallon, while full synthetic averaged

$10.37 per gallon. At the retail level, conventional oil averaged $3.95 per quart (or $15.80 per gallon) at major

retailers, and synthetic averaged $6.42 per quart (or $25.68 per gallon).

The 2026 cycle has injected massive new costs into this system. With cumulative increases of $4.50 to $5.95

per gallon for conventional products and $7.00 to $8.45 per gallon for synthetics, the wholesale cost basis has

expanded dramatically.

These costs are rarely absorbed entirely by distributors or installers. Instead, they are generally incorporated

into pricing structures that  must  account not  only for  higher product  acquisition costs,  but  also for  rising

expenses associated with transportation, inventory management, labor, financing, and customer service. As a

result, the impact experienced by end users can exceed the wholesale increase alone, reflecting the broader

economics of moving product through the supply chain.

The challenge extends beyond lubricant  costs  themselves.  As discussed earlier,  many distributors  are also

experiencing  higher  operating  expenses  related  to  freight,  fuel,  packaging,  and  logistics.  These  factors

influence  the  overall  cost-to-serve  and  can  place  additional  upward  pressure  on  pricing  throughout  the

distribution channel.

Historically,  price  shocks  of  this  magnitude  have  influenced  consumer  behavior  and  installer  economics,

although  the  timing  and  extent  of  those  effects  remain  uncertain.  As  the  next  section  will  explore,  the

conventional wisdom about how the market will respond to these increases may be incomplete in the context

of the 2026 supply crisis.
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Section V: Reframing the 2026 Pricing Cycle

Historically, sharp increases in lubricant prices have been interpreted primarily through a demand-side lens.

However, this framework appears incomplete for understanding the 2026 market environment. Demand for

lubricants had been relatively soft for the past three years, with prices generally falling through 2024 and 2025

amid an ongoing organic decline in consumption.

The available evidence strongly indicates that the 2026 lubricant pricing cycle was driven primarily by supply

constraints — particularly the disruption of Group III base oil supply due to geopolitical events in the Middle

East and operational outages at major producers — rather than traditional demand-side factors.

When supply becomes the binding constraint, the rules of market share competition can evolve differently than

they do during conventional pricing cycles.

TRADITIONAL PRICING MODEL

— Prices rise

— Demand weakens

— Customers trade down

— Competition intensifies

SUPPLY- CONSTRAINED MODEL

— Availability tightens

— Allocation emerges

— Customers prioritize access

— Supply reliability gains value

To be clear, higher prices can and often do influence purchasing behavior. Some degree of downtrading may

occur as prices rise. However, the evidence emerging from the 2026 market suggests that supply availability

may be a more immediate determinant of purchasing behavior than price alone in certain lubricant categories.

Another  factor  complicating the  interpretation of  market  demand during the  2026 cycle  is  the  distinction

between product consumption and inventory accumulation. Conversations with distributors, marketers,  and

other industry participants suggest that some purchasers have sought to build inventories in anticipation of

future  shortages,  allocations,  or  higher  prices.  As  a  result,  reported  sales  volumes  can  rise  even  when

underlying lubricant consumption remains relatively unchanged.

This behavior can create the appearance of stronger demand when, in reality, a portion of the increase reflects

precautionary purchasing and inventory building rather than actual end-use consumption. In effect, inventory

accumulation  may  be  temporarily  inflating  apparent  demand.  In  a  supply-constrained  environment,  such

inventory-driven demand can further tighten available supply, reinforce allocation pressures, and contribute to

the perception of an even more severe shortage.
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Furthermore,  the  conventional  assumption  about  price  elasticity  assumes  that  retail  prices  adjust  quickly

enough  to  influence  consumer  behavior.  In  reality,  retail  pricing  often  lags  wholesale  increases.  When

wholesale  prices  rise  and  supply  falls,  but  retail  prices  remain  temporarily  stable,  end-user  demand  is

artificially  sustained.  This  dynamic  deepens  the  shortage,  as  consumers  continue  purchasing  at  historical

volumes while upstream supply is actively contracting.

The Distinction That Changes Everything

In a normal pricing cycle, consumers respond to higher prices by exercising choice. They compare options,

weigh perceived value against cost, and make a decision. Some stay loyal to their preferred product. Some

trade  down.  Some extend  their  drain  intervals.  The  market  adjusts  gradually,  and  share  shifts  reflect  the

aggregate of millions of individual purchasing decisions.

