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We have another year behind us now and can look
back at 2008 with a major sense of accomplishment.
The highlight, of course, was the celebration of our
35 years as a multi-level marketing company. It is hard
to believe it has been that long since our very ﬁrst
AMSOIL Dealers came on board and began what
would become a wonderful journey of opportunity
and success. I cannot possibly express how gratifying
it has been to witness the efforts of the countless
Dealers who have realized their dreams through the
AMSOIL business opportunity. It is equally gratifying
to know that countless more will follow.
I am not, however, one who looks back for long.
It is ﬁne to appreciate the past and wise to learn from
our success and failure, but it is only by looking ahead
that we grow as individuals and prepare ourselves for
the challenges we face. No one can predict with certainty what the future holds in general, but I can
predict with certainty where this company is headed.
I will not submit to you a list of New Year’s resolutions; resolutions are too easily broken. What I will
submit, instead, is a list of relevant facts; these you
can accept as truth.
Fact one: AMSOIL INC. will continue to provide the
absolute best products in the industry. We have been
setting the standard since 1972, and that is certainly
not going to change. The quality of our products is
what sets us apart from all other lubricant manufacturers. In terms of marketing budgets, we simply can’t
compete with the Mobils and the Castrols of the
world, so we have to let our products do our talking.
2 AMSOIL ACTION NEWS / DECEMBER 2008

We survive on quality, and the base oil and additive
suppliers who work with us are fully aware of that.
They don’t come to us with the types of ingredients
that other companies formulate with. The word average is not in our vocabulary. While others set their
prices and then formulate accordingly, we formulate
accordingly and then set our prices. At AMSOIL, quality will always come ﬁrst.
Fact two: AMSOIL INC. will continue along the path
of sound decision making and ﬁnancial responsibility.
We will continue to reinvest in the company in those
areas where growth dictates we should, and we will
refrain from spending foolishly in those areas where
prudent thought dictates we shouldn’t. As I said in
last month’s column, the decisions I make, along with
our Executive Vice Presidents Alan Amatuzio and
Dean Alexander, are made through personal commitments to see this company prosper. We continue to
grow through both good times and bad, and that,
bottom line, is because we know what it takes to succeed in this business. Furthermore, we have too much
of ourselves invested in this company to allow anything to hinder its progress.
Fact three: AMSOIL INC. will maintain its position as
a leader in integrity. We have gained the respect of the
entire industry, not only through our commitment to
quality, but through our honest, straight-forward
approach to business, as well. The companies that
deal with AMSOIL know exactly what they will get
from us. We tell it like it is, pay our bills on time and
treat others as we expect to be treated. We make no
deceptive advertising claims and don’t hide behind
marketing ploys. With AMSOIL, what you see is what
you get.
Fact four: AMSOIL INC. will continue to support its
Dealer network in every way possible. This company
made a commitment to our Dealers in 1973, and we
have never, and will never, waver from that commitment. As part of that commitment, we remain dedicated to providing the types of promotional materials
and training opportunities you need to succeed in
your business. I can’t think of another company that
goes further in that regard. You can also be assured
that the lines of communication between the Dealer
network and corporate AMSOIL will continue to
remain open. Your input is critical to us, and don’t
think for one moment that we don’t place great value
in that. Finally, AMSOIL will continue to invest in all
ways feasible to support your efforts through advertising, sponsorships, event promotions and other marketing strategies. This company was built on a Dealer
foundation, and it’s on that foundation we will continue to grow.
From all of us at corporate headquarters, I wish you
a happy holiday season and a healthy and prosperous
new year.

A. J. “Al” Amatuzio
President and CEO, AMSOIL INC.

Trucker Saves Thousands
DJ Lands Account With Tested Sales Approach
Blake Thompson is one happy trucker.
Using AMSOIL products in his diesel engines saved
him $5,000 in fuel costs in one year.
In 2006, Thompson was a diesel mechanic in
Fortville, Ind. when he met Direct Jobbers Chuck and
Linda Evans at the Greenfield, Ind. county fair.
Thompson had a dream of owning his own trucking
company. Evans saw the opportunity to plant the seeds
for a sale, explaining to Thompson the AMSOIL diesel
product line and giving him a business card, a 409,000
Mile Teardown brochure and a Retail Catalog (G100).
In November 2007, Thompson bought his ﬁrst diesel
tractor – a 1999 International with an M11 Cummins
engine, an Eaton 4-9 transmission, five low-range
gears, four high-range gears and a twin screw (two
differentials) rear-end. “It was in beautiful shape with
580,000 original miles,” Thompson said.
Thompson is now a local hauler with two trailers. He
uses one for hauling wood products – sawdust and
wood chips, and the other for agricultural products,
including corn and soy beans. The truck and tractor
have a maximum gross weight of 80,000 pounds.
Thompson had his truck for only a short time before
he contacted Evans. “With 590,000 miles on his tractor,
he signed on the dotted line to become a commercial
account,” Evans said. “He purchased AMSOIL Engine
Flush (AEF) and twin packs of 15W-40 Heavy Duty
Diesel and Marine Motor Oil (AME).”
Thompson said he is more than happy he switched
to AMSOIL products. “He reports that while towing his
hopper trailer his fuel mileage increased from 5.5 to 6.0
miles per gallon,” Evans said. “While towing his walking
ﬂoor trailer – turn it on and the darned thing unloads
itself – the fuel mileage increased from 6.0 to 6.5 miles
per gallon.”
Oil analysis at 10,000 and 20,000 miles showed the
oil was “good for continued use.” Typical oil drain intervals for the big diesel engine is 20,000 miles.
Thompson was spending $75,000 a year on fuel.
After investing $500 in AMSOIL products, he is spending $69,500 a year for fuel. “This is a savings of $5,000
per year,” Evans said.
Evans has talked with Thompson about continuing
oil analysis and extending his drain intervals, but
Thompson said he is so happy about the fuel savings
that he is satisﬁed changing the oil at his current drain
intervals, Evans said.
Thompson also uses AMSOIL Synthetic 5th Wheel
Grease (GFW) “because it goes on easy and stays

COMMERCIAL ACCOUNT – AMSOIL Direct Jobber Chuck Evans,
right, and Blake Thompson, a loyal commercial account, in front of
Thompson’s ﬁrst tractor trailer.

where you put it. He can also see the difference in the
spring shackles and king pins with AMSOIL Synthetic
Heavy Duty Grease (GHD),” Evans said. “Blake says he
used to have to pump several pumps, with brand X
grease, before the grease started squeezing out. Now
when he starts to pump the grease gun, the grease
immediately starts to squeeze out of the joints. That
shows that the AMSOIL Heavy Duty Grease stays
where you put it.”
Thompson’s business is growing. He recently bought
another used tractor that has more than 470,000 miles
on the engine. “He says he will use 15W-40 Heavy Duty
Diesel and Marine Motor Oil in that one too, and he is
eager to try the gear lube in his bearings, transmission
and differentials,” Evans said.
Evans has gained a repeat customer from that ﬁrst
meeting. Although many months passed from the initial
contact until the ﬁrst sale, Evans said it “must have
made an impression on him.” Thompson still had Evans’
business card when he was ready to make his initial
purchase.
Since that time, Thompson has continued to buy
15W-40 Heavy Duty Diesel and Marine Motor Oil, Oil
Sample Kits (G1318), Heavy Duty Grease and 5th Wheel
Grease.
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D
Dave M
M. M
Mann
Michigan
★★★★★★Regency
Platinum Direct Jobber
FIRST—Total
Organization
FIRST—Personal
Group Sales

Leonard Pearson
Washington
★★★★Regency Platinum
Direct Jobber
Second—Total
Organization

Ray & Kathy Yaeger
Wisconsin
★★★★Regency Platinum
Direct Jobbers
Third—Total Organization
Second—Personal Group
Sales
FIRST—Commercial &
Retail Marketing

David & Carol Bell
Texas
★★★★Regency Platinum
Direct Jobbers
Fourth—Total Organization
Fourth—Personal Group
Sales
Third—Commercial &
Retail Marketing

George & Shirley
Douglas
Florida
★★Regency Platinum
Direct Jobbers
Fifth—Total Organization
Eighth—Personal Group
Sales

Thomas & Sheila Shalin
Kansas
★★★★Regency Platinum
Direct Jobbers
Sixth—Total Organization
Third—Personal Group
Sales
Second—New Qualiﬁed
Dealers & Accounts

Michael H. Ellis
Michigan
★Regency Platinum Direct
Jobber
Tenth—Total Organization
Seventh—Personal Group
Sales
Second—Commercial &
Retail Marketing

Daniel & Judy Watson
Florida
★★Regency Platinum
Direct Jobbers
Ninth—Personal Group
Sales

Ches & Natasha Cain
South Dakota
★Regency Platinum Direct
Jobbers
Tenth—Personal Group
Sales

John W. Moldowan
Alberta
Regency Direct Jobber
Fourth—Commercial &
Retail Marketing

Herschel L. Gates
Florida
Executive Direct Jobber
Fifth—Commercial &
Retail Marketing

Roger B. Silcox
Alberta
Master Direct Jobber
Sixth—Commercial &
Retail Marketing

Gene & Danae Fine
Oregon
Regency Platinum Direct
Jobbers
FIRST—New Qualiﬁed
Dealers & Accounts

John & Jeanne Burke
California
Regency Direct Jobbers
Third—New Qualiﬁed
Dealers & Accounts
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Kent & Trudy Whiteman
Utah
Regency Gold Direct
Jobbers
Fourth—New Qualiﬁed
Dealers & Accounts

Kevin J. Seeger
Wisconsin
Premier Direct Jobber
Fifth—New Qualiﬁed
Dealers & Accounts

Michael J. Mathe
Tennessee
Regency Direct Jobber
Sixth—New Qualiﬁed
Dealers & Accounts

September
2008

HALL OF
FAME
AMSOIL Hall of Fame members are
recognized for their long-standing service,
achievement and commitment
to excellence.

