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When I first began this company back in 1972 and
attempted to distribute our products through conventional channels the roadblocks were many and the
sales were few. Consumers couldn’t see the benefits as
it sat there on the shelves, but once we transitioned
to multi-level marketing the company flourished, and
we have never looked back. On pages eight and nine
of this issue of your Action News is a brief overview of
the multi-level marketing industry and some of the
attributes that separate those companies with solid
income potential from those companies without. You
can read the article, but I want to use this space to
provide my personal take on the subject. I ask myself,
if I were looking for a business opportunity, why
would I choose AMSOIL?
First, is the quality of the products. I know some
people may get tired of me constantly talking about
our products, but I’ve been doing it for about 40 years
and I’m not about to stop now. I keep telling people,
I’m not selling – I’m just telling.
From the very first can of AMSOIL 10W-40 to the
lubricants rolling off the line today, AMSOIL has
never compromised on quality. We do things with our
products that other companies won’t do or don’t have
the expertise to do. We don’t make “minimum standard” products. We never have. When I was formulating our original two-cycle oil, I wanted that oil to be
as tough as I could possibly make it. And although it
cost more to do so, I kept insisting that we take it to
2 AMSOIL ACTION NEWS / JANUARY 2009

the next level by adding more of a particular additive.
The oil was already better than anything on the
market, but I wanted to know how far I could take it,
regardless of cost. I think the additive supplier thought
I was crazy, but he knew perfectly well who was
making the best two-cycle oil in the world.
Beyond the quality of our products is the issue of
demand. There must be people willing to buy them.
And, of course, there are. Our markets are diverse, and
our Dealers have found sales success in all types of
applications. If it has a motor and moving parts, and
the owner wants to protect that investment, it’s an
application for AMSOIL products. We’ve made outstanding penetration in a full range of profitable
markets, including the motorcycle market, snowmobile market and virtually all other powersports markets. The diesel market has been good to us, and, of
course, all motorists looking for value through longer
lasting equipment and extended drain intervals are
ideal candidates for AMSOIL products.
Another critical hallmark is the stability of a company. I take great pride in knowing that since AMSOIL
adopted its multi-level marketing plan in 1973 we
have never missed a payment – not to our Dealers and
not to our suppliers. Any soon-to-be Dealer can look
at our track record and determine quite easily that
there is real potential in the opportunity we provide.
Thousands of Dealers have realized that potential and
thousands more will follow. We make no outrageous
promises, but can guarantee that hard work, dedication and a well-thought-out game plan can translate
directly to Dealer success. AMSOIL has provided
that success for 35 years, and we have proven that our
business opportunity is one people can count on.
We have also been diligent in our training efforts.
Beyond our website training and the training gained
through all of our printed materials, we offer face-toface instruction, most notably at AMSOIL University.
I don’t know of a more intense training opportunity
offered by any company, let alone a multi-level marketing company. With programs offered for all levels
of Dealer experience, AMSOIL U is the single most
comprehensive training event the company has ever
offered. The numbers show that those Dealers who
attend AMSOIL University achieve greater levels of
success more quickly than those who do not. Whether
it is this year or even next, I would encourage all
Dealers to begin attending AMSOIL U.
I can tell you honestly that if I was in the position
to start all over again and was presented with the
AMSOIL opportunity, I would become an AMSOIL
Dealer. Our business model offers great potential and
serves as an example of all that is right with multilevel marketing.

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

Custom Truck Calls for AMSOIL Products
Double X coilover setup designed for
the Ford Super Duty series of trucks in
lieu of the IFS setup that came with the
2006 chassis. The truck features RBP
18⬙ wheels and 35⬙ Toyo Open Country
M/T tires to help put the diesel’s torque
to the ground.
When it came to protecting the
engine and drivetrain, the choice was
clear for 2 Brothers. AMSOIL Dealer
Hoyt Matthew of Rochester, Ill. delivered the AMSOIL lubricants that were
used throughout, including SAE
15W-40 Heavy Duty Diesel and Marine
Motor Oil (AME) in the engine and
AMSOIL Synthetic ATF in the transmission and transfer case. They also used
The AMSOIL reputation for
AMSOIL Brake Fluid, Antifreeze and
quality lubricants was just what
Severe Gear Synthetic Gear Lube, as
this build had to have to comwell as a WIX transmission filter and an
(above) AMSOIL Dealer Hoyt Matthew,
plete its champion theme.
AMSOIL Ea Oil Filter. Topping off this
– Brian Walker, left, poses for a photograph with UFC
build was a custom-made intake tube,
legend Matt Hughes. (below) AMSOIL
2 Brothers Custom Trucks products were used throughout the
capped by an AMSOIL EaAU4090
cone filter and covered by an EaPF21
custom build.
The “Project Matt Hughes” build
pre-filter. “The AMSOIL reputation for
began with two different trucks. The first was a classic
quality lubricants was just what this build had to have
1966 rust-free C-10 Chevy from Texas. The second was
to complete its champion theme,” Walker said.
a wrecked 2006 2500HD crew cab Chevrolet, providing
The completed project was publicly unveiled at the
the advanced muscle to move the vintage body. One
4x4 Off Road Jamboree in Springfield, Ill. The interior
major problem remained: how to make a chassis with
again brought the best of both trucks into one machine.
more than 27 inches of extra wheel base fit under the
The power seats from the 2006 were recovered with
C-10 body. This is where 2 Brothers had
black leather and charcoal suede. A completely
the chance to make what some called
custom sound system was installed, along with
a “pipe-dream” become reality.
several custom Auto Meter gauges to monitor the new
Owners Brian Walker and David
heartbeat in this
Timm share a passion for custom
classic.
vehicles. Timm has the vision to see
things through that others have a hard
time imagining, while Walker’s “accept
no compromises” attitude ensures only
perfection comes from their shop.
The C-10 gladly accepted its
donor chassis with 273⁄4⬙ of
frame removed. The Duramax
diesel and its Allison automatic transmission remained
in the chassis, as did the
transfer case and rear axle
from the 2006. The front axle
was a transplant Dana 60
from a 1979 Ford. It featured
a one-of-a-kind Pro Comp
A custom-built truck not only has to
look good, it has to perform. Matt
Hughes knew he’d come to the right
place when he saw the work of 2
Brothers Custom Trucks of
Springfield, Ill.
Hughes is a nine-time champion
on the Ultimate Fighting Championship (UFC) circuit – mixed martial
arts competitive fighting.
Hughes’ appreciation of classic
trucks and desire for modern diesel
power resulted in a three-month-long
truck build that combines the best of
both worlds – classic styling with
modern technology and function.
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Dave
M.
D
M Mann
M
Michigan
★★★★★★Regency
Platinum Direct Jobber
FIRST—Total
Organization
FIRST—Personal
Group Sales
Seventh—New Qualified
Dealers and Accounts

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

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

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

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

Carl and Kimberlee
McNamee
Ontario
★Regency Platinum
Direct Jobbers
Sixth—Total Organization

