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Finding new Dealers to join your team can 
help you build a strong sales group and 
maximize your commissions. Not everyone 
makes a good Dealer though. Be selective 
and extend this great opportunity to hard-
working, self-starting people looking to 
supplement their income and become part 
of a community of like-minded individuals. 
Bring them into the group, help train them 
on AMSOIL programs and products and 
work together to generate new business.

Send prospective new Dealers to 
joinamsoil.com using a Dealer-number 
transferring link to tie them to your 
personal sales group after registration.

To learn more about effective techniques 
for engaging potential new Dealers, visit 
AU Online.

JoinAMSOIL.com – a great tool to help you 
engage prospective new Dealers

• Information on becoming an AMSOIL Dealer
• Answers to frequently asked questions
• Dealer testimonials

BUILD YOUR SALES FORCE
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THE COVER
Professional angler Pete 
Maina is well-known as a 
guide, author, TV personality 
and one of the world's top 

is also a professional 
photographer whose work has 
appeared on the covers of 
several outdoors publications.

Claim Your Share of the Multi-Billion-Dollar 
Fishing Market  |  PAGE 8

*All trademarked names and images are the property of their respective owners and may be registered marks 

advertised here are developed by AMSOIL for use in the applications shown.
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I am writing this 
under a state 
stay-at-home 
order due to 
the COVID-19 
pandemic. If 
you would have 
told me two 
months ago 
that this would 
be happening, 

I would not have believed it. This 
situation seemingly formed out of thin 
air, causing thousands of illnesses 
in North America and grinding our 
booming economy to a screeching 
halt. Sales in the U.S. and Canada 
dropped sharply, ending our march 
toward 8 percent growth for the 

highlighted the importance of 

company. While consumer sales 
fell, our business in the wind and 
international markets was not hit as 
hard.

Our efforts through multiple areas 
of business are carrying us through, 
and it seems at this point sales have 
stabilized in consumer markets. 

business will return to normal and we 
will regain positive momentum; I just 

that we will continue pursuing viable 

strengthen the company.

Despite the obvious negative effects 
of the COVID crisis, there are several 
positive items to note. First, AMSOIL 
is a strong company. This situation 

systems and the strength of our 
leadership team. Just weeks ago, 
certain employees were incapable of 
working from home due to technical 
requirements of their jobs. When the 
pandemic struck, we acted quickly 
and developed solutions allowing 
most AMSOIL team members to 
work remotely. Our IT team’s dogged 

pursuit of solutions and extra effort 
to install remote workstations were 
outstanding.

Facilitating work-from-home 
capabilities was one of many 
precautionary measures taken to 
ensure the health and safety of our 
team. We also distributed hand 
sanitizer and disinfectant wipes 
throughout our facilities and instituted 
thrice-daily wipedowns of high-contact 
areas like doors and light switches.

Meanwhile, we cross-trained staff from 
a variety of areas to ensure crucial 
functions throughout the company 
were covered. Employees from the 
Mechanical Lab pitched in with 
Maintenance and the Chemical Lab. 

roles in Production and Distribution. 
Team members from Dealer Sales, 
Tech Services and Communications 
trained to take orders by phone if 
necessary. Everyone stepped up 
and pulled together to take care of 
the business, our Dealers and our 
customers. I am very proud of the 
AMSOIL team and the job everyone 
has done during this unprecedented 
event. While we did not predict 
this pandemic, it helped that we 
were strengthening our business-
continuity plans prior to the crisis. 
There are other things we must be 
prepared to mitigate, like storms, 

shooter situations. We have always 
been prepared and effectively 

severe weather (hurricanes and bomb 
cyclones) and many other situations 
in the past, but we are now designing 
upgraded plans based on ISO 
22301 and ISO 27001 standards for 
business continuity, disaster recovery 
and cybersecurity. These systems 
will further strengthen the company 
and our ability to serve you and our 
customers should anything like this 
occur again.

Our ability to maintain operations 
despite severe challenges is 
important for many reasons aside 
from the detrimental effects a 
shutdown would have on our 
business. AMSOIL is an essential 
supplier to critical manufacturing 

Cybersecurity and Infrastructure 
Security Agency (CISA). Our products 
are relied upon by public and private 

departments, police departments and 
other vital businesses and industries. 
Our customers are depending on us 
to meet their lubricant needs during 
these challenging times, and we must 
deliver.

As an independent Dealer, you may or 
may not receive the same exemption 
AMSOIL corporate received during 
these mass shutdowns, but you play 
an important role in the continuity 
of our mutual business regardless. 
Some of you may be laid off from your 
full-time jobs during the pandemic 
and relying more on your AMSOIL 

We are here for you and we are 
doing everything we can to stimulate 
business. We are in good shape 
to continue serving you and your 
customers for the foreseeable future.

Above all, I wish you and your 
families good health and safety 
during these uncertain times. Please 
ensure you’ve taken precautionary 
measures of your own to protect 
yourselves. We will emerge from this 
together and I expect AMSOIL will be 
stronger than ever.

Alan Amatuzio
President & CEO
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express or implied, is made by their use. All products advertised here are developed by AMSOIL for use in the applications shown.

WHAT IS IT?
• Premium synthetic air tool oil 

that effectively lubricates rotary and 
piston-type air tool bearings and 
motors, while managing moisture and 
conditioning rubber and plastic seals 
and O-rings

WHAT DOES IT DO?
• Helps prevent corrosion and 

deposits, allowing air tools to run 
cleanly and reliably

• Reduces wear, extending tool life
• Provides easy dispensing

WHO IS IT FOR?
• Professionals and do-it-yourselfers 

who own and operate grinders, impact 
wrenches, ratchet wrenches, chisels, 
drills, sanders, hammers, nailers and 
other common air tools

PRODUCT SPOTLIGHT:
Synthetic Air Tool Oil (AIR)
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SPONSORING
I recently had a customer that I introduced 
to AMSOIL products, and he had been 
buying his products directly from me. 
As he had several vehicles he bought 
products for, I explained the P.C. Program 
so he could save a few bucks over retail. 
Well, as I had not talked to him for a while, 
I stopped over to see him and found 
out he had become a Dealer online. He 
did not understand the referral part, so 
just signed up and was assigned to an 
AMSOIL-selected sponsor. As it had 
been several months since he signed up, 
AMSOIL told me over the phone that they 
could not switch him to me as his sponsor 
because 30 days had passed. So I am 
out a customer and a downline. Thanks 
AMSOIL, I appreciate how you look after 
your Dealers.