In a supply-constrained market, that choice is removed — not from the consumer, but from the installer. When

a quick-lube operator, a dealership service department, or an independent garage receives an allocation letter

stating  that  their  synthetic  oil  supply  will  be  limited  to  a  fraction  of  prior-year  volumes,  the  consumer’s

preference becomes irrelevant. The installer cannot offer what they do not have. What looks like a consumer

choosing between synthetic blends and full synthetic may actually reflect the market forcing that outcome

through rationing.

This is not a subtle distinction. It is the difference between a market that is adjusting and a market that is being

disrupted.
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Section VI: Supply Allocation: The Real Market Share Driver

The Allocation Reality

The spring 2026 Group III base oil supply disruption—driven by geopolitical events affecting Middle Eastern

production and reported operational disruptions affecting parts of the synthetic base oil supply chain—has

already led to allocation constraints at certain OEM dealer levels.

Market  reports  and  dealer  communications  received  by  JobbersWorld  suggest  that  certain  OEM  dealer

networks  implemented  allocation  measures  affecting  synthetic  lubricant  supply,  while  others  provided

guidance regarding approved lubricant substitutions for selected low-viscosity grades. Those communications

suggested that the supply challenges extended beyond any single manufacturer network.

At the independent blender and distributor level, the allocation picture is less formally documented but no less

real. Suppliers are managing limited Group III inventories against competing customer demands. In addition,

some  distributors  have  reported  allocation  levels  noticeably  below  prior-year  purchase  volumes.  While

allocation practices appear to vary by supplier, product line, and customer relationship, these reports suggest

that supply management measures are extending beyond OEM channels and into broader commercial lubricant

distribution networks.

The  customers  who  secured  allocation  early—through  long-standing  supplier  relationships,  volume

commitments,  or  through  earlier  purchasing  commitments—are  in  a  fundamentally  different  competitive

position than those who did not.

This two-tier dynamic does not show up in aggregate market share data. It  manifests itself in competitive

positioning. The operators who have product are gaining share within their markets at the direct expense of

operators who do not.  In this sense, supply allocation can act as an accelerant for consolidation, favoring

organizations with stronger access to supply during periods of market disruption.

The Divergent Pricing Dynamic: Distribution vs. Direct Accounts

One of the most significant structural challenges emerging from the 2026 cycle is the differing pricing pressure

being  experienced  across  sales  channels.  Distributor  feedback  suggests  that  pricing  pressure  within  the

commercial distribution channel has, in some cases, exceeded that experienced by certain large direct accounts,

including OEM service networks, national quick-lube chains, and major retailers.
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Historically, such disparities have tended to be temporary, as underlying cost pressures work their way through

the  supply  chain.  This  pattern  reinforces  the  conclusion  that  the  market  may  not  yet  have  fully  felt  the

consequences of the current supply disruption.

The Most Acute Vulnerability: OEM-Required Grades

The supply constraint is not affecting all synthetic lubricant grades equally. Market reports suggest that the

greatest pressure is concentrated in certain low-viscosity grades—including 0W-8, 0W-16, and, to a lesser

extent,  0W-20—that  are  specified  for  use  in  many newer  vehicle  platforms.  These  grades  present  unique

challenges because substitution options may be more limited than for higher-viscosity products, particularly

where OEM recommendations or warranty considerations are involved.

As a result, traditional assumptions about market share movements become less useful for evaluating these

market segments. When product availability becomes constrained, the central issue is no longer simply how

customers  respond  to  higher  prices,  but  whether  sufficient  supply  exists  to  meet  demand.  For  blenders,

marketers,  and  distributors  serving  the  installer  channel,  questions  surrounding  allocation  levels,  product

availability, and continuity of supply may become more important than questions surrounding price sensitivity

alone.

For installers servicing vehicles that require these low-viscosity grades,  product availability can become a

critical operational concern. In many cases, the ability to substitute alternative products may be limited by

OEM recommendations, service requirements, or customer expectations. As a result, customers seeking these

grades may place a greater emphasis on availability than price. When supply is constrained, operators with

access  to  product  may  gain  a  competitive  advantage  over  those  facing  allocation  restrictions,  potentially

influencing customer retention and local market share dynamics.

Brand Loyalty at Risk — For the Wrong Reasons

One  of  the  most  underappreciated  risks  of  a  supply-constrained  market  is  the  damage  it  does  to  brand

relationships — not because consumers are dissatisfied with the product, but because the product is simply not

available.

A consumer who is told “we don’t have your usual brand today” and receives a substitute may not return to the

original brand when supply normalizes. The substitute may perform adequately. The consumer may not notice

a difference. The installer, facing ongoing margin pressure, has a financial incentive to stay with the lower-cost

alternative even after the shortage ends.
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This is how supply disruptions permanently alter market share in ways that price increases alone rarely do.

