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•  Prevents
•  Fights exhaust power valve deposits
•  Outstanding 

TARGET MARKET
•  Hardcore enthusiasts
•  Owners of powerful new sleds that require 

Ski-Doo* E-TEC* and Arctic Cat* C-TEC* 

•  Snowmobile dealerships and other shops 
that cater to snowmobilers

•  Easy start
•  Low smoke
•  Excellent wear protection

TARGET MARKET 
•  Retailers
•  Occasional riders
•  Those who desire the 

snow and marine applications

•  Cost-conscious customers

•  Maximizes power
•  Burns cleanly
•  Outstanding piston & 

TARGET MARKET
•  Racers
•  Competition sleds

Online Store: www.amsoil.com   |   Telephone: 1-800-777-7094  |   EZ Online Order Form: my.amsoil.com
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Amatuzio poses for a 

revolutionary synthetic 

Synthetic Oil: An Origin Story  |  
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Dealers don’t view themselves as 

someone else makes some people feel 

human race, or was it because he could 
make cars faster and cheaper so he 

realized his invention revolutionized the 

is better today because people such as 

Rockefeller and Al Amatuzio pursued 

do whatever they can to help you fail, 

the facts when they falsely advertise the 

determined, and you must devote time 

I don’t have 
any more time

does it cost you to watch an hour of 

TV could have been spent, like money, 

how you choose to spend it comes at a 

As the owner/operator of your business, 

Whether you are a full-time Dealer or are 

As my business partner, you can count 

Alan Amatuzio



GASOLINE STABILIZER (AST)
• Helps 
• Protects 
• Fights ethanol corrosion

 

Gasoline Stabilizer

U.S. PRICING  Comm. U.S. U.S. U.S. U.S.
Stock # Units Pkg./Size Credits Wholesale P.C. MSRP Catalog

CANADA PRICING Comm. Can. Can. Can.
Stock # Units Pkg./Size Credits Wholesale P.C. MSRP

AMSOIL Improves Stability

 

Z

ZBased on independent testing of AMSOIL Gasoline Stabilizer obtained Nov. 8, 2018 and 
Sea Foam Motor Treatment purchased Oct. 25, 2018 in the ASTM D525 using test fuel 

containing no oxidation-stability improving additives. *All trademarked names and images 
are the property of their respective owners and may be registered marks in some countries. 

0 100 200 300 400 500 600 700 800 900 1,000

Fuel Stability
in the 24-hour (1,440-minute) ASTM D525 test 

1,100 1,200 1,300 1,400
Minutes

Base Fuel

Sea Foam
Motor Treatment®

AMSOIL
Gasoline Stabalizer

AMSOIL Fights Corrosion

x

xBased upon independent testing of AMSOIL Gasoline Stabilizer obtained Nov. 8, 2018 and Sea 

water per ASTM D665 part B. *All trademarked names and images are the property of their respective 

or implied, is made by their use.

AMSOIL

Sea Foam
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BILINGUAL PACKAGING

who want to live and work here need 
to conform to our standard no matter 

and probably millions to print whatever 

David Morrell

AMSOIL: Thank you for your letter, 
David. As announced in the February 
2019 “From the President” column, we 

® Oil Filters in 

the requirements of both the U.S. and 

and keeping costs down.

CERTIFICATION PROGRAM

section of the July AMSOIL Magazine

Dealerships, who are precisely the ones 

recommended to the Dealers in my 

a relatively simple way to occasionally 

available to them, and has also been 

was suddenly considered not to be a 

would be permanent, and never heard or 

assistance to Dealers, it should be much 

all Dealers, not just those who have 
reached a point where they can afford 
the time, money and other resources 
that some of us can’t at this point in our 

forced inequality simply for the sake of 

expense of the many Dealers who have 

because the opportunity is, or at least 

best, not necessarily only because you 

Joe Tatro

AMSOIL: We appreciate hearing your 
perspective, Joe. We implemented 

we connect customers with Dealers who 
are knowledgeable and active. Dealers 

less knowledgeable and inactive Dealers 
were hurting their ability to earn sales. 
Increasing the requirements to achieve 

addressed that issue.

