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Consolidated Revenue
of Prista Oil Holding EAD showed even
a growth of about 3%

4
Prista Oil, other than being
a major player in the oil market
in the region, establishes itself
as a Company that consistently
works to support the development of innovative potential of
young people.
Proof of this is the ‘New Premium 1l Bottle and Label’ Contest. Young designers’ results
and performance, as well as the
initiative to look for practical
solutions among the ones who
still believe and seek to express
themselves in our country, have
been highly apprised.
By participating in the Contest, people from another field
- Students and PhD Graduates
from the National Academy of
Arts - were brought close to the
manufacturing of lubricants, to
the activity of Prista Oil, thus
allowing them to create shapes
which contents shall reach, even

easier, the end-user. In that
way, they committed to the successful marketing and sales of
Brand Products.
It is pleasing to know that,
during the creative process, participants had to acquire broader
knowledge on the way of production and distribution of lubricants so that they could be
able to offer a Finished Packaging Design or largely similar one
to that currently on the market.
Participants’ individual artistic attitudes and PRISTA’s individual style of Branded Packaging have interwoven in the
Contest, subject at the same
time to the mandatory requirements for ensuring the smooth
transportation and use by the
end-consumers.
It is pleasing to know that,
Contest winners have demonstrated how creative inspiration can result in truly unique
proposals, fully complying with
the class of a Company such as
Prista Oil.

MONBAT AD has announced
the individual financial report as
at 30.06.2016
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Gulf Oil Enters Poland
Prista Oil was chosen
to be a Badge Partner
of a Company from the Town
of Burgas in its first Automotive
Repair Shop implementation

Havoline’s Deposit Shield
technology

Cristian Leon: Verila can produce
and does produce greases that
are wanted on the market
“Ban Tir” - Burgas - when a product
quality and service meet the requirements, we work with Prista oil

Attractive Design of PhD Graduate at the
National Academy of Arts won the ‘New
Premium 1L Bottle and Label’ Contest
of Prista Oil

report

Consolidated Revenue of Prista Oil Holding
EAD showed even a growth of about 3%
Earnings Before Interest, Taxes, Depreciation and Amortization
(EBITDA) increased 12% to EUR 13.9m

3.
Rechargeable
Batteries
showed a growth of about 12%

Nikolay Stefanov,
Group Chief Accountant
of Prista Oil Group

Consolidated figures of Prista
Oil Holding EAD showed the following operating results for H1 2016:
1. Sales volume of Lubricant Oil
was maintained (compared to the
same period in the previous year).
2. Sales volume of Grease
showed a growth of about 26%
4
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Holding’s Consolidated Sales
Revenue decreased 9% compared
to the H1 2015, mainly by reason
that, in 2015, the revenue generated by Bogdani Petrol (Hungary) –
the Company which was sold at the
end of May 2015 was contributing
to this indicator. Ignoring this effect, Consolidated Revenue of Prista Oil Holding EAD showed even a
growth of about 3%.
Earnings Before Interest, Taxes, Depreciation and Amortization
(EBITDA) increased 12% to EUR
13.9m compared to EUR 12.2m for
H1 2015.
Pretax Net Profit increased 9%
to EUR 8m.
Until the end of 201, some main
priorities of the Holding Manage-

ment are:
1. Sustainable sales growth rate
in the Company’s traditional markets.
2. Strong involvement in tender
procedures of Lubricant Oil supply,
both in the domestic and foreign
markets – especially in those areas
where the Company’s production is
well known and perceived as such,
originating in an EU-Member State.
3. Developing a Cluster Distribution, involving the Company’s
Subsidiaries in the Czech Republic,
Hungary and Slovakia.

report

Consolidated Income Statement Prista Oil Holding EAD 2016
All amounts in Thousands of Euros
Volume Total (MT)
Lubricants (MT)
- Produced
- Commercial
Greases (MT)
- Produced
- Commercial
Base Oils (MT)
Batteries( pieces)
Other (MT)
Gross Sales
Sales of Commercial Goods
Lubricants
Greases
Base Oils
Lead and others
Sales of Produced Goods
Lubricants
Greases
Batteries
Other
Sales of Services
Sales of Others
Total

H1
2016
17 636
13 655
3 981
1 125
1 053
72
3 085
1 231 360
2 136
9 789
7 105
273
2 059
352
76 925
18 528
2 027
54 988
1 382
753
2 880
90 347

Cost of Sales
Cost of Commercial Goods Sold
Lubricants
Greases
Base Oils
Lead and others
Cost of Produced Goods Sold
Lubricants
Greases
Batteries
Other
Cost of Services Sold
Cost of Other sales
Total

7 886
5 381
212
1 944
349
54 164
12 063
1 339
39 785
977
258
109
62 417

Gross Sales Profit or Loss

27 930

Operating Expenses
Marketing , Sales and Distribution Expenses
General and Administrative Expenses
Subtotal operating expenses

5 952
8 095
14 047

EBITDA
Depreciation
Total Expenses

13 883
3 739
17 786

Operating Profit or Loss

10 144

Financial income
Interest Income
Foreign Exchange Gains
Total

1 337
1 063
2 400

Financial expense
Bank Charges and Fees
Interest Expense
Foreign Exchange Losses
Total

491
1 935
2 155
4 581

Profit/Loss from Financial Activities

-2 181

Current period profit or loss
Provision for income taxes
Net profit/loss for the period

7 963
443
7 520

Equity holders of the company
Third party equity holders
Net profit/loss for the period

3 258
4 262
7 520
0
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How to Grow Up
Within 17 years, the Company “Monbat” has successfully managed to become one of the Europe’s major Rechargeable Battery Manufacturer

ing to his words: “At present, the
effectiveness of “Monbat” is above
the EU average.”

Atanas Bobokov

IInvestments, Innovations and
New Markets.
Although it sounds like a manual, that’s exactly what’s behind
the success of the battery maker
“Monbat”. Within 17 years after
its privatization, it managed to become one of the leaders in Europe
in its industry and plans to continue its growth. The Company, which
founders and major shareholders
are Bulgarians, reported a revenue
of almost BGN 300 million in 2015,
which make it the largest company
in the “Machinery and Equipment”
Industry, according to the “Capital
6
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100” Ranking.
“By the end of 1998, “Prista Oil”
purchased “Acumicar” Rechargeable Battery Factory in the Town of
Montana that was selling a little
over 100,000 batteries per year”,
remembered Mr. Atanas Bobokov,
Chairman of the Board of Directors and one of the major shareholders in the Company already
named “Monbat”. According to his
words: “Nowadays, this quantity is
manufactured within less than two
weeks. The Company really grew
up and became very efficient, over
these 17 years”, he added. Accord-

