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WHOLESALE AND RETAIL SECTOR VALUE 
CHAIN 

SHELL SOUTH AFRICA 

10 August 2010 

Hosted by  : South Africa Commercial Sales & 

Marketing Team
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COMMERCIAL FUELS
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WHOLESALING 

n What Wholesaling entails : 

n The purchase and sale in bulk ( over 1500lts ) of 

petroleum products by a licensed wholesaler 

n to or from another licensed wholesaler 

n or from a licensed manufacturer 

n for sale to a licensed retailer 

n or to an end‐consumer for own consumption. 

n Wholesale licence ‐ means a licence to conduct the 

business of a wholesaler  – this is a legal 

prerequisite 

n Wholesalers can often be more flexible and respond 

to market conditions quicker than larger 

multinationals 

n Shell South Africa Marketing has a strategy of 

identifying Distributors throughout South Africa to 

supplement their direct Distribution network of 

Diesel, Petrol, Illuminating Paraffin and 

Lubricants.
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n What opportunities are there for B‐BBEE companies ? 

n B‐BBEE Scorecards incentivises purchase from B‐BBEE 

companies for end consumers 

n Access to fuel supply readily available from 

industry refiners & wholesalers 

n Options to buy into existing businesses 

n Fuels sales for cash requires lower working 

capital 

n Support given to B‐BBEE companies 

n Depending on the deal with Shell’s Distributors, 

support may include: 

n In certain instances access to credit 

facilities 

n Technical training on products 

n Business skills & financial management 

training 

n Assistance with account planning 

HSSE training 

OPPORTUNITIES FOR B‐BBEE COMPANIES
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n Learnings and challenges around support programs: 

n Safety standards are not negotiable  – it is a 

mindset that needs to be instilled top to bottom 

n Sound Financial skills are a prerequisite to the 

Wholesaler’s business success 

n Any new initiative must be be sustainable once 

initial direct support is downscaled 

n Patience  – there are seldom short term gains 

n Future opportunities 

n Gap areas for new participants can be found 

n Existing Distributors & Wholesalers are considering 

B‐BBEE partners 

n Scope for established businesses to expand into 

Wholesaling 

LEARNINGS FOR SUCCESSFUL WHOLESALERS



Shell South Africa 
Commercial Fuels and Bitumen



Background 

n  In 2006 Thebe establishes TEPCO, a wholly black owned and managed 
petroleum marketing and distribution company which at its height grows to 
own 14 retail stations in 5 provinces 

n  In 2002, Thebe sold its subsidiary Tepco Petroleum to Shell South Africa 
Marketing (SSAM) and  acquires a 25% interest in Shell South Africa 
Marketing (SSAM) 

n  In 2006 Thebe establishes Thebe Energy 

n  In 2008 Thebe acquires 25% of Shell South Africa Refining, a 50% 
shareholder in the SAPREF, the Durban Refinery co­owned with BP



Thebe Energy’s Value Proposition 

§ Thebe Energy is a 74% owned subsidiary of Thebe Investment 
Corporation 

§ Thebe Energy was formed to operationalise Thebe Investment 
Corporations' investment in Shell South Africa in three areas: 

§  Commercial Trading & Transport 

§  Crude & Product Trading; and 

§  Retail 

§ Thebe Energy is 26% owned by Quorum which provides 
international industry expertise in the set­up phase



Thebe Energy’s Value Proposition 

§ Providing commercially sound business solutions and market access 

§ Unlocking global  business opportunities: 
§  Southern Africa; 

§  West Africa; 

§  South America; and 

§  Middle East 

§  Increasing the operational participation of black people and women the 
petroleum sector 

§ Supporting the transformation objectives of petroleum 
§  companies operating in South Africa



Strengthening of Partnership 

n  Thebe Energy and Shell have invested significantly in building this 
operational capability 

n Establishing a Shell –Thebe Forum (STF) to develop commercially 
viable opportunities for Thebe Energy to participate in the petroleum 
sector 

n  The partnership agreement is backed by both the Chairman of 
Thebe’s and Shell’s Country Chairman. 

n  This agreement is supported by a dedicated Operations Steering 
Committee together with the Royal Dutch Shell in London.