While we increased the requirements, 
we feel we kept them at the bare-
minimum level to allow small, part-time 
Dealers to remain eligible as long as 
they’re working their businesses. To be 

least $10 every six months and register 
four new customers a year. Those are 
low hurdles for any active Dealer. You 
mentioned the new requirements were 
implemented “simply for the sake of 

buying customers and commissions to 
Dealers even though they didn’t generate 
the customers – we’re handing out free 
money and do not earn any additional 

to be inclusive of Dealers of all sizes, 
but rewards those who generate more 
customers and sales. It is absolutely a fair 
and equal opportunity – everyone is held 
to the same standard. With the Assigned-

the more you get. Shouldn’t Dealers who 
generate more sales be rewarded for their 
contributions? Those Dealers didn’t start 

place you did and worked their way up.

We fully understand the contributions 
of all the Dealers in the network and 
appreciate them. The Dealer opportunity 
stands today stronger than ever. We 
have better programs, more and better 
products, better marketing and better 
service. And it remains true that anyone 
can work his or her way to the top at 
any time – our highest-ranking Dealer 
started his business in 2009. Rewarding 
hard work and excellence and giving 

would be proud.

BMW* SPECS

Thanks,

Anthony Sevigny

AMSOIL: Thanks for your question, 
Anthony. We have been closely monitoring 
this market and plan to develop a product, 
but do not have details or a timeline to 
share just yet. Stay tuned.

Email letters to:
letters@amsoil.com

Or, mail them to:
AMSOIL INC. 

Communications Department 
Attn: Letters 

925 Tower Avenue 
Superior, WI 54880

please include your name, address and phone 
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T E C H  T A L K

Minimal oil and maximum heat

Matt Erickson  |  

we haven’t had a product until recently 

The market has several additives that 

fact, Dealers and customers have been 

form a seal to build compression and 

removes oil from the cylinder wall and 
returns it to the sump to prevent it 

escape the combustion chamber, which 

The product’s lubricity also aids in 

18 percent 
more lubricity than Lucas* and 20 
percent more than Sea Foam* for 
better retention of horsepower and fuel 

helps clean fuel injectors, which 

contains inhibitors that coat metal 

sold today since ethanol attracts 

“But, what 
about AMSOIL P.i. (API)?”

and clean stubborn deposits on fuel 

injected intake valves and the rest of 

lubrication or corrosion protection of 

The table breaks down what each 
additive does and how often to use 

to every tank to provide needed lubricity, 
corrosion protection and injector 

miles to clean the other areas of the 

in tandem to protect your vehicles and 

Product Line Fitment P.i. Performance Improver Upper Cylinder Lubricant

Cleans Combustion Cham-
ber

Cleans Valves

Capless Compatible

Treat Rate

Every tank

1
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Synthetic Oil: An Origin Story

since it produced artillery and served 

importantly, he prized the city because 

about their defeat earlier that winter 

he’d have all the city’s men killed and its 

surely none of the soldiers or civilians had 
petroleum oil and its propensity to solidify 

even as his soldiers slowly starved and 

catastrophe, the army’s tanks, aircraft 
and other military vehicles refused to 

provided dramatic evidence of the 
inadequacy of petroleum motor oil to 

The birth of synthetic oil

produced synthetic hydrocarbon oils in 

Hans Tropsch, developed a process 

to commercialize synthetic oil in 1929, 

That didn’t stop Standard Oil researcher 

the same time, 

Hermann Zorn 
independently 
discovered the 

Their discoveries laid 

eventual widespread 

petroleum oil remained the dominant 

to make conventional lubricants hasn’t 
-

tors start with crude oil, which contains 
wax and a mishmash of elements, such 

other catalysts to separate crude oil 

the products we 
use today, such 
as kerosene, 

fuel and lubri-

make conventional 
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The LEGO shapes represent 
the mishmash of different 
molecules in crude oil, 
including contaminants like 
sulfur, nitrogen and metals. 

Distillation separates molecules by weight into 
fractions used to make conventional base oils 
and other products, like gasoline. REFINERY

Formulators mix additives with 
base oils to make conventional 
oil. Distillation, however, cannot 
remove all impurities and 
irregular molecules, limiting the 
oil’s performance.

To make synthetic base 
oils, chemists hydrocrack 
molecules to “break” them 
into fundamental parts, 
similar to disassembling 
LEGO shapes into 
individual bricks.

Then they select 
only materials 
suited for 
lubrication, typically 
ethylene, discarding 
the contaminants 
and irregular 
molecules.

Via organic synthesis, they build 
alphaolephins, like making one large 
uniform LEGO block out of many 
smaller bricks. These are further 

used to make synthetic oil.

Removing contaminants and building pure, uniform 
molecules vastly improves the performance of 
synthetic oil.