Donald Keeslar

AMSOIL: We’re sorry for the frustration 
you’ve experienced, Donald, but we have 
to look at these situations objectively and 
do what’s best for everyone involved. 
When we assign a customer to a Dealer, 
we expect the Dealer to reach out to 
the customer and provide assistance. 
Within 30 days, that relationship is usually 
established and the Dealer could have 
spent considerable time working with the 
new customer. Changing Dealers more 
than 30 days later would frustrate and 
confuse customers, while Dealers would 
lose motivation to spend time and money 
working with assigned new customers. 
That’s not what we want. This should be 
good news to you, too; we do our best to 
ensure any assigned new customers you 
receive stick with you.

something like this happens, but after 30 
days, the customer/Dealer relationship is 
established and commissions have been 
paid. This highlights the importance of 
controlling as many aspects of customer 
sales and registrations as possible. We 
have measures in place to help prevent 
these issues, but Dealers should do 
their best to leave nothing to chance. 
During the checkout process we ask new 
Dealers and customers to provide the 
Dealer number, name or any information 
they might have about any Dealer they've 
been working with. In the Dealer Zone, 
we provide reports for you to monitor 
new-customer activity and encourage 
all Dealers to monitor them daily. If you 
have been working with a customer and 

encouraged him to create his own account 
and you don't see his name appear on 
your new-customer report, you'd know to 
contact him to provide assistance.

CUSTOMER LIST
Please give me a helping hand with the 

idea who are my new or old customers 

I know that I have several and would like to 
communicate with them with some sort of 
note, phone call or mail. I was wondering 
if AMSOIL could notify the listed Dealer 
when someone comes on board under his 
Dealer number. I know of two guys that 
applied online with my number, so how 
about some help on where to look on the 
dashboard page?

Thanks,

F.M. Menou

AMSOIL: Thank you for reaching out, 
F.M. The Dealer Zone provides many 
reports to help manage your business, 
and we recommend regularly logging in 
to monitor customer activity. Navigate to 
Quick Links>Reports to reveal widgets 
that outline different reports and areas of 
interest. We recommend checking out 
these reports to get started:

•  Active personal customers – shows all 
your current customers.

•  Account expiration – shows accounts 
that have expired or are nearing 
expiration.

•  Change of customer status – shows 
customers who have recently upgraded/
downgraded or changed customer type.

You can also see your commission reports 
and other helpful information, and you 
can export reports to Excel and other 

article in the July 2019 AMSOIL Magazine 
for further information on using the reports 
in the Dealer Zone.

LICENSE PLATES
As I’m sure you’re aware, Pennsylvania 
and many other states do not use front 
license plates on automobiles. Therefore, 
I am suggesting that AMSOIL offers 
license plates for the front of passenger 
car vehicles. I suggest two license plates 
– one with the AMSOIL logo and the other 
with the AMSOIL Racing logo.

I’d also like to see available a backing 

piece for motorcycle license plates with 
the AMSOIL logos on it.

Anything to get a conversation started at 
the gas pump can be very helpful.

Thank you,

Allen Pidcoe

AMSOIL: Thank you for your feedback, 
Allen. A customizable license plate is 
available in the AMSOIL Print Center 
(accessible in the Dealer Zone). While we 
don’t currently have plans to introduce 
additional license plates, we’ll certainly 
look into it should demand be deemed 

BILINGUAL LABELS
Printing or advertising products within 
the United States in any language other 
than English is not helpful. It is promoting 
a bilingual society and non-assimilation 
as required of all citizens and applicants 
for citizenship. As a previous responder 
stated, the more printing you add to a 
package the smaller the print and the 
more aggravating it is to decipher product 
information. If you are shipping or selling 

countries teach English to citizens as a 
necessity to live in the modern world. In 
many countries it is mandatory to learn to 
speak and read English.

Thank you,

Ernest Rogers

AMSOIL: Thank you for your feedback, 
Ernest. The letters we have received 
on this subject have been split, and we 
continue to take all suggestions under 
consideration. As previously reported, to 
allow Canadian Dealers access to our 
newest Oil Filters, they are packaged in 
bilingual English/French boxes in order to 
meet the requirements of both countries 
and keep costs down.

CATALOGS
I have been a Dealer for over two years 
and I have totally enjoyed selling the 
AMSOIL value story in my area. One thing 
that would help my business is tools that 
don’t undermine my efforts by AMSOIL 
promoting direct pricing at discounts. I 
would like to see a catalog that Dealers 
can pass out with just list prices. I also 
don’t understand why when you have 
a nice article in the AMSOIL Magazine 

*All trademarked names are the property of their respective owners and may be registered marks in some 
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you post three levels of costing within 
those stories. I could use those stories to 
promote AMSOIL business, but without 
pricing listed as part of the page.

Thanks,

Geff Smith

AMSOIL: Good questions, Geff. Preferred 
Customer pricing was added to consumer 
catalogs because we want consumers 
to be aware of their options. They have 
the option to purchase at full price or at 
Preferred Customer pricing, and many 
people still choose the full-price option. It 
is a matter of good customer service and 
it builds loyalty when you’re up-front about 
customers’ potential choices; it lets them 
know that you have their best interest in 

helps overcome objections about pricing. 
You’ll notice that we’ve implemented the 
same tactic at amsoil.com and the results 
thus far have been positive. 

As to why we include all the pricing 
information in AMSOIL Magazine 
articles, well that’s simply because it’s 
a communication intended for Dealers 
only and not general consumers, and 
it’s important that we provide Dealers 
all relevant information. The good news 
is, there’s always a high likelihood 
we’ve published the same articles for 
consumers with information relevant only 
to their account type. You can typically 

described in the blog and the Newsstand 
at amsoil.com and amsoil.ca, and in the 
Preferred Customer edition of AMSOIL 
Magazine.

PRICING
While I have been a Dealer since 1983, 

the competition and pricing position of 
AMSOIL products. I live in Baton Rouge, 
La. and it is home to a large ExxonMobil* 

and gas industry people living here with 
loyalties to their employer. With many 
people’s livelihood coming from the oil 
and gas industry, there is a lot of “family 
loyalty” also to other brands.

I just today got an email advertisement 
from Advance Auto Parts* where they are 
selling Mobil 1* Full Synthetic at prices 
considerably less than AMSOIL products.

I have problems justifying the difference 

in prices when most of the existing and 
potential customers drive less than 15,000 
miles a year. I am using my Ford* truck 
requirements for both cost estimates. (My 
truck uses six quarts, but I just chose the 

Extended Performance Full Synthetic 
Motor Oil and a Mobil 1 Extended 
Performance Oil Filter from Advance Auto 
Parts costs about $35.99 plus sales taxes 
for a total of $39.39.

quart) of AMSOIL Signature Series 

(EAO17) from AMSOIL costs about $83.30 
plus taxes for a total of $91.17 (from G100 
catalog dated 9/19). This is better than 2X 
as much.

One question is why this big a difference 
since Advance Auto Parts is a third party 

is the argument to convince people they 
should spend more than twice as much for 
AMSOIL?

I want to continue to use and sell AMSOIL 
lubricants, but it is very hard under these 
circumstances.

