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I had the pleasure recently, along with AMSOIL Vice
President, Marketing and Communications Kevin
McBride, to participate as a guest on a popular local
talk radio show. The discussion centered on my ties
to the community, my upbringing in a local bluecollar neighborhood and the value AMSOIL provides
as a company to the area’s economic well-being. The
talk turned, as it invariably does, to our development
of the first synthetic motor oil and its superiority over
conventional oil.
Kevin and I explained, as always, that the idea for
synthetic oil came to me while serving as a jet fighter
pilot. With every jet engine in the world using only
synthetic oil, it seemed logical at the time to assume
that the same performance benefits synthetics brought
to aviation would transfer effectively to cars, trucks
and other internal combustion engines. We went on
to summarize the product’s development from the
early 1960s to the ultimate introduction of the world’s
first synthetic motor oil for automobiles in 1972.
One listener called and asked about the difference
between synthetic and conventional lubricants. We
explained, essentially, that synthetic base stocks are
man-made and contain none of the impurities inherent in conventional petroleum base stocks. We mentioned how AMSOIL motor oils contain no wax,
which was particularly relevant on that day with
temperatures stuck in the minus twenty degree range.
The listeners learned that it takes more than a good
battery to turn engines over at those temperatures.

Another caller expressed concern about another
well-traveled issue – warranties. “Will installing
AMSOIL motor oil in my new vehicle void the manufacturer’s warranty?” the caller asked. The answer, of
course, was no, and the listener learned about the
Magnuson Moss Act, which, in short, states that
original equipment manufacturers cannot dictate the
use of a specific after market product unless that product is provided free of charge. As long as the product
in question meets the appropriate criteria, it is okay
to use. In our case, as long as the lubricant being used
is the appropriate viscosity grade and meets the designated service requirements, it cannot void the warranty. Other callers had questions on extended drain
intervals, product availability and the compatibility
between synthetic and conventional oil.
As the calls continued, it occurred to me that even
though the radio show was of the local variety and a
large percentage of the audience was familiar with
AMSOIL and, I suppose, me, there was still a lot they
didn’t know. Even after 35 years the great majority of
consumers remain unfamiliar with the many benefits
that synthetic lubricants, and AMSOIL in particular,
provide. There is a huge market yet to tap, and it all
points to opportunity – opportunity for sales and
opportunity to build your personal groups through
sponsoring.
With the current state of the economy and the
relative lack of employment security, the time has
never been better to share the AMSOIL business
opportunity with potential Dealers. Sponsor, sponsor,
sponsor. I have preached it from the very beginning,
and those Dealers who have been most successful in
their AMSOIL businesses are testimony to it; the fastest, most efficient and most effective way to build an
AMSOIL Dealership is by sponsoring motivated individuals as AMSOIL Dealers.
It all starts with our products. Educate potential
Dealers on the quality of our products. Use the
Comparative Motor Oil Testing brochure inserted in
this issue of your Action News to show people that
AMSOIL motor oil is far superior to other oils. This
revised edition compares AMSOIL 10W-30 to 10 competing conventional, synthetic and synthetic blend
motor oils. All testing was done in accordance with
American Society of Testing and Materials (ASTM) test
procedures, which means any of the competitors
could run their own tests and challenge our results.
We won’t, of course, be challenged. The test results
speak for themselves. If other companies don’t like
the fact that their products don’t measure up to ours,
I challenge them to improve their products.
All potential AMSOIL Dealers can be assured that
when they represent AMSOIL products, they represent
the absolute best. They can also be assured that the
only limitations to the AMSOIL business opportunity
are the limitations they place on themselves.

A. J. “Al” Amatuzio
President and CEO, AMSOIL INC.
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AMSOIL Products Give
Jeep New Life
Preferred Customer Chris Becea of Steamboat, Colo.
was introduced to AMSOIL products on the Internet.
He recently started using AMSOIL products in his 1986
Jeep CJ-7, with a five-speed transmission and a 258
in-line six-cylinder engine.
“I was using a name-brand synthetic oil for my
engine, transmission and transfer case, but I was not
getting the results I hoped for,” Becea said.
Becea discovered Dealer Bob Miller’s Jp Vehicle
Outfitters website, an independent AMSOIL business
that has sponsored the Jeep Jamboree USA season
for the past two years and plans to continue in the 2009
season. Becea learned about AMSOIL products on the
site and decided to try them.
“I’m glad I did,” Becea said. “My Jeep has never
shifted smoother, both in and out of four-wheel drive.
The fact that I only need to change the engine oil once
a year, coupled with the superior protection capabilities
of AMSOIL synthetics, is the peace of mind I was looking for.”
Becea said AMSOIL Synthetic Universal Power
Steering Fluid (PSF) gave him noticeable results in
steering response and smoothness.
“I also recently put AMSOIL P.i. Performance
Improver Gasoline Additive into my tank and wow, what
a difference,” he said. “My Jeep runs so quietly now I
was checking to see if it was started. I have a quicker
throttle response, more power and a smooth idle even
when it’s cold. I have used many gas additives in the
past, but AMSOIL P.i. is the only one ever to perform
well enough for me to notice an improvement.”
His wife’s Volkswagen, which has more than 100,000
miles on it, started having transmission problems –
erratic shifting pattern and clunky gear changes.
“I have used many gas additives in the past, but
AMSOIL P.i. is the only one ever to perform well enough
for me to notice an improvement.”
– Preferred Customer Chris Becea

“So I ordered some AMSOIL Synthetic Universal
Transmission Fluid (ATF) and a filter, and all the automatic transmission shifting issues not only went away,
but the car shifts better than ever,” Becea said. “I highly
recommend AMSOIL products to anyone who wants
the best synthetic products out there.”

JEEP ON AMSOIL – Chris Becea of Steamboat, Colo. reports his
1986 Jeep CJ-7 runs better than ever since he installed AMSOIL
products. Becea became a Preferred Customer after he learned
about AMSOIL products at his sponsor’s website.

AMSOIL P.i.
Performance Improver
Gasoline Additive
• Improves fuel mileage
an average of 2.3%
and up to 5.7%
• Reduces emissions
• Restores power and
performance
• Reduces need for costly
higher octane fuel
• Reduces noise from carbon
rap and pre-ignition
• Better drivability
• Smoother operation
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D
M Mann
M
Dave
M.
Michigan
★★★★★★Regency
Platinum Direct Jobber
FIRST—Total
Organization
FIRST—Personal
Group Sales
Sixth—New Qualified
Dealers and Accounts

Michael H. Ellis
Michigan
★Regency Platinum Direct
Jobber
Ninth—Total Organization
Fifth—Personal Group
Sales
Second—Commercial and
Retail Marketing

Timothy S. Gulick
New York
Direct Jobber
Ninth—Commercial and
Retail Marketing

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

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

Gerry and Patricia Reid
North Carolina
★Regency Platinum Direct
Jobbers
Tenth—Total Organization
Tenth—New Qualified
Dealers and Accounts

Gene and Danae Fine
Oregon
Regency Platinum Direct
Jobbers
FIRST—New Qualified
Dealers and Accounts
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Leonard Pearson
Washington
★★★★Regency Platinum
Direct Jobber
Fourth—Total Organization

Daniel and Judy Watson
Florida
★★Regency Platinum
Direct Jobbers
Eighth—Personal Group
Sales

Kent and Trudy
Whiteman
Utah
Regency Gold Direct
Jobbers
Third—New Qualified
Dealers and Accounts

John and Jeanne
Burke
California
Regency Direct Jobbers
Fourth—New Qualified
Dealers and Accounts

Greg M. Desrosiers
Alberta
★Regency Platinum Direct
Jobber
Fifth—Total Organization
Sixth—Personal Group
Sales
Fourth—Commercial and
Retail Marketing