HOW THEY’RE MADE

H H

H H
C C

The limitations of distillation
As soldiers on the front lines 
discovered, however, conventional 

Distillation cannot completely remove 
impurities detrimental to lubrication, 
such as waxes that solidify in the cold 

exposed the limitations of conventional 

Necessity drives synthetics forward

Unlike their conventional counterparts, 

This means formulators start with 
individual molecules, typically ethylene if 

synthetic oil, and build the lubricant from 

To illustrate, think of crude oil like a 

connected to form various shapes 

block represents a different molecule, 

separates the blocks into piles based 

medium blocks form another pile and so 

molecules become products that 

molecules or molecules unsuited 

The process used to make synthetic 

They select only the pure, uniform 
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only pure, uniform molecules, synthetic 

for easier starts and better startup 
protection, resist evaporation in extreme 
heat, provide better wear protection and 

easy to see why synthetics had been 

war choked off supplies of petroleum oil 

disaster coupled with lack of crude 

The increased performance demands 

the extreme-temperature protection 

could deliver the protection needed to 

One person who’d come to understand 

Amatuzio had taken an interest in avia-

-

“If it works that well in aircraft...?”

wondered why it wasn’t used in automobile 

to the vehicles and equipment people 

Amatuzio undertook an intense period 

He studied chemistry and learned 

To test his formulation, he asked one of 

continued to develop and sell synthetic oils 

Amatuzio ran his company in his spare 

for synthetic motor oil no matter how 

since it cost several times more than 

synthetic motor oil
The omission of two important sets of 
letters on each can of oil also slowed 

needed to meet the industry performance 
standards established by the American 

third-party laboratory, where it was 

synthetic motor oil for 

synthetic motor oil to meet 

conventional petroleum 
motor oils on all counts, 

lubricant performance and 



outperformed conventional petroleum 

Resistant to change

and automotive manufacturers of the 

year, and other oil companies viewed 
such performance as detrimental to 

synthetic oil, nor did they believe cars 

status quo, and Amatuzio was ridiculed 

industry, acquiesced and introduced 

industry also slowly warmed up 

that delivered more 

fuel economy than 

Synthetic lubricants 

thanks to their ability to 
withstand the intense 
heat, pressure and 
stress of modern 

Chevron* introduced 
a synthetic oil in 
1990, while Valvoline* 

Eventually, every 
major oil manufacturer 
introduced a synthetic 

The same companies 
that had deemed 

earlier soon embraced 
synthetic lubricants as 

levels of performance 

Hall of fame induction

started three decades earlier when 
Amatuzio wondered why we weren’t 

lubricant industry were validated in 

Lubricants World

and had since introduced several 

Today, more than 50 years after 

manufacturer of synthetic lubricants 

lubricate approximately half the wind 

SYNTHETIC OIL TIMELINE

1877

1913

1925

1929

1931

1937

1943

Post-
War

Mid-
1960s

1968

1972

1974
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Friedel and Crafts 
produce synthetic 
hydrocarbons.

Friedrich Bergius 
synthesizes oil from 
coal dust.

Fisher and Tropsch 
develop a process 
for industrializing 
synthetic oil 
production.

Standard Oil Co. 
of Indiana tries 
unsuccessfully to 
sell synthetic oil 
commercially.

Sullivan and Zorn 
independently 
discover process for 
polymerization of 

Gelled conventional 
oil due to bitter cold 
dooms Germans at the 
Battle of Stalingrad, 
intensifying efforts to 
produce synthetic oil.

Jet engines replace 
turboprops, driving the 
growth of synthetics.

Lt. Col. Al Amatuzio 
begins researching 
synthetic lubricants 
for use in automotive 
engines.

Amatuzio is 
commercially selling 
synthetic oil under 
company “Life-Lube, 
Inc.”

AMSOIL Synthetic 
Motor Oil becomes the 

motor oil to meet API 

Mobil introduces its 
synthetic oil, Mobil 1.
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NEW DIESEL INJECTOR 
CLEAN + CETANE BOOST

increased horsepower and cetane 

MORE OPTIONS AND 
REDUCED PRICING FOR 
AMSOIL VEHICLE GRAPHICS
We partnered with a new vehicle 

and introduced different options to 

MORE CANADIAN-SPECIFIC LABELS ROLLING OUT

MORE AMSOIL PRODUCTS AVAILABLE IN THE 
AWARD-WINNING EASY-PACK

offer additional viscosities of ®

NEW AMSOIL REPAIR-SHOP WEBSITE PROGRAM

professional, effective and hassle-free websites to automotive 

ALL-NEW CLOTHING AND PROMOTIONAL 
ITEMS LINEUP

items made in the USA and items you can personalize with 

2019 YEAR 
IN REVIEW

S

o 
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UPDATED RETAIL CO-OP PROGRAM LAUNCH