Strengthening of Partnership 

n  “As a result of the changing landscape in the oil industry, in line with 
the industry commitment to the Liquid Fuels Charter, the Chairman of 
SSAM and the Chairman of Thebe Investment Corporation agree to 
examine scope for greater operational involvement by Thebe with 
Shell, as its preferred Broad­Based Black Economic Empowerment 
Partner. 

n  Pursuant to this, representatives of Thebe and various Shell group 
companies will identify opportunities for Thebe Energy procure and 
conduct certain business in conjunction with SSAM, SSAR and / or 
other Shell Group companies to their mutual advantage” 

2008 Joint Statement by the Chairman of Thebe and Country 
Chairman of Shell South African



Thebe Energy’s Core Focus Areas 

n  Commercial  Trading & Transportation 

n Increasing margins through outsourcing business on commercial terms to 
Thebe Energy where Thebe Energy has more profitable cost structures. 

n Improving access of Shell’s product to BBBEE market share; 

n  Crude, Refinery Feedstock  and Product Trading 

n Broadening  Shell’s access to crude and refined product locally and 
internationally; 

n Improve Shell’s preferential procurement by procuring from 
Thebe Energy as a preferred BBBEE partner.



Thebe Energy’s Core Focus Areas 

n  Retail 

n Increasing market share of Shell’s product by providing Thebe 
Energy opportunities to obtain operating licenses for preferred 
BBBEE sites. 

n  Back office and administrative support during the start­up phase is 
provided by an international trading company based in Europe



Thebe Energy Initial Operations 

n  Crude Oil & Refined Product Trading 

n  Into South Africa and internationally in conjunction with Shell’s Trading and 
Supply Company. 

n  Petroleum Product Shipping Optimisation 

n  Cost effective and improved logistics for product being imported into South 
Africa, again working with Shell’s Trading and Supply Company, as well as 
other industry majors.



Thebe Energy Platform being developed 

Capabilities 

Competitiveness 

Trading solutions 

Operations 

Trading development 

Training and 

transformation
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RETAILING
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FUEL RETAILING 

THE SHELL SA RETAIL BUSINESS 

CONVENIENCE RETAILING 

NON‐FUEL RETAILING 

SHELL 
RETAIL
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THE SERVICE STATION OWNERSHIP MODELS 

COMPANY OWNED (SHELL) 

•SHELL OWNS THE GARAGE (PHYSICAL FACILITY) 

•RETAILER OWNS THE BUSINESS (GOODWILL) 

•SHELL INSTALLS PUMPS AND SHOP EQUIPMENT 

•SHELL RENTS OUT THE PREMISES & EQUIPMENT 
TO THE RETAILER 

•OPERATING STANDARDS AND SUPPORT FROM 
SHELL VIA FIELD MANAGERS AND HELP DESKS 

DEALER OWNED (RETAILER) 

•RETAILER OWNS THE GARAGE (PHYSICAL FACILITIY) 

•THE RETAILER OWNS THE  BUSINESS ( GOODWILL) 

•  INSTALLS AT THEIR COST FORECOURT & SHOP 
EQUIPMENT 

•BUYS THE SHELL BRAND SIGNAGE 

•SIGNS AN EXCLUSIVE FUEL SUPPLY AGREEMENT 
WITH SHELL 

•SHELL OPERATIONS SUPPORT THROUGH FIELD 
MANAGERS AND HELP DESKS
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GETTING INTO A SHELL SERVICE STATION 

SHELL TRAINING/SUPPORT 

SHELL 
SERVICE 
STATION 

FINDING A SITE FOR SALE 

WORKING CAPITAL RETAILER ATTRIBUTES
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CURRENT SERVICE STATION OPPORTUNITIES 

n The buying and selling of service stations 

is on a willing buyer and seller basis 

subject to Shell’s approval of the buyer. 