Price increases are visible,  resented,  and remembered — but consumers typically return to their  preferred

products when prices stabilize.  Supply disruptions create substitution habits that can persist  long after the

disruption is resolved.

For brand-loyal lubricant marketers, this is the most important long-term risk of the 2026 cycle: not the margin

compression over the next 90 days, but the customer relationships that may quietly shift during the shortage

and never fully return.

The Private Label Paradox

Conventional wisdom in a pricing cycle holds that private label gains share as consumers seek lower-cost

alternatives. In 2026, that dynamic is more complicated than it appears.

Private-label synthetic motor oils often rely on many of the same Group III supply sources that support major

brand synthetic products. As a result, they are exposed to many of the same supply constraints affecting the

broader synthetic lubricant market. A private-label blender that cannot secure an adequate supply of Group III

base stocks cannot offer a lower-cost synthetic alternative—regardless of how attractive the price point might

be. The supply constraint exists upstream of the brand distinction.

Where private label does gain meaningfully is in the conventional and synthetic blend categories, where Group

I and Group II base stocks are less severely constrained. In the installer channel, where the economics of

switching from brand leader synthetic to private label conventional or synthetic blend are compelling — the

cost differential  at  the installer level between brand leader synthetic and private label synthetic blend can

exceed $8.00 to $10.00 per gallon — the financial pressure to substitute is intense. But the substitution is being

driven by supply availability and margin economics, not by consumer preference. That distinction matters for

how marketers should communicate with their installer customers.
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Section VII: Strategic Implications for Blenders and Marketers

The 2026 supply disruption and resulting pricing cycle have exposed several structural challenges that differ

materially from those observed during conventional pricing events. The data suggest several operational and

strategic considerations for blenders and marketers navigating the current environment.

Decouple Pricing Models by Product Type

The $2.50-per-gallon-or-more synthetic premium highlights the growing divergence between conventional and

synthetic lubricant cost structures. Flat percentage markups applied uniformly across a product portfolio may

underprice  synthetic  products—eroding  margins—or  overprice  conventional  products—reducing  volume

competitiveness. As a result, pricing decisions increasingly require category-specific approaches, with separate

cost and margin considerations for conventional, synthetic-blend, full-synthetic, and licensed-grade products.

Reassess Lead-Time Assumptions

For much of the past decade, distributors operated in an environment where announcement-to-effective lead

times averaged approximately 30 days.  The 2026 cycle reduced that  window to an average of 14.6 days.

Contracts, pricing policies, and customer communication processes developed around longer implementation

periods may warrant  review as  market  conditions continue to  evolve.  The operational  reality  experienced

during 2026 was measured in weeks rather than months.

Independent Announcements Preceded Major Company Actions

Public  data  from the  2026 cycle  show that  independent  and regional  blenders  generally  announced price

increases earlier than major integrated companies. As a result, distributors that focused primarily on major

company announcements had less time to prepare for the broader pricing cycle. In 2026, the interval between

the first independent announcements and the initial announcements by major integrated suppliers approached

three weeks, highlighting the value of monitoring developments across the full supplier landscape.

Supply Assurance Has Become a Central Customer Concern

During  conventional  pricing  cycles,  customer  conversations  often  focus  primarily  on  price.  In  a  supply-

constrained environment, product availability, allocation levels, and continuity of supply can become equally

important  concerns.  Distributors  and  marketers  who  can  demonstrate  reliable  access  to  product  —  and

communicate that capability clearly — may find that supply assurance becomes a meaningful differentiator in

customer relationships during the current disruption.
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Customer Needs Have Become Increasingly Divergent

Not all customers entered the supply disruption from the same position. Some secured inventory before supply

conditions tightened, while others faced constraints as allocations expanded across the market. These groups

often require different forms of support. Customers with adequate inventory may focus on pricing and margin

management, while those facing supply constraints may require sourcing assistance, guidance on substitutions,

and support in communicating with their own customers.

Customer Relationships May Be Influenced by Temporary Substitutions

Periods  of  supply  disruption often  create  circumstances  in  which installers  and end users  must  substitute

products that differ from their normal preferences. While some substitutions may be temporary, others can alter

purchasing patterns if the replacement product performs satisfactorily and remains economically attractive.

Proactive communication, supply support, and customer engagement may therefore play an important role in

preserving long-term relationships during periods of market disruption.
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Conclusion: A Supply-Constrained Future

The Group III supply situation remains fluid. While some market observers have noted that significant new

domestic Group III capacity is not anticipated in the very near term, the duration and resolution of current

constraints will depend on multiple geopolitical, operational, and market factors that remain uncertain as of the

publication date. Future conditions are inherently uncertain, and readers should not rely on any projections

contained herein as a basis for operational or strategic decisions.