awarded co-op credit based on the total amount of their 

credit every month, your accounts have the full lump sum to 

NEW 24-STORE POLICY FOR RETAIL ACCOUNTS

MINIMUM ADVERTISED PRICE (MAP) POLICY

sold alone, bundled with other products or sold as part of an 

UPPER-CYLINDER LUBRICANT INTRODUCED

18 percent 
more lubricity than Lucas* and 20 percent more than Sea 
Foam* 1

NEW 5W-30 VISCOSITY JOINS SYNTHETIC  
SMALL-ENGINE OIL FAMILY

-

NEW SIGNATURE SERIES 10W-30 MAX-DUTY 
SYNTHETIC DIESEL OIL

ER LUBRICANT INTRODUCED

1
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Championship Engine 
Builder Trusts Only AMSOIL

estimated 20 cars had one of his motors 

particularly for competitors at the Runoffs, 

national championships, and has built 

shop in Kansas around 1990, where 

His success behind the wheel laid the 

out there at that time, you couldn’t run 

couldn’t take the heat that we put them 

cylinder 

tried several 
techniques 
to solve the 
problem, 

proved most 

10-15 minutes 

to run an 

-
® Synthetic 

-
cellent wear protection and heat resis-

Jesse Prather of Jesse 
Prather Motorsports

Prather’s credentials have positioned him as the top builder of Mazda racing engines 
in the country.  
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Broken-In Cylinder

C
Y

L
IN

D
E

R
 W

A
L

L

PISTON
RING

The correct level of 
“controlled wear” 

 
increase surface 
area and reduce oil 
consumption. 

PISTON
RING

C
Y

L
IN

D
E

R
 W

A
L

L

Sharp peaks provide 
-

face area for seating.

Deep valleys allow 
excess oil to collect, 
increasing oil 
consumption.

New Cylinder

extensive wear in some of the chain-

®

differentials and some transmissions 

take the heat and it still protects those 

on the track, he derives more satisfaction 

a customer win a national championship 

initial positive experience with one 

my RV, to my skidsteer, to all my family’s 

And the reason he uses it, as his 
customers have found out, is that it 

step when buying a Jesse Prather 
Motorsports engine.

WHAT DOES IT MEAN TO “BREAK-IN” 
AN ENGINE?

is to seat the rings against the cylinder 
wall.

CHAMPIONSHIP-WINNING 
ENGINE BUILDER JESSE 
PRATHER’S TOP THREE 
AMSOIL PRODUCTS.

BREAK-IN OIL (BRK)

SEVERE GEAR SYNTHETIC GEAR 
LUBE

DOMINATOR SYNTHETIC  
RACING OIL
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HALL OF FAME

MONTHLY LEADERS

Bill & Donna Durand 
Wisconsin 
7-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

FIRST 

SECOND 

Dave M. Mann 
Michigan 
7-STAR REGENCY PLATINUM 
DIRECT JOBBER 

SECOND 

FIRST 

TENTH 

NINTH 

Tom & Sheila Shalin 
Georgia 
4-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

THIRD 

FOURTH 

FIFTH 

SECOND 

Leonard & Marcie 
Pearson 
Washington 
5-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

SEVENTH 

Sherree E. Schell 
Idaho 
4-STAR REGENCY PLATINUM 
DIRECT JOBBER 

EIGHTH 

SEVENTH 

Ray & Kathy Yaeger 
Wisconsin 
5-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

NINTH 

FIFTH 

THIRD 
Retail Account Sales

Thomas Weiss 
North Dakota 
REGENCY PLATINUM DIRECT 
JOBBER 

FIRST 
Commercial Account Sales 

FOURTH 
Retail Account Sales

John O. Brown 
Arizona 
PREMIER DIRECT JOBBER 

SECOND 
Commercial Account Sales 

David B. Richardson 
Ohio 
MASTER DIRECT JOBBER 

THIRD 
Commercial Account Sales

John & Dianne 
Moldowan 
Alberta 
REGENCY GOLD DIRECT 
JOBBERS 

FIRST 
Retail Account Sales

Daniel & Judy 
Watson 
Florida 
2-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

SECOND 
Retail Account Sales

Greg and Joan 
Desrosiers 
Alberta 
3-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