The change occurred as a result from the investments made
in production expansion and modernization every year. In 2007, the
Company also purchased “Start”
Rechargeable Battery Manufacturing Factory in the Town of Dobrich,
and thereby expanded its manufacturing facilities. According to
Mr. Bobokov “Cooperating with the
Institute of Electrochemistry and
Energy Systems plays crucial role
to grow up and contributes to the
development of new technologies
and products. People are also important to the Company, the Team
is very efficient”, added Mr. Bobokov.
“At the core of the Company’s
development, however, is the integrated recycling technology model
of “Monbat”, providing 100% of
production needs of Lead”, commented Mr. Bobokov. Currently,
“Monbat” Group includes three
Factories - in Montana, Romania
and Serbia, united under the Company’s name: “Monbat Recycling”.

interview

Recycling Support
The Factories recycle waste of
batteries and the lead obtained is
much cheaper than on the market.
This Company’s strategic raw material is crucial for the rechargeable
battery manufacturing. Thereby,
the Recycling Company makes its
own profit by selling it to “Monbat”
on the one hand, and the manufacturer, itself, significantly reduces its
own costs and production expenses. On the other hand. About 90%
of recycled lead is intended for the
needs of “Monbat”.
The first of the three factories
started in 2000 in the Town of
Montana and it is operated almost
at full capacity. By contrast, the
Factory in Serbia started in 2010,
“Monbat” invested EUR 12 million
therein, but due to the Serbian
companies’ interest in the raw material, some administrative obstacles and political pressure, its fate
is quite different and it is almost
not operated. Therefore, in 2014
a decision was made to sell it. Two
years later, Mr. Bobokov explained
that these plans have changed “in
a Serbian way”. Namely, by the end
of the last year, the State started
subsidizing the Company per pro-

cessed kilogram. “The Factory has
been operating since the end of
the last year. This year we expect a
small profit; and in 2017 - a good
profit, although it is not such a big
subsidy to become a very profit-making enterprise” commented
Mr. Bobokov.
At the same time, the Factory
in Romania, built with an investment of EUR 13 million, started in
2011, is also loaded at full capacity,
almost 100% and recycles batteries originating both from the local
market and imported. Its capacity
is up to 40,000 tonnes of batteries
per year.
New Projects
One of the keys to the success
of “Monbat” is the constant increase in production and introduction of new technologies, according to Mr. Bobokov. The Company’s
idea is some of the tasks, requiring
hard work, to become robotized.
“Of course, we will not buy new robots. We will look for second handed, that meet the purpose of our
needs”, he commented. According
to his words: “This is not a really
great investment, it will take place
as soon as we find a Company able

to integrate this service for the purpose of “Monbat”, because there
are many robots, and just a few integrators”, stated Mr. Bobokov.
The idea is, through the robotization, to replace the tasks associated with the batteries removal
from the assembly lines, since the
weight of some of them reaches
up to 50 tonnes. “It’s exactly this
unpleasant work that will be replaced”, he added. According to his
words: “The two Factories produce
between 600 and 1400 batteries
per shift - really a lot of tonnes
pass through the hands of people.
Despite the robotization, the number of people will be kept, since
the Company’s idea is to increase
the production. This year we plan
an increase of 15- 20%”, said Mr.
Bobokov.
Other interesting Company’s
Projects, associated with the recycling business, are planned. One
refers to the production of Tin in
the Town of Montana and should
be completed by the end of 2017,
with an investment of EUR 9 million. “This raw material is obtained
from Lead Alloys and costs USD
17,000 per tonne. “For comparison
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- the Lead is EUR 1500 per tonne”
said Mr. Bobokov, and explained
that “This metal is needed in the
easy-to-use modern battery manufacturing. In this purpose, a new
small factory will be constructed,
where the leading technology will
be from China, since they are the
leaders in this industry. Tin is valuable because throughout the
whole world only 300,000 tonnes
are extracted. It enjoys many applications in areas such as Electrical
Engineering and Electronics.
Another Project in Romania
envisages processing of waste
derived from batteries recycling.
“Now, we have to transport it to
Germany, which is very complicated and expensive for disposal”,
said Mr. Bobokov. According to his
words: ““Monbat” has found a way
to use a Bulgarian Company’s patent and will be able to extract the
valuable material from this hazardous waste, namely the Amorphous
Silicon, which costs money. Thus,
instead of spending, we will make
money”, said Mr. Bobokov. “Our
recycling should become the most
effective one that ever existed”, he
added. The idea is that the separator will process the waste, in addition to that generated by “Monbat”
Factories, also the one of Greek

8
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and Polish Factories; moreover,
they will pay for this service. Once
the Factory in Romania starts operating, it will also offer this technology for sale. It is planned to finish it
by the end of the next year, and the
one in the Town of Montana - by
the end of this year.
Main Markets
One of the essential differences,
between “Acumicar” and its current status, is its clear strategy for
the production export and for the
capture of new markets. The Company sells mainly in Western and
Central European countries, such
as France followed by Spain, Germany and Italy, and on the Balkans.
“Now we are focused on developing the two markets in Ukraine
and in Russia to which we did not
pay much attention. We want to
expand sales in Turkey. In Africa Nigeria is a big market. We have
also some small supplies in South
Africa”, described the Company’s
development plans Mr. Bobokov.
In general, the Company sells in 64
countries. However, none among
them is located in the far East. “For
the time being, we reached to Myanmar, and probably soon we will
go to Viet Nam.”
The continuous stepping on

new markets is mainly aiming at
the risk diversification. “From the
very beginning we have never admitted the logics to have a large
market share in one country only”
commented Mr. Bobokov. “When
you’re present in many markets,
you’re not going to be hit by the
competition”, he added.
“Monbat” has never strived to
become a market leader in Bulgaria, although here, its market share
‘without having to do anything’ is
40-50%, because the prices are the
same at both domestic and foreign
markets. “In Bulgaria, we don’t
earn more, so that we would need
to invest in advertising and marketing. If we had a huge market, with
a population of 50 million, I would
definitely say that this would be
the most important market to the
Company, and here, at all costs, we
would chase a share of 70-80%”, he
pointed out.
According to Mr. Bobokov: “The
closure of competitive enterprises in China, three years ago, did
not affect the Company at all, in
contrast to the anticipations.” According to his words: “The reason
is that no Chinese batteries have
ever been widely sold in Europe
and the region has never been

interview

subject to invasion in this industry.
They have always strived to export
to the neighboring countries in the
Far East, and in America”, he added. “In fact, in China, what they
did was to make their production
eco-friendly, but also to concentrate their business so that it could
become more controllable by the
State and not so pollutant.”
LEDs Contribution
In 2010, “Monbat” made a decision to focus its business development efforts towards a niche,
slightly different from the batteries
- investing in a LEDs Manufacturing
Factory, in which it holds 51% of
shares, and the rest is held by the
Bulgarian “Octagon International” Company. The newly created
Company is named “Octa Light”
and located near the City of Sofia.
According to Mr. Bobokov’s words:
“Soon, it will start giving its contribution. So far, we invested EUR 10
million in this factory, but the Company’s cash flow and results are
not negatively affected. Now, for
the first year it will have a positive
influence, and in the next year it is
going to be very profitable”, commented Mr. Bobokov.
“We’re on the stage of launching large amounts of products on