Yvon Boucher
Quebec
Regency Silver Direct
Jobber
Tenth—Total Organization
Fourth—Personal Group
Sales

Michael H. Ellis
Michigan
★Regency Platinum Direct
Jobber
Sixth—Personal Group
Sales
FIRST—Commercial
and Retail Marketing

Ches and Natasha Cain
South Dakota
★Regency Platinum Direct
Jobbers
Ninth—Personal Group
Sales

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

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

Thomas R. Weiss
North Dakota
Executive Direct Jobber
Fourth—Commercial and
Retail Marketing

James J. Allen
Ohio
Regency Silver Direct
Jobber
Eighth—Commercial and
Retail Marketing

Roger B. Silcox
Alberta
Master Direct Jobber
Tenth—Commercial and
Retail Marketing

Michael Barber
Michigan
Regency Direct Jobbers
FIRST—New Qualified
Dealers and Accounts

Gene and Danae Fine
Oregon
Regency Platinum Direct
Jobbers
Second—New Qualified
Dealers and Accounts

Marcus “Burke”
Hinman
California
Master Direct Jobber
Fourth—New Qualified
Dealers and Accounts

Kent and Trudy
Whiteman
Utah
Regency Gold Direct
Jobbers
Fifth—New Qualified
Dealers and Accounts
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October
2008

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

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

Greg M. Desrosiers
Alberta
★Regency Platinum Direct
Jobber
Eighth—Total
Organization
Third—Commercial and
Retail Marketing

Gerry and Patricia Reid
North Carolina
★Regency Platinum Direct
Jobbers
Ninth—Total Organization
Eighth—Personal Group
Sales

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

Dorothy Hansen
Regency Platinum

Chuck Trebino
California
Premier Direct Jobber
Fifth—Commercial and
Retail Marketing

Luis and Sharon Pena
Ohio
Executive Direct Jobbers
Sixth—Commercial and
Retail Marketing

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

Harold Hartman
★★Regency Platinum

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

Ora Mae Boardman
★Regency Platinum
Peter and Diana Lotito
New York
Regency Direct Jobbers
Sixth—New Qualified
Dealers and Accounts

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

Arthur and Cynthia
Smith
New Hampshire
Dealers
Ninth—New Qualified
Dealers and Accounts

Michael J. Mathe
Tennessee
Regency Direct Jobber
Tenth—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

Richard & Betsy Johnson

Gary & Sandra Newport

Virginia

North Carolina

EXECUTIVE
DIRECT JOBBERS

MASTER DIRECT JOBBERS

Walter DeVries

Jay & Lisa Hansen

Mark & Jean Pusen

Ontario

Maryland

Georgia

Clarence & Joyce Parde
Nebraska

First Time 2500 Level Honor Achievers 2500 monthly commission credits 25 Dealers sponsored
Jack Haltmeyer, Illinois

Sponsor: Delbert K. Davie

First Time 1500 Level Honor Achievers 1500 monthly commission credits 15 Dealers sponsored
John & Zenaida Cardell, Nevada

Sponsor: Robert E. Riley

First Time 1000 Level Honor Achievers 1000 monthly commission credits 10 Dealers sponsored
Lawrence E. Hill, Ohio

Sponsor: Thomas E. Patterson

First Time 500 Level Honor Achievers 500 monthly commission credits 5 Dealers sponsored
John W. Frazier, Texas Sponsors: Michael & Dawn Greil
Darren G. Grindheim, Saskatchewan Sponsors: Thomas & Sheila Shalin
Pete Powell, California Sponsors: Maril-Jo & Thomas Groh
Glenn & Laurie Reddick, Texas Sponsors: Michael & Pamela Westwood
Jeff & Rose Mary Sheriff, Florida Sponsor: Mary Ellen Sheriff
Walter & Judy Ward, Virginia Sponsor: Morris Cumbie
Richard Wright, Pennsylvania Sponsors: Guy & Venus Baldwin
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RECOGNITION
NEW DIRECT JOBBERS

October
2008

NEW DIRECT DEALERS

Dave K. Anderson

Francis P. Polowy

Alan Morehead

Alberta

Illinois

Texas

Sponsors:
Greg & Debra McKenzie
Direct Jobbers:
Greg & Debra McKenzie

Sponsor: Bernice R. Menold
Direct Jobber:
Bernice R. Menold & Aaron
Bernasconi

Sponsor: Kenneth R. Morehead
Direct Jobber:
Kenneth R. Morehead

Brenda & Richard
Coats

Dwaine Scheuerman

Oklahoma

Sponsors:
Greg & Debra McKenzie
Direct Jobbers:
Greg & Debra McKenzie

Sponsors:
Kevin & Dianne Alexander
Direct Jobbers:
Kevin & Dianne Alexander

Alberta

First Time 300 Level Honor Achievers 300 monthly commission credits 3 Dealers sponsored
Bill & Doe Amundson, South Dakota Sponsor: Dave M. Mann
James P. Anderson, Michigan Sponsors: Marlene & Robert Kuhn
Anthony J. Belcher, Massachusetts Sponsors: Armand Jr. & Luisa Boutin
Jan Bolle, Ontario Sponsors: William & Jeanie Souza
Bradley D. Brauer, Virginia Sponsors: Ches & Natasha Cain
Michael & Carol Cline, New Mexico Sponsor: Emil F. Hargett
Judy & Thomas Collins, Washington Sponsors: Robert & Barbara Balderree
Sue Ellen Greenfield, Maryland Sponsors: James & Robin Sickeri
Jay H. Koepke, Arizona Sponsor: Kristy Pownall
Eric J. Kondracki, Texas Sponsor: Johnny W. McBride
Dan R. Kyle, Indiana Sponsors: Earnest & Audra Rhoades
Shane & Zoraida Lafranier, Michigan Sponsor: Wesley R. McClain
Charles Lindsey, Oklahoma Sponsors: Douglas & Kimberly Crawford
John & Susan Martin, Texas Sponsor: James Peddy
Theresa A. McGinnity, Texas Sponsor: Larry M. Poston
Daniel A. Mendoza, California Sponsors: Richard & Patricia Mendoza
Joseph & Cheryl Merritt, Minnesota Sponsors: Bill & Donna Durand
Charles Norton, Florida Sponsors: David & Elizabeth Collins
Daniel Parker, Oklahoma Sponsor: Robert E. Riley
Alvin & Lori Petitt, Virginia Sponsors: Donald & Lina Nichols
Dale Sharpe, Ontario Sponsors: Carl & Kimberlee McNamee
Pat Shaw, Mississippi Sponsors: Lawrence & Sherry Stapleton
Scott & Stephanie Smith, Pennsylvania Sponsor: Paul J. Lafrombois
Lawrence & Sherry Stapleton, Mississippi Sponsors: George Jr. & Shirley Douglas
Joseph Tatro, Massachusetts Sponsor: Dave M. Mann
Gerald W. Tucker, New Jersey Sponsor: Nancy S. Tarini
Frank & Betty Ucman, Nebraska Sponsors: Wayne & Gloria Stotesbery
Mark Vaicunas, Ontario Sponsor: Perry Wall
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Multi-Level Marketing Companies:

What to Avoid, What to Ex
In tough economic times people inevitably begin to
worry. The security that once marked American jobs
cannot be taken for granted, and people can feel
oppressed by the uncertainty of their employment
futures. Multi-level marketing (MLM) provides individuals the opportunity to control their own destinies.
Whether a person is looking for a career, part-time
employment or the security of additional income,
multi-level marketing is an attractive option.