FIFTH 
Retail Account Sales

Peter & Diana Lotito 

REGENCY GOLD DIRECT 
JOBBERS 

TENTH 
Retail Account Sales

David & Robin Huff 

REGENCY SILVER DIRECT 
JOBBERS 

FIRST 

TENTH 

Eric & Valerie 
Johnson 
Virginia 
EXECUTIVE DIRECT 
JOBBERS 

THIRD 

EIGHTH 
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HALL OF FAME

SEPTEMBER 2019

Ches & Natasha Cain 
South Dakota 
4-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

FOURTH 

THIRD 

SIXTH 

George & Shirley 
Douglas 
Tennessee 
4-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

FIFTH 

TENTH 

Carol H. Bell 
Texas 
5-STAR REGENCY PLATINUM 
DIRECT JOBBER 

SIXTH 

EIGHTH 

SIXTH 
Commercial Account Sales 

Mylo & Patty 
Twingstrom 
Minnesota 
2-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

TENTH 

Kent & Trudy 
Whiteman 
Utah 
7-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

SIXTH 

SECOND 

FIRST 

Michael H. Ellis 
Michigan 
5-STAR REGENCY PLATINUM 
DIRECT JOBBER 

NINTH 

FOURTH 
Commercial Account Sales

Merv Nolt 
Ohio 
DIRECT JOBBER 

FIFTH 
Commercial Account Sales 

John Coffey 
Virginia 
DIRECT JOBBER 

EIGHTH 
Commercial Account Sales 

Norman & Doreen 
Rinehart 
Texas 
REGENCY SILVER DIRECT 
JOBBERS 

TENTH 
Commercial Account Sales 

Michael P. Scott 
Minnesota 
REGENCY DIRECT JOBBER 

SIXTH 
Retail Account Sales

James E. Gates 
Florida 
EXECUTIVE DIRECT JOBBER 

EIGHTH 
Retail Account Sales

David G. Douglas 
Michigan 
EXECUTIVE DIRECT JOBBER 

NINTH 
Retail Account Sales

Justin & Jennie 
Peszko 
Virginia 
MASTER DIRECT JOBBERS 

FOURTH 

THIRD 

Doug & Penny 
Murphy 

PREMIER DIRECT JOBBERS 

SIXTH 

Ashley Carte 
Ohio 
DIRECT JOBBER 

SEVENTH 

FIFTH 



HIGHER LEVELS OF RECOGNITION
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MONTHLY LEADERS

Mark A. Hinson 

DIRECT JOBBER 

EIGHTH 

Michael J. Mathe 
Tennessee 
REGENCY GOLD DIRECT 
JOBBER 

NINTH 

FOURTH 

Eben Rockmaker 
Nevada 
EXECUTIVE DIRECT JOBBER 

SEVENTH 

Payton Zierolf 
Wyoming 
DIRECT JOBBER

Sponsor: 
Kaden L. Donnay

Direct Jobbers: 
James & Jean Lanning

James & Kim 
Steinmetz 
Wisconsin 
DIRECT JOBBERS

Sponsor: 
Kevin Petersen

Direct Jobbers: 
William & Janice Waech

Bob T. Sneed 
Idaho 
DIRECT JOBBER

Sponsors: 
Richard & Vera Martin

Direct Jobber: 

Brett & Tammy 
Camacho 

DIRECT JOBBERS

Sponsors: 
Martin & Amy Kamimoto

Direct Jobbers: 

Lee & Caroline 
Walch 
Alberta 
DIRECT DEALERS

Sponsors: 
Denis & Lin Guenette

Direct Jobbers: 
Denis & Lin Guenette

Greg L. Croteau 
Oregon 
ACCOUNT DIRECT

Sponsors: 

Direct Jobbers: 



Do you have a plan for who will manage your AMSOIL 
business when you’re no longer able to?

• Ensure your successor receives maximum value from  

• excellent 
service

• Protect

PROTECT 
YOUR 
AMSOIL 
BUSINESS
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December Close-Out
The last day to process December orders 

telephone and walk-in orders will be 
processed if initiated by the close of 

Volume transfers for December business 

Holiday Closings

Distribution Center will be closed 

Holiday Shipping

Dealer-Number Transferring Links
The easiest and fastest way to follow up 
on potential purchases and applications 
is to reach out with a personalized Dealer-

you to direct prospective customers and 
Dealers to the information they need 

address of the prospective customer/

to your prospective customer/Dealer via 

EAO38 Oil Filter Discontinued

discontinued and available while supplies 

C E N T E R L I N E S  A N D  U P D A T E SC E N T E R L I N E S  A N D  U P D A T E SC E N T E R L I N E S  A N D  U P D A T E S