the market. More than 50% of
the production will be supplied to
the Middle East, and the rest to
Europe. Great opportunities are
foreseen. This is the only lighting
that will remain in use in Europe”,
he commented. According to his
words: “Strategically, in this business, it is important to have just a
few companies. We plan to make
“Octa Light” one of the leaders. According to Mr. Bobokov: “This was
a Greenfield Investment and within
five years, we had to work out our
own technology and products. The
truth is that, we have now many
quality products at very good prices. At the beginning, we thought
it would be a lot easier and feasible, but it turned out that there is
nothing easy in this industry.” In
Europe, however, the number of
manufacturing companies, not importing from China to resell, is not
more than five. According to Mr.
Bobokov: “In future, the production capacity will increase and fewer products will be imported from
China.”
Results
Although on a consolidated basis the Company reported a decline
in its Pretax Profit by 9.25% in 2015
(compared to the previous year),
“Monbat” showed a growth, at the

individual level , both in its Revenue by 18%, and Profit by 34%,
as evidenced in the Company’s Financial Statements. According to
Mr. Bobokov: “This is due to the
increase in sales of batteries over
the year, despite their lower price,
which follows this of the Lead.”
According to his words: “The sales
increase results from higher the
efficiency of the two Factories due
to the investments. The same thing
will happen this year. We foresee a
growth of 10-15% to be maintained
over the next year. In 2016, we will
produce 3.15m batteries of various
types”, he pointed out.
“The price increase of Lead has
no negative impact on the Company, since then the effect of the
lower cost of recycled lead is felt
most strongly”, said the Manager. “Just because of that, in any
price decrease, as observed at the
end of the last year, the Company
achieves lower margins.”
Mr. Bobokov explained that:
“There are two, of the major three,
companies present on the market
that are not in a good financial condition and since they have consistent losses, it is in their best interests
to monitor very strictly the Lead
prices. So, VARTA remains the prin-
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cipal Company in this industry, but
as their margins are not so flexible,
it strives to follow the Lead price. In
this respect, we are privileged, because there is no blind competition
in the market, the Lead price is the
same for everyone” commented
Mr. Bobokov. “Once you are able to
keep the margin, then your model
is good. It is very rare in our business”, he added.

Photographer: Tsvetelina Belutova
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“Monbat” continues to follow
its policy of selling its production
only in the secondary market. According to Mr. Bobokov: “The reason is that the Company’s capacities are not sufficient to go on the
primary market (for installation in
new cars) where also the prices are
lower.
Shareholders and Stock Exchange
The main Shareholder of “Monbat” is “Prista Oil Holding”, currently holding 42.73%, controlled
by the brothers Mr. Atanas Bobokov and Mr. Plamen Bobokov. In
1998-1999, the Company “Prista
Oil” purchased the first Factory
in Montana. In 2007, the Company decided having a listing on the
stock market. “The stock market
played a role at some point when
we had to construct three recycling
factories and needed to find co-financing. I think it was very important to do it, even it could happen
a year earlier, but there were some
doubts whether this was the right
way”, commented Mr. Bobokov.
In 2013, the Netherlands-based
“Prista-Holdko-Kooperatif”, which
owners with equal participation
therein are registered in the Hong
Kong Equity Fund - ADM Capital

and the European Bank for Reconstruction and Development
(EBRD), acquired 20.78% of the
capital of “Monbat”. So, through
related companies, by the end of
the last year, “Prista Oil” was holding 49.79% and “Prista-Holdko-Kooperatif” - 25.78%. The rest is held
by other natural persons and legal
entities.
Regarding “Prista-Holdko-Kooperatif” Mr. Bobokov believed that
“They are investors with a horizon
of 5-6 years, therefore, it is only a
matter of time before they leave
the Company”. However, he is
convinced that other Investors will
hungrily sink teeth into this Bulgarian investment.
Regarding “Monbat” on the
Stock market, Mr. Bobokov commented: “The weak point is that
there is no stock market liquidity
and it makes it difficult for investors. However, the Company does
not intend to leave the market, although that option has been contemplated. To exit the Stock market
it means to relocate great resource
in order to redeem its own shares,
which is not impossible, but it’s not
very logical” complemented Mr.
Bobokov.

gainings

MONBAT AD HAS ANNOUNCED THE INDIVIDUAL
FINANCIAL REPORT AS AT 30.06.2016
represents an increase of the
individual profit before taxes of
MONBAT AD by 16.65 %.

As at 30.06.2016 MONBAT
AD reported individual net sales
revenues in the amount of BGN 156
578 thousands which represents an
increase by 18.03 % compared to
the net sales revenues generated
for the same period of 2015 in the
amount of BGN 132 655 thousands.
The individual profit before
taxes generated by MONBAT AD as
at 30.06.2016 is in the amount of
BGN 12 182 thousands compared
to the individual profit before taxes
as at 30.06.2015 in the amount
of BGN 10 443 thousands. This

The individual net profit of
MONBAT AD as at 30.06.2016
was in the amount of BGN 10 964
thousands and increased by 16.71
% compared to the individual net
profit of the Company for the same
period of 2015 which was in the
amount of BGN 9 394 thousands.
As at 30.06.2016 the earnings
before taxes and depreciation and
amortization, increased with the
financial expenses and decreased
with the financial incomes (EBITDA)
of MONBAT AD on an individual
basis were in the amount of BGN
14 749 thousands compared to
the EBITDA reported for the same
period of 2015 in the amount of

BGN 12 433 thousands.
The earnings before taxes and
depreciation and amortization,
increased by the financial expenses
and decreased by the financial
incomes of the Company as at
30.06.2016 reported a growth by
18.62 % compared to the same
period of 2015.
As at 30.06.2016 the earnings
before taxes, increased by the
financial expenses and decreased
by the financial incomes (EBIT) of
MONBAT AD on an individual basis
were in the amount of BGN 12 021
thousands compared to EBIT in the
amount of BGN 9 957 thousands as
at 31.03.2015, which represents a
growth by 20.27 %.
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MONBAT AD IN THE SHORT LIST
OF THE SECOND EDITION OF THE
CEE CAPITAL MARKETS AWARDS

Gulf Oil International and Boss
Oil Ltd. started a lubricant distribution operation in Poland through
Gulf Polska, a new joint venture.
Gulf Polska will take over the
operations of Oil Trading Poland,
a currently licensed distributor
for Gulf lubricants in the European country, and will aim to expand
the old distributor’s operations,
the company’s director, Rob van
den Bosch, told Lube Report.