Lynn and Beth Pabst
Wisconsin
Regency Gold Direct
Jobbers
Ninth—Personal Group
Sales

Mylo and Patty
Twingstrom
Minnesota
Regency Gold Direct
Jobbers
Fifth—New Qualified
Dealers and Accounts

November
2008

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

Ray
Ray and
and Kathy
Kath
thy Yaeg
Y
Yaeger
aeger
er
Wisconsin
★★★★Regency Platinum
Direct Jobbers
Sixth—Total Organization
Second—Personal Group
Sales
FIRST—Commercial
and Retail Marketing

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

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

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

Dorothy Hansen
Regency Platinum

Greg and Debra
McKenzie
Alberta
Regency Silver Direct
Jobbers
Third—Commercial and
Retail Marketing

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

John W. Moldowan
Alberta
Regency Direct Jobber
Sixth—Commercial and
Retail Marketing

Harold Hartman
★★Regency Platinum

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

Ora Mae Boardman
★Regency Platinum
Ches and Natasha Cain
South Dakota
★Regency Platinum
Direct Jobbers
Seventh—New Qualified
Dealers and Accounts

Vijay Parany
Ontario
Executive Direct Jobber
Eighth—New Qualified
Dealers and Accounts

Heath Palmer
Iowa
Executive Direct Jobber
Ninth—New Qualified
Dealers and Accounts

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

REGENCY DIRECT JOBBERS

Larry Gray

Scott T. Swendson

California

Wisconsin

Greg & Debra McKenzie
Alberta

PREMIER DIRECT
JOBBERS

NEW DIRECT JOBBERS

Donald Speers
Kevin & Olga Korzan

Scott Zienkiewicz

Alberta

Wisconsin

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

Sponsor: Scott T. Swendson
Direct Jobber: Scott T. Swendson

New Mexico

First Time 1000 Level Honor Achievers 1000 monthly commission credits 10 Dealers sponsored

Brian and Michelle Parker, Georgia

Sponsors: Mark and Jean Pusen

First Time 500 Level Honor Achievers 500 monthly commission credits 5 Dealers sponsored

Joseph G. Breton, Texas Sponsors: Michael and Pamela Westwood
Daniel L. Dutton, Ohio Sponsor: Nancy S. Tarini
Jeanine and Randy Harshman, Maryland Sponsor: John E. Doyle
Thomas and Naomi Schena, Texas Sponsors: David and Carol Bell
David P. Sebelius, North Carolina Sponsors: Thomas and Doreen Schmit
David Vejvoda, Wisconsin Sponsors: William and Janice Waech
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RECOGNITION

November
2008

NEW DIRECT DEALERS

Barry N. Chomick

John W. Gore

Alberta

Indiana

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

Sponsors: David & Carol Bell
Direct Jobbers: David & Carol Bell

Douglas M. Gunn

Robert & Patsy Ross

Alberta

Texas

Sponsor: Marc J. Roden
Direct Jobber: Marc J. Roden

Sponsor: John H. Pittinger
Direct Jobbers:
Bill & Donna Durand

First Time 300 Level Honor Achievers 300 monthly commission credits 3 Dealers sponsored

James Anderson, California Sponsors: Al and Antoinette Bianco
Andrew R. Aue, Texas Sponsor: David A. Beere
Gary Bailes, Florida Sponsors: Michael and Eileen Kaufman
Deborah J. Carruthers, Washington Sponsor: Leonard Pearson
Kevin Hill, Pennsylvania Sponsor: Gordon H. Davis
Conrad and Jo Ann Holten, Minnesota Sponsors: Gilmore and Emma Borslien
Perry Jacquet, California Sponsors: Maril-Jo and Thomas Groh
Alan and Stacy Moore, Colorado Sponsor: Mike W. Troast
Darryl Orcutt, Washington Sponsors: Lisa Greenwood and John Mcintosh
Ryan Robar, California Sponsors: Andy and Ali Jones
John Sturm, Minnesota Sponsor: Eric W. Dalgaard
Scott and Patti Wilson, British Columbia Sponsors: Robert and Linda Ford
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AMSOIL INC. Reduces Product Pricing,
Increases Dealer Commissions
AMSOIL Dealers reap huge rewards as company rolls out several changes.
In one of the most progressive moves in company history,
AMSOIL INC. is simultaneously reducing prices and making
several program adjustments that will increase overall Dealer
commissions and improve the AMSOIL business opportunity. The price decrease, effective March 1, will mainly affect
lubricants. The price of some will go down between 15 cents
and 30 cents per quart, representing a 60 cents to $1.20
decrease per gallon, while others will be impacted less.
Some adjustments will also be made in the price differential
between different package sizes in order to implement more
consistency. This unique situation offers many benefits for
AMSOIL Dealers.

Reduced Pricing
The dramatic rise in the price of lubricants over the past two
years has been all-encompassing and well-documented. All
oil companies – conventional, synthetic, large and small –
have endured a seemingly endless barrage of price
increases, most stemming from the skyrocketing price of
crude oil. Now that the barrel has plummeted from the highs
of last summer, oil consumers, distributors and manufacturers alike are expecting the price of motor oil to follow suit.
AMSOIL is no exception; the company has been pressuring
its suppliers to reduce prices for several months. After a
great deal of negotiating, AMSOIL is finally able to reduce
prices for all customers.
“Pricing adjustments are a delicate matter and are taken
very seriously,” said AMSOIL Executive Vice President Dean
Alexander. “Thousands of Dealers make their living on the
ability of AMSOIL to market cost-effective and competitive
lubricants – they depend on it, every day. That’s always in
the back of our minds as we make these decisions, and
that’s why rolling back prices is so satisfying.”
In 37 years of business, this is the first time the company
has been in position to provide an all-lubricant price
reduction.
“We’ve been able to reduce pricing of particular products
in the past due to our costs being reduced on particular raw
materials, but AMSOIL has never been able to reduce pricing on all lubricants at once,” said Executive Vice President
Alan Amatuzio. “It is great that we can do this for our Dealers
and Preferred Customers, and with the current state of the
economy, the timing couldn’t be better.”

Commissions Increase
In addition to reducing product pricing, AMSOIL is adjusting
Dealer commissions in the Commercial and Retail-on-theShelf Programs to provide greater overall profits for Dealers.
These changes are the result of ongoing analysis of the
AMSOIL business model and the lubricants industry and will
provide Dealers with a more sustainable, more profitable,
more balanced, long-term business opportunity.
“We have been working on this process for several years
now,” said Alexander. “In-depth analysis of market trends
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and trends within the Dealer network revealed the opportunity to improve the AMSOIL business opportunity by refocusing our marketing programs.”
Price increases at AMSOIL are implemented only to
recover costs. In many cases, corporate profits per unit have
decreased, but increased sales have helped offset those
losses. In fact, AMSOIL was able to avoid any price increases
between 1994 and 2003. Since 2003, the profits earned by
AMSOIL Dealers have increased significantly across all
programs, but not at an equal pace. Since prices must be
adjusted for not only increased raw material and operating
costs, but also increased commission levels, these increased
commission levels directly affect each price adjustment. The
high cash commission and commission credit payout of the
Retail-on-the-Shelf Program was driving the retail price of
AMSOIL products upward more sharply than other AMSOIL
programs. In order to ensure wholesale and retail prices
remained competitive, AMSOIL froze cash commissions for
sales to retail accounts in 2007.
“The commission rate on the Retail-on-the-Shelf Program
was driving AMSOIL prices out of the competitive range,”
said Alexander. “Additionally, the higher commission rate of
the Retail-on-the-Shelf Program provided an incentive for
Dealers to focus on that program more than the Commercial
Program.”
AMSOIL has always promoted running a balanced
Dealership that establishes a customer base in a variety of
AMSOIL programs. Much in the same manner that adopting
a diversified investment portfolio can help maintain investment earnings through unstable market conditions, running
a balanced AMSOIL Dealership can help the business
weather times of economic uncertainty. This has been made
more apparent in the recent economic downturn as retailon-the-shelf sales have been more greatly affected than
sales in any other AMSOIL program.