M.M. Christensen

AMSOIL: Thank you for your letter, M.M. 
Comparing the full catalog price of our 
top-tier Signature Series Synthetic Motor 
Oil to a sale price of Mobil 1’s middle-
tier Extended Performance Synthetic 
Motor Oil (Mobil 1 Annual Protection 
is Mobil 1’s top-tier product) does not 
present an apples-to-apples comparison. 
Instead, AMSOIL XL Synthetic Motor 
Oil is a more appropriate comparison to 
Mobil 1 Extended Performance. A look 
at Advance Auto Parts’ website pricing 

of 5W-30 Extended Performance motor 
oil and Mobil 1 Extended Performance 
Oil Filter sell for $60.98. The full catalog 

quart) of AMSOIL XL 5W-30 Synthetic 

while the P.C. price is $53.85. Be sure to 
present AMSOIL OE and promote our P.C. 
Program to cost-conscious customers. 
OE provides an excellent, lower-cost 
introduction to AMSOIL quality, while our 
P.C. Program presents everyday savings 
for the entire line of AMSOIL products.

ELECTRIC GEARBOX FLUIDS
I was just reading an article in Lubes n 
Greases
the move towards wet e-motors with 
the motor inside the gearbox of a wet 
transmission and all the needs with that 

an interesting article and I was just curious 
if AMSOIL was also thinking about looking 
into this subject.

Thank you for all everyone does at 
AMSOIL.

Jeff Sonkowsky

AMSOIL: 
are certainly on our radar, Jeff. You can 
be sure we’ll be ready should the market 
move in this direction.

METRIC MEASUREMENTS
AMSOIL wants to portray itself as an 
international company, but it does not 
convey this message in its communication. 
I have many times brought this to the 
attention of several AMSOIL executives, 
but the lack of metric information 
continues. Most of the data bulletins 
lack metric equivalents. It is not very 
professional to have to add handwritten 
metric equivalents to AMSOIL materials.

I hope this communication helps get the 
message through.

Regards,

Rein Lepik

AMSOIL: Thank you for bringing this to 
our attention, Rein. We will continue to 
improve in this area.

Email letters to:
letters@amsoil.com

Or, mail them to:
AMSOIL INC. 

Communications Department 
Attn: Letters 

925 Tower Avenue 
Superior, WI 54880

Letters are subject to editing for length and clarity; 
please include your name, address and phone 
number. Unsigned letters will not be published.
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CLAIM YOUR SHARE OF THE  
MULTI-BILLION-DOLLAR FISHING MARKET
contribute nearly $8 billion annually to the economy. To carve out your share of the pie, make 
sure you know which anglers to target and how to talk to them. Here are three key tips from the 
Marine Dealer Sales Brief (available under the Learning Center tab in the Dealer Zone). 

#1) Target our Best Prospects
• Avid anglers

hotspots
• Independent auto parts stores

Avid anglers are typically male do-it-
yourselfers between the ages of 35-50 
with disposable income. They spend 

gear.

The avid angler chooses a high-

horsepower to quickly take him and his 

anglers are more likely to see the value 
of a premium product like AMSOIL than 
occasional weekend anglers or boaters. 

Convenience stores or independent 
parts stores 
destinations aren’t loyal to marine 
manufacturer-branded products, 
typically making them more receptive 
to carrying AMSOIL marine lubricants. 
They value quality products with high 
brand recognition that increase sales 
while satisfying their customers’ need to 
protect their expensive marine engines.

#2) Convert Avid Anglers to 
Customers
Avoid the temptation to begin 
conversations with prospects by 
launching into a technical presentation 
of product features. Most of what 
you say will go over the prospect’s 
head and he will quickly lose interest. 
Instead, tailor your conversation 
depending on the phase of the sales 

First, create curiosity in AMSOIL by 
asking the prospect 
about his or her boat CREATE 

CURIOSITY

HP Marine® Synthetic 2-Stroke Oil

The Evinrude* E-TEC* is the most 
popular two-stroke outboard 
manufactured today. HP Marine 

deposits in E-TEC engines. 

•  Excellent for Evinrude E-TEC 
factory-lean setting (replaces 
Evinrude XD100* 2-Cycle Oil)

• Helps prevent deposits
• Protects against wear
• Low smoke

Synthetic 2-Stroke Injector Oil

This oil is perfect for retailers who 
want to stock limited products. 
It’s great in two-stroke outboards 
and snowmobiles, offering one 
oil for year-round use.

•  Ideal for outboard motors and 
snowmobiles

• Protects against rust and wear
• Controls deposits

Synthetic Marine Gear Lube

The AMSOIL easy-pack takes 
the hassle and mess out of 
changing lower-unit oil. Have a 
sample on hand so prospects 

•  Excellent gear and bearing 
protection, even when 
contaminated with 15% water¹

• Reduced friction and wear
•  Protection against rust and 

corrosion

¹ Based upon AMSOIL testing of AMSOIL Synthetic Marine Gear Lube 75W-90 in ASTM 3233 and ASTM D892.

Synthetic Marine Engine Oil

Sales of four-stroke engines 
have surpassed sales of two-
stroke engines. Synthetic Marine 
Engine Oil helps anglers avoid 
downtime and stay on the water.

•  Excellent high-stress, high-
rpm endurance

•  Increased rust and corrosion 
protection

•  NMMA FC-W Catalyst 
Compatible

SS hhh iii MMMMM ii EEE ii OOOilOil HPHPHH MarMMararineinein ®®®ee SSySySynthnthnnthhetietietietiettet c 2c 22c 2 StStStStrokrokrrokoke Oe Oe OOiii®® ilill SynSynSynSynthethethh tictitic 222 StrStrS okokoke InInnjecjeccctortortotor OiOOililil

Perfect forRetailers
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DISCOVER 
NEEDS

ASSESS-
MENT

ONGOING 
SERVICE

PRODUCTS
AVAILABLE HERE

and talking about how you have helped 
other anglers. Ask questions that begin 
the conversation and help uncover the 
prospect’s buying motivations.

•  I’ve helped other anglers maximize 
power and reliability in their motors. 

•  A lot of anglers perform their own 
maintenance. Is that the case with 

Next, help the prospect discover 
whether he or she has 
a need for AMSOIL 
products. Ask open-
ended questions that 

steer the conversation toward how 
AMSOIL marine products can solve 
problems the prospect is experiencing.

•  Other anglers sometimes experience 

formation with their engines. Has that  

•  Have you ever had problems with the 

The prospect is assessing whether 
AMSOIL products 
are right for him or 
her. Consider all 
the information the 

prospect has provided and link his or 
her problems to the proper solution 
AMSOIL marine lubricants provide. 

Upon receiving an order, determine 
the level of ongoing 
service you will 
provide. Does your 
new customer require 

a personal visit every so often to make 
sure everything is going well? Or just 
an occasional email? A concrete plan 
will help you meet their expectations 
and create happy and loyal customers.