Monbat AD is included in the final nominations (Short list) of the
second edition of the CEE Capital
Markets Awards, in the category: Best IR Department of a listed
company in Central Eastern Europe.
The award ceremony of the
winners in the categories will be
held on September 15, 2016 in the
Warsaw Interkontinetal Hotel in
the presence of representatives of
leading listed companies in Central Eastern Europe and seven re-

12
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gional Stock Exchanges.
Jury Members include representatives of institutional investors, pension and fund managers,
bankers/brokers, 7 Stock Exchanges from the CEE region, PE investors and financial media partners.

“First we will act as an importer and deliver through a network
of distributors in Poland,” he said.
“We also plan to develop a chain
of Gulf fuel stations in the country.
It will help us to further increase
the brand awareness in Poland.”
The company is not planning
a lubricant production facility in
Poland, Bosch said. “At this point
there is no plan to set up a blender. All the products we sell in Poland are now produced at the Q8
plant in Antwerp, Belgium.”
Kuwait Petroleum International, known by the Q8 brand, markets lubricants and other petrole-

new markets

Gulf Oil Enters Poland
By George Gill • June 8, 2016

um products and has two blending
plants in Europe – one in Antwerp
and another in Milan, Italy. In June
last year, Gulf Oil International said
it was tying up with Q8Oils to supply finished lubricants in Europe,
with Gulf’s lubricants to be produced at Q8Oils’ blending plant in
Antwerp.

lubricants market to be at around
240,000 to 250,000 metric tons
in 2016. About 55 percent of that
is industrial lubricants consumed
primarily in machinery manufacturing, iron and steel, coal mining,
chemicals and ship building industries. The other 45 percent is automotive.”

“This will represent a major step
forward for Gulf in Poland,” Camille
Nehme, Gulf Oil’s vice president for
Europe, said in a news release. “We
have ambitious plans in the country, and a strong presence in Poland is a key part of Gulf’s growth
in Europe, which in turn forms
part of Gulf’s major international
growth plans.”

Agashe noted that PNK Orlen
and Grupa Lotos account for a significant market share, with ExxonMobil, Shell, BP, Total and other
major oil companies also present.
“Petronas Lubricants is a player
as well, given their close ties with
Fiat,” she said. “Fiat and VW have
the leading market share in car vehicle sales.”

Bosch said the company is expecting to deliver to Poland’s retail chains by the end of this year.
“However, we will not deliver
where there is an official Gulf distributor in the neighboring countries,” he said.

Oil, fuel and lubricant marketer
Gulf Oil International is part of India’s Hinduja Group conglomerate.
Source: www.lubesngreases.com

Consultant Geeta S. Agashe,
president of Geeta Agashe & Associates LLC, told Lube Report,
“Our estimates indicate the Polish
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Prista Oil was chosen to be a Badge Partner
of a Company from the Town of Burgas in its
first Automotive Repair Shop implementation
“Auto Expert” offers

and TEXACO brand products to its customers

Mr. Pavel Stankov, Automotive Repair Shop Manager, graduated ‘Architecture’ in the United
Kingdom. Currently, his work is
not relevant to his specialty. After
his graduation, upon his return in
Bulgaria, two years ago, he started
occupying a responsible position
in the Family’s business. At that
time, together with his brother and
his father, they were trading with
fuels. But recently, he remained
14
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only with his father in the Family’s
business, because now his brother
is building a successful political career.
Since 2000, the Company “Auto
Expert” OOD has been running a
franchise business jointly with one
of the largest companies in the
country. Now, in the Town of Burgas and the region, there are four
Petrol stations branded with a key
Fuel Manufacturer and Trader’s

logo, but they are built and serviced by the Stankov Family’s Company.
Another business run by their
Company is related to the supply
of natural gas in hotels, industrial
enterprises...
‘Automotive Repair Shop’ Concept
The Automotive Repair Shop
was built on a terrain offered for
sale three years ago. At that time,
there were several buildings built
thereon. The Investment Intent was
mainly focused on the construction
of a modern Petrol station. “However, the hall located nearby was in
a quite good condition”, said Pavel
Stankov. “Of course, the building
needed a renovation, but it was a
better option than to demolish it
and to look for new intended use
of this terrain.”
So, they kept the Hall and built
a superstructure thereon. Next,
they started looking for a suitable
business to run inside the building.
After several meetings, including
with Prista Oil Representatives,
they made a final decision.

autocenter

the Architecture and Automotive
Repair Shop are distant, the acquired good education allowed him
to make the right decisions and to
design the sites which had to be
located on the terrain purchased,
in accordance with the Investment
Intent.
The Automotive Repair Shop
was built on a land which was part
of the former Municipal Enterprise
‘BKS’. One, who keeps in mind the
image of the old site only, could
now recognize the Conceptual Design of Pavel.
“We needed a Company, such
as Prista Oil, that was going to be
our teacher in such a new business
for us, in order to enable us to dynamically progress, rather than to
learn from our mistakes. In turn,
we were a partner that Prista Oil
needed in order to represent them
in a good way in the region, which
was also our goal”, said Stankov.
“In fact, it was a necessary step
for us to complement our Business
Portfolio.” Even, if it might seem
that the activities associated with
Prista magazine, issue 2`16
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The Automotive Repair Shop
was put into operation within very
impressive time limits. In just 3-4
months, the current building appearance was achieved, equipped
with all the necessary machinery
for oils refilling and making small
and medium repair works
The Workshop is equipped with
four lifts and three canals, a stand
for adjustment. One of the compartments is adapted to change oil
and provide trucks maintenance.
“Auto Expert” provides services to
several companies already. Also,
the Transportation Company’s own
machinery is serviced therein.
Here,
and TEXACO
Brand Oils are mainly used (in order not to sound ‘maximalist’).
“We might say now, that the
Staff so recruited can enable an
effective teamwork. But of course,

16
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at the beginning, that was not the
case. Here, wages are subject to
the monthly earnings. In no way,
something that was not implemented could be paid; or we could
fail to remunerate the labor input.
Several people were replaced until
the right Team has matched. Here,
we want to work people who are
skilled, experienced, able to find
solutions, as precisely as possible,
to any problems and to repair any
damage.’
“Being part of the Automobile
Repairs market takes more efforts
in order to reach the prestige and
customers’
acknowledgment”,
evaluated the situation Mr. Stankov. “In no way, we could or should
allow any customers to leave us something that many repair shops
with background experience often
allow happening. Therefore, in or-

der for us to be successful and to
strengthen our positions in this
market, our Repair Shop’s workers
and mechanics must have sufficient skills. In some cases, clients
come after having visited 2-3 repair
shops and encountered a refusal to
repair their cars at. And so, we are
able to repair them, offering a good
quality service.
Nowadays, in general, our business could be compared with that
in the Emergency room. Everyone
is welcome and every car is given
life, even those with severe technical damages, even those that other
shops did not accept for repairs.”
And so, within a very short time,
we already managed to attract a
few serious companies as repeat
customers – at reasonable price
and quality service performance,
in optimized time.

technology

Havoline’s Deposit Shield
technology
For over 100 years, Havoline engine oils have been
trusted and tested by customers around the world to
deliver engine performance and protection, from Formula 1, NASCAR and Le Mans to the rigours of everyday driving.
Deposits in the engine create friction and rob engines of performance and fuel efficiency.
Havoline’s Deposit Shield technology helps protect
engine components from the constant onslaught of
harmful deposits and wear, even in extreme driving
conditions.