What to Avoid
MLM companies have been around for decades and
have offered viable and profitable business ventures
to tens of thousands of independent business
owners. AMSOIL INC. adopted its MLM program in
1973 when, unfortunately, unlike AMSOIL, some
MLM companies took the principles of multi-level
marketing and twisted them for their own profit at
the expense of hopeful and hard-working distributors. As a result, many would-be successful independent business owners have been turned off by
the opportunities that legitimate companies offer.
Because of this, the Federal Trade Commission
(FTC) stepped in to help entrepreneurs differentiate
legal, legitimate MLM companies from their lessthan-honest counterparts.
AMSOIL Dealers should be aware of the factors
that separate the good companies from the bad and
be prepared to communicate that information when
sharing the AMSOIL business opportunity with
potential AMSOIL Dealers.
The FTC warns would-be business owners about
marketing plans that offer to pay commissions for
recruiting new distributors. Most states outlaw this
practice, known as “pyramiding,” because plans
that pay commissions for recruiting new distributors, without product sales, will eventually collapse
when no new distributors can be recruited, resulting
in significant monetary loss for everyone involved,
except for those at the very top.
The FTC looks at where revenues are generated
to help them determine the legitimacy of an MLM
company. A multi-level compensation system
funded primarily by payments made for the right to
participate in the venture (ex. tapes, books, etc.) is
an illegal pyramid scheme and should be avoided.
The FTC also cautions against plans that require
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new distributors to purchase expensive inventory to
become involved. This often results in distributors
becoming saddled with a significant amount of
inventory that is essentially worthless. Many plans
promise miraculous results or guarantee enormous
monetary earnings, and it is important for distributors to ask for hard proof that the claims are legitimate and substantiated.
As an AMSOIL Dealer, educate yourself about the
dangers of illegitimate MLM companies. Being able
to put potential Dealers’ fears about MLM companies to rest from the start will help establish a relationship of trust and reinforce the legitimacy of the
AMSOIL business opportunity.
Preferred Customers who are considering changing their status to Dealers can be assured that
AMSOIL represents the highest standard in multilevel marketing.

What to Expect
There are several important qualities that set legitimate MLM companies apart from their not-so-legitimate counterparts. First, the company must have
stability. An established, time-tested company will
already have a strong market presence and, therefore, be more stable. Newer, untested companies
are more risky. The best companies work hard to
establish solid reputations. They look to the future
and commit to long-term goals. They pay their bills
and commission checks on time and reinvest money
for improvement and growth. In addition, the good
MLM companies employ experienced management
and skilled technical people.
Legitimate companies provide a real product or
service that is in demand by the general public. The
product must perform as intended and the better
the product, the easier it is to sell. Not only does
quality attract consumers, it inspires confidence and
enthusiasm in the distributors. It’s best if the company manufactures its own product line to insure
quality control and pride. It also helps if the product
line is large and diverse, and the products must be
competitively priced.
Company support is also a key indicator of a
legitimate MLM company. Knowledgeable distributors are successful distributors, and good MLM
companies put great effort into training. They pro-

pect and How to Succeed
vide a wide selection of literature and educational
tools to enhance company and product understanding. Good MLM companies also provide direct
access for dealers and distributors, allowing them
to become, in a real sense, part of the company.
Open phone and e-mail policies, conventions and
annual meetings provide the personal contact that
is important for the training and morale-building that
is necessary to succeed in the multi-level industry.
Good MLM companies make only legitimate and
supportable claims. They don’t promise instant
riches, and they provide accurate compensation
materials to distributors. With good companies, the
facts speak for themselves.
Finally, the best MLM companies have dedicated
dealer forces. A good company inspires in dealers
a confidence which leads to credibility and professionalism. Good people are attracted to good companies, and they find security in knowing that their
commitment pays off.

The AMSOIL Opportunity
In 1972 AMSOIL INC. developed the world’s first
API-rated synthetic motor oil, a year later developed
its MLM plan and in 2008, the company celebrated
its 35th anniversary as an MLM company. The solid
MLM foundation that AMSOIL was set on has been
central to the company’s success and longevity.
AMSOIL established all of the critical components that separate the honest and profitable business opportunities from the scams and schemes
that have surfaced in the marketplace. Because of
that, the opportunity available to AMSOIL Dealers
is stronger than ever.
AMSOIL products are second-to-none in the
market. AMSOIL tests its products against all competitors and releases the data to support the product claims. Not only is AMSOIL well known for the
highest quality products, but also for the company’s reputation with Dealers and suppliers. AMSOIL
has never missed paying a bill or commission
check, and the majority of company profits are
reinvested in the company for improvement and
growth. This growth can be seen in new products
released, the advancements at the AMSOIL facilities and in the growing number of AMSOIL Dealers
and customers.

AMSOIL firmly believes that knowledgeable
Dealers are successful Dealers and puts great effort
into Dealer training. Through the Action News, the
wide selection of literature items, training materials
and thousands of pages of web content, AMSOIL
is diligent in the education of Dealers. In addition,
AMSOIL University, annual conventions and regional
sales meetings give Dealers the opportunities to
learn directly from the talented and experienced
AMSOIL staff.
In addition to educational support, AMSOIL offers
Dealers and customers direct access to the company through phone and email. Maintaining open
communication is paramount to success for the
company, Dealers and customers.