Mark & Sherree Schell
Idaho
★★★Regency Platinum
Direct Jobbers
Seventh—Total
Organization
Fifth—Personal Group
Sales

Gerry & Patricia Reid
Virginia
★Regency Platinum
Direct Jobbers
Eighth—Total
Organization
Sixth—Personal Group
Sales

Greg M. Desrosiers
Alberta
★Regency Platinum Direct
Jobber
Ninth—Total Organization
Seventh—Commercial &
Retail Marketing

Bill and Donna Durand
★★★★★★Regency
Platinum
Shirley Green
★Regency Platinum

Dorothy Hansen
Regency Platinum

Darren & Vanella Kohls
Alberta
Premier Direct Jobbers
Eighth—Commercial &
Retail Marketing

Chuck Trebino
California
Premier Direct Jobber
Ninth—Commercial &
Retail Marketing

Edwin L. Greenwood
Oregon
Regency Direct Jobber
Tenth—Commercial &
Retail Marketing

Harold Hartman
★★Regency Platinum

LaDonna Harrison and
LaVel Rude
(Lingwall Organization)
★★★★Regency Platinum

Ora Mae Boardman
★Regency Platinum
Mylo & Patty
Twingstrom
Minnesota
Regency Gold Direct
Jobbers
Seventh—New Qualiﬁed
Dealers & Accounts

Michael & Linda Ford
Minnesota
Executive Direct Jobbers
Eighth—New Qualiﬁed
Dealers & Accounts

David & Minda Roscelli
Washington
Direct Jobbers
Tenth—New Qualiﬁed
Dealers & Accounts

Ray and Arlene Schmit
★★★★★Regency
Platinum
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HIGHER LEVELS OF
★★★★★★REGENCY
PLATINUM DIRECT
JOBBERS

★★★★REGENCY
PLATINUM DIRECT
JOBBERS

REGENCY
PLATINUM DIRECT
JOBBERS

REGENCY
GOLD DIRECT
JOBBERS

Bill & Donna Durand

Ray & Kathy Yaeger

Wallace & Katherine Hillman

Mylo & Patty Twingstrom

Wisconsin

Wisconsin

Virginia

Minnesota

REGENCY
DIRECT JOBBERS

MASTER DIRECT JOBBERS

Robert E. Czeczok

Robert & Joyce Nichols

Gene & Karen Halsey

Minnesota

Georgia

South Dakota

David & Maureen Vlodarchyk
Ontario

PREMIER DIRECT JOBBERS

William Jr. &
Marjorie Desmond

Mark & Diane Hall

Blaine Kinney

Illinois

North Carolina

Alabama

Donald & Patricia
Lipscomb

Doug & Penny
Murphy

Tennessee

Virginia

First Time 1000 Level Honor Achievers 1000 monthly commission credits 10 Dealers sponsored
Michael and Kristin Anderson
Anderson, W
Washington
hi t
Sponsors: Wayne and Lynette Fletcher

Jonathan Copeland, Texas Sponsors: Ches and Natasha Cain
Rick A. Rinehart, New Mexico Sponsors: Norman and Doreen Rinehart

First Time 500 Level Honor Achievers 500 monthly commission credits 5 Dealers sponsored
Timothy K. Bayly, Saskatchewan Sponsor: Jason T. Pfeil
Charles and Mary Jo Boswell, North Carolina
Sponsors: Wayne and Mary Sloop

James Cornelius, Kentucky Sponsor: Michael E. Sparks
Leonard and Pamela Craine, Texas Sponsors: Ron and Sandra Ward
Chase C. Crosby, Wisconsin Sponsor: Stephen Vandre
Joseph and Natalie Godsil, Illinois Sponsors: Timothy and Patricia Godsil
Gene R. Hellmers, Pennsylvania Sponsors: David and Laura Perry
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Mike V. Hoffman, Idaho Sponsor: Steve Noffz
Paul and Joan Johnson, South Carolina Sponsors: Raymond and Debra Duff
Joel and Michelle Lewis, West Virginia Sponsor: Dave M. Mann
C.H. and Arline Melby, Minnesota Sponsors: Bill and Donna Durand
Jeffrey C. Prosser, New Jersey Sponsors: Robert and Jean Forsberg
Charles D. Townsley, Oklahoma Sponsors: Douglas and Kimberly Crawford
Robert and Darlene Witmer, Pennsylvania Sponsor: Nancy K. Heggenstaller

RECOGNITION

September
2008

NEW DIRECT JOBBERS

Jerry & Karen
Gardner

Casey & Avelina
Jones

Arizona

California

Sponsor: Rodney L. Hostetler
Direct Jobbers:
Bill & Donna Durand

Sponsor:
Kenneth T. Jamieson
Direct Jobber:
Kenneth T. Jamieson

Al Pierce

Ralph & Lois Shelton

North Carolina

Ohio

Sponsor: Roger T. Hatchel
Direct Jobbers: Harold &
Cynthia Rabb

Sponsor: David S. Bernstein
Direct Jobbers:
Jerry & Betty Wolford

Robert & Patricia
Tayloe
North Carolina
Sponsors:
Henry & Nancy Wilson
Direct Jobbers:
Gerry & Patricia Reid

NEW DIRECT DEALERS

Richard Jr. & Jan Bruce

Heather C. Hirschman

Mike & Jill Nelson

Oregon

North Carolina

Pennsylvania

Richard N. Passmen
Alberta

Sponsors:
Marshall & Alana Mapes
Direct Jobbers:
Marshall & Alana Mapes

Sponsor: Robert E. Czeczok
Direct Jobber: Robert E. Czeczok

Sponsor: Rick Weaver
Direct Jobber: Rick Weaver

Sponsor: Greg M. Desrosiers
Direct Jobber:
Greg M. Desrosiers

Fred R. Petersen

Donald Speers

Wisconsin

Alberta

Donald Wright
Illinois

Sponsors: William & Janice
Waech
Direct Jobbers: William &
Janice Waech

Sponsor: Roger B. Silcox
Direct Jobber: Roger B. Silcox

Sponsors: Ches & Natasha Cain
Direct Jobbers: Ches & Natasha
Cain

First Time 300 Level Honor Achievers 300 monthly commission credits 3 Dealers sponsored
Charles and Jacqueline Bazile, Louisianna
Sponsor: Conrad and Abby Baker
Patrick and Lynn Carr, Arizona Sponsor: Dave M. Mann
Richard J. Craig, Pennsylvania Sponsor: Dick Bronnenberg
William M. Cunha, California Sponsors: John and Jeanne Burke
Matthew W. Doan, Oklahoma Sponsor: John Botts
Marty and Fleury Gayton, Georgia Sponsors: Michael and Eileen Kaufman
Michael C. Gillis, North Carolina Sponsors: Richard and Sandra Gerard
Martin and Raye Gregor, Florida Sponsor: Kevin Morrison
Timothy Henke, Florida Sponsor: William Lockwood
Lee Ivanhoe, Texas Sponsor: Kenneth R. Morehead
Scott L. Jeffries, Virginia Sponsor: Robert J. Clements

Bradley J. Johnson, Michigan Sponsors: Thomas and Jennifer Worth
Catherine M. Marlowe, North Carolina
Sponsors: Harold and Cynthia Rabb

Robert S. McMurray, Illinois Sponsor: Michael R. Olsen
Dennis J. Millikan, North Carolina Sponsor: Neil C. Rabb
Paul and Karen Nixon, California Sponsor: Tim M. Machugh
William Nygard, New York Sponsor: Matthew A. Maryhugh
Vern and Patsy Peeler, Oregon Sponsors: Harry and Marlene Rakfeldt
William D. “Dan” Pope, Georgia Sponsors: Edward and Linda Smith
Mark A. Schick, Ohio Sponsor: Michael H. Ellis
Brad R. Seibold, Washington Sponsors: Leonard and Eunice Pearson
Jeff and Rose Mary Sheriff, Florida Sponsor: Mary Ellen Sheriff
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Abundant Opportun
The November issue of the Action News described how
specializing in one area of expertise can beneﬁt AMSOIL
Dealers. This month, the Action News takes a look at
the diesel market and how AMSOIL Dealers can capitalize on the opportunities it holds.

Diesel Vs. Gasoline Applications
To understand the differences between gasoline and
diesel engines it is important to understand how an
engine works. Internal combustion engines harness the
energy that is released from a small explosion and use
it to propel the vehicle forward. The explosion is ignited
from a precise combination of oxygen and fuel.
Most vehicles employ four-stroke engines. They are
called four-stroke engines because each piston makes
four strokes in the combustion process: the intake
stroke, the compression stroke, the combustion stroke
and the exhaust stroke. The piston starts at the top of
the cylinder. When the intake valve opens to let air into
the combustion chamber, the piston moves down
(intake stroke). At this point a precise amount of fuel is
injected into the combustion chamber, and the piston
moves back up and compresses this air/fuel mixture
(compression stroke). In gasoline applications, when
the piston reaches the top of its stroke, the spark plug
emits a spark, igniting the fuel and creating a small
explosion which drives the piston down (combustion
stroke). When the piston reaches the bottom of the
combustion stroke, the exhaust valve opens and the
piston moves upward, forcing the exhaust out of the
combustion chamber (exhaust stroke), and the cycle
repeats.
Most modern vehicle engines feature between four
and 12 cylinders, each housing a piston pumping in a
timed pattern. Each piston is connected to the crankshaft. As the piston is forced downward in the combustion stroke, the crankshaft is forced to spin.
It takes hundreds of explosions per minute to propel
a vehicle forward and it requires a great deal of precision to ensure the explosions within each cylinder
happen in succession to provide smooth transfer of
power from the piston, through the crankshaft and
eventually to the wheels of the vehicle. In gasoline
applications, the spark plug helps maintain this precision by igniting the air/fuel mixture at the exact moment
the piston reaches the top of the compression stroke.
But in diesel engines, there are no spark plugs. Diesel
engines let in air on the intake stroke and compress the
air on the compression stroke. When the piston reaches
the peak of the compression stroke, the diesel fuel is
injected and then ignited by the heat of the compressed
air, forcing the piston back down (combustion stroke).