Decline in Do-it-Yourself Market
Market analysis shows that the retail do-it-yourself (DIY)
market is shrinking, while the do-it-for-me (DIFM) and commercial markets are growing. Essentially, fewer consumers
are willing to change their own oil; they prefer to have the
work done by a quick lube or other local repair shop. The
commercial market remains the only market segment showing growth in DIY activity.
Additionally, in a retail scenario, there is no one present to
properly explain the cost-effectiveness of AMSOIL products.
“That is why [AMSOIL President] Al [Amatuzio] adopted
the MLM model in the first place,” said Amatuzio.
“Customers shopping in a retail store often shop on initial
price alone; they don’t realize that AMSOIL products are
actually more cost-effective to use and offer many other
benefits. That just can’t be conveyed as effectively in a
conventional retail setting as it can be through an AMSOIL
Dealer.”

AMSOIL Solution

New Dealer Profit List

In the past, AMSOIL had provided the most financial incentive for Dealers to pursue the retail market. This resulted in
some abuse of the program in the form of customers being
registered as ROTS accounts when they did not actually
qualify as such. In order to offer better balance and longterm stability for AMSOIL Dealers, AMSOIL is adjusting
commissions and equalizing pricing across all programs. A
large increase in commercial cash commissions, commercial
commission credits, ROTS commission credits and a slight
decrease in ROTS cash commissions will provide optimum
pricing power and balanced financial incentives for all programs. It will also help promote balanced business practices
and long-term stability for AMSOIL Dealers.
“Prior to these changes the most emphasis was placed
on retail accounts when commercial accounts have many
advantages that are easily overlooked,” said Alexander.
“They are more consistent, Dealers can sell to them faceto-face, they have the potential to buy large volumes, most
are DIYers that service their own equipment and they better
support the MLM model.”
Even though AMSOIL is increasing overall commissions
and commission credit levels have been boosted significantly
over the past four years due to price adjustments, the company is not altering the commission schedule. This allows
AMSOIL Dealers to move up the commission schedule faster
than ever and has reduced the number of cases of oil a Dealer
needs to sell to reach the level of Direct Jobber.
Commercial accounts will still receive purchase discounts. In the past, Dealer commissions were calculated on
the post-discount commercial cost. Effective March 1, commercial cash commissions and commercial commission
credits will be set and paid on the pre-discounted price –
another huge benefit for AMSOIL Dealers.

In addition to new unified price lists, AMSOIL now offers the
Dealer Profit List (G3501, G8501 Can., G2601 P.R.). The
Dealer Profit List allows AMSOIL Dealers to quickly determine
how much they will profit from the sale of each AMSOIL
product in each AMSOIL program. Retail profit, cash commissions and commission credits earned from the sale of
each AMSOIL product are listed (see the example below).
Notice the commission values are no longer calculated as a
percentage of product price for accounts. Fixed values have
been assigned for each product. This allows flexibility to
adjust commissions based upon product price, cost of raw
materials and other factors. Overall, these values have
increased. The new list also serves as an excellent recruitment tool; it makes it easy to demonstrate the earning potential of an AMSOIL Dealership to new Dealer prospects.
New AMSOIL price lists and Dealer profit lists will be
available in March and all active accounts will be notified of
the pending price reduction. As always, pricing is available
in the various Account Zones at www.amsoil.com and will
be updated online prior to March 1.

Three Programs, One Price List
Pricing on many AMSOIL products has been equalized
across the ROTS, Commercial and MLM Programs for quite
some time. As of March 1, pricing of core AMSOIL products
will be equal in all programs. There will now be only one
price list for U.S. customers (G3500), one price list for
Canadian customers (G8500) and one for Puerto Rican
customers (G2600). All current AMSOIL product price lists
are discontinued (G26, G1020, G1023, G1140, G1141,
G8126, G8120, G8123). Dealers can now rely on a single
document to do the job of three. In addition, the ordering
information that differs between the MLM, ROTS and
Commercial Programs will be separated and made into new
G-items available to Dealers, Preferred Customers and
accounts.

Major Dealer Benefits
These changes provide significant benefits for all AMSOIL
Dealers. Reduced pricing makes AMSOIL lubricants more
affordable and easier to sell. AMSOIL products are always
priced competitively, but the lower they’re priced, the greater
the benefits for cost-conscious consumers. Increased
commissions and calculating commercial commissions
prior to discounts will provide greater profits for AMSOIL
Dealers and make it easier to reach Direct Jobber status.
Unified pricing simplifies the Dealer business by reducing
the amount of paperwork necessary and eliminating the
possibility of misquoting prices from other programs. The
Dealer Profit List provides instant answers and aids new
Dealer recruitment.
“All commission programs, including Golden Key and
incentive bonuses, are going to be positively impacted – and
that’s in addition to a price reduction,” said Amatuzio.
“We’re also streamlining business by reducing the number
of price lists and thereby reducing costs for AMSOIL INC.
and AMSOIL Dealers.”
“I can’t stress enough how big this is,” said Alexander.
“Overall commissions paid out on existing sales will be
significantly increased. AMSOIL has made it even easier to
move up the commission schedule, make more money and
reach higher levels of recognition, faster. And, an increased
emphasis on commercial and MLM sales improves our position for long-term, continuous growth.”

Dealer Profit List Sample (Sample only – uses proposed 3/1/09 pricing and commissions)
Stock
No.

Unit of
Measure

Commission
Credits

Retail Profit

Signature Series 0W-30 100% Synthetic Motor Oil
SSOQT
-EA
5.32
2.45
SSOQT
-CA
63.86
32.40
SSO1G
-EA
21.01
9.55
SSO1G
-CA
84.04
42.65
SSO30
-EA
507.60
211.50
SSO55
-EA
852.72
344.10

Commercial
Cash Com.

Commercial
Com. Credits

1.16
13.88
4.57
18.27
126.90
224.40

1.70
20.36
6.70
26.80
186.12
329.12

ROTS
Cash Com.

1.16
13.88
4.57
18.27
126.90
224.40

ROTS
Com. Credits

1.70
20.36
6.70
26.80
186.12
329.12
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AMSOIL Synthetic Motor Oil Continues
to Outperform the Competition
In November 2008, AMSOIL Synthetic 10W-30 Motor
Oil (ATM) and 10 competing conventional, synthetic and
synthetic blend 10W-30 motor oils were subjected to
a series of six motor oil tests. All six tests were completed in accordance with American Society of Testing
and Materials (ASTM) test procedures, with the results
directly indicating the level of protection and performance provided by each of the tested oils.
When testing concluded, AMSOIL Synthetic Motor
Oil overwhelmingly emerged as the top-performing oil
in the group. No oil outperformed AMSOIL in any of the
tests. A comparison also reveals the total cost of using
AMSOIL Synthetic Motor Oil is less over 25,000 miles
than all the competing motor oils.

AMSOIL 10W-30 was subjected to the following
tests: Thin Film Oxygen Uptake, NOACK Volatility, Pour
Point, Total Base Number, Cold Cranking Simulator and
Four-Ball Wear. The Thin-Film Oxygen Uptake Test
(TFOUT) measures the oxidation stability of engine oils.
The NOACK Volatility Test measures the evaporation
loss of oils in high temperature service. Pour Point
indicates the lowest temperature at which a fluid will
flow. Total Base Number (TBN) is the measurement of
a lubricant’s reserve alkalinity for combating acids. The
Cold Cranking Simulator Test (CCS) indicates the
degree to which a lubricant can impact cold weather
starting. Finally, the Four-Ball Wear Test evaluates the
protection provided by engine oil under conditions of
pressure and sliding motion.
All of the test findings are detailed in a revised version of the Comparative Motor Oil Testing Brochure
(G1971). The brochure, inserted in this issue of the
Action News, was developed to assist the end user in
making an educated decision about the lubricant most
suitable for his or her vehicle. This brochure can also
be a valuable tool for AMSOIL Dealers in their efforts
10 AMSOIL ACTION NEWS / FEBRUARY 2009

to sell AMSOIL motor oil to an individual end user, a
commercial account prospect or a retail-on-the-shelf
account prospect.