How to Succeed
MLM companies have traditionally experienced growth
during times of economic downturn. When they are
unsure about their job security, many people are interested in starting their own businesses.
As AMSOIL Dealers, the only cutbacks, layoffs or
income limitations are self-imposed. AMSOIL business owners set their own work schedules and can
choose to specialize in areas that are of high interest
to them or choose to challenge themselves by
branching out into new and exciting territory.
AMSOIL Dealers are flexible and can prioritize as
they see fit, and they are accountable to themselves
for any success they achieve. Working from home
reduces costs associated with commuting to work
and adds more productive working time to the
day.
“Maintaining a high activity level is crucial to success in selling, whether the economy is good or
bad,” said Rob Stenberg, Director of Dealer Sales.
“AMSOIL Dealers who have a high level of activity,
who prospect every day, give presentations every
day and give it their all each and every day have
strong ‘sales muscles.’ Those sales muscles stay
strong because they are exercising them through
the use of talent, skill and hard work. The reality is
that those Dealers with strong sales muscles will be
able to adapt the fastest to any situation they
encounter. In other words, this is not the time to
slow down, but the time to speed up.”
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Diesel applications operating in extremely cold environments face some unique challenges. As the temperature drops, wax naturally found in diesel fuel begins to
form crystals. The point at which wax crystals form is
known as the cloud point. These wax crystals can
eventually clog the fuel filter and starve the engine of
fuel, preventing it from starting. AMSOIL Cold Flow
Improver (ACF) maintains fuel flow in cold weather,
reducing the cold filter-plugging point by up to 34°F
(19°C) in ultra-low-sulfur diesel fuel (ULSD). But what
about fuel that has already gelled? Cold Flow Improver
must be added to diesel fuel before it reaches its cloud
point, and it will not dissolve wax or liquefy diesel fuel
once wax crystals have formed. In order to address this
problem, AMSOIL now offers Diesel Recovery (DRC),
a diesel fuel treatment that liquefies gelled diesel fuel
and gets diesels back on the road.

FAST FUEL RECOVERY
AMSOIL Diesel Recovery quickly dissolves gelled fuel
to allow the operator to continue driving with minimal
downtime. Diesel Recovery separates the molecular
bonds of wax crystals that have agglomerated in diesel
fuel. It thaws frozen fuel filters and reduces the need
for a new filter, saving both money and the inconvenience of a filter change.

WORKS WELL IN MANY DIESEL BLENDS
The marketplace offers many different diesel fuels, all
with varying quality. AMSOIL Diesel Recovery performs
well in all diesel fuels, including ULSD, off-road and
biodiesel.

NON-CORROSIVE, ALCOHOL-FREE FORMULATION
Over extended use, alcohol has a tendency to degrade
components of some fuel delivery systems. AMSOIL
Diesel Recovery contains no alcohol, making it safe for
repeated treatments. In addition, Diesel Recovery is
non-corrosive and contains no chemicals that interact
with fuel system components. It prevents corrosion that
can damage fuel system components and lead to
prematurely-clogged fuel filters.

SAFETY IN A BOTTLE
Diesel fuel quality varies from one filling station to the
next. While low quality fuels may form wax crystals in
temperatures as warm as 40°F (4°C), most fuels have
a cloud point near 32°F (0°C). Having a bottle of Diesel
Recovery on hand is cheap insurance against being
towed to a service station or getting stranded somewhere in subzero temperatures.

COMPLETE LINE OF DIESEL FUEL ADDITIVES
The addition of Diesel Recovery to the line of AMSOIL
diesel fuel additives presents AMSOIL Dealers with
even greater opportunity for sales. No matter what type
of fuel issue a diesel owner is facing, AMSOIL Dealers
have the solution:
• Cetane Boost for improved performance
• Diesel Concentrate for improved efficiency
• Cold Flow Improver for cold-temperature protection
• Diesel Concentrate Plus Cold Flow Improver
for improved efficiency and cold-temperature
protection
• Diesel Recovery for emergency cold-temperature
fuel recovery
AMSOIL Dealers provide lubricants, filters and fuel
additives of the highest quality and one-stop shopping
convenience. Diesel owners searching to improve performance, maximize efficiency, extend drain intervals
or save money can accomplish all that and more with
one call to their local AMSOIL Dealer.

RECOMMENDATIONS
One 30 oz. bottle of Diesel Recovery treats 30 gallons
of fuel. When encountering a gelled fuel system,
AMSOIL recommends the following steps for maximum
effectiveness:
• Remove the existing fuel filter.
• The filter can be reused, or a new filter can be
installed.
• Fill the fuel filter with AMSOIL Diesel Recovery.
• Install the fuel filter.
• Add the remaining Diesel Recovery to
the fuel tank.
• Start the engine and allow the fuel
system to circulate until full power
has been restored.

• Quickly Dissolves Gelled Fuel
• Thaws Frozen Fuel Filters
• Performs Well in ULSD,
Off-Road & Biodiesel
• Alcohol-Free
• Non-Corrosive

Stock #

Unit of
Measure

Wt.
lbs.

Comm.
Credits

U.S.
Dealer

U.S. Sug.
Retail

Can.
Dealer

Can. Sug.
Retail

DRCCN
DRCCN

EA
CA

2.0
24.0

4.95
59.40

8.70
99.00

10.85
129.00

10.05
114.60

12.55
149.40

10 AMSOIL ACTION NEWS / JANUARY 2009

Selling AMSOIL to Women:

Tips from the Top
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female drivers present AMSOIL Dealers with excellent
opportunities to increase sales.
AMSOIL is fortunate to have an
arsenal of strong and successful
female Dealers, many of whom work
their AMSOIL businesses with their
husbands. One sales strategy they
all have in common is recognizing
the potential in all prospects.
“Successful salespeople cannot
afford to assume that women aren’t
interested in taking care of their
vehicles,” said Direct Jobber Carol Bell. “Many women
are primarily responsible for the proper maintenance of
their vehicles, making them perfect candidates to be
AMSOIL customers. Also, in our experience it is not
unusual to have a female customer be more open to
the idea of synthetic oil and extended drain intervals
than men.”
Direct Jobber Sheila Shalin
echoed Bell’s sentiments. “Women
are very interested in the benefits of
AMSOIL products. For women, the
quality of the AMSOIL products
translates directly to worry-free driving and better fuel economy. The
extended drain intervals mean fewer
oil changes, less time spent at the
oil change facility and less waste
oil. It’s a winning combination.”
Reaching out to potential customers, including women, doesn’t
necessarily require Dealers to go
completely out of their way. “When
working a trade show I look for
women to talk with and I try to relate
our Dealer story of how we built our
business,” said Direct Jobber Shirley
Douglas. “Recounting our story of
how we were raising a family, working full-time day jobs and working our AMSOIL business all at the same time with the hopes of building a
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a regular basis is a great way to grow our business.”
Direct Jobber Pat Reid also suggested that “women appreciate
knowing how specific AMSOIL products will benefit their vehicles and
their family budgets. Women want
and need better gas mileage and
engine protection. They also want to
know that what they are using isn’t
negatively contributing to the environment. Confront these issues
head-on with the strong support that AMSOIL offers, and
you’ll help secure repeat sales.”
Talking about issues that are current and relevant, and
how people can overcome those issues, will help AMSOIL
Dealers secure sales from both women and men.
“The bottom line,” added Bell, “is to treat women
with respect. Be courteous and don’t assume that they
won’t be interested in AMSOIL. Explain the products to
women the same way that you would to men, while
highlighting extra benefits like the time-saving and
environmental benefits of AMSOIL. Also, offer women
the same opportunities to join AMSOIL as a Preferred
Customer, Dealer or account.”
By treating all customers with
respect, Dealers will help establish
trusting and long-lasting relationships with customers. “Earning the
trust of your customers and accounts
will go a long way towards business
longevity,” said Direct Jobber Lori
Gilmore. “Keeping confidential information confidential will prove to your
customers and accounts that you
are a great person to do business with.”
Each Dealer is unique and each business is unique.
Learning from other successful Dealers and applying
strategies that have worked for them in a way that is
comfortable will help AMSOIL Dealerships grow and
thrive. There is no ceiling for AMSOIL Dealers, as long
as they don’t limit themselves or their businesses.
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A series of new features has been added to the AMSOIL
Dealer, Preferred Customer and Account Zones, providing
Dealers and customers with valuable tools designed to
enhance their online experience.