#3) Answer Challenges from 
Anglers and Retailers
Inevitably, anglers and retailers will 
challenge you to explain why they 
should use or sell AMSOIL products. 
Being prepared helps you remain patient 
and in control of the conversation.

Why should I use AMSOIL 
products instead of the 
manufacturer’s brand?
•  AMSOIL dedicates time and effort to 

crafting its lubricants. AMSOIL marine 

avid anglers and boaters who demand 
increased performance and protection 
in severe conditions.

Will using AMSOIL lubricants 
affect my warranty?
•  No. AMSOIL lubricants are Warranty 

Secure, keeping your factory warranty 
intact. It is against the law for original 
equipment manufacturers (OEMs) to 

factory warranty. For details, visit  
www.amsoil.com/warrantysecure.

Why should my store carry 
AMSOIL marine products?
•  AMSOIL is a leader in the powersports 

market and boasts a loyal following, 
allowing you to tap into this market and 
grow sales. AMSOIL products aren’t 
available everywhere, which allows you 
to separate your store from others in 
the area and attract new customers.

target the right prospects with the right 
message and understand how to tie 

to spend more time on the water. 

AMSOIL Retail Account 
Merchandising Kit Program
Remember – new retail accounts 
automatically qualify for a 
retail kit by purchasing $350 
($450 Canada) or more of 
product in their market segment 
within 90 days of their initial 

prospective accounts. Get the 
details in the Dealer Zone (Retail 
Business Tools>Merchandising 
Center>Merchandising Kit 
Program). 

*All trademarked names and images are the property of their respective owners and may be registered marks in some 

developed by AMSOIL for use in the applications shown.



10  |  MAY 2020
M A G A Z I N E

A CLOSER LOOK AT 
DIFFERENTIAL COVERS
A new differential cover can help provide increased performance.

Although they’re not always top-of-mind 
for enthusiasts, differential covers play 
an important role in the performance of 
pickup truck differentials. In addition to 
providing access for changing gear lube, 
differential covers help dissipate heat 
that can damage differentials, and they 
protect gears from contaminants like dirt 
and water, as well as rocks and other large 
obstacles encountered when off-roading.

Enthusiasts seeking a performance 
boost and improved cooling often look 
toward the aftermarket for upgrades over 
their stock differential covers.

Better Cooling
Enthusiasts love to push their trucks to 
the limit, but adding power and hauling 
heavy equipment add heat and stress 
to the differential. Keeping gear lube 
temperatures down is key to extending 
differential life, and performance 

allow more surface area for oil cooling, 
while differential covers constructed 
of aluminum provide improved heat 
disbursement that keeps the differential 
and gear lube cool. In addition, lighter 
aluminum differential covers are 
advantageous for competitors looking to 
shed overall vehicle weight.

Improved Strength
Differential covers constructed of thin 
steel can get dented, or they can bend 
and peel away from the differential 
when contacting rocks and other debris 
while off-roading, leading to gear lube 
leaking out and contaminants entering 
the differential and causing excess 
wear. Enthusiasts who put their pickups 
through the paces while off-roading often 
seek thicker, stronger differential covers 
constructed of heavy-duty iron.

Easier Maintenance
Some performance differential covers 
include features designed to ease 
maintenance, including gear lube drain 
plugs and dipsticks. Some drain plugs 
and dipsticks include magnets, helping 
owners check for excessive wear without 
draining the gear lube.

Enhanced Style
Upgrading a differential cover also offers 
the opportunity to add style to a pickup. 
Many differential covers are available 
with chrome-plating and polished 

for customized trucks.

Look to the Experts
With many different differential cover 
designs on the market, it is important for 

specialize in this area and can provide 
professional guidance for enthusiasts 
seeking a performance upgrade.
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Increased Increased

IncreasedIncreased

Protect Differentials with 
AMSOIL SEVERE GEAR®

Today’s vehicles produce substantially 
more horsepower, torque and towing 
capacity than their predecessors, yet 
the design of differential gears and 
bearings remains largely unchanged. 
Many differentials even use less gear 
lube and lower viscosities than before in 
an effort to reduce drag and increase fuel 
economy. In essence, less gear lube is 
responsible for providing more protection.

Fighting the Grind
Differential designs have inherent 
weaknesses. In a traditional 
automotive differential, the pinion 
gear concentrates intense pressure 
on the ring gear. As the gear teeth 
mesh, they slide against one another, 
separated only by a thin layer of 
lubricant. The repeated stress the 

lubes, causing permanent viscosity 

weakens, ruptures and allows metal-
to-metal contact, eventually leading 

to gear and bearing failure. The 

applications like towing.

Thermal Runaway
The extreme pressures and 
temperatures placed on gear lubricants 
can lead to a serious issue called 
thermal runaway. As temperatures 
in the differential climb, some gear 
lubes lose viscosity and load-carrying 
capacity. When extreme loads break 

occurs, increasing friction and heat. 
This increased friction and heat, in turn, 
results in further viscosity loss, which 
further increases friction and heat. 
As heat continues to spiral upward, 
viscosity continues to spiral downward. 
Thermal runaway is a vicious cycle that 
leads to irreparable equipment damage 
from extreme wear, and ultimately 
catastrophic gear and bearing failure.

AMSOIL SEVERE GEAR Synthetic 
Gear Lube 
SEVERE GEAR excels in protecting 
gears and bearings from the rigors of 

severe-service operation. By design, 
it resists breakdown from high heat, 
preventing acids and carbon/varnish 
formation. Its wax-free construction also 

fuel economy and cold-weather 
performance.

•  Controls thermal runaway
•  Protects against rust and corrosion
•   Helps reduce operating temperatures

•  Long oil, seal and equipment life
•  Flexible easy-pack for clean, fast 

installation

PPPPPrrrooooottttteeeeeccctttttt DDDDDDDDiiiiifffffffffffffeeeeeerrrrrrrrreeeeennnnnnnttttttttiiiiiiaaaaaallllllssssssss wwwwwwiiiitttttttthhhhhhhh eererereeer ssssererererrrerviivvvicececccc ooooopepepepeperarararaatitittionono ByBByByByByByyByy dddddddddddeseseseesesesesese igigiggiiggnnnnnTTTTTThhehehheheh seseseseseeseveveveveeerereeee sssserererrrrviiviivicecececcce oooooptototo ggggeaeaeaear anaandd bebbebeeararinini gg fafaf lilili urureeeee TTaaaaaallllllsssss wwwiiiittttttthhhhhhhh arariningg fafafaililililurureee TTTT
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Original equipment manufacturers 
(OEMs) are under pressure to improve 
fuel economy and reduce emissions. 
As a result, most new engines today 
use some combination of turbocharg-
ers, direct-fuel injection and variable 
valve timing to deliver better fuel 
economy and increase horsepower.