AMSOIL continues to set the standards for the motor
oil industry and is proving it once again through the
release of this impressive test data. AMSOIL Dealers can
use this data to demonstrate to prospective customers
how AMSOIL benefits them and their vehicles. Inform
prospective customers about the stress and strain
placed on today’s engine oils, and explain that
AMSOIL motor oils are formulated for
maximum performance in these
demanding conditions.
Comparative Motor Oil Testing Brochure
Stock #

Qty.

U.S.

Can.

G1971

1

0.80

0.95

Energy Demand to
Continue Rising
Transportation Represents the Quickest Growing Sector
As the world’s population continues to grow, and economies throughout the world continue to develop, the
demand for energy is also expected to continue increasing. The ExxonMobil “The Outlook for Energy” report
examines the long term growth of energy demand to
the year 2030.
According to the report, total global energy demand
is expected to be around 40 percent higher in 2030
than it was in 2005, even after accounting for significant
advances in energy efficiency. While power generation
currently represents the largest sector, and the sector
with the highest projected volume growth in the future,
transportation represents the quickest growing sector
and the sector most important to oil demand.
Between the years 1980 and 2005, global energy
demand in the transportation sector increased by an average of 2.2 percent per year, with commercial demand (2.4
percent growth) outpacing demand for personal vehicles
(2.0 percent growth). Within the commercial market,
heavy-duty vehicles experienced the highest overall
increase in energy use at over 3 percent per year.
Looking forward to 2030, energy use within the commercial transportation segment is expected to increase
by an average of 2.3 percent per year. Heavy-duty
vehicles will continue to account for approximately 60
percent of total commercial transportation demand,
and fuel demand is expected to increase by an average
of 2.2 percent per year. Increases in energy efficiency
will be partially responsible for bringing this percentage
down from the 3 percent increases seen between 1980
and 2005.
Increases in the number of personal vehicles around
the world have been key to driving the growth in the

personal vehicles sector, where energy use has
increased at an average of 2 percent per year since
1980. About one-third of the world’s vehicle population
is within the United States. As quantities of vehicles
continue to increase worldwide, energy efficiency
becomes increasingly important.
Average vehicle fuel economy significantly increased
in U.S. passenger vehicles in the late 1970s and early
1980s as fuel prices increased and Corporate Average
Fuel Economy (CAFE) standards were implemented.
Achieved through improvements in conventional engine
technologies and the introduction of new technologies
including hybrid vehicles, new vehicle fuel efficiency is
expected to improve by an average of 2 percent per
year until 2030, enough to offset predictions of modest
growth in the U.S. vehicle population and eventually
reduce personal vehicle fuel demand over time.
As reported in its “Tomorrow’s Energy” report,
ExxonMobil expects high quality lubricants to contribute to efficiency improvements: “In addition to technology enhancements in vehicle power trains, we believe
that technologies such as lighter-weight materials and
improved lubricants will play an important role in delivering valuable efficiency improvements to the transportation sector.”
AMSOIL synthetic motor oils, gear lubes and transmission fluids effectively improve vehicle fuel efficiency
through reduced friction, superior thermal and oxidative
stability and resistance to volatility. Industry tests demonstrate an average conservative 2 to 5 percent
increase in fuel economy by switching to synthetic
lubricants, while many AMSOIL customers report even
larger gains.
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The AMSOIL Commercial Program presents Dealers
with limitless opportunity to build their businesses and
substantially increase their profits, while providing
commercial accounts with superior protection and
performance for their equipment. Any company, large
or small, that wants to use AMSOIL products to protect
the vehicles and equipment it uses in its day-to-day
operations may be registered as a commercial account.
Trucking companies, taxi fleets, golf courses, farms,
construction companies, manufacturing facilities,
municipalities and government agencies are just a few
examples of businesses that may be registered as
AMSOIL commercial accounts.
Because there are so many different types of potential commercial accounts, with different equipment and
lubrication needs, it is usually best to start by focusing
on one specific industry or business type. Otherwise,
Dealers may quickly become overwhelmed in their
attempts to learn many different industries at once.
“In order to effectively sell AMSOIL products in a
certain industry, it is important to establish credibility,”
says Director of Dealer Sales Rob Stenberg.
“Demonstrating knowledge about the equipment, terminology and challenges unique to that industry is the
best way to establish credibility. Dealers who don’t
concentrate their focus and instead pursue any and all
different types of commercial accounts at once often
spread themselves thin and find it more difficult to
establish themselves as trusted experts to prospective
customers. As a result, their sales success suffers.
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“Of course, once a Dealer is well-established in a
particular market, he or she may wish to concentrate
on expanding into another market in order to further
build his or her business.”
Knowledge is key when attempting to break into a
market. “In addition to knowing the industry, Dealers
must have a thorough understanding of the appropriate
AMSOIL products to recommend,” says Western
Regional Sales Manager Steve LePage. “Dealers who
don’t know the product line well enough to make proper
recommendations, or Dealers who make the wrong
recommendations, quickly lose credibility and greatly
diminish their chance at a sale.”
Dealers who decide to pursue a market in which they
already work or have expertise have an advantage
because they may already know the key decision
makers at local companies. Referrals are another excellent way to get a foot in the door. Ask co-workers,
family and friends if they know anyone who works
within the target market. Prospects gained through
referrals are especially valuable because they usually
yield not only company names, but the names of contact people as well.
“Referrals are invaluable when it comes to gaining
new commercial customers,” says Eastern Regional
Sales Manager Peter Markham. “However, there are also
many other avenues Dealers can take. Take a look at
local publications such as the Yellow Pages, city directories and newspapers. Trade associations and the local
chamber of commerce are also valuable resources.”

Sell the Benefits
The benefits of registering as a commercial account and
using AMSOIL products are many, and once a Dealer
successfully sets up a sales call with a prospect, it is up
to him or her to explain these benefits to the prospect:
Savings
The most important aspect of all the following benefits
is the amount of money businesses save. Reduced
maintenance, extended drain intervals, reduced downtime, longer lasting equipment, improved fuel economy
and reduced waste oil all add up to significant savings.
Reduced Maintenance
Because AMSOIL synthetic lubricants offer superior
protection and performance properties over conventional products, equipment does not require as much
maintenance. The unsurpassed protection, cleaning
and cooling properties of AMSOIL products keep
moving parts performing like new, reducing equipment
malfunctions and failures.
Extended Drain Intervals
Extended drain intervals are key to improving the
bottom line. Changing fluids less often translates into
cost savings, while also reducing the time equipment
spends in the shop.
Reduced Downtime
Less maintenance and extended drain intervals mean
less downtime. Because equipment spends more time
in operation, more work is completed, improving efficiency and generating more revenue.
Longer Lasting Equipment
The superior protection provided by AMSOIL products
improves equipment durability. Less wear, stress and
strain on moving parts allow equipment to last longer,
reducing replacement costs.
Improved Fuel Economy
Fuel economy is becoming more important with each
passing year. Gas and diesel prices place a major strain
on businesses that rely on vehicles and heavy equipment in their daily operations. AMSOIL synthetic lubricants demonstrate superior friction-reducing properties
over conventional lubricants, effectively improving fuel
economy in vehicles and equipment. Industry tests
demonstrate an average conservative 2 to 5 percent

increase in fuel economy by switching to synthetic
lubricants, while many AMSOIL customers report even
larger gains.
Reduced Waste Oil
Extended drain intervals dramatically reduce the volume
of waste oil. Disposal of used oil can be expensive,
while storing barrels of used oil can take up significant
shop space. A fleet of 60 Ford F-150 trucks using conventional oil and conventional oil change intervals produces 1,080 gallons of waste oil every year. By
switching to AMSOIL synthetic motor oil and taking
advantage of extended drain intervals, that same fleet
produces only 360 gallons of waste oil per year. Less
waste oil means lower disposal costs, more shop space
and a cleaner environment.