ПРОАКТИВНА
ЗАЩИТА НА
ВАШИЯ
ДВИГАТЕЛ

As engine technology evolves to produce engines
which are smaller, more powerful, with lower emissions and greater fuel efficiency, so must the engine
oils that protects them.
Manufactured using high quality premium synthetic base oils and specifically designed additives,
Havoline ProDS engine oils pro-actively shield your engine from damaging deposits and wear by constantly
renewing the Deposit Shield protective barrier which
keeps harmful deposits from forming on your engines
critical surfaces while reducing wear.
Havoline ProDS with Deposit Shield Technology –
pro-actively protects what matters: your engine’s performance, your investment and your fuel economy*

Havoline® с технология „Deposit Shield“ отговаря
на изключително високите изисквания на Вашия
двигател, като осигурява ефективна и динамична
защита на най-важните негови компоненти.
Маслата Havoline покриват и дори надвишават
изискванията на най-новите международни
спецификации.
europe.havoline.com

/HavolineEurope
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interview

Cristian Leon: Verila can produce and does produce
greases that are wanted on the market
The goal is to keep existing customers,
grow our business together and be recommended by them
to potencial clients

Christian Leon
Christian Leon, since how long have you been an
Executive Director of Verila?
It‘s been a year now, since February 2015.
Now you manage a company that is also actively involved in production.
In fact this is an integrated system. I manage the
production but also marketing and sales.
You mean you have added a new activity to your
business experience…
In fact, I hold a similar post back in 1996 when we
were building a factory for foodstuff production. For a
period of one year I was involved in the construction
of this factory, which was more precisely a factory for
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chocolates and sweets near Bucharest. Overall, I do
like a lot the mixture of those two activities, production and sales, as it allows me to control the entire
process - from the very beginning up until its completion.
You were an Executive Director in 1996. You certainly do have a good amount of experience.
I had the chance to be given better opportunities
for business and work at that time.
When did you start as a Director of the subsidiary of Prista Oil in Romania?
In September 2007.

interview

Were the very good results the reason why you
were transferred to your current position?
I would rather say it was my team, and not myself in particular, who showed very good results. Quite
significant transformations within the company itself.
It became the first financially independent subsidiary
of Prista Oil in its history. Few years ago we also paid
dividends. Now we have a sustainable business in Romania based on our systematic approach towards the
market and price positioning that we have managed
to maintain for over 5 years now.
We kept the main concept with some very small
changes to it which helped us build trust in our partners, distributors, customers. They already have confidence in our business, a business that is essentially
consistent and predictable.
The team of Prista Oil Romania has proven that
the system works. All the people around me could do
what I was doing and do it even better than me. That is
really my way of building a team. Each and every person responsible for doing something would be able to
do it better than me. And in case he can’t, I will teach
him. That’s what I am also trying to do here in Verila.
A lot of improvements were made in Verila team
for one year. Some people left the company, others
joined and third were transferred to other places
where they could better develop and be of more use.
The concept is to use everyone to its full potential, as
perfect employees simply don’t exist. I am not looking
for perfect people but such that are extremely dedicated to their work and like what they do. For me, enjoying something means you are doing what you are

best at. And it does add to your personal satisfaction
and contributes for the building of the team spirit as
well.
Let us be more specific. How was your first working day in a whole new environment where there is a
production process taking place as well… you probably know this from before.
As a matter of fact, I participated in this project
back in November 2014. I was there when the project
was launched. A great deal was expected from this
company but things that needed improvement could
also be seen. And they were a lot.
The investment in that was of utmost importance and necessity, unfortunately it couldn’t cover
everything. For that reason, my priority was to start
a standardization of all processes, improve the ergonomics, implement a very strong quality control and
follow the simple concept of producing what the market needs instead of having a production of some medium quality at stock.
The process of standardization has reached the
procurement as well; i.e. make sure that everything
we use, be it a product or a service, is being selected
on the basis of reliable rules and criteria. Make sure
that when we start the production of a certain product
we do have the right raw materials and accessories. As
I mentioned before, being part of the so-called Prista universe it’s like riding a roller coaster – constantly
moving up and down.
There are always challenges, there are always
problems emerging every now and then that make
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things quite interesting. The situation in Verila is the
same. Still, these are opportunities you are given in order to grow considerably fast. Right now what we are
doing is a certain “facelift” of Verila based on historical
traditions.
And what did you build on for one year?
Many, many things. First I have to say - a fully
functioning team. Second – we managed to build a
system that can guarantee customer satisfaction.
We attracted a large number of customers from
different areas of economy. And all this by means of
better quality and more trustworthy availability – a
very important flexibility tailored to the customers’ requirements. This is one of the key things that actually
differentiate big companies from the rest.
International manufacturers never start the production of a certain product based on request made
by two, three customers only. Such companies always
have some sort of standardized production, a portfolio. Still, we could afford to do it but only if it is justified
in terms of product volumes and cost.
Can you give an example?
Yes, of course - the production of pellets for
burning. This is an industry that requires the use of extremely high quality greases. At the same time there
are many specific requirements. The greases themselves need to withstand high pressures and loads –
many times greater than those in a regular production.
Another example – the steel industry in Turkey.
We sell there a high quality aluminium complex grease.
20
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Even from marketing point of view we have customers that are demanding. For instance, a customer
requested that his grease differ from other customers’
greases by a specific color. We are ready to provide it. If
this is profitable for us, of course. Here is why we have
requirements for minimum order quantity.
The same with packaging - we have a customer requesting a specific type of packaging that is produced
in Germany and he is willing to pay for it. We will fulfil
this request too.
The purpose of all this is keeping the existing
customers but also growing with them and eventually
reach to the point where we will get recommended by
them to new customers.
Were the expectations for the smaller packages
of greases confirmed?
Absolutely. We made a comparative analysis of
2014 to 2015 to see what sales we had in those two
years. The difference between the two was huge. In
2015 we managed to sell considerably more pieces.
This means we are getting closer to the end customer
because the smaller the packaging the closer we are to
the end users. We have a pretty good set of customers
both local and companies that are part of Prista universe.
Our sales are directed towards the most significant groups of customers. Such a key group of companies is Prista Oil where we already have a very good
team selling Verila greases. In 2015 it was fairly easy for
me to convince them to invest more efforts into selling
more based not only on technical support but product

