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THE ONE TRUE MEASURE
It’s amazing how many measures there are. 
There are measures of time, such as weeks,
hours, minutes and years. There are 
measures of mass, such as grams, pounds
and tons. There are measures of sound 
volume, energy, radioactivity, pressure, land 
mass and speed. 

When it comes to lubricant performance, 
there’s also a measure: AMSOIL.

AMSOIL synthetic motor oil set the bar in 
1972, and continues to be the standard 
by which other motor oils are measured. 
Curiously enough, approximately 50 
percent of AMSOIL Preferred Customers 
do not buy AMSOIL passenger car motor 

of AMSOIL synthetic motor oil. Let them 
know that the same standard of quality 

AMSOIL Synthetic Motorcycle Oil, AMSOIL 
2-Cycle Oils and AMSOIL Formula 4-Stroke®

Oils are available from AMSOIL synthetic 
passenger car motor oils.
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A.J. “Al” Amatuzio

All successful business owners 
should constantly be thinking of 
ways to make their businesses more 

but success can often breed 
complacency, and that can destroy 
a business as surely as anything. 
We can’t sit still and assume that 

themselves.

Not a day goes by that I’m not 
working on ideas to make this 
company stronger. Whether it’s 
an idea for a new product, a new 
marketing strategy or a process to 

always working. Not all of these ideas 
get implemented, of course, but many 
do. The point is, there are always 
ways to improve.

And while we explore any number 
of strategies to increase our market 
share, we never stray from our basic 
core values. This company was built 
on the quality of our products and 
that will never change. Our identity 
has been established through 
product quality, and consumers rely 
on us for that. They trust us. They 
have come to know that AMSOIL 
products will perform like the 
company states they will. 

We have also established ourselves 
as a company of integrity. Just as 
consumers trust us to deliver high-
quality products, our Dealers trust 

opportunity. And we do. Again, it 
is basic to AMSOIL. Dealers can 
rest assured that the company will 
support you every step of the way. 
We have proven for close to forty 
years our steadfast commitment to 
the AMSOIL Dealer network.

I encourage all Preferred Customers 
to seriously consider our business 
opportunity. Many Dealers begin 
their businesses by simply using the 
products, just like you. Once they 

the products provided, they pursued 
the business opportunity. Then, 
with guidance from their sponsors, 
support from AMSOIL corporate and 
some hard work and determination 
their new business began to grow. 

Most new Dealers typically 
sell product initially to friends, 
acquaintances and co-workers. 
As they gain experience, they 
have options to match their skills 
and interests. Many have created 
wonderful websites or use a website 
option provided by the company to 
build their businesses online. Others 
gain income from distributing the 
AMSOIL Retail Catalog. In both 
cases, customers purchase their 
products directly from AMSOIL, and 

Armed with even more experience, 
many Dealers begin to focus on a 
more traditional business model. 
Using the Retail-on-the-Shelf 
Program, Dealers register stores 
as retail accounts that then feature 
AMSOIL products on their shelves. 
The accounts can order directly from 
AMSOIL and, again, the Dealer earns 

Other Dealers have gained great 
success with our Commercial 
Program. They sell AMSOIL 

construction companies 
and all other types 
of businesses that 
install the products 
in their vehicles and 
equipment. Once 
again, the accounts 
can order directly 
from AMSOIL, and 
the Dealer receives 

Although the AMSOIL business 
opportunity is extremely diverse and 
has different appeal for many, the 
most successful AMSOIL Dealers 
are those who sponsor and train. 
They share the opportunity with 
others, and by providing education, 
encouragement and support, 
they build large, solid AMSOIL 

freedom and security for themselves, 
their families and their generations to 
come. Nothing would please me more 
than seeing all Preferred Customers 
who have an interest enjoy that same 
success.

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

M A G A Z I N E
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INFORM ATION YOU CA N USE

Diesel trucks and passenger cars are popular for a variety of 
reasons, but primarily for the way the engine delivers power. 
Gasoline engines deliver power at higher rpm; anyone who 
ever burned rubber in a muscle car knows that you rev it up 
before you pop the clutch. Diesel engines, on the other hand,  
deliver their power almost at idle. As a result, diesels operate at 
lower engine rpm and higher torque. Higher gear ratios can be 

Because diesels generate peak power at lower rpm (2000-
2100 for diesel vs. 4000 rpm for gas engines), they have a 
much longer service life.

common “workhorse” in trucking, shipping, construction, 
farming and industry. Their adaptability to 

automobiles and small trucks has proven 
successful, and an increasing number 

of light-duty vehicles are equipped 
with diesel engines.