The trend of lighter engine oils to 
achieve these goals continues with 0W-
16 viscosities emerging in the market 
and 0W-12 and 0W-8 expected to follow. 
The industry has responded to these 
advanced engine technologies and 
ultra-light oil viscosities with two new oil 

The Split: GF-6A and B
The International Lubricant Stan-
dardization and Approval Committee 
(ILSAC) has set a new precedent in 

the passenger-car motor oil market by 

One of the main differences between 

See the chart on the next page.

Both versions focus on wear protection, 
prevention of low-speed pre-ignition 
(LSPI) and improved engine cleanliness. 
However, GF-6B features a more 
stringent fuel economy test. Engine 

GF-6A or 6B by the API emblem on the 
front label of the packaging. A shield 

the traditional starburst indicates a GF-

meet the industry-standard API SP 

found in owners’ manuals. 

We Are Ready
Our claims about using advanced 
technology aren’t just talk, and this 

again. AMSOIL synthetic motor oils 
already meet or exceed the new 
industry standards and require no 
change in formulation. This is not the 

While the competition works on 
making major formulation adjustments, 
we are ready. Our product labels will 

inventories of current packaging are 
depleted. 

NEW MOTOR OIL 
SPECIFICATIONS 
NOW IN EFFECT
effective. AMSOIL is ahead of the game.   

*All trademarked names and images are the property of their respective owners and may be registered marks in some 

developed by AMSOIL for use in the applications shown.
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Added piston deposit prevention for fuel 
economy and horsepower retention

Improved turbocharger protection to prevent 
turbocoking and increase longevity

Increased wear protection for maintaining  
like-new performance

Increased sludge protection for cleaner 
engines

Viscosities XW-20, XW-30, XW-40, XW-50

Low HTHS viscosities for improved fuel 
economy XW-16 (XW-12, XW-8 possible future 
viscosities)

Low-speed pre-ignition protection, preventing 
severe engine damage

BACKWARD 
COMPATIBLE 

GF-6A

NOT
BACKWARD 

COMPATIBLE 
GF-6B
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*All trademarked names are the property of their respective owners and may be registered marks in some 

on modern transportation and industrial 
processes. The use of sophisticated 
additives has allowed equipment to 
evolve into what it is today, enhancing 
performance capabilities by providing 

internal systems. 

Although there may be a variety of 

function, such as imparting controlled 
frictional properties, the performance 

concentration at which an additive 
is used also has a major effect on 
how well a lubricant performs a given 
task. To achieve the proper mix of 
additive and base oil chemistries, an 
understanding of how different additives 
interact is necessary.

Additives can function to lessen 
the damage caused from oxidation, 
extreme pressure, wear, rust and 
corrosion. Additives can also enhance 

a lubricant’s ability to control foam, 
separate or combine with water and 
keep the engine clean. 

Resisting Oxidation
Oxidation and heat are the primary 
enemies of lubricant base oils, especially 
conventional petroleum base oils. Once 
oxidation and heat cause a lubricant 
to break down, it must be replaced or 
the resulting contamination and lack of 
lubrication will cause equipment damage.

Some of the chemicals in conventional 
lubricants break down at temperatures 
within the normal operating range of 
vehicle and equipment components. 
Some tend to break down and 
generate contaminants in relatively mild 
temperatures when exposed to oxygen, 
which is almost always present. These 
unstable contaminants do not help the 
lubrication process in any way, and 
chemical additives are necessary to keep 
the lubricant’s performance in check 
under these oxidative conditions.

What is Oxidation?
Oxidation is the breakdown of a 
lubricant’s base oil or additive molecules 
as they chemically react with air in high-
temperature environments. Oxidation 
increases exponentially as temperatures 
increase and is further accelerated by 
the presence of water and catalysts 
such as copper, aluminum and other 
substances present in the application. 
Excessive foam is another contributor to 
accelerated oxidation.

Foam is bad for several reasons, but its 
contribution to accelerated oxidation is 
due in part to more surface area of the 
oil being exposed to air. As oxidation 
progresses, the oil typically begins to 
thicken and its acid number rises. Both 

analysis and the oil condemned when 
it reaches limits established by the oil 
analysis lab or the equipment manufac-
turer. If unaddressed, the oil will degrade 
to the point of producing varnish and 
sludge which can easily cause damage.  

THE CHEMICAL 
PROPERTIES OF ADDITIVES
Additives enhance lubricant functioning by performing two critical functions: 
decreasing destructive processes and enhancing beneficial properties of the base oil.
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Oxidation is a natural process that 
cannot be stopped, but the quality, 
quantity and types of raw materials 
used in a lubricant can have a 
dramatic impact on slowing its rate.  
Regardless of the lubricant quality, 
lowering heat, keeping water out and 
minimizing foam whenever possible 
can help extend its life.

The Importance of Oxidation 
Resistance
Since oxidation produces acids, 
measuring the acid components 
in a lubricant is an indirect way of 
determining the occurrence of oxidation. 
This measure is known as the Total 
Acid Number (TAN). In non-engine 
lubricants, TAN can help measure the 
extent of oxidation, which in turn can 
help determine if the oil is suitable for 
continued use. TAN values can be 
determined through conventional oil 
analysis.  

When a lubricant reaches the end of its 
service life, it reaches its condemning 
limit and must be replaced. Depending 
on the application, a TAN between 2 and 
5 typically indicates the lubricant has 
reached its condemning limit; however, 
TAN and condemning limits vary 
between application and product types.

Although oxidation resistance varies 
between different base oils, most require 
the assistance of oxidation inhibitors to 
combat the negative results of oxidation 
and improve the life expectancy of a 
lubricant. A typical oxidation inhibitor 
is zinc dialkyldithiophosphate, more 
commonly referred to as ZDDP.

Oxidation Testing
AMSOIL uses several tests to evaluate 
the oxidation characteristics of its 
lubricants:

• Turbine Oil Oxidation Stability Test 
(TOST) (ASTM D943)

• 1000-Hour Sludge Test (ASTM 
D4310)

• Panel Coker Test
• Rotary Bomb/Pressure Vessel 

Oxidation Test (RBOT/RPVOT) 
(ASTM D2272)

• Thin-Film Oxygen Uptake Test/
TFOUT (ASTM D4742)

Each of these tests has its own 
procedures, but all evaluate oxidation. 
The Thin-Film Oxygen Uptake Test 
(TFOUT) evaluates a lubricant’s ability 
to resist heat and oxygen breakdown 
when contaminated with oxidized or 
nitrated fuel, or water and soluble 
metals such as lead, copper, iron, 

manganese and silicon. Designed to 
mimic the operating conditions of a 
gasoline engine, this test demonstrates 
the consistently superior oxidation 
stability of AMSOIL lubricants.