Order History Report

The Personally Sponsored Customer Orders Report is
found near the bottom left side of the Dealer Zone main
homepage menu, and it is designed to provide Dealers
more information on the orders of their personally sponsored Dealers, Preferred Customers and retail and commercial accounts.
Dealers may select between two options. Selecting the
“Personally Sponsored Customers” option provides a
report on all orders placed by the Dealer and all of his or
her personally sponsored customers (excluding Direct
Jobbers). Selecting the “Individual Customer” option
enables the Dealer to view order details for an individual
customer in his or her personal group (excluding Direct
Jobbers) by inputting the appropriate account number in
the space provided. Both reports may be configured to
gather data from specific date ranges up to six months
prior to the search date.
Both the Order History Report and the Personally
Sponsored Customer Orders Report are powerful tools
for building an AMSOIL Dealership, providing Dealers with
access to an increased quantity of information available
24 hours a day with a click of the mouse.

Product Pricing Interface
Found on the left navigation panels of the Dealer
Dealer, Preferred
Customer and Account Zones, the Order History Report
is designed to allow Dealers and customers to view
important information about their recently placed orders,
including when they were placed, the products included,
total cost, method of payment and how, when and where
they were shipped. Convenient “Re-Order” buttons also
provide the ability to quickly re-order popular or frequently
ordered items. All orders appear on the Order History
Report, whether they were placed on the AMSOIL website
or over the telephone.

Personally Sponsored Customer
Orders Report

Located on the main page of the Dealer, Preferred
Customer and Account Zones, the Product Pricing
Interface allows Dealers and customers to quickly download accurate, up-to-the-minute pricing information for all
AMSOIL and aftermarket products the company offers.
Pricing is available as either a Microsoft Excel file that can
be used to update database systems, or as an Adobe
PDF that can be saved and either printed or e-mailed.
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To provide assistance to all customers, Dealers are
able to access pricing for all marketing programs, while
Preferred Customers, commercial accounts and retail
accounts are able to access pricing for their specific
customer type and country.
To use the Product Pricing Interface, simply use the
“Select Product Type” dropdown menu to select a specific
product group. If future pricing adjustments are scheduled
for that product group, the user is presented with the
option of selecting either current pricing or future pricing.
Last, select between either an Excel or a PDF file.

ing the “Update Account Info” link located on the left
navigation panel of the Dealer, Preferred Customer and
Account Zones. In addition, it is important to include valid
e-mail addresses on new account applications.

New LubeDealer Website Designs

New Shipping Features and Options

When placing orders online, a new screen used for shipping account management is included in the checkout
process, allowing Dealers and customers to choose
between any of the addresses they have previously used
for orders, or they may add a new address by clicking the
“Add New Ship To” link.
Note: ship-to addresses that have not been used since
January 1, 2008 may not appear in the list. To obtain a list of
these addresses contact webadmin@amsoil.com.

The screen also provides the option to pick up orders
from an AMSOIL distribution center, as well as different
shipping options. When finished, the “Continue” button
guides the customer through the rest of the order process.

A Wealth of Information
The AMSOIL Dealer Zone presents a wealth of information and tools designed to help Dealers effectively build
their AMSOIL businesses. Dealers are well-advised to
regularly check out the “What’s New in the Dealer Zone”
link located on the Dealer Zone main page, as well as the
Training area of the Dealer Zone, which features such
valuable tools as voice-over PowerPoint presentations,
field sales tools and business development tools. The
Training area is also the place to go to register for AMSOIL
University 2009.

Account Maintenance
In order to provide a safe, user-friendly web experience,
the AMSOIL corporate website depends on up-to-date
customer information. Without a correct e-mail address
on file, users will be unable to register their accounts
online or reset their passwords. Dealers and customers
can update their account information at any time by click-

The AMSOIL LubeDealer websites have been redesigned
with an updated look and new features.
More Information
The new LubeDealer websites feature a section that is
similar to the area on the AMSOIL corporate website that
is devoted to answering visitors’ questions about AMSOIL.
The “About AMSOIL” tab contains company history information, the “Why AMSOIL?” tab contains specific reasons why consumers should use AMSOIL products and
the “Save Money,” “Fuel Economy” and “Environment”
tabs contain important information that consumers can
use to make educated decisions about purchasing
AMSOIL products. There is also a space for a “Corporate
Announcement” that AMSOIL will upload periodically with
more information about upcoming products and events.
Customization
The new LubeDealer websites retain the customization
features that make them an easy and effective choice for
Dealers looking to do business on the web. Subscriber
information that was already in place on the previous
LubeDealer websites, including “Dealer Business Name,”
“Contact Us,” “Featured Products” and “About Us” customizations, have carried over automatically to the new
designs, and there is expanded space for more featured
products and space for “Other Links” that Dealers can
choose to add to enhance the user experience. Because
the addresses of all current LubeDealer websites are
unchanged, subscribers do not have to change how they
promote their websites.
New subscribers can obtain a LubeDealer website
by filling out the application form attached to the
AMSOIL Dealer Internet Policies (G1781). The cost is
$30 for the first year and $20 thereafter (U.S. funds),
while a Premium Dealer Zone subscription ($9.95/
month U.S. funds) includes a LubeDealer website free
of any additional charge.
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Ross Martin Earns Third Place Pro Open
Podium at AMSOIL Duluth National
After more than six months of hard work and preparations, the 2008-2009
AMSOIL Championship Snocross Series kicked off in Duluth, Minn. on
Thanksgiving weekend. Featuring the largest track in the 17-year history of the
AMSOIL Duluth National and plenty of man-made snow, the record crowd of
36,500 was treated to three days of intense, hard-charging racing action.
Leading the Team AMSOIL charge was pro racer Ross Martin of Judnick
Motorsports, who earned a third place podium finish in Sunday’s Pro Open final.
Martin also earned a position in Saturday’s Pro Super Stock final, but a broken
shock on the first lap took him out of the race early. Martin’s teammate, Matt
Ross Martin left the AMSOIL Duluth
Judnick, finished 10th
National with a third place podium
in the Pro Open class
finish.
and 11th in the Pro
Super Stock class.
Team AMSOIL/Scheuring Speed Sports racers D.J.
Eckstrom and Shaun Crapo also put together strong
performances in Duluth. Both finished in the top three in
their respective Pro Super Stock heat races to advance
directly into the final, where the teammates battled back
and forth all race long before Eckstrom finished ninth and
Crapo 10th. In the Pro Open final, Eckstrom was riding
in the top five for the first third of the race before getting
bucked from his sled. He finished the day in 11th, while A record crowd of 36,500 snocross fans helped kick off the 2008Crapo finished seventh.
2009 AMSOIL Championship Snocross Series.