interview

availability and diversity as well.
Let’s admit that in order to sell greases you
should have pretty good technical knowledge. The key
focus here is to continuously deliver all the necessary
information to your customer, even visually. The new
product specifications of Verila do not simply present
the information in writing but communicates it to the
customer visually as well. This makes things easier for
the person reading the document. Nowadays even the
terminology used for creating these technical specifications is not that technical anymore and hard to
grasp by readers who are less familiar with it. Customers are not required to know such details about the
greases. Many of them do know, however those who
are unfamiliar with them rely on us to provide them
with the necessary information. It is our duty. This is in
fact what differentiates us from a manufacturer who
will simply give you a product name and a price.
You came with investments of 3 million. Overall, was there a change in the business of Verila? Did
you feel any upsurge? Was that a plus for you?
Certainly, there were visible changes. We needed
a certain equipment which we managed to buy.
To what extent is the laboratory of Verila a “lever” in the hands of the management? To what extent
does it succeed to guarantee quality but also provide
further advantage over other manufacturers?
I am glad you asked this question. The way our
laboratory functions and looks is a very important reason why customers choose us. Quality can always be
proved of course but it is equally important to have a

first class equipment. In my career I’ve been to many
production facilities for greases, however even our
customers confirm that our laboratory together with
our production facility look much better than others.
And I am talking here of high level of technology as
well, the availability of such technologies for both
testing and production purposes.
I very often compare the production of greases
with a premium class gourmet restaurants. You can
prepare a very good steak from Angus meat and also
prepare a very bad steak from the same Angus meat.
So, the point is not only to have very good raw materials but also closely monitor the production process itself, test the results first and finally offer the adequate
logistic and customer support. The logistic, technical
and customer support, the commercial services –
these are the things which make us stand out on the
market. Yes, you do need a very good product, a set
of raw materials, a production equipment, a testing
equipment but the services that also come with those
processes should be maintained at a high level as well.
You need to be able to understand the customers’ requirements, visit them if necessary. You need to
have a competitive package, to know you competition
on the market and correctly position your product
and services in this universe.
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partnership

“Ban Tir” - Burgas - when a product quality
and service meet the requirements,
we work with Prista oil
The Transportation
Company is successfully progressing, focusing
on new vehicles, uncompromisingly using
recommended oils only

“Ban Tir” OOD - the first part of
the Company’s name is the name
of the Residential District of Banevo in the Town of Burgas. The
word ‘TIR’ - is the abbreviation of
the Transport International Router
Convention, which is now longer
applicable as a EU-member. However, it is a well known fact that
‘TIR’ is the byword for a trailer
truck used in international freight
transportation.
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“The Company’s started 25
years ago, traditionally at that time,
by owning just one truck. Certainly,
one of the few that have purchased
a new Skoda-Europa”, says Denko
Zhelev, the Owner.

After the first truck, a year later,
a second truck was purchased, on
the third year there were already
four trucks and so on, so far they
are subject to periodic replacement.

As it usually occurred in those
years, until 1989 Zhelev used to
work at the Automobile Factory of
Burgas. “So-so, I knew something
about the transportation and that’s
why I headed in this business.”

From the beginning, the main
destinations are in Europe - Germany, Netherlands, Belgium, and
the cargo usually consists of packaged goods. Three years ago, the
Company started carrying out do-

quality

mestic transport operations in the
heart of Europe and Scandinavia,
keeping the itineraries of Bulgaria-Europe.
Currently, “Ban Tir” OOD Vehicle Fleet consists of 40 own trailers
of the mega brand Mercedes and
Volvo, complying with the Euro 5
and Euro 6 Standards.
If there‘s anything that makes
serious impression, it‘s that the
Transportation Company preferably purchases new vehicles only.
Three years ago, these had to be
partially replaced and therefore a
new MERCEDES-Euro 6 was purchased. “This is probably also the
reason to progress so far”, said
Zhelev. “We should bear in mind
that modern vehicles don‘t offer
such endurance and lifetime as
we knew from before. That‘s why,
every three-four years most of the
companies return their vehicles
and buy new ones.”

Now, this strategy is also applied to trailers.

with Prista oil as a manufacturer
and trader of high quality
and TEXACO oils.
“In fact, this year it makes 10
years since we had our first contacts. Prista oil’s Representative
contacted “Ban Tir” and things
happened in the best interest of
both parties”, remembers that
moment Denko Zhelev. At that
time, mainly mineral oils, greases
and other consumables were purchased.

So we get to the essence of this
presentation - the first contacts

Today, however, it should be
noted proudly, that the Burgas

ly 10 years the Swedish brand represents “Ban Tir”. Then, the first
Mercedes vehicles with engines
conform to Euro 5 appeared. Thus,
more and more often the principle
of comparison was imposed. “This
gives us a better orientation from
the point of view of the prices and
everything else associated with the
operation costs”.

In the beginning, after Škoda,
the tribute is made to Volvo. Near-
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Transportation Company is using
mainly TEXACO brand products of
the highest price range and technology class. There‘s no way to
make a compromise with any Euro
6 trucks, as it‘s only a matter of
time for this to become a simple,
but expensive solution.
The same thing happens with
AdBlue, as well. Searching consumable price and quality, so important for every modern truck,
once again Prista oil turns out to
be profitable. After some experimenting with other importers, it
appears that the liquid offered by
the Ruse Company provides an expected quality. “Currently, we‘re
using it and we‘re satisfied with its
quality”, acknowledges Zhelev.
Still, there are some cars dealers
that stubbornly continue to bind
customers with their conditions
that do not allow other companies
to offer their products. However,
“Ban Tir” has its own site, where
the trucks maintenance upon their
arrival in the country, is carried out.
It does matter to make their own
choice.
Now comes the time to reveal
who is definitely on top of this suc-
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cessful company. Denko Zhelev,
deservedly stands on the position
of the owner and the person with
control functions which ensure the
successful running of such not very
simple machine-transportation activity. All technical issues are entrusted to the care of his son. His
wife, Antoaneta Dimitrova Zheleva,
is the Manager. Family circle is closing with the soul mate of the young
Zhelev, with whom they were fellow students.
Zhelev Jr. has established his
own company a year ago, as the father’s expectations are that his successor shall surpass him in terms
of volume and financial results.
Zhivko Zhelev graduated from the
Technical University, majoring in
„Technology and Transport Management“. Coincidence or not, but
that‘s exactly the specialty required
for Zhelev Sr. to have an even more
successful business.
About the products offered by
Prista oil, the young Manager has
expressed a lot of positive reviews.
“I shared with my father how much
mileage a truck with TEXACO oils
shall run, compared to other oils
offered by competitors. Experience
shows many benefits, including