Servicing Commercial Accounts
Once a commercial account is successfully registered,
it is important to provide quality service in order to
ensure the business remains a satisfied customer.
“Do not forget about customers after they are registered,” says Central Regional Sales Manager Tim
Golden. “After all the work you put into securing the
account, you don’t want to lose it. Check in periodically,
ask if they have any questions, keep them up-to-date
on new products and just simply let them know their
business is appreciated.”

Registering Commercial Accounts
There are two ways to register commercial accounts:
online using the EZ Online Application, or by mailing
AMSOIL the completed Commercial Account
Application Form (G1389) found in the Commercial
Sponsoring Kit (G1007). To use the EZ Online
Application process, go to the Dealer Zone, click the
EZ Retail and Commercial Account Applications link
and follow the prompts.

Save Money With AMSOIL Brochure
The Save Money With AMSOIL Brochure (G2334) is an
excellent tool for registering commercial accounts,
effectively explaining the features and benefits of
AMSOIL products and how they save businesses
money. Full size/color, six pages.

Stock No.

G2334

U.S.

.80

Can.

.95
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Team AMSOIL
Sets World Speed Record
at Salton Sea
Team AMSOIL offshore powerboat racers Bob Teague and Paul Whittier
made the journey to the Salton Sea in the Southern California Desert for
the POPRA Salton Sea Speed Week Kilo Event held December 4-7.
Although not a usual destination for Team AMSOIL, the Salton Sea has
hosted many races and kilo runs over the decades.
About a dozen teams came out with high hopes that the unique environment would be the ideal setting for squeezing every last drop of speed
out of their boats. The combination of below-sea level air density,
extremely high salinity in the water, cool desert air and a perfectly undisturbed body of water made the perfect formula for world record-breaking speeds.
Team AMSOIL used Thursday for testing, but unfortunately ran
aground
near the crane-in area that was not properly dredged, bringing
The Salton Sea was host to Team AMSOIL and
many unexpected challenges in order to have the boat in top shape for
its world record-breaking run.
its speed runs on Saturday. Most of Friday was spent in the dry pits area
repairing the bottom of the race boat. Boats sanctioned under the
Southern California Speed Boat Club made kilo runs on Friday, while the
course was open for POPRA offshore entries on Saturday and Sunday.
After Teague and Whittier’s first run on Saturday proved to be fast
enough to break the previous Cat Lite world speed record of 126.703 mph,
the team proceeded to try various propellers and set-ups throughout the
day in order to better their speed. On a run towards the end of the day,
Team AMSOIL successfully topped their own record with a speed of
131.319 mph. On Sunday, Team AMSOIL made several more runs and
once again broke their speed record. The final official POPRA World Kilo
Speed Record was set at 131.981 mph, certified by APBA/UIM. This speed
is the best average of the team’s north to south pass and consecutive
south to north pass. The team made a one-way pass of nearly 133 mph,
but ran a little slower on the back-up run due to a minor deviation on the Team AMSOIL set a new POPRA World Speed
Record of 131.981 mph.
course angle.

AMSOIL Signs Teague to One-Year Extension
AMSOIL and offshore racing star Bob Teague have
reached an agreement on a one-year contract extension for the 2009 offshore powerboat season. Teague
and driver Paul Whittier were one of the most successful offshore powerboat teams in the world during
the 2008 racing season. In addition to setting the
POPRA World Speed Record, Team AMSOIL won
the SBI World Championship, OPA Cat Lite High
Points Championship, the GEICO Triple Crown, OSS
National Championship and OSS High Points
Championship.
“Bob and Paul are the best in the business,” said
Jeremy Meyer, AMSOIL Race Program Manager.
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“They find a way to win every time the #77 AMSOIL
boat touches the water. AMSOIL has established a
winning presence in powerboat racing due to the
efforts of these two men.”
“It doesn’t matter where the race is held; we’ll be
there, and we’ll win,” said Teague. “AMSOIL has
been tremendous in increasing our horsepower and
protecting our engines during these stressful races.
We look forward to another successful year running
the #77 AMSOIL boat.”
The next race for the Team AMSOIL offshore team
will be March 27-30 at the Off Shore Super Series
season opener in Biloxi, Miss.

Eckstrom, Carey Lead AMSOIL
Charge in Ironwood
Team AMSOIL/Scheuring Speed Sports semi-pro rookie rider Ryan Carey
is off to a great start on the AMSOIL Championship Snocross Series, and
his performance at the second round in Ironwood, Mich. on December
12-14 vaulted him into the championship mix.
Carey, who hails from nearby Channing, Mich., delighted the hometown
crowd by finding the podium in the Semi-Pro Super Stock final. Carey
had his work cut out for him after he finished seventh in the first round
qualifier. Heading into the last chance qualifier, Carey went to work early,
leading the field through the finish line for the win. In the final, Carey got
off to a great start and battled in the front before finishing third, earning
the first podium of his semi-pro career. He also finished sixth in the SemiPro Open class.
Carey wasn’t the only Team AMSOIL/Scheuring Speed Sports rider to
find the podium in Ironwood. After taking third in his Pro Super Stock heat
race to advance directly to the final, D.J. Eckstrom rode his best race of
the year, pushing the leaders to the end for a third place finish and his first
podium of the season. He also finished 13th in the Pro Open class.
Teammate Shaun Crapo also had a strong weekend, finishing sixth in the
Pro Super Stock final and ninth in the Pro Open final.
Team AMSOIL/Judnick Motorsports pro rider Ross Martin kept pace
in both pro classes, finishing fifth in both finals, while teammate Matt
Judnick finished 10th in each class.

Ryan Carey earned the first podium of his
career in Ironwood.

Huge Crowd Highlights AMSOIL Championship Snocross Series in Shakopee
The third round of AMSOIL Championship Snocross Series racing took D.J. Eckstrom earned a third place Pro Super
place January 10-11 in front of one of the largest crowds in the 10-year Stock podium finish in Ironwood.
racing history of Canterbury Park in Shakopee, Minn. Team AMSOIL
racers finished strong, with Eckstrom finishing eighth in the Pro Open
class and fifth in the Pro Super Stock class, Crapo finishing 12th in the Pro Open class and sixth in the Pro Super
Stock class, Martin finishing fifth in the Pro Open class and 11th in the Pro Super Stock class and Judnick finishing
11th in the Pro Open class and ninth in the Pro Super Stock class.
AMSOIL Championship Snocross Series Races Airing Nationwide on Sledhead 24/7
All the high-flying action of the 2008-2009 AMSOIL Championship Snocross Series can be seen on Sledhead 24/7,
airing on several affiliates nationwide, including Fox Sports. Check local listings for dates and times.