Thin-Film Oxygen Uptake Test 
(ASTM D4742)
During the test, the oil is mixed with 
other typical chemistries that are 
found in gasoline engines. The test 
is conducted under high pressure at 
a high temperature of 320°F (160°C). 
The mixture is pressurized along with 
oxygen and other metal catalysts, fuel 
and water to simulate the operating 
conditions of the gasoline engine.

The breakdown of the oil’s antioxidants 
is detected by a decrease in oxygen 
pressure, referred to as the induction 
time (break point) of the oil, which is 
recorded. 

AMSOIL Advantage

Saturated Molecular Structure
AMSOIL synthetic lubricants are formulated with base oils that have a saturated 
molecular structure, meaning oxygen is prevented from attaching. This provides 
inherent heat and oxidation stability over conventional oils that are unsaturated. 
Because AMSOIL synthetic oils do not contain contaminants like conventional 
mineral oils, their base composition does not accelerate oxidation. 

AMSOIL synthetic lubricants contain oxidation inhibitors that are far better 

they deplete, or are used over time. Since AMSOIL base oils have better 
oxidation stability on their own, oxidation inhibitors in AMSOIL synthetic 
oils last longer because they are not depleted as rapidly. AMSOIL uses a 
combination of oxidation-inhibitor systems for different temperatures and 
application needs.
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HALL OF FAME

MONTHLY LEADERSMONTHLY LEADERS
The AMSOIL Dealer Hall of Fame, full AMSOIL business category descriptions and top 20 monthly 
leaders can be found under the Recognition menu in the Dealer Zone.

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

FIRST 
Total Organization 

FIRST 
Personal Group Sales 

SIXTH 

SIXTH 
New Customer Sales 

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

SECOND 
Total Organization 

SECOND 
Personal Group Sales

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

THIRD 
Total Organization 

EIGHTH 
Personal Group Sales 

SIXTH 
Commercial Account Sales

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

SEVENTH 
Total Organization

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

EIGHTH 
Total Organization 

FOURTH 
Personal Group Sales

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

NINTH 
Total Organization 

SIXTH 
Personal Group Sales 

THIRD 
Retail Account Sales

Payton Zierolf 
Wyoming 
PREMIER DIRECT JOBBER 

FIRST 
Commercial Account Sales 

FIRST 
New Customer Sales

John O. Brown 
Arizona 
PREMIER DIRECT JOBBER 

SECOND 
Commercial Account Sales 

David B. Richardson 
Ohio 
MASTER DIRECT JOBBER 

THIRD 
Commercial Account Sales 

Merv Nolt 
Ohio 
DIRECT JOBBER 

EIGHTH 
Commercial Account Sales

David G. Douglas 
Michigan 
EXECUTIVE DIRECT JOBBER 

FOURTH 
Retail Account Sales

James E. Gates 
Florida 
EXECUTIVE DIRECT JOBBER 

FIFTH 
Retail Account Sales

Denis & Cewne 
Paquet 
Quebec 
DIRECT JOBBERS 

NINTH 
Retail Account Sales

Peter & Diana Lotito 
North Carolina 
REGENCY GOLD DIRECT 
JOBBERS 

TENTH 
Retail Account Sales

Ashley Carte 
Ohio 
REGENCY DIRECT JOBBER 

FIRST 

FOURTH 
New Customer Sales
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HALL OF FAME

FEBRUARY 2020

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

FOURTH 
Total Organization 

SEVENTH 
Personal Group Sales

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

FIFTH 
Total Organization 

THIRD 
Personal Group Sales 

FOURTH 

THIRD 
New Customer Sales

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

SIXTH 
Total Organization 

NINTH 
Personal Group Sales

Keith & Betty 
Hartman 
Kansas 
2-STAR REGENCY PLATINUM 
DIRECT JOBBERS 

TENTH 
Total Organization

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

FIFTH 
Personal Group Sales 

THIRD 

SECOND 
New Customer Sales

Lee & Susan 
Mortenson 
Maine 
REGENCY GOLD DIRECT 
JOBBERS 

TENTH 
Personal Group Sales

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

FOURTH 
Commercial Account Sales

Thomas Weiss 
North Dakota 
REGENCY PLATINUM DIRECT 
JOBBER 

FIFTH 
Commercial Account Sales 

FIRST 
Retail Account Sales

John & Dianne 
Moldowan 
Alberta 
REGENCY GOLD DIRECT 
JOBBERS 

SEVENTH 
Commercial Account Sales 

SECOND 
Retail Account Sales

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

SIXTH 
Retail Account Sales

Michael Scott 
Minnesota 
REGENCY DIRECT JOBBER 

SEVENTH 
Retail Account Sales

Victor & Linda Sorlie 
Texas 
EXECUTIVE DIRECT 
JOBBERS 

EIGHTH 
Retail Account Sales

Eric & Valerie 
Johnson 
Virginia 
MASTER DIRECT JOBBERS 

SECOND 

FIFTH 
New Customer Sales

Eben Rockmaker 
Nevada 
EXECUTIVE DIRECT JOBBER 

FIFTH 

SEVENTH 
New Customer Sales

Michael J. Mathe 
Tennessee 
REGENCY GOLD DIRECT 
JOBBER 

SEVENTH 

TENTH 
New Customer Sales
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HIGHER LEVELS OF RECOGNITIONHIGHER LEVELS OF RECOGNITION

The AMSOIL Dealer Hall of Fame, full AMSOIL business category descriptions and top 20 monthly 
leaders can be found under the Recognition menu in the Dealer Zone.

REGENCY GOLD

MONTHLY LEADERSMONTHLY LEADERS

Don & Mary Smith 
Iowa 
MASTER DIRECT JOBBERS 

EIGHTH 

Justin Peszko 
Virginia 
MASTER DIRECT JOBBER 

NINTH 

Joshua Childers 
Ohio 
MASTER DIRECT JOBBER 

TENTH 

NINTH 
New Customer Sales

David & Robin Huff 
North Carolina 
REGENCY SILVER DIRECT 
JOBBERS 

EIGHTH 
New Customer Sales

Lee & Susan 
Mortenson 
Maryland 
REGENCY GOLD DIRECT 
JOBBERS

Mike Verkouteren 
California 
DIRECT JOBBER

Sponsors: 
Michael & Madeline Villers

Direct Jobbers: 
Michael & Madeline Villers
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Neglect causes most coolant-
system problems
Using a good coolant on a routine schedule is a great 
prescription for protection.

Mark Nyholm  |  TECHNICAL MANAGER, HEAVY DUTY AND MECHANICAL R&D

Coolant-system issues account for 
about 40 percent of engine problems, 
likely due to most of us neglecting to 
maintain our coolant. It’s easy to see 
why – coolant is a long-drain-interval 

years or so (and longer in heavy-duty 
applications), it’s not top-of-mind. 
Compare that to engine oil, which you 
change at least yearly and sometimes 
more often.  