In such an environment, competitive advantage may depend less on price and more on the ability to maintain

reliable product availability. During prior supply disruptions, the eventual outcomes were often associated with

availability,  optionality,  and  reliability.  The  evidence  emerging  from the  2026 cycle  suggests  that  similar

dynamics may be taking shape, based on information available as of May 29, 2026.
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About JobbersWorld / Methodology Note

For more than two decades, JobbersWorld has monitored and reported on pricing actions, supply dynamics,

and strategic developments across the lubricants industry. The analysis presented in this white paper draws

upon that historical archive and ongoing market coverage.

Methodology: The analysis is based on a comprehensive review of the JobbersWorld historical archive (208

articles,  2013–2026) plus all  37 distinct  publicly announced broad-based pricing actions by 19 companies

between  March  12  and  May  29,  2026.  Data  cutoff:  May  29,  2026,  with  continuous  monitoring  of

developments.  Cumulative  dollar-per-gallon  ranges  reflect  aggregated,  anonymized  information  shared

independently and confidentially by multiple market participants, cross-checked against publicly announced

pricing actions where available. These are presented as general market-level estimates only and should not be

interpreted as precise figures for any specific supplier or transaction. No individual company’s non-public data

was disclosed or used in this analysis.

This white paper analyzes publicly announced pricing actions and aggregate market trends. It does not reflect

any non-public coordination or agreement among suppliers. JobbersWorld does not advocate for, recommend,

or predict specific pricing strategies by any market participant.

The  pricing-action  database  used  in  this  analysis  reflects  publicly  announced  broad-based  lubricant  price

increases identified and reported by JobbersWorld during the study period. While JobbersWorld believes the

database captures a substantial portion of market activity, it does not necessarily include every pricing action

implemented by every lubricant supplier  operating in North America.  Accordingly,  the findings should be

interpreted as representative of observable market trends rather than a complete census of all industry pricing

actions.

While the analysis does not capture every lubricant supplier operating in North America, it encompasses a

substantial portion of publicly announced broad-based pricing actions during the study period and provides a

representative view of prevailing market trends.

JobbersWorld  makes  no  warranty  as  to  the  accuracy  of  specific  pricing  actions  or  their  applicability  to

individual  commercial  agreements.  Readers  should  rely  on  official  communications  from their  authorized

suppliers for operational decisions.

JobbersWorld continues monitoring developments affecting Group III supply, lubricant pricing, allocations,

and product availability. Market conditions remain fluid, and conclusions presented in this paper should be

viewed as analysis based on information available at the time of publication.
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Disclaimer

This white paper is provided for informational and educational purposes only. It does not constitute legal, financial,

business, investment, or professional advice of any kind.

The analysis,  data, and conclusions presented are based on publicly available information, historical data, and

confidential industry feedback available to Petroleum Trends International, Inc. (publisher of JobbersWorld) as of

the publication date (May 29, 2026). While Petroleum Trends International, Inc. strives for accuracy, it makes no

representations or warranties, express or implied, regarding the completeness, accuracy, reliability, suitability, or

timeliness of the information contained herein.

Market conditions are fluid and subject to rapid change. Readers should not rely on this white paper as the sole

basis for making business, purchasing, pricing, inventory, or strategic decisions. Each reader is responsible for

conducting their own independent investigation and consulting with appropriate professional advisors.

Nothing in this document should be construed as encouraging, facilitating, or endorsing any coordinated conduct

among market participants, price signaling, or any other behavior that could raise antitrust or competition law

concerns. All analysis is based solely on publicly available information and historical observations. Readers are

advised to consult with their own legal counsel regarding compliance with all applicable antitrust laws.

Petroleum Trends International,  Inc.  disclaims all  liability for  any loss or  damage arising from the use of,  or

reliance on, this white paper.

Sources

1 JobbersWorld Market Report (2019)

Distributor buy-in costs for bulk passenger car motor oil (PCMO) by brand category and product type; retail

pricing at Walmart and major auto parts chains. 

Referenced in: Section IV — From Wholesale to the Consumer

2 JobbersWorld Historical Notes (2013–2026)

Compiled cycle duration, number of pricing rounds, and midpoint increase estimates associated with major

lubricant pricing events. 

Referenced in: Section I — Historical Pricing Table; Section III — Pattern 5

3 Petroleum Trends International, Inc. — Multi-Category Lubricant Pricing Database

Historical pricing indices across heavy-duty diesel engine oils, hydraulic fluids, tractor fluids, automatic

transmission fluids, and related lubricant categories, 2015–2026. 