Diesel Issues
Traditionally, diesel vehicles have been viewed as loud,
smelly and dirty. But those terms hardly apply to today’s
diesel engine. Modern diesels are cleaner, more efﬁcient and more powerful than their gasoline counter8 AMSOIL ACTION NEWS / DECEMBER 2008

parts. In fact, some diesel engines are said to provide
a 25 percent improvement in fuel economy over comparable gasoline engines, while simultaneously reducing pollutants and emissions.
So why aren’t diesel vehicles more popular than
gasoline vehicles? Even as modern diesels emerge
from the stigma left by the diesel engines of the 1970s,
they aren’t without their drawbacks. Diesel engines are
more sensitive than gasoline engines. Fuel quality is
important in diesel applications, and, ironically, diesel
fuel quality can vary greatly from one ﬁlling station to
the next. In addition, diesel fuel is not as readily available as gasoline and operating a diesel engine in cold
climates requires either a switch to reduced-efﬁciency
blended diesel fuel or the use of fuel additives to prevent the fuel from gelling. Diesel engines also must
combat soot-loading in EGR-equipped engines.

AMSOIL Is The Solution
AMSOIL provides high-quality lubricants, ﬁlters and fuel
additives for diesel applications that directly address
the challenges of maintaining a diesel engine.
AMSOIL diesel oils deliver extraordinary lubrication
in diesel commercial, ﬂeet and personal vehicles. They
are formulated with high-quality synthetic base stocks
and premium additives to exceed the higher performance demands of diesel engines. AMSOIL diesel oils
withstand the stress of higher heat, higher acid levels
and excessive soot-loading found in EGR-equipped
engines.
AMSOIL Ea Air, Oil and By-Pass Filters provide topof-the-line ﬁltration performance for diesel engines. Ea
Air Filters are the most efﬁcient ﬁlters on the market,
preventing contaminants from entering sensitive diesel
engines through the air intake. Ea Oil Filters offer maximum efficiency over extended drain intervals. Ea
By-Pass Oil Filters provide the best possible ﬁltration
protection against wear and oil degradation, while
removing 39 percent of soot particles less than one
micron. AMSOIL also offers Injen/AMSOIL cold air
intakes for many diesel applications, providing improved
horsepower, torque and efﬁciency.
AMSOIL diesel fuel additives are formulated to
combat the varied quality, cold-temperature performance
and other issues diesel fuel can present. They provide
improved lubricity, maximum pumpability and increased
efﬁciency in diesel engines.

Knowledge Is Key to Breaking In
When trying to break into the diesel market, it is important to have a solid knowledge base. AMSOIL Direct
Jobber Dave Mann is well-versed in the diesel market.
Mann, a former engineer with Ford Motor Co., makes
it clear that knowledge is key when approaching diesel
enthusiasts.
“For the most part, diesel pickup drivers are gearheads and will bombard Dealers with technical ques-

ity in Diesel Market
tions,” said Mann. “Before attempting to sell to this
market, Dealers need to familiarize themselves with
AMSOIL literature on diesel oil so they can ﬁeld questions in a knowledgeable manner.”
AMSOIL Director of Dealer Sales Rob Stenberg
agreed. “The diesel market is just like any other market
in that if you attempt to talk the talk with someone before
having a ﬁrm grasp on the issues, you will talk yourself
out of making any sales,” said Stenberg. Stenberg
pointed out that, with diesel applications, it is important
to know the differences between pre-2007 and post2007 engines. If the engine is model-year 2007 or newer
it requires a CJ-4 oil. New API classiﬁcations are generally backwards-compatible, so when a new classiﬁcation
is introduced most motorists with engines pre-dating the
new classiﬁcation use the new oil. However, while CJ-4
oils are backwards-compatible, the differences between
CJ-4 oils and CI-4+ oils are such that many diesel
owners with pre-2007 diesels continue to seek out oils
meeting the CI-4+ classiﬁcation.
“AMSOIL provides diesel oils that exceed the
requirements of CJ-4, along with several oils exceeding
the requirements of CI-4+,” said Eastern Regional Sales
Manager Peter Markham. “This allows Dealers to
market AMSOIL products to any diesel owner.”
“One of the best things a Dealer can do is become
familiar with the main differences between different
generations of diesel engines,” said Mann. “For example, there are signiﬁcant differences between the old
Ford 6.9L IDI, 7.3L non-Power Stroke and the 7.3L
Power Stroke launched in 1994 and redesigned in
1998.5. There are further differences with the 6.0L and
6.4L Power Strokes and the same holds true for
Duramax 6.5L and 6.6L applications and Cummins 5.9L
and 6.7L applications.”
Each engine category contains sub-generations
where engine and powertrain design or manufacturing/
production changes were made that necessitate different discussions and recommendations.
“An AMSOIL Dealer who knows these differences and
can talk about them in-depth is one with the potential
for great sales in the diesel market,” said Markham.
“That’s not to say that Dealers who don’t have extensive diesel knowledge can’t sell in this market,” said
Western Regional Sales Manager Steve LePage.
“AMSOIL has established a great reputation and diesel
owners know about our products.”
Simply reading product data bulletins and becoming
familiar with which products ﬁt which applications can
lead to sales.
“The diesel market is just like any other,” said
LePage. “The more you know, the better off you are,
but opportunity exists at all levels.”

Beyond Diesel Motor Oil
While diesel-speciﬁc knowledge is key to gaining credibility in the diesel market, it is important to have a

well-rounded knowledge of other basic areas that are
important to pickup drivers. Air ﬁltration and air intake
systems, injection systems, differentials, transmissions,
diesel fuel and by-pass ﬁltration are other areas on
which to concentrate when approaching diesel
prospects.
“AMSOIL provides a great array of products for the
diesel market,” said Central Regional Sales Manager
Tim Golden. “AMSOIL Dealers have everything they
need to penetrate this market. The more a Dealer
knows about the issues diesel owners face and how
AMSOIL products address those issues, the more earning potential that Dealer has.”
For example, fuel quality is a big issue in the diesel
world. Diesel fuel quality varies and diesel fuel is susceptible to contamination from water, suspended particulate matter and the formation of wax in cold weather.
In addition, the mandate for ultra-low-sulfur diesel fuel
(ULSD) created new challenges such as increased
pump and injector wear and fuel that is more difﬁcult
to treat. AMSOIL provides diesel fuel additives that are
formulated to compensate for the quality variances of
different fuels (including biodiesel) and the deﬁciencies
of today’s ULSD for better engine operation.
“AMSOIL offers diesel fuel additives that provide real
results,” said Markham. “In northern climates, if you get
some fuel with a high cloud point you could ﬁnd yourself stranded somewhere. Offer prospects with diesel
vehicles a bottle of Diesel Concentrate Plus Cold Flow
Improver as a way to make sure they are protected.”

Listen
Most consumers have one issue that dominates all the
others. For diesel drivers, it could be fuel economy, fuel
ﬂow, soot control, drain interval, price or any other
vehicle-related topic. Discovering what is most important to that person is the key to making sales.
“It is so important to listen,” said Stenberg.
“Oftentimes prospects will tell you the key to making
the sale without actually saying what it is. If you pay
attention to what’s being said, you can usually learn
which issue is most important to a prospect, and once
you know that you’ll know which AMSOIL product to
offer them.”

AMSOIL Dealers Have the Edge
AMSOIL offers many products for diesel engines,
including a full range of diesel oils, drivetrain lubricants,
ﬁlters, fuel additives and more. AMSOIL Dealers can
offer diesel owners lubricants of the highest quality,
improved efﬁciency, extended drain intervals, ultraﬁne
ﬁltration, improved horsepower and torque and more.
No matter what the issue, AMSOIL Dealers have the
tools to help diesel owners get the most from their
vehicles.
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More women purchase and maintain their personal
vehicles today than ever before. Women, however, are
not frequently targeted by people selling automotiverelated products and services. Women impact eight out
of 10 vehicle sales and purchases, so it is important for
AMSOIL Dealers to understand how to interact with
and sell to women. By doing so, Dealers will reap the
beneﬁts of sales and repeat customers.

Market Statistics
A study released by the Automotive Aftermarket Industry
Association (AAIA) found that while only 4 percent of
female motorists consider themselves severe service
drivers, 41 percent actually fall into that category.
(According to AAIA, severe service is classiﬁed as
17,000 miles or more a year, with two-thirds of that time
spent in stop-and-go trafﬁc and making ﬁve or more
trips a day with the vehicle.) On the same note, 78 percent of women feel strongly about the importance of
proper vehicle maintenance. Educating women about
the strains they put on their vehicles through severe
service driving and informing them about the beneﬁts
of AMSOIL products under severe conditions can go a
long way toward helping Dealers secure sales.
In addition, women are “relationship” buyers and
trust is a major factor for them. Statistically, women will
pay up to 28 percent more for a product if they like and
trust the salesperson. This gives AMSOIL Dealers a big
advantage since most Dealers form professional relationships with their customers. Start by talking to
female family members and be sure to get their feedback. This provides great practice and helps identify
some of the needs that female customers may have.
According to Ford Motor Co., women have inﬂuential
buying power. They inﬂuence 80 percent of all purchases and have a 95 percent veto power regarding
automotive purchases. In addition, 74 percent of
women state they are responsible for making the maintenance decisions concerning their vehicles, while 18
percent reported the decisions were shared and only 8
percent said they were responsible for none of the
maintenance decisions. Contrary to what many in the
industry may have previously believed, women are
making more and more of the automotive-related purchases for their household, which could contain multiple vehicles (the mean number of vehicles in
households is 1.9). Ignoring female customers will only
limit a Dealer’s business.
Finally, females tend to research products more
extensively than their male counterparts when they are
making purchasing decisions. By providing them with
information and supplemental literature items, AMSOIL
10 AMSOIL ACTION NEWS / DECEMBER 2008

Dealers can help their current or potential female
customers become more educated about AMSOIL
products.