Coolant consists of a base (typically 
ethylene glycol or propylene glycol) 
mixed with additives and water. The 
base is primarily responsible for 
keeping your engine from turning into 
a block of ice in winter and Old Faithful 
in summer. The additives guard against 
corrosion, cavitation and scaling. And 
the water does a good job removing 
heat from the engine.

Neglect leads to all kinds of problems, 
particularly if using inexpensive 
conventional green coolants found at 
almost every retailer.

The additives in these coolants use 
inorganic-acid technology (IAT), 
which relies exclusively on inorganic 
salts such as nitrites, phosphates and 
silicates for protection. Formulating 
exclusively with inorganic salts has 
drawbacks. They deplete rather 
quickly and can lead to scale 
buildup and sludge if maintenance is 
neglected.

One solution is to formulate the 
coolant using organic-acid 
technology (OAT). These coolants 
don’t contain phosphates, silicates 
and other inorganic salts, virtually 
eliminating problems associated 
with conventional green coolants. 
They also last longer, which makes 
everyone happier.   

Finally, we have hybrid organic acid 
technology (HOAT). These coolants 
rely heavily on organic acids, but 
strategically use some inorganic salts 
to take advantage of their protective 
properties. A properly formulated 
HOAT coolant delivers long service 
life and excellent protection. Think of 
it as a belt-and-suspenders approach 
to protection.

Whichever coolant you use, it’s best to 

to maintain its health.

Some do-it-yourselfers simply place 
a drain pan under the radiator and 
open the petcock. While it’s better 
than nothing, this quick-and-dirty 
coolant service only removes about 

Heavy-duty diesel operators often 
use supplemental coolant additives 
(SCAs). They’re designed to be added 
to the coolant about halfway through 
the service interval, replenishing the 
additives that have depleted. 

That sounds like a decent solution, but 
SCAs have drawbacks. For starters, 
they’re a hassle. The operator has to 
test the coolant using test strips and 
match the color of the strip to a chart. 
Hopefully he’s had his eyes checked 
recently and can correctly match 
the colors. If not, he risks adding too 
much SCA, which can cause additive 
“dropout.” This occurs when the 
additives separate from the coolant 
base and form sludge and slime that 
plug coolant passages. Too much 
SCA can also lead to scale buildup, 
which inhibits heat-transfer. 

Fortunately, there’s a better way. You 
can use a high-quality coolant that 
doesn’t require the hassle of SCAs 

common problems like scale, sludge 
and slime.

At AMSOIL, we have such a coolant: 
Heavy-Duty Antifreeze & Coolant 
(ANTHD). It offers a recently 
improved HOAT formulation that 
delivers excellent protection against 
overheating and corrosion for up to 1 
million miles (1,609,344 km), 20,000 
hours or 8 years, whichever comes 

of adding an SCA. 

For passenger car/light truck owners, 
we have AMSOIL Passenger Car 
& Light Truck Antifreeze & Coolant 
(ANTPC). It features an improved OAT 
formulation that eliminates additive 
drop-out, scaling and other issues 
inherent to conventional coolants. 
It’s pre-mixed 50/50 with high-
quality water and is compatible with 
all ethylene and propylene coolant 
colors. 

For those who want a low-toxicity, 
biodegradable coolant, we offer 
AMSOIL Low Toxicity Antifreeze 
& Engine Coolant (ANT). Its new 
HOAT formulation delivers excellent 
protection for up to 150,000 miles 
(241,000 km) or 5 years, whichever 

and light trucks. In heavy-duty 
applications, it lasts 1 million miles 
(1,609,344 km), 20,000 hours or 8 

compatible with all ethylene and 
propylene coolant colors.

your coolant system if it’s been awhile 
and give your engine a fresh start with 
one of our reformulated coolants.

*All trademarked names are the property of their respective owners and may be registered marks in some 
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May Close-Out
The last day to process May orders in the U.S. 
and Canada is the close of business on Friday, 
May 29. 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. Central Time on that day. All orders 
received after these times will be processed for 
the following month. Volume transfers for May 
business will be accepted until 3 p.m. Central 
Time on Friday, June 5. All transfers received after 
this time will be returned.

Holiday Closings
AMSOIL corporate headquarters and U.S. 
distribution centers will be closed Monday, May 
25 for Memorial Day. The Edmonton and Toronto 
distribution centers will be closed Monday, May 18 
for Victoria Day.

New Z-ROD® 10W-40 Synthetic Motor Oil 
Available June 2
Available June 2, new Z-ROD 10W-40 Synthetic 

to applications that require a 10W-40 viscosity, 

cams and proven protection against rust during 
storage. Z-ROD 10W-30 and 20W-50 Synthetic 
Motor Oil (ZRT, ZRF) will be updated with new 
labels that you’ll begin to see once current 
inventory is depleted. Formulations and pricing 
will remain unchanged. Watch the June AMSOIL 
Magazine for details.

SEVERE GEAR® SAE 190 
Synthetic Racing Gear 
Lube Discontinued
Due to slow and declining 
sales, SEVERE GEAR SAE 
190 Synthetic Racing Gear 
Lube (SRN) is discontinued 
and available while supplies 
last. We recommend SEVERE 
GEAR SAE 250 Synthetic 
Racing Gear Lube (SRT) or 
SEVERE GEAR 75W-140 
Synthetic Gear Lube (SVO) 
as replacements, depending 
on application needs. Contact AMSOIL Technical 
Services (tech@amsoil.com; 715-399-TECH) with 
product-recommendation questions.

New Training Outlines for Monthly Dealer 
Meetings
Check the Dealer Zone each month for the latest 
Dealer meeting outline. The monthly outlines 
enable presenters to discuss timely and relevant 
AMSOIL subject material with their teams through 
teleconference, Skype or in person. Dealer 
meeting outlines are accessible in the Dealer 
Zone (Learning Center>Dealer Meetings>Monthly 
Meeting Outlines).

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 RUNS ON FREEDOM® 
SNOWMOBILE WARRANTY 
HELPS OVERCOME 
OBJECTIONS
Many snowmobilers are afraid 
of losing their new-sled factory 
warranty should they deviate 
from the original equipment 
manufacturer (OEM)-recommended 
oil. Some snowmobile OEMs take 
advantage by trying to pressure 
customers into buying the OEM 
brand of lubricants. Although it’s illegal to tie factory-warranty 
coverage to exclusive use of the OEM oil, many enthusiasts 
still resist switching to AMSOIL. It’s the biggest challenge 
Dealers face when trying to sell snowmobile oil.

To help you overcome this objection, we’ve introduced the 
AMSOIL Runs on Freedom Snowmobile Warranty. This new 
warranty covers engine repairs for two years or 5,000 miles 

that use AMSOIL INTERCEPTOR® Synthetic 2-Stroke Oil 
(AIT) exclusively. It offers enthusiasts peace of mind and 

snowmobile oil.