n Currently there are no service stations 

listed as readily available and for 

sale 

n Current operators can be approached by those 

looking for opportunities
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THE SHELL BEE RETAILER DEVELOPMENT 
PROJECT
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OBJECTIVES OF THE SHELL BEE RETAILER DEVELOPMENT 
PROGRAMME 

n Increase direct participation in management and 

ownership of Service Stations by Historically 

Disadvantaged South Africans (HDSA) 

n Align the Shell retailer network racial 

profile to the customer base and the demographics 

of the country 

n Contribute towards the objectives of the 

Minerals Charter/BEE Scorecards by increasing 

black ownership and participation in the Retail 

Network 

n Empowerment of HDSA through training (transfer of 

skills) and allocation of viable business that 

enable them to run successful operations. 

n Corporate Citizenship  – addressing the historic
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THE BEE PROGRAMME 

n HDSA retailer recruitment and selection from the 

general public through advertisements in the 

press. Two intakes have happened (2006 & 2007) 

n Candidates were trained on theory and practical 

lessons on how to run a service station for one 

year. This involves working at a garage. 

n After training, Shell helps the candidates get 

viable sites (subject to availability) and 

arranges the loans to purchase the business and 

working capital. 

n The retailers independently own and run the 

business and sign agreements with Shell 

n The retailers are assigned a dedicated BEE 

Project Manager that offers Financial advise and
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THE SHELLSUPPORT STRUCTURE FOR BEE RETAILERS 

YEAR1 YEAR 4 YEAR 3 YEAR 2 

SUPPORT LEVELS 

OPERATIONS 
SUPPORT 

PROJECT MANAGER 
SUPPORT 

‐‐Business Set up 
‐‐Corporate Governance 
‐‐Coaching & Mentoring 

INCUBATION/ 
HAND HOLDING 

‐Corporate Governance 
‐Coaching & Mentoring 

‐Corporate Governance 
‐Coaching & Mentoring 

WALKING SOLO SEASONED FLYING 

Support Available 
as when needed 

Operating Standards Operating Standards Operating Standards Operating Standards
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CHALLENGES FACED BY SHELL AND BEE RETAILERS 

SHELL 

n Learning Curve effects 
– the 1 st programme 

intake did not deliver 

as expected. It was 

something that had not 

been done before within 

Shell .It provided  a 

lot of learnings for the 

business. 

n Finding sites for the BEE 

Candidates‐ there are 

not many garages 

readily available 

in the open market for 

sale.. 

n Barrier to entry ‐high 

Goodwill/Business 

Rights cost is a 

barrier to entry and 

BEE RETAILERS 

n Adjusting to 

Entrepreneurship  – long 

hours and operational 

discipline. 

n Self and Expectations 

Management Being 

successful requires 

discipline and 

managing expectations 

about financial 

independence. 

n Risk and Financial 

Management  – 
Implementing on site 

controls and being 

financially
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BEE PROJECT SUCCESS STORIES 

Despite the challenges faced by both 

Shell and the BEE Retailers, there 

are success stories: 

n Johannes Makhura  –  Botshabelo Service 

Station  (Bloemfontein) 

n Alina Lehlokoana  –  (Now owns two Shell 

Sites) Broadacres and Velro Garage 

(Johannesburg) 

n Stanley Masia  –  Salvakop Shell 

(Pretoria) 

n Funeka Hermanus  – Milton Motors (Cape 

Town)
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BEE PROGRAMME INTAKE/OPPORTUNITIES 

n Shell is currently not recruiting new 

Retailers for its BEE Programme. There 

are candidates that are being placed 

at sites from the previous intake. 

n There is some thinking at the moment on 

the BEE Retailer Development and how it 

will be implemented going forward 

n Opportunities in this area will be 

advertised when available through 

various media.
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QUESTIONS AND ANSWERS 

Shell SA Procurement Opportunities 

n  Road Transport 

n  Road Transport and Warehousing Agreement 

n  Forwarding, clearing and shipping: 

o  Africa Ocean Freight –exporting and importing of lubricants 

n  Lubricants 

o  Supply of Carton ­ 2 regions. JHB and DBN 

o  Supply of 1000 Liter of IBC Flow Bins 

o  Procurement of 500ml Tins 

n  Palm Olein and Tallow – agricultural commodities 

n  Recruitment of IT personnel