Tips for Selling to Women
“A lot of women like to shop, and statistics show that
women inﬂuence 80 percent of all goods and services
sold,” said Rob Stenberg, Director of Dealer Sales. “If
you aren’t selling to women, you are leaving a lot of
sales, and sales commissions, to the competition.
Don’t make this mistake.”
Women are not a homogenous group, and the best
way to gauge the needs of each individual customer is
by asking. By identifying a customer’s problem or need
and providing a solution, Dealers can help secure sales
and grow business.
Women place a high level of importance on cleanliness and professionalism. Dealers should dress in
clean AMSOIL clothing, properly maintain the appearance of their vehicles, check in with any quick lubes
that are AMSOIL accounts to make sure the facilities
are always clean and keep any personal shops or storage spaces clean in order to establish an image of
professionalism.
Women also tend to rely on their vehicles in different
ways than men, placing a higher importance on reliability and security. Approximately one in three women
feel anxious about driving alone, in part because they
fear vehicle breakdown. Dealers can educate potential
or existing female customers about the dependability
and reliability provided by AMSOIL products to help put
those fears to rest.
Dealers should also remember to never talk down to
or disrespect a potential or current customer. Using a
condescending tone of voice and/or inappropriate
language would put off any customer and is bad for
business. In addition, using inappropriate body language such as folding arms, tapping a foot or checking
a watch can also be interpreted as disrespect and
should be avoided. Being respectful of all customers
will help Dealers establish a reputation for being reliable
and pleasant to work with, which is great for business.
AMSOIL Dealers sell the best products in the world
and have limitless sales opportunities. By taking some
time to review different approaches to selling to different customers, Dealers can expand their customer
bases and grow their businesses signiﬁcantly.
AMSOIL recently conducted an online survey about
selling to women, and an analysis of the results can be
found in the Dealer Zone at www.amsoil.com under the
“Miscellaneous” tab.

Now, more than ever, consumers are seeking maximum value from the products they buy. Because they
last longer and offer better performance, high quality
products generally provide better value over the long
term compared to their lower-priced counterparts.
This is especially true when it comes to lubricants.
Customers who purchase lower-priced motor oils and
practice 3,000-mile drain intervals do not receive maximum value.
By offering maximum protection and performance
for extended drain intervals, AMSOIL synthetic motor
oils provide value like no other motor oil can. Whether
a customer prefers shorter extended drain intervals or
wishes to take advantage of full length 25,000-mile/
one-year intervals, AMSOIL offers a value package that
helps them receive the most for their money.

While WIX Oil Filters are not designed to last the full
length of a 25,000-mile oil drain interval, they offer
excellent protection, performance and cost effectiveness for 7,500 miles and beyond when paired with
AMSOIL XL Synthetic Motor Oils.

Value Package II

Value Package I

For customers who prefer shorter extended drain
intervals or a lower initial cost, AMSOIL offers its XL line
of synthetic motor oils. AMSOIL XL Synthetic Motor
Oils are API-certified, full synthetic motor oils with a
recommended minimum drain interval of 7,500 miles
or six months, whichever comes first. While they don’t
provide the level of performance provided by the
AMSOIL 25,000-mile oils, the XL line still easily trumps
any petroleum-based motor oil as well as virtually all
other synthetics on the market. In fact, when an oil life
monitor or oil analysis is employed, AMSOIL XL
Synthetic Motor Oils easily remain suitable for continued service far beyond the recommended 7,500
miles.

AMSOIL extended drain synthetic motor oils remain on the
forefront of lubrication technology. Advanced chemistries made
from only the finest base oils and
highest-quality additive packages allow AMSOIL synthetic
motor oils to provide unsurpassed protection and performance for up to 25,000 miles or one year, whichever
comes first.*
AMSOIL Signature Series 0W-30 Synthetic Motor Oil
offers the longest drain interval in the AMSOIL product
line, providing second-to-none protection and performance for up to 35,000 miles or one year, whichever
comes first.*
AMSOIL Ea Oil Filters are the highest efficiency filters
available to the auto/light truck market. Featuring
advanced full synthetic nanofiber technology, Ea Oil
Filters provide greater efficiency, capacity and durability
than cellulose filters, extending engine and filter life and
reducing engine wear. When used in conjunction with
AMSOIL synthetic motor oils in gasoline and diesel
vehicles, Ea Oil Filters are recommended for up to 25,000
miles or one year, whichever comes first. That’s value.
*See the AMSOIL Product Information and Drain Interval Chart
(G2281) for specific drain interval recommendations based on product and driving style.
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the customer performed the work. Other prices were
obtained through costhelper.com and assume the customer took the vehicle to a mechanic for the work.

The extended drain capabilities of AMSOIL synthetic
motor oils provide customers with signiﬁcant cost savings over conventional motor oils and 3,000-mile drain
intervals. In addition to saving customers money when
they change their oil, the superior protection and performance provided by AMSOIL products keep vehicles
running in top condition, reducing maintenance costs
and effectively extending their lives.
Anticipating increasing maintenance and repair
expenses as their vehicles continue to age and accumulate miles, many motorists begin shopping for a new
vehicle soon after making the last payment on their
current vehicle. However, an increasing number of
motorists are keeping their vehicles for longer periods
of time. In fact, according to the latest data from R.L.
Polk & Co., the median age of passenger cars on the
road was 9.2 years in 2007, tying the record high set in
2006. In addition, 41.3 percent of the car population is
11 years of age and older. In this current economy,
those numbers will continue to grow.
Customers who use AMSOIL products keep their
vehicles running in like-new condition for a longer
period of time and can potentially save a signiﬁcant
amount of money by delaying that trip to the auto dealership for a new vehicle purchase.
For example, if two different customers each took
out a 60-month vehicle loan in 2003 for $20,000, they
have each paid approximately $435.27 in monthly payments over the past ﬁve years, after ﬁguring in a 7.35
percent market ﬁnance rate, sales tax, title, registration
and other expenses1. Over the ﬁve-year loan period,
each customer has paid $26,116.20 in vehicle
payments.
In addition to the vehicle loan payments, the customers also spent money for maintenance and upkeep
over the ﬁve-year ownership period. Considering the
average motorist drives 15,000 miles per year2, the
following represents many of the approximate maintenance and upkeep expenses for each vehicle over the
ﬁve-year/75,000-mile ownership period (based on conventional ﬂuids and parts for a 2003 Ford Taurus). All
ﬂuid, ﬁlter and wiper blade prices reﬂect Checker Auto
Parts online pricing (partsamerica.com) and assume
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Product

Number of
Changes

motor oil (Pennzoil 5W-20)
oil ﬁlters (Fram Extra Guard)
wiper blades (Rain X Weather Beater)
air ﬁlters (Pentius)
cabin air ﬁlters (Purolator)
brake ﬂuid (Valvoline)
fuel ﬁlters (Purolator)
coolant (Prestone)
power steering ﬂuid (Valvoline SynPower)
battery
brake pads
tires
shocks
timing belt
Total Maintenance Cost

25 changes
25 changes
10 changes
5 changes
5 changes
2 changes
2 changes
2 changes
1 change
1 change
1 change
1 change
1 change
1 change

Total
Cost

$598.50
$94.25
$249.60
$44.95
$84.80
$5.96
$21.98
$38.94
$6.58
$80.00
$300.00
$320.00
$400.00
$500.00
$2,745.56

A New Vehicle Every Five Years
After paying off the loan, Customer A decides to purchase a new vehicle, taking out another $20,000 loan
and being on the hook for around $435.27 a month for
another 60 months ($26,116.20 over ﬁve years), in addition to maintenance and upkeep expenses ($2,745.56).
It is a cycle he or she repeats again in another ﬁve
years, bringing his or her total 15-year cost to
$86,585.28 (ignoring, for simplicity’s sake, inevitable
cost inﬂation).

Customer A
First 5-Year
Period
$26,116.20
car payments
+ $2,745.56
maintenance
$28,861.76

Second 5-Year
Period
$26,116.20
car payments
+ $2,745.56
maintenance
$28,861.76

Total 15-Year Cost:

Third 5-Year
Period
$26,116.20
car payments
+ $2,745.56
maintenance
$28,861.76
$86,585.28

One Well-Maintained Vehicle
Soon after paying off his or her initial loan, Customer B
meets an AMSOIL Dealer, who convinces him or her
that switching to AMSOIL, WIX, NGK and TRICO products will keep his or her current vehicle running at top
performance and in like-new condition. By not purchasing a new vehicle, the customer saves $435.27 a month
in car payments, for a total savings of $26,116.20 over
ﬁve years. Putting all or some of this saved money into
a “repair fund” for unexpected repairs is a prudent
choice, but the well-maintained vehicle is not likely to
require even close to averaging $435.27 a month for

repair costs, providing
the customer extra
money to make various
other improvements to
keep the vehicle in likenew condition, including
high-ticket items like a paint
job or new upholstery, and
still have money left over.
Over the next five
years, Customer B follows a similar maintenance schedule as he
or she did over the ﬁrst
ﬁve years of ownership,
with the exception of
extending oil change intervals and air ﬁlter and wiper
blade replacement rates. The extended drain intervals
offered by AMSOIL 0W-20 Synthetic Motor Oil and Ea
Oil and Air Filters provide the customer with cost savings over using conventional motor oils and ﬁlters and
following conventional change intervals. A few additional maintenance procedures are also necessary over
the second ﬁve-year/75,000-mile ownership period3,
including transmission ﬂuid, spark plug and mufﬂer
changes.
Product

Number of
Changes

motor oil (AMSOIL Synthetic 0W-20)
oil ﬁlters (AMSOIL Ea Oil Filters)
wiper blades (TRICO NeoForm)
air ﬁlter (AMSOIL Ea Air Filter)
cabin air ﬁlters (WIX)
brake ﬂuid (AMSOIL Series 500 DOT 3)
fuel ﬁlters (WIX)
coolant (AMSOIL ANT)
power steering ﬂuid (AMSOIL PSF)
battery
brake pads
tires
shocks
timing belt

5 changes
5 changes
5 changes
1 change
5 changes
2 changes
2 changes
1 change
1 change
1 change
1 change
1 change
1 change
1 change

Total
Cost

$277.50
$86.50
$326.00
$29.55
$102.00
$12.70
$27.90
$101.25
$13.90
$80.00
$300.00
$320.00
$400.00
$500.00
$2,577.30

years, 225,000 miles
total), and the AMSOIL
products will continue
to keep the vehicle performing in like-new
condition. The customer will again incur
the same maintenance expenses as
the second fiveyear/75,000-mile
period, with the
exception of changing AMSOIL Propylene
Glycol Antifreeze and
Engine Coolant, for a
total cost of $2,794.53 ($2,895.78 total maintenance
cost - $101.25 AMSOIL ANT cost).
The total additional maintenance expense for keeping the vehicle an additional 10 years/150,000 miles
beyond the ﬁrst ﬁve years/75,000 miles is only $636.96
($318.48 for each ﬁve-year period). While Customer A
spends $86,585.28 in vehicle payments and maintenance over a 15-year period, Customer B only spends
$34,552.07 over the same 15 years, for a total savings
of $52,033.21. While a portion of that money is sure to
be needed for additional maintenance and repair
beyond what is listed, Customer B still comes out well
ahead of Customer A by keeping his or her vehicle in
top condition by using AMSOIL, WIX, NGK and TRICO
products.