AMSOIL Re-Signs Factory Connection Team
Title Sponsorship of Amateur Team Highlights
Associate Sponsorship of Pro Team
AMSOIL and the Factory Connection racing team have reached
an agreement on a one-year contract extension for the 2009
supercross and motocross seasons.
AMSOIL has been the official oil provider for Factory Connection
Racing, now known as the GEICO Powersports/Honda racing
team, since 1999. The team is led in the 450 class by star rider
Kevin Windham, while also featuring one of the sport’s top Lites
class teams, led by defending 2008 East Coast Lites Supercross
champion Trey Canard. Joining Canard are teammates Dan
Reardon, Blake Wharton and newcomer Brett Metcalfe.
AMSOIL has also taken over as title sponsor of Factory
Connection’s amateur program, with top amateurs Eli Tomac and
Justin Barcia leading the AMSOIL team in 2009.

Star racer Kevin Windham is once again leading the
Team AMSOIL charge in 2009.
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DISTRICT OF
COLUMBIA
None Scheduled

FLORIDA
AMSOIL DEALER
MEETINGS

ALABAMA
• February 19 - Thursday
• March 19 - 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

• February 19 - Thursday
• March 19 - 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

• February 12 - Thursday
• March 12 - 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
• February 3, 17 - Tuesday
• March 3, 17 - 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
• February 10 - Tuesday
• March 10 - Tuesday
Meeting - 7 p.m.

PRUKOP RESIDENCE
10225 South Spring Ave.
Yuma, AZ
Hosted by Premier Direct Jobbers
Raymond & Patsy Prukop
(928) 305-0273
(253) 279-3768 Cell
Everyone welcome

• February 21 - Saturday
• March 21 - Saturday
Meeting - 6 p.m.
• February 19 - Thursday
• March 19 – Thursday
Meeting - 6 p.m.

BROWN’S CORNER BAR &
GRILL
392 W. Main St.
Woodland, CA 95695

GEORGIA

• February 11 - Wednesday
• March 11 - Wednesday
Meeting - 6 p.m.

HAWAII

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

• February 17 - Tuesday
• March 17 - Tuesday
Meeting - 6 p.m.

OAK HOUSE RESTAURANT
34373 Yucaipa Blvd.
Yucaipa, CA 92399
Hosted by Dealers
Kenneth & Joyce Hunt
(909) 809-9932

• February 7- Saturday
• March 7 - Saturday
Meeting - 9 a.m.

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

• February 4 - Wednesday
• March 4 - Wednesday
Meeting - 7 p.m.

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

• February 11 - Wednesday
• March 11 - 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

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

• February 17 - Tuesday
• March 17 - Tuesday
Meeting - 7 p.m.
Downline and Guests FREE,
Out of line - $5

ARKANSAS
• February 12 - Thursday
• March 12 - Thursday
Meeting - 6:30 p.m.
Call for meeting location.
Hosted by Direct Jobber Jerry Gardner
(501) 350-4869
gardner2154@sbcglobal.net

CALIFORNIA
• February 5 – Thursday
• March 5 - Thursday
No Host Dinner - 6 p.m.
Meeting - 7 p.m.

PIZZA FACTORY
3963 Phelan Rd.
Phelan, CA 92371
Hosted by Dealer Scott Smith
RSVP (760) 221-8012 Guests welcome

Hosted by Dealers
Richard & Evelyn Gutknecht
(850) 271-9266 Registration fee $5 for
out of line/free for direct line

Hosted by Dealers
Richard & Susan Lundquist
Everyone Welcome
(530) 668-0988 www.youroilman.com

• February 17 - Tuesday
• March 17 – Tuesday
Meeting - 6:30 p.m.
(No host dinner) 5:30 - 6:30 p.m.

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

GUTKNECHT RESIDENCE
1519 Pennsylvania Ave.
Lynn Haven, FL 32444

LUDWICK rESIDENCE
6015 Hughes Street
San Diego, CA 92115
Hosted by Direct Dealer
Craig Ludwick
RSVP (619) 583-5218

COLORADO
CONNECTICUT
None Scheduled

DELAWARE
• Every Tuesday
Meeting - 7 p.m.

KING RESIDENCE
19 Oklahoma State Dr.
Newark, DE 19713
Hosted by Direct Jobber Greg King
(302) 345-4350 Call for reservations
Guests welcome
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LOUISIANA
• February 5 - Thursday
• March 5 - Thursday
Meeting - 6:30 p.m.

AUTTONBERRY RESIDENCE
2520 Swiss Street
W. Monroe, LA 71291
Hosted by Direct Jobber
Ellis Auttonberry (318) 396-4348

MAINE
• February 11 - Wednesday
• March 11 - Wednesday
Meeting - 7 p.m.
RSVP for meeting location, directions,
meeting focus and special requests.
Hosted by Executive Direct Jobbers
Lee & Susan Mortenson
(207) 761-8375

None Scheduled

MARYLAND

• February 15 - Sunday
Meeting - 10 a.m.

• February 26 - Thursday
• March 26 - Thursday
Meeting - 7 p.m.

CHUCKS CORVETTE
CLINIC
505 Kamani St.
Honolulu, HI 96813

Hosted by Dealer William Hynes
(302) 540-2525 or (410) 885-3037

Hosted by Direct Jobbers
Mario & Gloria Yano
Open to all AMSOILDealers.
Please RSVP.
Gloria (808) 597-8147
Mario (808) 497-7739

•Every Tuesday
Meeting - 7 p.m. (Info)
8 p.m. (Opportunity)

ALEXANDER RESIDENCE
94-1509 Waipio Uka St. Apt
A202
Waipahu (Waipio)(Oahu)
Hosted by Direct Dealer Jarrett &
Kako Alexander (808) 744-1595

IDAHO
• February 7 - Saturday
• March 7 - 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
• February 7 - Saturday
• March 7 - Saturday
Meeting - 9 a.m. - NOON

BAUER RESIDENCE
111 Woodland Trail
Anna, IL 62906-3906
Hosted by Direct Jobbers Norm and
Barb Bauer (618) 833-3228
amsoil@aj-internet.net

INDIANA
• February 10 - Tuesday
• March 10 - 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

HYNES RESIDENCE
291 Chestnut Springs Road
Chesapeake City, MD 21915

• February 20 - Friday
• March 20 - Friday
Meeting - 7:30 p.m.
Downline and Guests FREE,
Out of line – $5

• February 10 - Tuesday
• March 10 - 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

• February 5 - Thursday
• March 5 - 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

• February 7 - Thursday
• March 7 - 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

MARTIN RESIDENCE
3994 Trace Hollow Run
Salisbury, MD 21801

MISSOURI

Hosted by Regency Direct Jobbers Les
& Linda Martin (410) 548-LUBE

LUCZAK RESIDENCE
4810 Mattis Street
St. Louis, MO 63128

MASSACHUSETTS
None Scheduled

• February 17 - Tuesday
• March 17 - Tuesday
Meeting - 7p.m.

Hosted by Regency Direct Jobbers
Connie and John Luczak
(314) 892-6018
connieslubes@earthlink.net

MICHIGAN
• February 16 - Monday
• March 16 - 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

• February 16 - Monday
• March 16 - Monday
Meeting - 7 p.m. (info) Meeting - 8
p.m. (opportunity)

KIRBY / AMSOIL
WEST AREA
CALL AHEAD FOR
LOCATION

MONTANA
NEBRASKA
NEVADA
NEW HAMPSHIRE
NEW JERSEY
None Scheduled

NEW MEXICO
• February 24 - Tuesday
• March 24 - Tuesday
Meeting - 7:30 p.m.

GREENBERG WAREHOUSE
2415 Princeton Drive NE,
Suite M
Albuquerque, NM 87107

Hosted by
★Regency Platinum Direct Jobber
Tom Kirby;
RSVP to (248) 310-0604 or
(248) 669-9093

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

• February 2 - Monday
• March 2 - Monday
Meeting - 7 p.m. (info)
Meeting - 8 p.m. (opportunity)

• February 2 - Monday
• March 2 - Monday
Meeting - 7 p.m.