Referenced in: Section I — The 2026 Pricing Cycle Extends Beyond Passenger Car Motor Oil
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4 Bureau of Transportation Statistics, Motor Fuel Prices – April 2026

U.S. Department of Transportation, May 5, 2026. 

Referenced in: Section I — diesel fuel price year-over-year comparison only

For informational purposes only. Not
investment, pricing, or legal advice.

Copyright ©2026 Petroleum Trends
International, Inc. All rights reserved.

Page 28 of 31



About the Author

For informational purposes only. Not
investment, pricing, or legal advice.

Copyright ©2026 Petroleum Trends
International, Inc. All rights reserved.

Page 29 of 31



Thomas F. Glenn, President,

Petroleum Trends

International, Inc. Click to

view full size ↗

Thomas F. Glenn

President, Petroleum Trends International, Inc.

Editor & Publisher, JobbersWorld

Thomas F. Glenn is President of Petroleum Trends International, Inc. and Editor

& Publisher of JobbersWorld. Over the course of a career spanning more than

four decades, he has authored or managed more than 20 multiclient studies

covering petroleum products, including commercial and industrial lubricants,
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His consulting experience includes numerous proprietary engagements focused

on strategic planning, market assessment, business opportunities, and mergers

and acquisitions within the downstream petroleum industry.

In addition to his consulting work, Glenn has extensive hands-on industry

experience. He began his career in the late 1970s with one of the industry’s

leading lubricant and fuels testing laboratories, where he advanced from analyst

to General Manager. During that time, he developed expertise in lubricant

analysis, predictive and preventive maintenance practices, and the practical

application of lubricants in commercial and industrial operations. He later

served as a field sales representative for Texaco Lubricants and as an Amoco

super jobber.

Glenn is widely recognized within the lubricants industry through his market

analysis, industry publications, conference presentations, and media

appearances. His commentary on lubricant markets, pricing trends, and supply-

chain developments has been cited by national and business news organizations,

including CNN, Fortune, Newsmax, and other national and business news

outlets. During the 2026 Group III supply disruption, he was interviewed

regarding the potential impact of Middle East supply disruptions on lubricant

availability and motor oil markets.
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He has presented papers and industry analyses at conferences sponsored by organizations including ILMA,

ICIS, and STLE, and is a frequent contributor to industry publications covering lubricant markets, pricing

trends, distribution channels, and supply-chain developments.

As President of Petroleum Trends International and Editor & Publisher of JobbersWorld, he continues to

provide market intelligence and analysis to lubricant manufacturers, marketers, distributors, and allied

industries throughout North America.

For informational purposes only. Not
investment, pricing, or legal advice.

Copyright ©2026 Petroleum Trends
International, Inc. All rights reserved.

Page 31 of 31


	Executive Summary
	Section I: Historical Context: 13 Years of Pricing Cycles
	The 2026 Pricing Cycle Extends Beyond Passenger Car Motor Oil

	Section II: The Three Rounds of 2026
	Round 1 (March 12 – April 10): The Initial Shock
	Round 2 (April 13 – April 27): The Escalation
	Round 3 (May 1 – May 26): The Supply Crisis
	Emerging Fourth-Round Activity

	Section III: Five Critical Patterns
	1. The Synthetic Premium: A Widening Gap
	2. The Velocity of Change: Compressed Lead Times
	3. First Movers vs. Followers: The Size Dynamic
	4. The Structural Shift in Ceiling Percentages

	Section IV: From Wholesale to the Consumer
	Section V: Reframing the 2026 Pricing Cycle
	The Distinction That Changes Everything

	Section VI: Supply Allocation: The Real Market Share Driver
	The Allocation Reality
	The Divergent Pricing Dynamic: Distribution vs. Direct Accounts
	The Most Acute Vulnerability: OEM-Required Grades
	Brand Loyalty at Risk — For the Wrong Reasons
	The Private Label Paradox

	Section VII: Strategic Implications for Blenders and Marketers
	Decouple Pricing Models by Product Type
	Reassess Lead-Time Assumptions
	Independent Announcements Preceded Major Company Actions
	Supply Assurance Has Become a Central Customer Concern
	Customer Needs Have Become Increasingly Divergent
	Customer Relationships May Be Influenced by Temporary Substitutions

	Conclusion: A Supply-Constrained Future
	About JobbersWorld / Methodology Note
	Disclaimer
	Sources
	About the Author
	Thomas F. Glenn


