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Fuchs Petrolub SE (FPE3 GR) 
Sept 23rd, 2019

Moat Category 

Legacy Moat
Fair Value Estimate 

-
Price  

$37.61
Enterprise Value 

$5.4bn

Moat Type 

Cost Advs - Scale
Economic Moat 

Narrow
Stewardship Rating 

-
Market Cap 

$5.2bn

What does it do: “Fuchs Petrolub SE is holding 

company, which through its subsidiaries, manufactures 

and sells high-grade lubricants and related specialties. 

The firm's product portfolio includes automotive 

lubricants sold primarily under the Titan brand, 

industrial lubricants sold primarily under the Renolin 

brand, metal processing lubricants, and special 

application lubricants. The company also provides a 

range of services including chemical process 

management, analytics, condition monitoring, and 

coating. Fuchs Petrolub organizes itself into three 

segments based on geography: Europe, Asia-Pacific 

and Africa, and North and South America. The Europe 

segment generates the majority of revenue.” (Source: 

Morningstar)

Source: www.evaexpress.com

http://evaexpress.com
http://evaexpress.com
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Past 10-year performance metrics

Industry Observations

Source: www.ibisworld.com

Figures in USD millions.Source: www.evaexpress.com

http://evaexpress.com
http://evaexpress.com
http://evaexpress.com
http://evaexpress.com
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Wide Moat Checklists

Competitive Strengths
Does 
Fuchs 

have it?
Evidence

Product or service is 
needed or desired (and 
will continue to do so) .

Lubricants are an essential element in the manufacturing process for a wide 
range of industries, from automotive and mining to construction and food.

Product is perceived by 
its customers to have no 
close substitute  

Fuchs is in a highly competitive market with many large players, such as 
Royal Dutch Shell and Exxon Mobil.

Product is not subject to 
price regulation .

The industry is heavily regulated with regards to green house gas emissions 
and safety and security standards. Price regulation is not included.

Strong barriers to entry

.

Barriers to entry are high for the industry. Substantial capital investment is 
required to undertake operations, as well as to meet changing 
environmental regulations. Well known brands and customer loyalty 
attached to them pose another barrier to entry.  
In addition, there are complex technical specifications the potential entrant 
must meet, to be a viable player in the market, as well as meeting all 
regulatory and legislative requirements. 
The competitive nature of the industry requires significant investments in 
R&D. Highly skilled employees must be able to create quality lubricants that 
win customers over from existing players. 
Lastly, existing distribution and production capacities is another barrier to 
entry. 

Loyal customers

.

It is likely that customers rarely switch lubricant suppliers, because often the 
type of lubricant is designed to customer’s specific needs. This indicates that 
clients must maintain long-lasting relationships with lubricant producers. 
The cost of lubricants must also make up a small percentage of total cost of 
production for customers.

Low risk of 
technological 
obsolescence .

Market leaders are continuously innovating better, more environmentally 
friendly ways to produce different types of lubricants. More research is 
needed to find out if current production methods are likely to become 
totally obsolete in the near future.

Abundant growth 
possibilities

.

The industry is in the Mature phase of its life-cycle. Demand is highly 
correlated to the growth of global manufacturing. More research needed to 
know how Fuchs plans on growing in the future.

Limited capital 
requirements .

IBIS ranks capital intensity levels as Medium for the industry.

Significant and growing 
free cash flows (and 
EVA) .

More research needed.