Team AMSOIL Wins Offshore World
Championship Title in Key West

Team AMSOIL fought close battles with Team
Popeye’s throughout the UIM/SBI Offshore
World Championships.

Paul Whittier and Bob Teague
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Team AMSOIL offshore powerboat racers Bob Teague and Paul Whittier
traveled to Key West, Fla. on the week of November 2-9 to compete in
the annual UIM/SBI Offshore World Championships. In order to decide
on the proper set-up for the traditionally rough Key West water, Team
AMSOIL tested extensively before taking part in the week’s opening race.
The testing paid off, and when the green flag dropped, Team AMSOIL
took the lead and never looked back, finishing ahead of second place
Team Popeye’s by nearly a minute.
Team Popeye’s grabbed a quick lead in the week’s second race, and
although Team AMSOIL was right behind for the entire race, Team
Popeye’s effectively prevented them from passing and finished three
seconds ahead for the win. The close second place finish still left Team
AMSOIL in the overall lead by time and speed.
After two races, Team AMSOIL and Team Popeye’s each had one win
and one runner-up finish, setting up a winner-take-all showdown for
Sunday’s double points race. Team AMSOIL grabbed the lead from the
start, but Team Popeye’s remained within three to six seconds behind
for most of the race. With approximately four laps remaining, Team
Popeye’s made a hard push going into a turn, hooked the buoy at a high
rate of speed and flipped violently. Team AMSOIL also hopped a few
times, but maintained control. Now with a significant lead on the rest of
the Super Cat fleet, Teague and Whittier raced with a little more caution,
earning the win and the UIM/SBI Super Cat World Championship.
Winning the UIM/SBI Super Cat World Championship capped off a
near-perfect sophomore season for Team AMSOIL, which also won the
OPA Cat Lite High Points Title, the Geico Triple Crown and the Cat Lite
Offshore Super Series National Championship and High Points Title.

AMSOIL Partners With Students for Clean
Snowmobile Challenge
Engineering students at the University of WisconsinPlatteville (UWP) took part in the Society of Automotive
Engineers’ Clean Snowmobile Challenge. The Clean
Snowmobile Challenge pits teams of engineering students from 21 engineering colleges across the nation
against one another in a competition to build a quieter,
cleaner two-stroke snowmobile that runs on E85 fuel.
The UWP team went into the event with high hopes and
did not disappoint.
UW-Platteville made school history by placing third
overall — three positions higher than the school had
ever achieved. They also received awards for “Most
Improved,” “Best Handling” and “Team Safety.” In addi-

tion, the UWP team completed the endurance event,
one of only four teams to complete the 100-mile trip.
Competition judges were most impressed by the UWP
team’s ability to make its two-stroke engine run
smoothly on E85.
The snowmobiles used in the competition were heavily modified to allow them to run on E85. AMSOIL does
not recommend the use of E85 in snowmobiles, nor is
AMSOIL INTERCEPTOR recommended for use with E85.
The sponsorship of the UWP team provided AMSOIL the
opportunity to conduct research on the alternative fuel
while simultaneously helping a new generation of engineers receive some real-world experience.

The team overhauled the snowmobile after 60 miles. The stock pistons and head shown in the photographs above were in great shape and
there was no scoring on the piston walls.

After approximately 150 miles of operation the pistons still look great.

AMSOIL
Sponsorship
Fosters
Good Will
and a New
Customer
AMSOIL INC. received this letter commending AMSOIL-sponsored professional angler Darrin Schwenkbeck on his
professionalism and benevolence.

AMSOILsponsored pro
angler Darrin
Schwenkbeck

•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

AMSOIL DEALER
MEETINGS

ALABAMA
• January 15 - Thursday
• February 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

• January 15 - Thursday
• February 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

• January 8 - Thursday
• February 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
• January 6, 20 - Tuesday
• February 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
• January 13 - Tuesday
• February 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

• January 20 – Tuesday
• February 17 - Tuesday
Meeting - 6:30 p.m.
(No host dinner) 5:30 - 6:30 p.m.

DENNY’S RESTAURANT
825 S. 48th St.
Tempe, AZ 85281
Hosted by Dealer Jim Brewer
(480) 968-4922 / (480) 221-0560
Please RSVP

ARKANSAS
• January 8 - Thursday
• February 12 - Thursday
Meeting - 6:30 p.m.

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

CALIFORNIA
• January 15 – Thursday
• February 19 - Thursday
Meeting - 6 p.m.

• January 20 - Tuesday
• February 17 - Tuesday
Meeting - 6 p.m.

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

• January 3 - Saturday
• February 7- Saturday
Meeting - 9 a.m.

SYNTHETICS FIRST
3987 First St. Suite M
Livermore, CA 94551

SCHELL DISTRIBUTING INC.
2000 W. Broadway
Idaho Falls, ID

Hosted by ★★★Regency Platinum Direct
Jobbers Mark & Sherree Schell Reservations:
(208) 524-0322; RSVP

ILLINOIS
• January 3 - Saturday
• February 7 - Saturday
Meeting - 9 a.m. - NOON

BAUER RESIDENCE
111 Woodland Trail
Anna, IL 62906-3906

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

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

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

• January 14 - Wednesday
• February 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

• January 20 - Tuesday
• February 17 - Tuesday
Meeting - 7 p.m.
Downline and Guests FREE,
Out of line - $5

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

INDIANA
• January 13 - Tuesday
• February 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

IOWA
KANSAS
KENTUCKY
• None Scheduled

LOUISIANA
• January 1 - Thursday
• February 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
• January 14- Wednesday
• February 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

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

• January 5 - Monday
• February 2 - 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
• January 15 - Thursday
• February 19 - Thursday
Meeting 7 p.m.

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

• January 13 - Tuesday
• February 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

• January 8 - Thursday
• February 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

• January 3 - Thursday
• February 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

MISSOURI
• January 20 - Tuesday
• February 17 - Tuesday
Meeting - 7p.m.

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

MARYLAND

LUCZAK RESIDENCE
4810 Mattis Street
St. Louis, MO 63128

DISTRICT OF COLUMBIA

• January 29 - Thursday
• February 26 - Thursday
Meeting - 7 p.m.

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

HYNES RESIDENCE
291 Chestnut Springs Road
Chesapeake City, MD 21915

None Scheduled

FLORIDA
• January 17 - Saturday
• February 21 - 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

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

HAWAII

• January 14 - Wednesday
• February 11 - Wednesday
Meeting - 6 p.m.