New ATV/UTV 100% Synthetic Powertrain Fluid Available Jan. 7

-

Spray Grease Formula Update

Spray Grease
   Comm. U.S. U.S. U.S. U.S.
Stock # Units Pkg./Size Credits Wholesale P.C. MSRP Catalog

• Optimum health for Dealers, friends & family
• Meet
• Maximum quality in each pill
• Buy from yourself
• Overcome the lack of nutrition in today’s processed foods

New Product Line Continues to Grow

in the December ALTRUM News

Watch for announcements here in 
AMSOIL Magazine, ALTRUM News, in 
the ALTRUM Focus email newsletter 

Order: 1-800-777-7094  |  www.altrumonline.com

®



BOOST BUSINESS WITH THE 
NEW AMSOIL RETAIL PROGRAM

New Merchandising Kits

New Repair-Shop Website Program

New Co-op Program
Co-op credit is received in one lump sum at the 

New MAP Policy

 More value. More buying power. Less confusion.

PRODUCTS
AVAILABLE HERE

Two-Sided 3’ x 2’ Aluminum 
AMSOIL Sign

Mouse Pad

8’ x 3’ Vinyl AMSOIL Banner Retail Merchandising Kit
Shelf not included
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Eventually, you’ll need to wind down 
your Dealership and either transfer it 

time comes, take steps to ensure your 
customers continue to receive the same 

do not have a plan, and years of hard 

Our data shows that sales drop 
considerably within three months of a 

or her business due to poor health 

to prepare for a speedy, seamless 
transition once they’re unable to work 

of the Dealer network and ensure 
customers continue to receive superior 

or replacement acquires a healthy 
business that he or she will be proud to 

bequeath their Dealership to a 

Dealers may submit orders and 
earn commissions, your heir or 
successor must be an AMSOIL 

Dealer prior to taking possession 
of your Dealership. The heir must 
also be 

transferred must have at least $600 
in earnings over the previous 
12 months and have active 
customers.

Dealership will be temporarily put on 
hold, which means it will be removed 

month in which the death occurred but 

The Dealership’s customers, however, 

The estate’s trustee must then submit 

commercial accounts will also transfer 

within 50 miles of the account or an 
acceptable plan to service customers 

these requirements aren’t met, these 

are transferred to the upline Dealer if 

retail and commercial accounts will 

The main point to remember is this: 
Develop a succession plan for your 
Dealership. Choose an heir now and 

While there, review the succession-

information on how to develop a 

This may not be a pleasant subject to 

make for a seamless transition should 

I N S I G H T  O N  S A L E S

Make a succession plan for 
your business 

Steve LePage  |  



AMSOIL Print Center Pricing* – Personalized
11 – 49 calendars
50 – 99 calendars
100 – 249 calendars
250 – 499 calendars
500+ calendars
*Free shipping in the U.S.

AMSOIL Pricing** – Non-Personalized
Stock # Qty. U.S. Can.

**Calendars subject to shipping charges. 

New 2020 Calendars Available Now

Calendars personalized with your contact information are 

your business card in the slotted area and your contact info is 

Onl ine Store:  www.amsoi l .com   |    Telephone:  1-800-777-7094  |    EZ Onl ine Order  Form:  my.amsoi l .com
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 CHANGE SERVICE REQUESTED

F i l t r a t i o n  S o l u t i o n s

ISO 9001/ISO 14001 REGISTERED

®

PRESERVE HORSEPOWER AND 
PERFORMANCE AT EVERY FILL.

lubricated and prone to the 
development of performance-

cylinder wear, maximizing engine 
compression and horsepower

 18 percent more 
lubricity than Lucas* and 20 
percent more than Sea Foam* 
for better retention of horsepower 

1

1

advertised here are developed by AMSOIL for use in the applications shown.

Base Fuel
(E10)

807 μm 786 μm 803 μm

640 μm

Lucas Sea Foam AMSOIL

Lubricity Performance
Measured by Wear Scar in Modified ASTM D6079

Smaller Number = Better Lubricity
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Have a Merry Christmas and Happy New Year.  
Thank you for all your hard work in 2019, and we  
look forward to an exciting and prosperous 2020.
my.amsoil.com

mailto:info@MainStreetOil.com
https://www.MainStreetOil.com
https://www.amsoil.com/?zo=517071