more mileage than guaranteed.”
Zhelev Sr. shares his experience
of how to test a motor oil - “In
case we need topping up oil during
the mileage warranty of up to 100
000 km, that does not speak well
for the lubricant. This has never
been the case with TEXACO. Rather a reserve is felt over the manufacturer’s mileage warranty. We
have even vehicles of more than
1m km using oils offered by Prista
oil and requiring no topping up”,
comments with satisfaction Denko
Zhelev.
Both managers of “Ban Tir”
firmly state that in case they need
any advice on lubricating products,
they obtain the requested information both from the Commercial
Agent and Specialized Department
at Ruse Lubricants Oils Factory.
They ask and receive information
up-to-date about all products as
the new Euro 6 engines so require.
… Speaking of the new Company, which, since a year ago, has
been managed by Zhivko, it turns
out that it was registered and located in Germany. So, the young
Zhelev also started developing relatively independently - currently,

quality

he is operating two trucks and in
the next year he plans to double it.
Partnership in competition or
competition in partnership - an issue that turned out to have a definite answer. “Interesting question”,
thinks Zhivko, for whom this situation makes it possible to search
for different solutions in one or
another situation. The new Company shall be focused on domestic
EU-transportation.
“I wish and I am confident that

I‘m not going to lose him and to
let him leave Bulgaria”, the father
is convinced. “Once he has returned from Sofia, I’ll do my best to
convince him to stay in our country.” This confidence is proven by
the good grounds.

the business is more competitive
than in any other Central European
country”, says Zhivko. “Our transportation industry is quite competitive on the Western market. That‘s
why many foreign companies there
prefer our Bulgarian companies.”

“Notwithstanding
whether
we‘re looking only for the negative
reasons in order to leave Bulgaria
or not, for me there are enough
reasons to work in Burgas. In terms
of business things in Europe are not
what they’ve seemed to be. Here,
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Attractive Design of PhD Graduate
at the National Academy of Arts won
the ‘New Premium 1L Bottle and Label’
Contest of Prista Oil

Mr. Zahari Ganchev, a Mr. Zahari Ganchev, a PhD Graduate, majoring in ‘Industrial Design’, was the
unequivocal winner of the ‘New
Premium 1L Bottle and Label’ Contest of Prista Oil.
Second-Year Students’ Team
- Mrs. Denitza Ivanova and Mrs.
Diana Kuncheva - was awarded the
Second Prize.
Conceptual Design of a PhD
Graduate, Mrs. Mariya Vasileva,
has been ranked in Third Place.
Winners were awarded during a celebratory ceremony, held
at the Head Office of Prista Oil, by
26

Prista magazine, issue 2`16

the Executive Director, Dipl. Eng.
Tsvetomir Atanasov.
Mr. Atanasov expressed his
gratitude to the Management of
the Academy of Arts, represented
by Ass.Prof. Stanko Voykov, Head of
the ‘Industrial Design’ Department.
Ass. Prof. Voykov described
the Contest announced by Prista
Oil as ‘being extremely fruitful for
the students’ creativity’. “During
the evaluation of Conceptual Designs, we were pleasantly surprised
of the interesting concepts, they offered. The Award-Winning Design
was radically different compared

to what currently exists and is offered on the market. This is about
a new, pyramid-oriented structure,
distinct from the well-known plastic shape.”
Students at the National
Academy of Arts, especially those
in Third- and Fourth-Year of Studies, are subject to a Dual Training
System thanks to investors such as
Prista Oil, dealing with Interior, exterior, furniture.
Mr. Tsvetomir Atanasov, Executive Director of Prista Oil Holding,
thanked the Winners for their commitment to the topic and for their

winner

Zahari Ganchev

PhD in Industrial Design major
Academy of Fine Arts, Sofia

excellent performance. “We have
always wanted and searched for
any opportunities to assign and to
obtain solutions from the Bulgarian implementers. As soon as we
imagine a Company, such as Prista Oil, to participate at the Automechanika Frankfurt - the world’s
leading trade fair - we could best
understand the meaning of a bottle. Among 150 companies that exhibit and promote their own products on their stands, if we are not
recognizable, we will blend in the
mass and our products will be hard
to notice among the hundreds of
exhibitors.”
“In practice, Petroleum Industry Companies change their
Packaging Design every 10 years;
therefore, we were challenged to
announce this Contest. Our exist-

ing design was created by a Professor at the University of Ruse. This
time, we decided to expand the
scope of participants; and we ended up to this pleasant meeting”,
said Mr. Atanasov.
“It was within my expectations that my design would be
recognized, despite the significant
difference compared to what a
market is offering so far”, said Mr.
Zahari Ganchev, the Winner. The
PhD Graduate at the „Industrial Design” Department participated in a
dozen of Contests over the last 5
years, including winning First Prize
in two of them - “Zagorka” and
“Nescafe Coffee Machine Design”.
Prista Oil’s Contest was announced two months earlier in
front of the students and lecturers
at the National Academy of Arts. A

meeting on awareness was held in
advance with the Company’s Representative, where the assignment
was worded and explained. “In
general, I have a ‘Bottle Design Affinity”, said the Winner. However,
he mostly likes to design cars, but
it turns out to be a tough job under
these conditions...
His creative process lasted a
week. One week entirely subordinated to his creative activity, almost with no sleep or break. He did
not make too many drawings, i.e.
50-60, for this job. Then, he started
considering the three-dimensional version, in order to be able to
shape the mold for the bottle manufacturing.
It was within Zahari’s expectations that his non-standard, almost revolutionary idea should be
noticed and apprized. To reach this
vision, he researched the hitherto
existing experience, as well as any
concepts, whether implemented
or not, on the Internet.
During the lecture, held in
front of the students, he took into
account the issue with the bottle
blasting and vanishing of walls,
which was occurring after the
pouring of hot oil.
So, he rejected any amorphous round forms, as in general,
they were exhausted. He focused
towards something geometric,
but, at the same time, sustainable
in terms of its structure. And he
chose the cut plans in tetrahedron
shape.
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Denica Ivanova

Diana Kuncheva

Second year student in Industrial Design
major Academy of Fine Arts, Sofia

Second year student in Industrial Design
major Academy of Fine Arts, Sofia

Mrs. Denitsa Ivanova and
Mrs. Diana Kuncheva - both Second-Year Students, majoring in “Industrial Design” at the Academy of
Arts.
How two people build a profitable project? “During this creative process, we were together all
the time, except at the beginning,
in order to not influence each other’s ideas”, said Denitsa. That’s how
they selected 10 of at least 100 of
options. They were looking for the
most favorable option.
“Diana is extremely well,
dealing with the Visual part”, recognized Denitsa, while she defined
herself as ‘a practitioner’. The lack
of practical experience definitely
proved to be problem - to see in
live the manufacturing process and

the bottle use.
Overlaying the two creative
visions into a single final product
was an uneasy task. But during the
process, the two Designers got to
know each other even better and
realized that indeed they were a
good creative team.
Mrs. Mariya Vasileva, a MA
Student at the Academy of Arts,
majoring in “Industrial Design /Interior and Exterior/”. An “Advertising Design” graduate.
Currently, she works with a
German company and makes cardboard packaging. The day before
she knew she was ranked Third in
this Contest, one of her works was
licensed and subject to implementation at the end of the year. She
has experience in designing and
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constructing stands.
“The major challenge in developing the bottle was to make it
stable and easy to carry on.” in this
case, Mariya cannot afford a waste
of space, of money, of time.
The
design
finalization
stretches over a period of a few
weeks, but as hours, it took her
about 12 hours.