For warranty details and to register, visit www.amsoil.com/
rofwarranty.

ly y 
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Check out the Motorcycle Product 
Guide at amsoil.com to find the 

right kit for your Harley-Davidson. 

EVERYTHING YOUR HARLEY NEEDS, 
INCLUDING BETTER PROTECTION
Dealers and customers asked for more V-twin oil-change kits, and we’ve delivered. Four kits are 
now available, including kits with an extra quart of oil for larger Milwaukee-Eight* engines or a 

excellent 
protection against extreme heat so you have peace of mind your bike is protected. 

AMSOIL V-Twin Oil Change Kits include...
•  4-5 quarts of 20W-50 Synthetic V-Twin Motorcycle 

Oil (MCV)
•  1 chrome or black AMSOIL Motorcycle Oil Filter 

(EAOM103/EAOM103C)
•  1 drain-plug O-ring

AMSOIL Resists Viscosity Breakdown
AMSOIL resists viscosity breakdown 6X 
better than Harley-Davidson* SYN3* for 
improved protection against compensator 
and transmission gear wear.BB

BBBased on testing of AMSOIL 20W-50 Synthetic V-Twin Motorcycle Oil purchased on 3/19/19 and Harley-
Davidson Screamin’ Eagle SYN3 purchased on 3/19/19 in the CEC L45-KRL, ASTM D445 test. *All trademarked 

names and images are the property of their respective owners and may be registered marks in some countries. No 

AMSOIL Synthetic V-Twin 
Motorcycle Oil
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% viscosity loss in the CEC L45-KRL, ASTM D445 test
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Viscosity Breakdown
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During a recent conversation with a 
wise friend, he mentioned something 
called the “law of entropy.” I wasn’t 
familiar with the concept so I asked for 
more information. 

It turns out the law of entropy is an 

also known as the “second law of 
thermodynamics.” Probably not too 
exciting unless you’re a scientist. But, 
this principle applies to everyday life, 
not just what goes on in a laboratory. 

Simply put, the law of entropy is that 
everything left to its own devices 
will gradually decline into disorder 
and reduced value. This explains 
why buildings that aren’t maintained 
crumble, why abandoned vehicles rust 
and deteriorate, and why relationships 
that aren’t maintained erode. Entropy 
is a fact of life, but we can overcome it 

How does this apply to your 
AMSOIL business?  
To empower you to overcome entropy 
and succeed, we’ve invested in 
improved co-op programs, promotional 
offers, innovative packing, new 
products, larger distribution centers, 
new websites, improved training and 
more. These changes are intended to 
improve customer satisfaction, make 
AMSOIL more attractive to potential 
customers and improve the Dealer 
opportunity. 

So, what are you doing to ensure your 
business doesn’t succumb to entropy? 
I suggest you take advantage of the 
opportunities we offer Dealers. Invest 
time and effort to maintain and grow 
your business. If you’re committed 

but are unsure what to do, become a 

 Dealers are eligible 
to participate in the AMSOIL co-op 
programs. These programs provide 

in your sponsorship of race teams, 
provide oil analysis for commercial 
accounts, assist with trade-show 
fees, help you with participation in the 
AMSOIL Vehicle Graphics Program to 
advertise your business and more. To 

University Online in the Dealer Zone 
(my.amsoil.com). 

 Thousands of 
people visit amsoil.com every day, 
many of whom are searching for local 
places to buy AMSOIL products. 
The AMSOIL Locator allows them to 
search for retail stores, service centers 
and independent Dealers like you. To 

•  Earn a minimum of $10 in 
commissions in the last six months

PLUS
Have one or more new Dealers, 
Preferred Customers, retail or 
commercial accounts in the last six 
months

OR

Preferred Customers, retail or 
commercial accounts

While many 

out where they can buy AMSOIL 
products locally, many others show up 
ready to buy, and many of them have 
never worked with an independent 
Dealer. In those cases, we complete 
the transaction at amsoil.com, assign 
the new customer a servicing Dealer 
and pay that Dealer the commissions 
that customer generates. To become 

long you’ve been a Dealer:

Dealers in Their First Year

customers

Dealers After Their First Year

customers within the past 12 months

OR
•  Have 24 or more active, buying 

customers and two or more new 

months

OR
•  Have more than $10,000 in personal 

active buying customers and two or 

past 12 months

Find out more about Dealer 

Center tab in the Dealer Zone. You 

for free in the Dealer Zone that’ll help 
you overcome entropy. But it’s up to 
you to pick up those tools and use 
them. Invest a few minutes each day 
and watch your business rise to new 
heights.

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

Business growth requires action 
We must work to overcome entropy and ensure we keep 
moving forward, not going backward.

Dan Gorski  |  DIRECTOR, CUSTOMER SERVICE

*All trademarked names are the property of their respective owners and may be registered marks in some 



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  
the business you worked hard to build

• Ensure your customers keep receiving the excellent 
service they have been provided

• Protect the AMSOIL brand

Start thinking about how you plan to move your Dealership 
forward for generations to come. New policies are now in 
place to help establish a good plan.

Visit the Succession Planning page in the AMSOIL Dealer 
Zone (Rules of the Road>Succession Planning) to learn more. 

PROTECT 
YOUR 
AMSOIL 
BUSINESS
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“More AMSOIL 
product testing, 

please!”

“Can do.”

YOU ASKED FOR MORE 
PRODUCT TESTING...  
AND HERE IT IS. 
Dealers frequently request more support to defend against 
competing brands.

The Performance Tests page at amsoil.com is your source 
for all current test results comparing AMSOIL products to the 
competition and the toughest industry standards. We’ve also 
published most test results in our catalogs. 

Make sure you’re using our performance tests during the sales 
process. 

•  Visit the Performance Tests section at amsoil.com  
(www.amsoil.com/performancetests.aspx). Tests are now 
available as jpeg images, making them easier to download 
and share.

•  Share tests relevant to your prospects or customers. Share 
results on social media or via text/email with a Dealer-number 
transferring link to ensure you receive credit for all registrations 
and sales.

We all know AMSOIL is the best. Make sure your prospects know, 
too. Visit the Performance Tests page at amsoil.com today.

Find all AMSOIL product tests at amsoil.com/performancetests.aspx
IIBased on results of the ASTM D7583 cavitation test.

AMSOIL Resists Cavitation
In independent, industry-standard testing, 
cylinder liners protected by AMSOIL showed 
virtually no signs of cavitation.II

Have you introduced your customers to the AMSOIL asy- ack?  
It’s available with 10 premium AMSOIL products, providing a cleaner, 
faster and easier option for challenging lubricant installations.
https://www.amsoil.com/c/gear-lube/25/

e p

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