ELLIS / AMSOIL
EAST AREA
CALL AHEAD FOR
LOCATION

Hosted by Direct Jobber Kevin Korzan
(505) 496-4242 www.korzanoils.com

Hosted by ★Regency Platinum Direct
Jobber Mike Ellis; RSVP to
(586) 781-5092 or (586) 918-1578

IOWA
KANSAS
KENTUCKY

MINNESOTA

• None Scheduled

MEYER RESIDENCE
512 Broadway Street
Cleveland, MN 56017

• February 19 - Thursday
• March 19 - Thursday
Meeting 7 p.m.

Hosted by Executive Direct Jobbers
Charles & Donna Meyer
(507) 931-3875

KORZANOILS
2215 North Solano Drive
Las Cruces, NM 88001

NEW YORK
• February 4 - Wednesday
• March 4 - Wednesday
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.

• February 18 - Wednesday
• March 18 - Wednesday
Meeting - 7:30 p.m.

PENNSYLVANIA
RHODE ISLAND

Syracuse AREA
Call ahead for location

None Scheduled

Hosted by Direct Jobber
Peter Finnerty (315) 682-9791

SOUTH CAROLINA

• February 18 - Wednesday
• March 18 - Wednesday
Meeting - 7:30 p.m.

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

• February 12 - Thursday
• March 12 - 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
• February 28 - Saturday
• March 28 - 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.

• February 2 - Monday
• March 2 - 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
• February 12 - Thursday
• March 12 - 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

• February 7 - Saturday
• March 7 - 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
• February 19 - Thursday
• March 19 - Thursday
Optional Dinner - 6 p.m.
Meeting - 7 - 9 p.m.

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

• Every Tuesday
Meeting - 7:30 p.m.

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

• February 3 - Tuesday
• March 3 - 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
• February 12 - Thursday
• March 12 - Thursday
Meeting - 7 p.m.

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

TENNESSEE
• February 12 - Thursday
• March 12 - Thursday
Meeting - 7 p.m.

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

• February 12 - Thursday
• March 12 - 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 (206) 984-4330

• February 17 - Tuesday
• March 17 - Tuesday
Meeting - 7 p.m.

VIRGINIA
• February 10 - Tuesday
• March 10 - Tuesday
Meeting - 7:30 p.m.

STANCIL RESIDENCE
1236 General Street
Virginia Beach, VA 23464
Hosted by
Regency Silver Direct Jobbers
Bill & Barbara Stancil (757) 420-0673

• February 9 - Monday
• March 9 - Monday
Meeting - 7 p.m.

GRAVITTE RESIDENCE
5337 Merganser Circle
Gloucester, VA 23061
Hosted by Premier Direct Jobbers
Cliff & Dee Gravitte (804) 694-0221

• February 5 - Thursday
• March 5 - Thursday
Meeting - 7:30 p.m.

GREAT BIG FLEA MARKET
3302 Williamsburg Road
Richmond, VA 23231
Hosted by Dealer Roger Riggle
(804) 803-0028 and
Direct Jobber Curley O’Dell
(804) 837-0807

• February 21 - Saturday
• March 21 - Saturday
(Presentation & Training)
Meeting - 9:30 a.m.

GREAT BIG FLEA MARKET
3302 Williamsburg Road
Richmond, VA 23231
Hosted by Dealer Roger Riggle
(804) 803-0028 and
Direct Jobber Curley O’Dell
(804) 837-0807

WASHINGTON
• February 10 - Tuesday
• March 10 - Tuesday
Meeting - 5 p.m.

ROPE WORKSS
11616 E. Montgomery #53
Spokane Valley, WA 99206
Hosted by Dealer Rich Lentes
(509) 924-3206
All Dealers and guests welcome.

• February 16 - Monday
• March 16 - 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.

• February 10 - Tuesday
• March 10 - Tuesday
Meeting - 7:30 p.m.

STOUGARD RESIDENCE
22907 Prairie Road
Sedro Woolley, WA 98284
Hosted by Executive Direct Jobbers
Marv & Charlotte Stougard (360)
856-1641 Guests welcome

• February 12 - Thursday
• March 12 - Thursday
Meeting - 7 p.m.

WALSH RESIDENCE
2220 South Castle Way
Lynnwood, WA 98036

WARD RESIDENCE
310 S. Grove Road
Richardson, TX 75081

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

Hosted by Regency Direct Jobbers
Ronald & Sandra Ward
(972) 231-0773
oilmandj@tx.rr.com

• February 10 - Tuesday
• March 10 Tuesday
Meeting - 7 p.m.

UTAH
VERMONT
None Scheduled

• February 14 - Saturday
• March 14 - Saturday
Meeting - 9 a.m. - noon

AMSOIL (SYNLUBE) STORE
2424 North Monroe Avenue
Spokane, WA 99205
Hosted by Executive Direct Jobber
Rich Plesek Everyone welcome.
No charge

• February 11 - Wednesday
• March 11 - Wednesday
Meeting - 7 p.m.

INTERNATIONAL

ALBERTA
BRITISH COLUMBIA
MANITOBA
None Scheduled

NEW BRUNSWICK
• February 16 - Monday
• March 16 - Monday

THE LUBE DOCTOR OFFICE Meeting - 7:30 p.m.
2912 Graf Road
McLAUGHLIN RESIDENCE
Centralia, WA 98531
913 Coverdale Road
Hosted by Executive Direct Jobber
Riverview, NB E1B 5E6
Wayne C. Fletcher (800) 899-4799

WEST VIRGINIA

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

None Scheduled

WISCONSIN
• February 5 - Thursday
• March 5 - Thursday
Meeting - 7 p.m.

CEDAR GROVE FIRE
HOUSE
Main Street
Cedar Grove, WI 53013
Hosted by Dealers Steve Lubach and
Jason Risseeuw (920) 668-6770
All Dealers and guests welcome

• February 19 - Thursday
• March 19 - Thursday
Meeting - 7:30 p.m.

SEL-AMSOIL Academy
1201 Clough Avenue
Superior, WI 54880

NEWFOUNDLAND
NOVA SCOTIA
None Scheduled

ONTARIO
• February 26 - Thursday
• March 26 - Thursday
Meeting - 6 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

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

PRINCE EDWARD
ISLAND

• February 19 - Thursday
• March 19 - Thursday
Meeting - 7 p.m.

CALL FOR LOCATION
Charlottetown

KERKMAN RESIDENCE
28238 Durand Ave
Burlington, WI 53105

• February 2 - Monday
• March 2 - Monday
Meeting - 7 p.m.

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

Hosted by Master Direct Jobbers
Kenneth & Lorna Kerkman
(262) 534-2878

PUERTO RICO

• February 12 - Thursday
• March 12 - Thursday
Meeting - 7 p.m.

QUEBEC

MITMOEN SERVICE
GARAGE
6017 65th Street
Kenosha, WI 53142
Hosted by Executive Direct Jobbers
Victor and Lynn Mitmoen
(262) 652-3399

• February 5 - Thursday
• March 5 - Thursday
Meeting - 7 p.m.

PABST RESIDENCE
650 Larcom Street
Hammond, WI 54015

None Scheduled

• February 5 - Thursday
• March 5 - 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

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

• February 4 - Wednesday
• March 4 - Wednesday
Meeting - 7 p.m.

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

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

WYOMING
None Scheduled

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

Hosted by ★★★★Regency Platinum
Direct Jobber Leonard Pearson
(253) 939-8401 Guests Welcome
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HOLIDAY CLOSINGS
The Edmonton and Toronto distribution centers will be
closed Monday, February 16 for Family Day.

PRICE ADJUSTMENTS EFFECTIVE MARCH 1
FEBRUARY CLOSE OUT
The last day to process February orders in the U.S., Canada
and Puerto Rico is the close of business on Friday, February
27. 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 February orders in Alaska is the
close of business on Wednesday, February 25. All orders
received after these times will be processed for the following month. Volume transfers for February business will be
accepted until 3 p.m. CST on Friday, March 6. All transfers
received after this time will be returned.