Mariya Vasileva

Master degree in Industrial Design major
Academy of Fine Arts, Sofia

summer notes

Summer Notes on Antifreeze

Internal combustion engines cooling uses lowfreezing fluids, known as ‘anti-freeze’. Its function is to
prevent from freezing during winter and overheating
during summer, especially in the case of vehicles with
air conditioners. Also, antifreeze provides rust and
corrosion protection, without damaging the rubber

Indicators

and plastic paths. In addition, when the antifreeze
is an EG-based it is cheap, chemically stable, not
emitting unpleasant odor or damaging the vehicle
coatings. The key ingredients in antifreeze are water
and ethylene glycol. Why were they chosen and how
are they functioning, we will describe below:

Ethylene glycol

Propylene glycol

Glycerin

Water

197

187

290

100

Relative density at 20°С

1.1153

1.0383

1.2636

1

Specific heat capacity (cal/g*°С)

0.574

0.6

0.579

0.998

Viscosity at 20°С, cP

20.9

60.5

1499

1

Crystallization Temperature, °С
- Pure
- With 50% water

-13.3
-36.6

-33

13.3
-23

0
-

20.9

60.5

1499

1

Boiling Point , °С

Price
Toxicity LD50 (rats), g/kg

From the above, it becomes clear that Ethylene
glycol has the advantage over the other two types of

glycols. It offers much better low temperature properties, lower viscosity and excellent heat conducting ca-
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pacities. Therefore, mass-marketed antifreeze is based on Ethylene
glycol. Ethylene glycol is namely
the liquid that prevents the freezing when properly mixed with water. Improper ratio between the
two fluids can lead to heat transfer
deterioration and system overheating.
Ethylene glycol should not be
used without water because its
Crystallization temperature is higher (-13.3°C, see table). Furthermore, it has a higher density and
a higher viscosity than water, and
this hinders the heat transfer and
overcharges the water pump. On
the other hand there is a risk from
freezing due to the larger volume
of water, which may cause very serious damages. By increasing the
effective engine power and partly
due to its temperature increase, a
larger amount of heat should be
transferred from the cooling system, which may not compensated
by a greater volume of coolant. Additional cooling is usually achieved
by increasing the pressure in the
system and by increasing the
speed, thus allowing the antifreeze
to circulate at as higher temperatures as possible. Here, the quite
higher boiling point of Ethylene
glycol than water provides a great
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benefit. Thus reducing the losses
from evaporation and the water
pump cavitations caused by instantaneous vaporization (boiling) from
the intake side of the pump and the
next-boiling caused by the residual
heat when turning off the engine.
Pure Ethylene glycol and water
solutions have a corrosive impact
to metals of the engine cooling
system, which requires the use
of additive package. This additive
package must be compatible with
the plastics and elastomers used in
the engine or cooling system, but
should not form insoluble salts in
dilution with hard water.
Corrosion in the cooling system
shall not only damage the metal
components, but it shall create insoluble compounds that can clog
the cooling path, the thermostatic
valve, etc., which shall hinder the
heat transfer due to the crowding
of these products on the heat exchanger surfaces.
If, until a few years ago, the
most typical and traditionally used
in inhibitors included borates,
phosphates, nitrates, silicates, benzoates, mercapto benzo-diazol and
tolyltriazole, now the antifreeze
produced with additives under
the so-called organic technology
(organic mono- and dicarboxylic

acids) is mass-marketed. Inhibitors
concentration must be sufficient to
provide the necessary metals protection. The required amount depends on the operating conditions,
corrosivity of water that is used
and the length of the periods at the
operating temperatures.
During the operation some inhibitors (such as nitrite and silicate)
are found to run out too quickly
and easily. Some others - phosphates and triazoles - run out with
a relatively more moderate pace.
And another - such as borates and
salts of organic acids - has a very
slow pace of depletion.
Currently, antifreeze are divided
into four types based on the type
of additives:
Traditional - containing
additives based on borates, phosphates, nitrates, benzoates,
Organic - containing additives based on Mono-and dicarboxylic acids
Hybrid – Mono-and dicarboxylic acids-based additives are
used as primary corrosion inhibitor, also having silicates to provide
fast-acting protection of aluminum
parts.
Short Guidelines excerpt is below from various engines manufacturers depending on the type of

summer notes

VW 774 C

Year of
manufacture
Since 1996

Hybrid

VW 774 D

Since 1997

Organic

VW 774 F

Since 2001

Organic

BMW

BMW N600 69.0

Since 2001

Hybrid

Fiat/Iveco

55523/1

Traditional

Ford

SSM-97B9102-A

Traditional

WSS-M97B44-D

Organic

MAN 324 Type N

Traditional

MAN 324 Type NF

Hybrid

MAN 324 Type S

MB 325.2

Organic
Organic +
nitrates
Traditional

MB 325.3

Organic

MTL 5048

Hybrid

MTL 5048

Organic

Manufacturer
Audi

antifreeze additives:
All manufacturers use dyes to
distinguish the additives colored in
pink-fluorescent, green, blue and
yellow. In fact, almost all organic
antifreeze is colored in pink-fluorescent, but there are exceptions. Similar is the situation with traditional
antifreeze, which is usually blue,
and Hybrid NIA green-blue. It is important to note that the color is the
manufacturer’s choice and different
manufacturers with a different formulation in terms of the types of
inhibitors may have the same color.
In the next issue we shall introduce products that we offer and how
they meet the market expectations
and requirements.

MAN

MB

MTU
Opel

Manufacturer

Specification

MB 325.0

GM B 040 0240

Specification
GM B 040 1065

Porsche
PSA
Renault
Scania

Till 2000

Type of additive

Hybrid

Year of
manufacture
Since 2001

Type of additive
Organic

Similar to VW 774 C

Hybrid

Similar to VW 774 D

Organic

B 715110
Technical Notes
2274A, 2511A,
2675A
TB 1451

Organic
Till August 1994

Hybrid

From September 2002 Organic

TI 02-980813

Organic

Volvo

128 6083

Hybrid

VW

VW 774 C

Since 1996

Hybrid

VW 774 D

Since 1997

Organic

VW 774 F

Since 2001

Organic
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