
The success of a fluid analysis program is usually measured by the amount of money or number of assets saved. However, program 
success can also be measured through an organization’s compliance. 

A global lubricant manufacturer partnered with POLARIS Laboratories® to provide oil analysis to their customers with the goal of 
ensuring product quality. Determined to prove their commitment to their customer’s success, the manufacturer hired business 
consultants to help showcase the value of their product and extend drain intervals using oil analysis. Providing this free service 
helped the company build long-term relationships with their customers based on mutual trust. 

IDENTIFYING CHALLENGES
The company identified seven challenges they and their customers faced when attempting to reach their sampling goals. 
 

RESISTANCE TO CHANGE
Of these challenges, the most difficult one to address was resistance to change. In one case, drivers were instructed to stop 
topping off their trucks with contaminated water. Using fluid analysis reports, the consultant was able to determine one location was 
not complying. In another situation, mechanics were not using online sample submission and had, at one time, sent 50 samples in 
for testing without the sample forms. The consultant helped convince management of the value in online sample submission and 
the change was finally adopted.  

MEASURING SUCCESS
The improvements introduced by the lubricant manufacturer helped a number of companies increase their compliance. One 
organization a consultant worked with started at just 20 samples a year in 2008. By 2015 their quantity of sampling skyrocketed to 
7,954 samples a year. 

By helping customers improve their compliance, the manufacturer was able to ensure they were not only testing their fluid but 
also seeing a steady increase in both money and number of assets saved. While providing fluid analysis and consultant services 
had no immediate return for the lubricant manufacturer, in the end it helped them improve their long-term relationships with their 
customers, showcase the value of fluid analysis, and increase trust in their product. 

1. Learning how to use new information. The information 
provided in reports was difficult to interpret at first glance, 
making recommendations especially important. 

2. Managing language barriers. Language barriers often 
occurred between sites, impacting program success. 

3. Component identification. Components were identified 
in different ways depending on who was pulling the 
sample, causing confusion. 

4. Distance and travel time. Remote locations made 
trainings on compliance difficult to administer. 

5. Dirt in gear oil. This inconsistency affected the 
consultant’s customers and needed to be addressed. 

6. Hard water was causing severe damage to their 
customer’s cooling systems. 

7. Resistance to change. The program champion needed 
maintenance professionals to buy-in to compliance. 
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