Customer B
First 5-Year
Period
$26,116.20
car payments
+ $2,745.56
maintenance
$28,861.76

Second 5-Year
Period
$2,577.30
maintenance
+ $318.48
additional
maintenance
$2,895.78

Total 15-Year Cost:

Third 5-Year
Period
$2,476.05
maintenance
+ $318.48
additional
maintenance
$2,794.53
$34,552.07

Additional Maintenance
Product

Number of
Changes

transmission ﬂuid (AMSOIL ATF)
spark plugs (NGK Standard)
mufﬂer

1 change
1 change
1 change

Total
Cost

$126.00
$42.48
$150.00
$318.48

Total Maintenance Cost ($2,577.30 + $318.48) $2,895.78
Following 10 years and 150,000 miles of reliable
service, the customer could even decide to keep his or
her vehicle for another ﬁve years and 75,000 miles (15

Footnotes
1 Numbers figured using the Edmunds.com Basic Loan
Calculator.
2 Latest data available from the U.S. Department of
Transportation.
3 All AMSOIL, WIX, NGK and TRICO prices reﬂect AMSOIL
suggested retail pricing and assume the customer performed the work. AMSOIL Dealers and Preferred Customers
realize even greater savings. Other prices were obtained
through costhelper.com and assume the customer took the
vehicle to a mechanic for the work.
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Terry Rinker Wraps Up ChampBoat
Series Championship
Team AMSOIL powerboat racer
ship. Battling lapped trafﬁc for
much of the 60-lap race, Rinker
Terry Rinker entered the ﬁnal
ﬁnished a strong fourth, winning
race of the 2008 ChampBoat
his fourth ChampBoat Series
Series in East Naples, Fla. on
championship in six years by a
the weekend of November 1-2
23-point margin.
with a slim 53-point lead over
“It was tough,” said Rinker of
second place racer Shaun Torhis decision to avoid pushing too
rente, and all eyes were on
hard for the win. “We were up
the two frontrunners as they
close probably up through the
battled it out for the champion- Rinker entered the ﬁnal race of the 2008 ChampBoat
halfway
point of the race. Then I
season with a slim 53-point lead.
ship. In order to preserve his
got tied up with a back marker,
points lead and secure the championreally took some bad hops and got chopped
pretty hard a couple of times. I decided at
ship, Rinker had to either beat or ﬁnish
that time that I was just going to pick my
very close to Torrente.
way around here. It was tough seeing the
Upon the start, Tim Seebold jumped
leaders getting away from me at that point,
out to the early lead and led wire-to-wire,
but my team kept reminding me that the
winning the race in front of a hard-chargchampionship was in our hands and not to
ing Torrente. With the advantage of holdmake any stupid mistakes. As much as I like
ing the overall points lead, Rinker decided
to win a race, winning a championship, I
to take a conservative approach to the Rinker wrapped up his fourth
championship in six years in
think, was the more important thing for our
race in order to avoid any potential mis- East Naples, Fla.
AMSOIL sponsor and for our team.”
takes that might cost him the championThe ChampBoat Series races begin airing on SPEED in early December.
See www.amsoil.com for air dates and times.

AMSOIL Sandbox Arena Enjoys
Successful Opening Year
Murphy: The feedback from the riders
The AMSOIL Sandbox Arena celeis all good, and the track, facility and
brated its one-year anniversary in
the employees are all top notch. The
October, and according to co-owner
track changes frequently to keep it
Rob Murphy, the success of the
interesting and challenging.
state-of-the-art indoor motocross
Action News: How far do riders
facility in New Richmond, Wis. has
travel
in order to practice at the
exceeded even his lofty expectations.
AMSOIL Sandbox Arena?
The Action News recently sat down
Murphy: We have riders from all over
with Murphy to gain his perspective
the country, and even a few from
after one year of business.
other countries. Canadians come
Action News: With a full year under
down a lot, and we had a few from
your belt, has the AMSOIL Sandbox
New Zealand. On a regular basis we
Arena fulﬁlled your expectations?
have riders from Chicago, Eastern
Murphy: After one year we have
Wisconsin, Iowa, the Dakotas and
exceeded our expectations with rider The AMSOIL Sandbox Arena is currently
Minnesota, as well as all the locals.
hosting
the
MX
Winter
Series.
interest and track popularity. This
Action News: What has been the
year we expect to make an even
biggest challenge with operating the AMSOIL Sandbox
bigger impact because we can focus more on the busiArena?
ness, rather than the building and other ﬁrst-year learnMurphy: I would say the biggest challenges have been
ing curves.
letting people know about us and learning for ourselves
Action News: What kind of feedback have you received
a business that never existed before. It is new to everyfrom riders using the track?
one, including us.
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Action News: The MX Winter Series and Quad Winter
Series both started in October. How has that been
going?
Murphy: The ﬁrst race of the 2008-2009 Winter Series
was the biggest turnout to date. Over the summer we
promoted at all the races, placed ads in all the magazines and did some TV commercials, while the word-ofmouth and the Internet YouTube videos also provided
excellent promotion. Last, we did a mailer to all the
racers in the area (about 4,000). We are still trying to ﬁnd
the best way to reach people, and as we grow, we will

ﬁgure out what works the best. It is also good to get as
much free press as we can, and with friends from
Motoplayground magazine, the Pickle and Cycle USA,
word travels fast and so far the word is good.
Action News: What has been the biggest positive from
an AMSOIL perspective?
Murphy: Like anything, things take time to build and
we are on the right track. Our focus for AMSOIL this
year is to get more people using the products and
becoming Dealers themselves.

Trucks and Drivers Battle Extreme
Obstacles in Top Truck Challenge
The recently-published December issue
sue of Four
Kraatz earned its third win of the
and done, Team
Te
Wheeler features the magazine’s annual in-depth
n-depth
Challenge with a time of 32 seconds. The second
coverage of the AMSOIL-sponsored Four
day of competition concluded with the Mini
Wheeler Top Truck Challenge. Now in its 16th
6th
Rubicon, an extremely challenging 125-foot
Rubic
year, wheelers from around the country sububrock course with large holes, drop-offs and
mitted entries in hopes of earning
loose boulders. The course was so
enough reader votes to earn one of the
challenging that only two competitors
coveted spots in the Challenge. Once
made it through, with Team Kraatz winthe ﬁeld was set, nine contestants traveled
ed
ning its fourth event with a time of 12 minto the Hollister Hills SVRA near Hollister, Calif.
utes, 54 seconds.
in early June to test their trucks and driving
riving
The ﬁnal event of the Challenge took place
skills in seven different extreme challenges.
es.
on day thre
three, and if the drivers thought the ﬁrst six
The ﬁrst day of the Challenge kicked offf with the Tow
events were br
brutal, they hadn’t seen anything yet. Held
Test, challenging contestants to tow a 38,000-pound
on a quarter-mile track that climbs 195 feet from start
cement mixer up a 170-foot uphill
to ﬁnish, the Tank Trap gives drivdirt track. While no one made it
ers no chance to let their guard
the full 170 feet, Team Kraatz’s
down, featuring what Four
Warthog truck made it just over
Wheeler Senior Editor, Midwest
104 feet to earn the win. Next,
Bureau Ken Brubaker describes
contestants lined up for the Frame
as “a lurid collection of outraTwister, featuring a brutal course
geous off-camber sections, ultrafull of rocks, boulders, mud, water,
s l i p p e r y ro c k w a t e r f a l l s ,
logs and gaping chasms. Kraatz’s
ridiculously loose dirt climbs, and
Warthog earned another win in
seven deep and slimy water
this event, ﬁnishing the course in
holes.” Due to its difﬁculty, the
an impressive one minute, 30 secTank Trap is worth double points,
onds. Capping off the ﬁrst day
making it crucial for competitors
was the Mud Pit, where Team
to do well if they want a chance
Swartz’s Chevy truck earned the
at winning the Challenge. Team
win by racing across the mud- The Top Truck Challenge featured nine contestants
Hair’s Wagoneer emerged as the
ﬁlled 150-foot course in a mere competing in seven grueling events.
winner with a time of eight min8.5 seconds.
utes, eight seconds.
Day two of the Challenge opened with the Obstacle
Going into the Tank Trap, Team Kraatz held a 10-point
Course. Featuring a twisted layout and deep water
lead over Team Morris and Team Naeger. However,
holes, contestants started the event from the top of a
mechanical problems prevented Team Kraatz from ﬁnishmassive, steep hill which was once the location for the
ing the event and they had to settle for eight points.
Hillclimb event. Team Morris’ Buggy ﬁnished the event
Meanwhile, Team Naeger’s second place ﬁnish earned
in one minute, 35 seconds for the win. The day’s events
the team 18 points, tying Team Kraatz in the ﬁnal points
continued with the Hillclimb. Contestants were greeted
standings and earning each team co-champion honors.
by a steep 600-foot hill complete with gobs of loose
AMSOIL is the Exclusive Ofﬁcial Oil of the Top Truck
dirt, sweeping turns and deep holes. When all was said
Challenge.
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HAWAII
•Every Tuesday
Meeting - 7 p.m. (Info)
8 p.m. (Opportunity)

ALEXANDER RESIDENCE
94-1509 Waipio Uka St.
Apt A202
Waipahu (Waipio)(Oahu)

AMSOIL DEALER
MEETINGS

ALABAMA
• December 18 - Thursday
• January 15 - Thursday
Meeting - 7 p.m.