CHUCKS CORVETTE CLINIC
505 Kamani St.
Honolulu, HI 96813

Hosted by Direct Jobbers Casey & Andy Jones
Call for reservations (866) 956-5695

• January 3 - Saturday
• February 7 - Saturday
Meeting - 1 - 3 p.m.

Hosted by Master Direct Jobber Tom Santell
(510) 351-8500 & Direct Jobber Roland Chan
(925) 200-5379

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

JONES RESIDENCE
11145 Shetland Ave
Montclair, CA 91763-6432

IDAHO

• January 19 - Monday
• February 16 - Monday
Meeting - 7 p.m. (info) Meeting - 8 p.m.
(opportunity)

None Scheduled
• February 15 - Sunday
Meeting - 10 a.m.

Hosted by Direct Jobbers
Mario Yano & Gloria Gardner
Open to all AMSOIL Dealers.
Please RSVP by February 5.
Gloria (808) 597-8147
Mario (808) 497-7739
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Hosted by Dealer William Hynes
(302) 540-2525 or (410) 885-3037

• January 16 - Friday
• February 20 - 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
• January 19 - Monday
• February 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

MONTANA
NEBRASKA
NEVADA
NEW HAMPSHIRE
NEW JERSEY
None Scheduled

NEW MEXICO
• January 27 - Tuesday
• February 24 - 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

• January 5 - Monday
• February 2 - 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

WASHINGTON

• January 7 - Wednesday
• February 4 - Wednesday
Meeting - 7:30 p.m.

• Every Tuesday
Meeting - 7:30 p.m.

• January 13 - Tuesday
• February 10 - Tuesday
Meeting - 7 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.

• January 21 - Wednesday
• February 18 - Wednesday
Meeting - 7:30 p.m.

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

• January 21 - Wednesday
• February 18 - Wednesday
Meeting - 7:30 p.m.

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

• January 8 - Thursday
• February 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
• January 31 - Saturday
• February 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.

• January 5 - Monday
• February 2 - Monday
Meeting - 7 p.m.

ATLANTIC BUSINESS CENTERS
4913 Chastain Ave. Unit 28
Charlotte, NC 28209

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

• January 6 - Tuesday
• February 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

• January 8 - Thursday
• February 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

• January 8 - Thursday
• February 12 - Thursday
Meeting - 6 p.m.

RV CHASSIS MASTER, INC.
2364 Hwy. 91
Elizabethton, TN 37643

NORTH DAKOTA
OHIO

TEXAS

None Scheduled

• Daily Meetings
Meeting - 7 p.m.

OKLAHOMA

Hosted by Account Direct Bruce Shilander
(512) 276-6077

Hosted by Direct Jobber Carol Eaton and
Dealer Jack Greene (405) 627-7292

• January 3 - Saturday
• February 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
• January 15 - Thursday
• February 19 - 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

Call for location.
• January 20 - Tuesday
• February 17 - Tuesday
Meeting - 7 p.m.

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

• January 12 - Monday
• February 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

• January 8 - Thursday
• February 12 - Thursday
Meeting - 7:30 p.m.

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

WYOMING

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

None Scheduled

INTERNATIONAL

ALBERTA
BRITISH COLUMBIA
MANITOBA
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

• January 13 Tuesday
• February 10 - Tuesday
Meeting - 7 p.m.

McLAUGHLIN RESIDENCE
913 Coverdale Road
Riverview, NB E1B 5E6

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

• January 19 - Monday
• February 16 - 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

• January 10- Saturday
• February 14 - Saturday
Meeting - 9 a.m. - noon

None Scheduled

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

ONTARIO

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

AMSOIL DISTRIBUTION CENTER
6625 Tomken Road, Units 12-14
Mississauga, ON L5M-5J3

• January 14 - Wednesday
• February 11 - Wednesday
Meeting - 7 p.m.

• January 29 - Thursday
• February 26 - Thursday
Meeting - 6 p.m.

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

WISCONSIN

• January 13 - Tuesday
• February 10 - Tuesday
Meeting - 7:30 p.m.

Call for location

STOUGARD RESIDENCE
22907 Prairie Road
Sedro Woolley, WA 98284

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

VIRGINIA

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

• January 13 - Tuesday
• February 10 - Tuesday
Meeting - 7:30 p.m.

WEST VIRGINIA

None Scheduled

• January 1 - Thursday
• February 5 - Thursday
Meeting - 7 p.m.

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

Hosted by Regency Direct Jobbers
Cliff and Lorna Gasper (253) 864-7618
Everyone welcome.

WARD RESIDENCE
310 S. Grove Road
Richardson, TX 75081

UTAH
VERMONT

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

PABST RESIDENCE
650 Larcom Street
Hammond, WI 54015

GASPER’S LUBE SERVICE
CENTER & WAREHOUSE
3327 Meridian Avenue East #B
Edgewood, WA 98371

WALSH RESIDENCE
2220 South Castle Way
Lynnwood, WA 98036

Hosted by Dealer Peter Scalf - Guests
Welcome (423) 474-2068

RESIDENCE INN by MARRIOTT
Oklahoma City South
(Crossroads Mall)
1111 East Interstate Service Road
Oklahoma City, OK 73149

• January 19 - Monday
• February 16 - Monday
Meeting - 6:30 p.m.

WILBER RESIDENCE
411 Ohio Drive
Brookings, SD 57006

Hosted by Dealer Gregory Finnican
(704) 525-5565

• January 8 - Thursday
• February 12 - Thursday
Meeting - 7 - 9 p.m.

Hosted by Dealer Rich Lentes (509) 924-3206
All Dealers and guests welcome.

• January 8 - Thursday
• February 12 - Thursday
Meeting - 7 p.m.

TENNESSEE

MITMOEN SERVICE GARAGE
6017 65th Street
Kenosha, WI 53142

ROPE WORKSS
11616 E. Montgomery #53
Spokane Valley, WA 99206

• January 8 - Thursday
• February 12 - Thursday
Meeting - 7 p.m.

Hosted by Dealer Art Wilber
(605) 690-5327 to RSVP

• January 8 - Thursday
• February 12 - Thursday
Meeting - 7 p.m.

None Scheduled

PRINCE EDWARD
ISLAND
• January 5 - Monday
• February 2 - Monday
Meeting - 7 p.m.

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

• January 8 - Thursday
• February 5 - Thursday
Meeting - 7 p.m.

PUERTO RICO

CEDAR GROVE FIRE HOUSE
Main Street
Cedar Grove, WI 53013

None Scheduled

QUEBEC

Hosted by Dealers Steve Lubach and
Jason Risseeuw (920) 668-6770
All Dealers and guests welcome

• January 1 - Thursday
• February 5 - Thursday
Meeting - 7:30 p.m.

• January 15 - Thursday
• February 19 - Thursday
Meeting - 7:30 p.m.

SEL-AMSOIL Academy
1201 Clough Avenue
Superior, WI 54880

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

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

• January 22 - Thursday
• February 19 - Thursday
Meeting - 7 p.m.