Due to some price relief from its suppliers, AMSOIL is
implementing a modest price decrease on most lubricants
effective March 1. Due to increasing raw material costs
and costs passed on through its aftermarket partners,
AMSOIL is forced to implement a minimal price increase
on AMSOIL Brake Fluids, BMK By-Pass Mounts, EaBP
Filters, Donaldson Filters, Mothers products and Twin Air
Filters effective March 1.

TRICO OKTANE WIPER BLADES
Effective February 1, AMSOIL will no longer carry
TRICO Oktane Wiper Blades.

OVERSTOCK EA FILTER SALE

WINTER PERFORMANCE JACKET
Limited edition, fully embroidered men’s and women’s
jacket is styled after Team AMSOIL snocross jackets
and constructed of water-resistant nylon cordura with
160 grams of warm insulation. Two outside zip pockets
and one inside zip pocket. Velcro closure over front
zipper for wind protection. Inside nylon cuffs with outside zippers at the wrist. Limited supplies available.
Sizes Extra Small - XXXL.

AMSOIL is offering a limited time “buy one get one free”
promotion on select overstocked EaA, EaO, EaAM,
EaOM and EaAU filters. In February and March, Dealers
who purchase an Ea filter from the pre-selected list
receive a second identical filter free of charge. Offer is
only valid when filters are purchased and picked up
from an AMSOIL distribution center. No returns or
exchanges may be made on filters sold through this
promotion. Check the Dealer Zone or see the distribution center counter display for the list of sale filters and
their specific applications.

PORTLAND DISTRIBUTION CENTER NEW LOCATION
In order to accommodate sales growth, the Portland
Distribution Center is relocating to a new, larger facility
effective February 2. The phone and fax numbers will
remain the same, and the new location is only a mile
away from the current location. The new address is as
follows:
16260 S.W. 72nd Ave.
Building 2
Portland, OR 97224
Jacket Back

Relocation will take place between January 30 and
February 1. The current location will be open for business Friday, January 30, with staff on hand to accommodate Dealers as much as possible, and the new
distribution center will be open for business Monday,
February 2. Phone and computer systems will not be
operational during the move, but are expected to be up
and running the morning of February 2.
Stock #

Size

G2423
G2424
G2425
G2426
G2427
G2428
G2429

XS
S
M
L
XL
XXL
XXX
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U.S.

Can.

195.00
195.00
195.00
195.00
195.00
195.00
195.00

219.00
219.00
219.00
219.00
219.00
219.00
219.00

DFC LABEL ERROR
Certain five-gallon pails of Diesel Concentrate Plus
Cold Flow Improver (DFC) have incorrect treat rates
listed on the labels. The treat rate on the incorrect label
states “one gallon of DFC treats 640 gallons of fuel.”
The label should state “one gallon of DFC treats 320
gallons of fuel.” AMSOIL regrets the error.

AMSOIL University (AU) provides Dealers with an outstanding opportunity to expand their knowledge about
lubrication and AMSOIL products and successfully
develop their selling strategies, helping them build their
businesses, become more successful and reach higher
levels within the AMSOIL business plan more quickly.
Dealers Tom and Jennifer Worth of Big Rapids, Mich.
reached Direct Jobber status within a year of attending
AMSOIL University. “The training at AMSOIL University
helped us reach Direct Jobber status by making us more
confident and motivated about what we were doing,” says
Tom. “The AMSOIL University instructors are very knowledgable and relate to the class in a way that everyone can
understand. They were very willing to stay after class or
meet up at a later time to answer questions. The classes
were designed to give everyone the basic tools they need
to be confident going out and making money selling
AMSOIL products.
“We recommend AMSOIL University to all of our downline Dealers, as well as every Dealer we meet. If you are
serious about building a business that has a solid foundation, you need to attend training. Not a single person in
this world knows everything about anything. You need to
continue to grow, learn and educate yourself on the products and changes both with AMSOIL and the marketplace, not to mention network with others who have been
where you are and can help you reach your goals.”
Dealer Brent Greenberg of Mora, Minn. also reached
Direct Jobber status within a year of his AMSOIL University
training. “I’ve been the manager of the parts department
in my family’s automotive dealership for the last 15 years
or so, and I’ve been through some good training and
some unbelievably boring and bad training,” he says. “I
was impressed with the AMSOIL University instructors’
abilities to balance the courses to appeal to both those
with limited automotive knowledge and those of us with
excessive automotive knowledge.
“The most beneficial thing about attending AMSOIL
University was the approachability of the people at
AMSOIL. There was no bogus hype driving you to sell
miracle elixirs, just honest people with answers on how
to help you grow a better business.
“Not everyone has spent their entire life in the auto
industry as I have, and because the automotive world
changes on a daily basis, the only way to keep up is to
train. People want to buy from someone they feel is
honest and confident in the products they sell and the
company they are selling for. AMSOIL University instills
that confidence in both its products and personnel. That
is why I recommend AMSOIL University and also why I
was able to achieve my goal of reaching Direct Jobber
after attending.”

Register Now for
AMSOIL University 2009
May 17-21, 2009
Duluth Entertainment & Convention Center
Duluth, Minn.
Registration for AMSOIL University 2009 is open. Register
now to save $50 on the enrollment cost. To register or
obtain additional information, contact AMSOIL registration at (715) 399-6554, email meetings@amsoil.com or
visit the Dealer Zone at www.amsoil.com (click the
“Training” tab).

Enrollment Costs:
Time is running out to save $50 on AMSOIL
University 2009 registration.
Prior to March 1, 2009: $397 per Dealer, $196 for an
attending spouse, $50 for a spouse wishing to attend
lunches and social events only
After March 1, 2009: $447 per Dealer, $246 for an
attending spouse, $75 for a spouse wishing to attend
lunches and social events only

Courses: Three Course Track Options
1. Core Technology Program - Directed toward new Dealers
interested in getting jump-starts on their businesses.
Contains the core material needed to function successfully
as an AMSOIL Dealer. No prerequisites required.
2. Business Development Program - Directed toward
growing Dealers interested in pursuing new markets
and/or expanding others. Prerequisites: Must have
previously attended other AMSOIL training such as
AMSOIL University Core Technology Program, a C&F
or CAT school or have sufficient field experience and
an understanding of the basics of lubrication and general AMSOIL product knowledge.
3. Advanced Development Program - Directed specifically toward the well-established Dealer who is wellversed in the fundamentals of lubrication, administration
and sales techniques. Prerequisites: Must have
achieved the level of Direct Jobber and have completed previous training such as AMSOIL University, a
C&F, CAT or CTP school.
A welcoming reception, facility tour and a special activity will be included at AMSOIL University at no extra cost.
A 10 percent rebate will be offered on product orders
placed while at AMSOIL University.
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Increase P.i. Sales
with the

P.i. Money-Back Guarantee

The P.i. Money-Back
Guarantee Program runs
through May 31, 2009.
AMSOIL P.i. Performance Improver effectively increases fuel economy, reduces
emissions and restores vehicle power and performance by dissolving and removing combustion chamber, intake valve and fuel injector deposits.
Field testing shows AMSOIL P.i. provides an average fuel economy improvement of 2.3 percent and up to 5.7 percent.
Because of this substantiation, as well as the company’s
confidence in the performance benefits of P.i., AMSOIL is offering a money-back guarantee on the product’s fuel economy
benefits. If a customer does not see fuel economy improvement
in his or her vehicle after first-time use of P.i., AMSOIL will refund
the purchase price of the product.
See www.amsoil.com/storefront/api.aspx and click on the
“Money-Back Guarantee” starburst for more information, including terms and conditions and a link to the rebate form.

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