STANLEO’S SUB VILLA
605 Jordan Lane
Huntsville, AL
Hosted by Executive Direct Jobbers Cliff
Goehring & Gerry Gotvald
(256) 337-0376

• December 18 - Thursday
• January 15 - Thursday
Meeting - 7 p.m.

BOWMAN RESIDENCE
1330 Frank Marshall Road
Ozark, AL 36360
Hosted by Direct Jobber E.E. “Al” Bowman
(334) 774-3344

• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 p.m.

SUMMER RESIDENCE
404 Arrowhead Drive
Montgomery, AL
Hosted by Premier Direct Jobbers
Pete and Jean Summer (800) 867-8735
Please RSVP

ALASKA
• December 2, 16 - Tuesday
• January 6, 20 - Tuesday
Meeting - 7 p.m.

STATEN RESIDENCE
2949 Sunﬂower Street
Anchorage, AK 99508
Hosted by Premier Direct Jobber
Melda Staten
Call for reservations (907) 333-0124

ARIZONA
• December 9 - Tuesday
• January 13 - Tuesday
Meeting - 7 p.m.

•December 10 - Wednesday
•January 14 - Wednesday
Meeting - 6 p.m.

JONES RESIDENCE
11145 Shetland Ave
Montclair, CA 91763-6432
Hosted by Direct Jobbers
Casey & Andy Jones
Call for reservations (866) 956-5695

• December 16 - Tuesday
• January 20 - Tuesday
Meeting - 6 p.m.

OAK HOUSE RESTAURANT
34373 Yucaipa Blvd.
Yucaipa, CA 92399

Hosted by Direct Dealer
Jarrett & Kako Alexander
(808) 744-1595

IDAHO
• December 6 - Saturday
• January 3 - Saturday
Meeting - 1 - 3 p.m.

SCHELL DISTRIBUTING INC.
2000 W. Broadway
Idaho Falls, ID
Hosted by ★★★Regency Platinum Direct
Jobbers Mark & Sherree Schell Reservations:
(208) 524-0322; RSVP

ILLINOIS

Hosted by Dealers
Kenneth & Joyce Hunt (909) 809-9932

• December 6 - Saturday
• January 3 - Saturday
Meeting - 9 a.m. - NOON

• December 6 - Saturday
• January 3 - Saturday
Meeting - 9 a.m.

BAUER RESIDENCE
111 Woodland Trail
Anna, IL 62906-3906

SYNTHETICS FIRST
3987 First St. Suite M
Livermore, CA 94551
Hosted by Master Direct Jobber
Tom Santell (510) 351-8500 &
Direct Jobber Roland Chan (925) 200-5379

• December 3 - Wednesday
• January 7 - Wednesday
Meeting - 7 p.m.

MCCOOL RESIDENCE
2210 Codding Drive
Modesto, CA 95350
Hosted by Direct Jobber Bill McCool
(209) 577-0174

• December 10 - Wednesday
• January 14 - Wednesday
Meeting - 7 p.m.

COMMON GROUNDS COFFEE
SHOP
1900 Vista Del Lago
Valley Springs, CA 95252
Hosted by Premier Direct Jobber
Chuck Trebino
Please RSVP (209) 772-1394

Hosted by Direct Jobbers
Norm and Barb Bauer (618) 833-3228
amsoil@aj-internet.net

INDIANA
• December 9 - Tuesday
• January 13 - Tuesday
Meeting - 7 p.m.

EVANS RESIDENCE
1115 Morningside Court
Greenﬁeld, IN 46140
Hosted by Executive Direct Jobbers Chuck
and Linda Evans
(888) 765-2542
evansamsoildist@aol.com

IOWA
KANSAS
KENTUCKY
None Scheduled

LOUISIANA
• December 4 - Thursday
• January 1 - Thursday
Meeting - 6:30 p.m.

AUTTONBERRY RESIDENCE
2520 Swiss Street
W. Monroe, LA 71291

PRUKOP RESIDENCE
10225 South Spring Ave.
Yuma, AZ

• December 16 - Tuesday
• January 20 - Tuesday
Meeting - 7 p.m.
Downline and Guests FREE,
Out of line - $5

Hosted by Premier Direct Jobbers
Raymond & Patsy Prukop
(928) 305-0273 / (253) 279-3768 Cell
Everyone welcome

LUDWICK RESIDENCE
6015 Hughes Street
San Diego, CA 92115

• December 16 - Tuesday
• January 20 - Thursday
Meeting - 6:30 p.m.
5:30 - 6:30 p.m. (No host dinner)

Hosted by Direct Dealer Craig Ludwick
RSVP (619) 583-5218

• December 10 - Wednesday
• January 14- Wednesday
Meeting - 7 p.m.

COLORADO
CONNECTICUT

RSVP for meeting location,
directions, meeting focus and
special requests.

DENNY’S RESTAURANT
825 S. 48th St.
Tempe, AZ 85281

None Scheduled

Hosted by Dealer Jim Brewer Please RSVP
(480) 968-4922/(480) 221-0560 Cell

DELAWARE

ARKANSAS

KING RESIDENCE
19 Oklahoma State Dr.
Newark, DE 19713

• December 11 - Thursday
• January 8 - Thursday
Meeting - 6:30 p.m.

Call for meeting location.
Hosted by Direct Jobber Jerry Gardner
(501) 350-4869
gardner2154@sbcglobal.net

CALIFORNIA
•December 18 - Thursday
•January 15 – Thursday
Meeting - 6 p.m.

BROWN’S CORNER BAR & GRILL
392 W. Main St.
Woodland, CA 95695
Hosted by Dealers
Richard & Susan Lundquist
Everyone Welcome
(530) 668-0988 www.youroilman.com

• Every Tuesday
Meeting - 7 p.m.

Hosted by Direct Jobber Greg King
(302) 345-4350 Call for reservations
Guests welcome

DISTRICT OF COLUMBIA
None Scheduled

FLORIDA
• December 20 - Saturday
• January 17 - Saturday
Meeting - 6 p.m.

GUTKNECHT RESIDENCE
1519 Pennsylvania Ave.
Lynn Haven, FL 32444
Hosted by Dealers
Richard & Evelyn Gutknecht
(850) 271-9266 Registration fee $5 for out of
line/free for direct line

GEORGIA
None Scheduled
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Hosted by Direct Jobber Ellis Auttonberry
(318) 396-4348

MAINE

Hosted by Executive Direct Jobbers Lee &
Susan Mortenson (207) 761-8375

MARYLAND
• December None Scheduled
• January 29 - Thursday
Meeting - 7 p.m.

HYNES RESIDENCE
291 Chestnut Springs Road
Chesapeake City, MD 21915
Hosted by Dealer William Hynes
(302) 540-2525 or (410) 885-3037

• December 19 - Friday
• January 16 - Friday
Meeting - 7:30 p.m.
Downline and Guests FREE,
Out of line – $5

MARTIN RESIDENCE
3994 Trace Hollow Run
Salisbury, MD 21801
Hosted by Regency Direct Jobbers
Les & Linda Martin (410) 548-LUBE

MASSACHUSETTS
None Scheduled

MICHIGAN
• December 15 - Monday
• January 19 - Monday
Meeting - 7 p.m.

BRAUER RESIDENCE
5709 Eggert Place
Brighton, MI 48116
Hosted by Direct Jobbers
Scott and Dolores Brauer
RSVP (810) 923-3334

• December 15 - Monday
• January 19 - Monday
Meeting - 7 p.m. (info) Meeting - 8 p.m.
(opportunity)

KIRBY / AMSOIL
WEST AREA
CALL AHEAD FOR LOCATION
Hosted by ★Regency Platinum Direct Jobber
Tom Kirby; RSVP to (248) 310-0604 or
(248) 669-9093

• December 1 - Monday
• January 5 - Monday
Meeting - 7 p.m. (info)
Meeting - 8 p.m. (opportunity)

ELLIS / AMSOIL
EAST AREA
CALL AHEAD FOR LOCATION
Hosted by ★Regency Platinum Direct Jobber
Mike Ellis; RSVP to
(586) 781-5092 or (586) 918-1578

MINNESOTA
• December 18 - Thursday
• January 15 - Thursday
Meeting 7 p.m.

MEYER RESIDENCE
512 Broadway Street
Cleveland, MN 56017
Hosted by Executive Direct Jobbers Charles &
Donna Meyer
(507) 931-3875

• December 9 - Tuesday
• January 13 - Tuesday
Meeting - 6:30 - 8:30 p.m.

THE FORD RESIDENCE
1830 175th LN NE
Ham Lake, MN 55304
Hosted by Executive Direct Jobbers
Mike & Linda Ford
(763) 434-1544 or (763) 257-3130
mikeford@allserviceoil.com

• December 4 - Thursday
• January 8 - Thursday
Meeting - 6 p.m.

TWINGSTROM RESIDENCE
29200 Goldenrod Drive NW
Isanti, MN 55040
Hosted by Regency Gold Direct Jobbers
Mylo and Patty Twingstrom
RSVP (612) 819-8835

• December 4 - Thursday
• January 3 - Thursday
Meeting - 7 p.m.

SCHMIT RESIDENCE
932 38th Ave. No.
St. Cloud, MN 56301
Hosted by ★★★★★Regency Platinum Direct
Jobbers Ray & Arlene Schmit (320) 251-4861

MISSISSIPPI
None Scheduled

MISSOURI
• December 16 - Tuesday
• January 20 - Tuesday
Meeting - 7p.m.

LUCZAK RESIDENCE
4810 Mattis Street
St. Louis, MO 63128
Hosted by Regency Direct Jobbers
Connie and John Luczak
(314) 892-6018
connieslubes@earthlink.net

MONTANA
NEBRASKA
NEVADA
NEW HAMPSHIRE
NEW JERSEY
None Scheduled

NEW MEXICO
• December 16 - Tuesday
• January 27 - Tuesday
Meeting - 7:30 p.m.