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

AUNT SARAH’S RESTAURANT
5500 Williamsburg Road
Sandston, VA
Hosted by Dealer Roger Riggle
(804) 803-0028 and Direct Jobber
Curley O’dell (804) 837-0807
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Additional information is available in the Dealer Zone,
including information on room rates and reservations.

AMSOIL EAO88 OIL FILTER DISCONTINUED

JANUARY CLOSE OUT
The last day to process January orders in the U.S.,
Canada and Puerto Rico is the close of business on
Friday, January 30. 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 January
orders in Alaska is the close of business on Saturday,
January 24. All orders received after these times will be
processed for the following month. Volume transfers
for January business will be accepted until 3 p.m. CST
on Friday, February 6. All transfers received after this
time will be returned.

CORPORATE CONTACT LIST
The AMSOIL Corporate Contact List, as inserted in this
issue of the Action News, is designed to improve communications between AMSOIL INC. and its Dealers and
customers and increase their access to timely and
accurate information. The list contains descriptions of
each functional group within the company, as well as
the corresponding direct-dial phone number and email
address. In order to aid the company in its mission to
improve communications, AMSOIL asks Dealers,
accounts and customers to commit to using the phone
numbers and email addresses. Be sure to read the
descriptions of each functional area to ensure communications reach the right person and are handled as
quickly as possible.

AMSOIL EXTENDS P.I. MONEY-BACK GUARANTEE
PROGRAM
Due to high demand, AMSOIL is extending the P.i.
Money-Back Guarantee Program to May 31, 2009.
AMSOIL P.i. increases fuel economy, reduces emissions
and restores vehicle 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. See www.amsoil.com/
storefront/api.aspx and click on the “Money-Back
Guarantee” starburst for more information, including
terms and conditions.

AMSOIL is currently researching the development of
the next generation of EaO88 cartridge-style filters, and
introduction is scheduled for mid-summer to fall 2009.
Due to an unprecedented spike in sales of the EaO88
Filter, however, AMSOIL inventory has been depleted
far sooner than predicted. Therefore, the EaO88 cannot
be replenished in a timely manner and has been discontinued. In the interim, the AMSOIL Online Product
Application Guide has been updated to recommend
one of the following filters for Ford 6.0L/6.4L Power
Stroke applications:
• Donaldson P550528 (For stock applications and
applications employing a BMK11 or BMK21 By-Pass
System)
• AMSOIL EaO88B (For stock applications. Do not use
in conjunction with by-pass systems employing a
BK1101 Aluminum Billet Oil Filter Cap.)
• WIX 57312 (For stock applications)

SNOWMOBILE PRODUCTS
BROCHURE
Highlights the benefits of using
AMSOIL products in snowmobile
applications. Full size/color, 4
pages.
Stock #

U.S.

Can.

G1526

0.55

0.65

NEW HEAVY-DUTY OIL SAMPLING KIT
AMSOIL now offers a Heavy-Duty By-Pass Oil Sampling
Kit (BK30) designed for use with the AMSOIL HeavyDuty By-Pass Filtration System (BMK30). The new kit
installs directly onto the AMSOIL BMK30
mount and includes the Deluxe Oil
Sampling Valve (G1570), providing oil
samples at the push of a button.
The Heavy-Duty By-Pass Oil
Sampling Kit makes taking oil
samples much easier, cleaner and
more convenient.

2009 DIRECT JOBBER CONVENTION
The 2009 AMSOIL Direct Jobber Convention will be
held October 1-3, 2009 at the Sheraton Sand Key
Resort in Clearwater Beach, Fla. All Dealers who have
reached the Direct Jobber level by September 1, 2009
are eligible to attend. Direct Jobbers may register for
this event in the Dealer Zone (click the Training tab) at
www.amsoil.com or call Telephone Ordering at 1-800777-7094. For questions, call 1-715-399-6554 and ask
to speak with Julie Jacobson or Judy Sommer.
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Stock#

Wt.,
lbs.

U.S.
Dealer

U.S. Sug.
Retail

Can.
Dealer

Can. Sug.
Retail

BK30

0.7

28.50

35.65

39.25

52.25

AMSOIL University (AU) has proven to be an invaluable
investment for countless Dealers. Whether a new Dealer
or a Direct Jobber with years of experience, AMSOIL
University provides the training and tools necessary to
win new customers, close deals and build a successful,
thriving AMSOIL business.
“With the exception of one year, I have attended every
AMSOIL University since the program started,” says
Direct Jobber Al Kelty of Versailles, Ky. “The knowledge
I have gained by attending AU has given me the confidence to discuss lubricants with anyone I meet. I feel the
training provides the opportunity to learn more about the
current product line and the new products about to be
introduced, ask AMSOIL staff questions and meet with
successful Dealers to learn what works and what does
not work. In addition to the learning experience, I have
found the support staff to be very helpful, and as a professional educator myself, I have found the presenters to be
extremely knowledgeable of their subject matter, while
presenting their topics in a very professional matter.
“The various sessions offered during AMSOIL
University have provided me the knowledge I need to
work with customers, discuss their needs, suggest the
proper lubricant to meet those needs and close the deal.
Next to helping your downline grow, AU is probably the
most important investment any Dealer can make in growing his or her business.”
Direct Dealer Steve Dillon of Salem, Ind., a member of
Kelty’s personal group, agrees. “The knowledge gained
from AMSOIL U makes me the expert when addressing
questions and concerns from my customers,” he says.
“The investment is unquestionably worth it. My paychecks
prove it. Without the resources I gained at AU, my AMSOIL
business would not be as well-rounded.”
“The AMSOIL University Core Training classes were very
thorough, professional and well-done,” says Direct Jobber
Fred Williams of Jacksonville, Ala. about his AMSOIL
University experience. “All presenters were well-informed
and enthusiastic. I enjoyed them and came away much
more confident and comfortable about my knowledge in
the AMSOIL products.
“The most valuable part of the training was in the
discussions of the chemical properties of the products
and how that makes them superior to other products. The
plant tour and the opportunity to talk to the folks in the
lab were also very helpful.”
“AMSOIL University training provided me a clearer picture of the products and how they are produced,” says
Dealer Joe Davis of Blue Ash, Ohio, a member of Williams’
personal group. “This results in confidence about the
products when they are being discussed with a customer

or another Dealer. All in all, the training provides a better
understanding of the company and expands the Dealer’s
awareness for better communication with the customer.”

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:
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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The “Albert J. Amatuzio: An American Success Story” documentary details the events that shaped the
man who created the world’s first API-qualified synthetic motor oil and set the lubricant industry on
its heels. This 86-minute DVD gives viewers a glimpse into the man whose focus and determination
created the synthetic motor oil industry, the depth of his commitment to quality and the benefits and
science behind the technology of synthetic lubrication.

Stock#

Format

U.S.

Can.

G2218
G2219

DVD
VHS

9.95
10.95

11.25
12.50

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