GREENBERG WAREHOUSE
2415 Princeton Drive NE, Suite M
Albuquerque, NM 87107
Hosted by Regency Gold Direct Jobbers
Paul and Nancy Greenberg
(505) 881-1693, warehouse;
(505) 255-2137, home; fax
(505) 881-4565. NMOilman@aol.com

• December 1 - Monday
• January 5 - Monday
Meeting - 7 p.m.

KORZANOILS
2215 North Solano Drive
Las Cruces, NM 88001
Hosted by Direct Jobber Kevin Korzan
(505) 496-4242 www.korzanoils.com

NEW YORK

SOUTH CAROLINA

• December 3 - Wednesday
• January 7 - Wednesday
Meeting - 7:30 p.m.

• Every Tuesday
Meeting - 7:30 p.m.

WOLFE RESIDENCE
34 Hillvale Road
Albertson, NY 11507
Hosted by Dealers
Edward and Eileen Wolfe
(516) 621-4565; edsoil34@aol.com;
Please call ahead to reserve a seat.

• December 17 - Wednesday
• January 21 - Wednesday
Meeting - 7:30 p.m.

Syracuse AREA
Call ahead for location
Hosted by Direct Jobber Peter Finnerty
(315) 682-9791

• December 17 - Wednesday
• January 21 - Wednesday
Meeting - 7:30 p.m.

NEWARK, NY LOCATION
Call ahead for location
Hosted by Dealer Bradley Timerson
(315) 331-7110

• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 p.m.

LOTITO RESIDENCE
89 Owl Creek Road
Spencer, NY 14883
Hosted by Regency Direct Jobber
Peter Lotito (607) 589-4242
Call ahead to reserve space and
conﬁrm location or e-mail
lubedealer@hotmail.com
www.lubedealer.com/new york

NORTH CAROLINA
• December 27 - Saturday
• January 31 - Saturday
Meeting - 10 a.m - Noon

REID RESIDENCE
1204 Narron Farm Rd
Zebulon, NC 27597
Hosted by ★Regency Platinum Direct Jobbers
Pat & Gerry Reid
(919) 269-3331 greid@synthoils.com Please
call and reserve a seat for all meetings.

• December 1 - Monday
• January 5 - Monday
Meeting - 7 p.m.

ATLANTIC BUSINESS CENTERS
4913 Chastain Ave. Unit 28
Charlotte, NC 28209
Hosted by Dealer Gregory Finnican
(704) 525-5565

NORTH DAKOTA
OHIO
None Scheduled

OKLAHOMA
• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 - 9 p.m.

RESIDENCE INN by MARRIOTT
Oklahoma City South (Crossroads
Mall)
1111 East Interstate Service Road
Oklahoma City, OK 73149
Hosted by Direct Jobber Carol Eaton and
Dealer Jack Greene (405) 627-7292

• December 6 - Saturday
• January 3 - Saturday
Meeting - 9 - 11 a.m.

Golden CorraL
9711 East 71st Street
Tulsa, OK
Hosted by Regency Gold Direct Jobber
Pat Grady (918) 258-6979

OREGON
• December 18 - Thursday
• January 15 - Thursday
Optional Dinner - 6 p.m.
Meeting - 7 - 9 p.m.

HAYDEN’S LAKEFRONT GRILL
8187 SW Tualatin-Sherwood Rd.
Tualatin, OR 97062
Hosted by Regency Direct Jobber Ed
Greenwood (800) 722-1092 Call ﬁrst to conﬁrm space for you and your guests.

PENNSYLVANIA
RHODE ISLAND
None Scheduled

GEORGE KERR and ASSOCIATES
Northgate Building 5861 Rivers
Avenue, Suite 107
N. Charleston, SC 29406
Hosted by Direct Jobber George Kerr
(843) 747-8200 amsoildealer@aol.com
www.lubedealer.com/kerr

• Variable Meetings
Call or e-mail for meeting time and date

SPRADLEY RESIDENCE
1060 Cedar Creek Rd.
Swansea, SC 29160
Hosted by Direct Dealers
Jim & Vicki Spradley
(803) 429-2545 synlube@gmail.com

• December 2 - Tuesday
• January 6 - Tuesday
Meeting - 7:30 p.m.

DENNY’S RESTAURANT
2521 Wade Hampton Boulevard
Greenville, SC 29615
Hosted by Master Direct Jobber
Loel D. Handley (864) 350-2082
amsoildealer@charter.net

SOUTH DAKOTA
• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 p.m.
WILBER RESIDENCE

411 Ohio Drive
Brookings, SD 57006
Hosted by Dealer Art Wilber
(605) 690-5327 to RSVP

TENNESSEE
• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 p.m.

BROWDERS ACE HARDWARE.
1100 Ladd Landing Blvd.
Kingston, TN 37763
Hosted by Dealers Bradley & Teresa Taylor
(865) 376-2345

• December 11 - Thursday
• January 8 - Thursday
Meeting - 6 p.m.

RV CHASSIS MASTER, INC.
2364 Hwy. 91
Elizabethton, TN 37643
Hosted by Dealer Peter Scalf Guests Welcome (423) 474-2068

TEXAS
• Daily Meetings
Meeting - 7 p.m.
Call for location.
Hosted by Account Direct Bruce Shilander
(512) 276-6077
• December 16 - Tuesday
• January 20 - Tuesday
Meeting - 7 p.m.

WARD RESIDENCE
310 S. Grove Road
Richardson, TX 75081
Hosted by Regency Direct Jobbers
Ronald & Sandra Ward (972) 231-0773
oilmandj@tx.rr.com

UTAH
VERMONT
None Scheduled

VIRGINIA
• December 9 - Tuesday
• January 13 - Tuesday
Meeting - 7:30 p.m.

STANCIL RESIDENCE
1236 General Street
Virginia Beach, VA 23464

• December 11 - Thursday
• January 8 - Thursday
Meeting - 7:30 p.m.

• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 p.m.

AUNT SARAH’S RESTAURANT
5500 Williamsburg Road
Sandston, VA

MITMOEN SERVICE GARAGE
6017 65th Street
Kenosha, WI 53142

Hosted by Dealer Roger Riggle
(804) 803-0028 and Direct Jobber
Curley O’dell (804) 837-0807

Hosted by Executive Direct Jobbers Victor
and Lynn Mitmoen (262) 652-3399

• December 4 - Thursday
• January 1 - Thursday
Meeting - 7 p.m.

WASHINGTON
• December 15 - Monday
• January 19 - Monday
Meeting - 6:30 p.m.

GASPER’S LUBE SERVICE
CENTER & WAREHOUSE
3327 Meridian Avenue East #B
Edgewood, WA 98371
Hosted by Regency Direct Jobbers Cliff and
Lorna Gasper (253) 864-7618
Everyone welcome.

• December 9 - Tuesday
• January 13 - Tuesday
Meeting - 7:30 p.m.

Hosted by Regency Gold Direct Jobber Lynn
Pabst (715) 796-5441
Guests welcome.

• December 3 - Wednesday
• January 7 - Wednesday
Meeting - 7 p.m.

Call for location
Hosted by Master Direct Jobber Scott
Swendson (262) 754-9751
Everyone welcome

STOUGARD RESIDENCE
22907 Prairie Road
Sedro Woolley, WA 98284

WYOMING
None Scheduled

Hosted by Executive Direct Jobbers Marv &
Charlotte Stougard (360) 856-1641 Guests
welcome

• December 11 - Thursday
• January 8 - Thursday
Meeting - 7 p.m.

INTERNATIONAL

ALBERTA
BRITISH COLUMBIA
MANITOBA

WALSH RESIDENCE
2220 South Castle Way
Lynnwood, WA 98036

None Scheduled

Hosted by Regency Direct Jobbers Tom and
Shirley Walsh (425) 483-2582
T-1 certiﬁcation classes available by appointment with pre-paid registration.

NEW BRUNSWICK

• December 9 - Tuesday
• January 13 Tuesday
Meeting - 7 p.m.

McLAUGHLIN RESIDENCE
913 Coverdale Road
Riverview, NB E1B 5E6

AMSOIL PEARSON
702 37th Street NE #D
Auburn, WA 98002

• December 15 - Monday
• January 19 - Monday
Meeting - 7:30 p.m.

Hosted by Executive Direct Jobber Wayne
McLaughlin and Dealer Wendell Steeves
(506) 386-2896 Everyone welcome

Hosted by ★★★★Regency Platinum Direct
Jobber Leonard Pearson (253) 939-8401
Guests Welcome

NEWFOUNDLAND
NOVA SCOTIA

• December 13 - Saturday
• January 10- Saturday
Meeting - 9 a.m. - noon

None Scheduled

AMSOIL (SYNLUBE) STORE
2424 North Monroe Avenue
Spokane, WA 99205

• December 25 - Thursday
• January 29 - Thursday
Meeting - 6 p.m.

ONTARIO

Hosted by Executive Direct Jobber Rich Plesek
Everyone welcome. No charge

• December 10 - Wednesday
• January 14 - Wednesday
Meeting - 7 p.m.

AMSOIL DISTRIBUTION CENTER
6625 Tomken Road,
Units 12-14
Mississauga, ON L5M-5J3
Hosted by Master Direct Jobber
Walter Perera and local Dealers
(866) 326-7645 fax: (905) 814-1802
www.sinwal.com

THE LUBE DOCTOR OFFICE
2912 Graf Road
Centralia, WA 98531
Hosted by Executive Direct Jobber Wayne C.
Fletcher (800) 899-4799

WEST VIRGINIA

PRINCE EDWARD
ISLAND

None Scheduled

• December 1 - Monday
• January 5 - Monday
Meeting - 7 p.m.

WISCONSIN

CALL FOR LOCATION
Charlottetown

• December 4 - Thursday
• January 1 - Thursday
Meeting - 7 p.m.

Hosted by Dealers Trevor MacDonald,
Trevor Murray and Merrill Cronin
RSVP: (902) 626-9006

LUBACH RESIDENCE
N8825 Cty Rd J
Elkhart Lake, WI 53020

PUERTO RICO

Hosted by Dealers Steve Lubach and Brian
and Wayne Gaffney (920) 526-3612 or (920)
876-2306 All Dealers and guests welcome

• December 18 - Thursday
• January 15 - Thursday
Meeting - 7:30 p.m.

Hosted by Regency Silver Direct Jobbers Bill &
Barbara Stancil (757) 420-0673

SEL-AMSOIL Academy
1201 Clough Avenue
Superior, WI 54880

• December 8 - Monday
• January 12 - Monday
Meeting - 7 p.m.

Hosted by ★★★★★★Regency Platinum Direct
Jobbers Bill & Donna Durand Refreshments
Served (715) 392-4006 Guests welcome

GRAVITTE RESIDENCE
5337 Merganser Circle
Gloucester, VA 23061

• December 11 - Thursday
• January 22 - Thursday
Meeting - 7 p.m.

Hosted by Premier Direct Jobbers
Cliff & Dee Gravitte (804) 694-0221

PABST RESIDENCE
650 Larcom Street
Hammond, WI 54015

None Scheduled

QUEBEC
• December 4 - Thursday
• January 1 - Thursday
Meeting - 7:30 p.m.

ENTREPÔT AUTOLUBE AMS
ENVIRONNEMENT
1655 Rue Chicoine, Porte #1
Vaudreuil-Dorion, Quebec,
Canada J7V8P2
Hosted by Regency Silver Direct Jobber
Yvon Boucher (514) 990-1889

SASKATCHEWAN
None Scheduled

KERKMAN RESIDENCE
28238 Durand Ave
Burlington, WI 53105
Hosted by Master Direct Jobbers Kenneth &
Lorna Kerkman (262) 534-2878

For any changes, additions or questions
regarding this bulletin board page
please contact 715-399-6565 or send an
e-mail to subscriptions@amsoil.com
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enrollment cost of $397. After March 1, the cost will be
$447. AMSOIL University will be held May 17-21, 2009
at the Duluth Entertainment & Convention Center
(DECC) in Duluth, Minn.

HOLIDAY CLOSINGS

AMSOIL ADVERTISING
Look for AMSOIL display advertising or an AMSOIL
catalog offering in the following publications:
December 2008 & January 2009
Display Advertisements
NOLN
Dec. ’08
(800) 796-2577
Diesel Builder
Dec. ’08
(423) 664-5100
Off Road
Dec. ’08
(212) 745-0100
Wisconsin Snowmobile News
Dec. ’08
(800) 380-3767
Michigan Snowmobile News
Dec. ’08
(800) 380-3767
Iron Horse
Dec. ’08
(212) 265-3680
Mopar Muscle
Dec. ’08
(212) 745-0100
Rod & Custom
Dec. ’08
(212) 745-0100
Cruisin Style
Dec. ’08
(877) 776-9869
Street Scene
Dec. ’08
(562) 430-7748
Speedway Illustrated
Dec. ’08
(772) 546-9790
Sno-X
Dec. ’08
(763) 595-0808
Diesel Power
Dec. ’08
(212) 745-0100
2009 Ultimate Buyer’s Guide
(212) 745-0100
NOLN
Jan. ’09
(800) 796-2577
Mopar Muscle
Jan. ’09
(212) 745-0100
Street Scene
Jan. ’09
(562) 430-7748
Sno-X
Jan. ’09
(763) 595-0808
Snow Goer
Jan. ’09
(805) 667-4325
Catalog Showcase Advertisements
4 Wheel Drive & Sport Utility
Dec. ’08
(212) 745-0100
Classic Trucks
Dec. ’08
(212) 745-0100
Mini Truckin’
Dec. ’08
(212) 745-0100
Off-Road
Dec. ’08
(212) 745-0100
Sport Truck
Dec. ’08
(212) 745-0100
Street Rodder
Dec. ’08
(212) 745-0100
Truckin’
Dec. ’08
(212) 745-0100

DECEMBER CLOSE OUT
The last day to process December orders in the U.S.,
Canada and Puerto Rico is the close of business on
Wednesday, December 31. Individual telephone and
walk-in orders will be processed if initiated by the close
of business. Internet and fax orders will be accepted
until 3 p.m. CST on that day. The last day to process
December orders in Alaska is the close of business on
Wednesday, December 24. All orders received after
these times will be processed for the following month.
Volume transfers for December business will be
accepted until 3 p.m. CST on Tuesday, January 6. All
transfers received after this time will be returned.

AMSOIL UNIVERSITY 2009 REGISTRATION
Early registration for AMSOIL University is open, and
Dealers may register now in the Dealer Zone (click the
“Training” tab) to secure their seats. Dealers who register prior to March 1 can take advantage of the reduced
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The AMSOIL corporate headquarters, U.S. distribution
centers and Canadian distribution centers will be closed
Thursday, December 25 for Christmas Day and
Thursday, January 1 for New Year’s Day. The Toronto
Distribution Center will be closed Friday, December 26
for Boxing Day.

HOLIDAY ACTIVITIES
The AMSOIL corporate headquarters will close at 12
p.m. CST on Friday, December 19 for holiday activities.
Limited telephone ordering personnel will be available
for orders, so AMSOIL asks that Dealers not attempt
to contact corporate staff via the 1-800 ordering number
during this time so as not to overload the limited staff.
In addition, placing Dealer orders in advance of this
time and day would be appreciated to aid in keeping
the lines clear for customers.

2009 AMSOIL CALENDARS AVAILABLE FOR PURCHASE
The 2009 AMSOIL calendar is now available for purchase. The full color, 11⬙ x 17⬙ layout features AMSOIL
products front-and-center along with a variety of applications and a brief list of product beneﬁts. The calendar
also includes information on AMSOIL INC. and the differences between synthetic and petroleum motor oils.
AMSOIL calendars may be personalized with your
business card. Simply insert your business card in the
slotted area and your contact information is visible for
a full 12 months. No minimum
Stock #
U.S.
Can.
quantity orders required.
G1105
1.25
1.75
Available while supplies last.

COLD TEMPERATURE STORAGE RECOMMENDATIONS
Because cold temperature storage can be detrimental
to the performance of some AMSOIL products, AMSOIL
offers the following storage recommendations:
Lubricants: Store at temperatures at least 10°F above
the lubricant’s pour point.
Greases: Store in a dry environment at temperatures
at least 10°F above the grease’s lowest operating
temperature.
Gasoline Additives, Engine Flush: No adverse issues
with cold temperature storage.
Diesel additives (ADF, ACF, ACB): No adverse issues
with cold temperature storage.
Diesel Concentrate Plus Cold Flow Improver (DFC):
Store at temperatures above 0°F.
Brake Fluids: Do not store at temperatures below
-40°F for longer than two weeks.
Heavy Duty Metal Protector, Metal Protector, Power
Foam, Multi-Purpose Spray Grease, Fogging Oil,

Silicone Spray: No adverse issues with cold temperature storage as long as products are allowed to warm
to room temperature before use.
Miracle Wash: Will freeze below 32°F. Can be thawed
for use.
Twin Air aerosol products: Store at temperatures
above freezing.
Twin Air liquid/non-aerosol products: No adverse
issues with cold temperature storage as long as
products are allowed to warm to room temperature
before use.
Mothers products: Store at temperatures above
freezing.
Antifreeze and Engine Coolant, Rain Clear: Will not
freeze. No adverse issues with cold temperature
storage.
Slip-Lock: No adverse issues with cold temperature
storage. If product separates, heat to room temperature
and shake well before use.

AMSOIL FILTER WRENCHES
Large Filter Wrench
Fits ﬁlters from 31⁄8⬙ to 37⁄8⬙ in diameter. Large range enables wrench to ﬁt most standard
size ﬁlters. Steel jaws grip ﬁlter without slipping. Works from the top of the ﬁlter, making it
ideal for tight spots. Use with 3⁄8⬙ drive.
Stock #

Wt. Lbs.

U.S.

Can.

G2197

1.3

11.50

13.00

Small Filter Wrench
Fits ﬁlters from 21⁄2⬙ to 31⁄8⬙ in diameter. Extra large range enables wrench to ﬁt most import
car ﬁlters, as well as common 3⬙ domestic car ﬁlters. Steel jaws grip ﬁlter without slipping.
Works in tight spots from the front of the ﬁlter using 3⁄8⬙
Stock #
Wt. Lbs. U.S.
Can.
drive.
G2198

0.8

9.95

11.25

Strap Filter Wrench
Wide band tightens while you turn. Offers the widest range than any other wrench. For all
ﬁlters. Range: Up to 6⬙ (152 mm).
Stock #

Wt. Lbs.

U.S.

Can.

G2199

0.5

3.90

4.45

Mechanics Lube Kit
C
Contains the most critical tools for complete lube service
Stock #
Wt. Lbs. U.S.
Can.
o
of most makes and models. Includes tools for foreign and
G2200
20.0 150.00 170.00
d
domestic servicing. Each kit contains the following:
13 Cap-type wrenches
6 Drain plug wrenches
2 Hex cap socket wrenches
2 Metric square plug wrenches
2 Swivel-type ﬁlter wrenches
3 Metric hex drain plug wrenches
1 Strap wrench
1 12 point x 16 mm drain plug wrench
1 Small spider wrench
1 Low proﬁle T45 Torx oil ﬁlter tool
1 Adjustable plier-type wrench
Filter Cap Wrench
Fi
Designed for Harley-Davidson and BMW motorcycle oil ﬁlter applications and can be used
to install and remove the following AMSOIL Ea Motorcycle Oil Filters: EaOM122/122C,
EaOM132/132C, EaOM133/133C, EaOM134/134C, EaOM135/135C and EaOM136C.
Stock #

Wt. Lbs.

U.S.

Can.

G2309

0.8

1.90

2.15
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AMSOIL Diesel Concentrate Plus Cold Flow Improver reduces cylinder wear,
improves efﬁciency and minimizes soot-loading — all while reducing the cold
ﬁlter-plugging point by up to 34°F in ultra-low-sulfur diesel fuel (ULSD). One
dose of AMSOIL Diesel Concentrate Plus Cold Flow Improver delivers increased
fuel economy and keeps fuel ﬂowing in the cold.

To order AMSOIL products call 1-800-777-7094
Technical Services: 715-399-TECH (715-399-8324)
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