FROM AN AMSOIL DEALER’S PERSPECTIVE diesels 
represent a growing opportunity. Diesels have larger sump 

Diesel cars and trucks often require fuel additives for improving 
operation. Become familiar with the various AMSOIL products 
that clean the fuel system, improve combustion, reduce 
emissions and black smoke, reduce gelling and help keep fuel 
stable in storage.  

Synthetic oils offer another way to improve diesel performance. 

at handling higher temperatures and loads. And in cold climates 
AMSOIL synthetic diesel oil is a must. In frigid northern climates, 
conventional lubes cause engine drag that almost cripples the 
starting capabilities of a diesel. No one appreciates the low pour 
points of AMSOIL lubricants more than diesel owners. 

Information is power. 
Get informed, stay informed.



VINTAGE CARS
A question posed in the November 
AMSOIL Magazine “Do You Know...?” 
advertisement (page 4) is “How did 
environmental regulations cause a 
problem for vintage car owners in recent 
years?” Are these recent-year problems 
completely addressed in the AMSOIL 
Business Manual (G700)?
Thanks
P.J. Hassman

AMSOIL: This particular issue was 
covered in the AMSOIL Magazine article 
that introduced Z-ROD™ Synthetic Motor 
Oil (May 2011) and has been covered 
extensively at AMSOIL University. In 

of additives necessary for protecting 
older motors.

CONTAINER SIZES
Why doesn’t AMSOIL follow the other 

quart containers? It is so much more 
convenient.
Steve Sommer

AMSOIL: While a number of oil 

containers, AMSOIL research on oil sump 

sizes. However, this may change in the 
future as sump sizes continue to evolve.

PRICE FLUCTUATIONS
I am looking for a good answer to a 
question that I get from customers every 
time there is a price increase. They want 
to know if AMSOIL products are 100% 

with the price of oil? I understand that 
freight and packaging sometimes go up 
with the price of oil. 
Thanks for your response.
Don Sass

AMSOIL: Synthetic base stocks are 
created through a reaction involving 
chemicals derived from crude oil sources. 
For example, some synthetic base stocks 
are derived from ethylene, while others 

are derived from crude oil.

CARBON BUILDUP IN 
DIRECT INJECTION 
VEHICLES
I own a 2007 VW GTI 2.0 turbo with 
“direct fuel injection” and have 55,000 
miles on the car. I recently had it at 
a friend’s shop in Oregon for some 
runability challenges. They found serious 
carbon buildup and did a thorough 
cleaning with a BG product and scrubbed 
with a pick and a bristle brush as well. 
After the cleaning they recommended the 
following:

PCV system to help limit the amount 
of carbon buildup.

mile oil change (I currently change 
my oil every 10,000 miles with 
AMSOIL European 5W-40 and the 

every 5,000 miles.

What recommendations does AMSOIL 
have to lessen carbon buildup in the 
direct injection vehicles? Does AMSOIL 
intend to create a catch can to help with 
this problem? I know I could market it to 
my fellow direct injection owners.
Also, I would like to give kudos to Jeff 
and Luke of the design department for 
creating such an outstanding magazine. 
I do graphic design on the side, and I am 
very impressed with the magazine layout/
design. Great job guys!
Yours in oil,
Erik Hass

AMSOIL: AMSOIL advises continuing 
using AMSOIL European Car Formula, 
while also using AMSOIL P.i. every 
4,000 miles to clean carbon buildup in 
the combustion system and injectors. 
Because aftermarket oil additives can 
upset the oil’s chemistry balance, 
AMSOIL does not endorse their use. 
AMSOIL does not have plans to develop 
a catch can. The Graphic Design 
Department thanks you for your kudos.

INFORMATION SERIES VIDEOS
I enjoy Rob Stenberg’s Information Series 
videos. I think they are a great training 
tool and provide vital information to help 

possibility AMSOIL could provide a DVD 
with a compilation of these videos? I know 
new ones come out every so often, so 
updates would be necessary. I would like 
to show these videos at trade shows, so 
a DVD would be very convenient. Thanks 
and keep up the great work!
Allan Magee

AMSOIL: AMSOIL is currently working 
on a DVD that will include a collection of 
Information Series videos, as well as race 
footage, advertisements and commercial 
account testimonials. Keep an eye on 
the Dealer Zone for an announcement of 
availability. In the meantime, Dealers may 
download the Information Series videos from 
the Dealer Zone and burn them to DVD.

SPANISH LITERATURE
I’m wondering if AMSOIL has any plans 
to publish (or convert) more literature 
pieces to Spanish? There is a growing 
need to have more material in Spanish 
as the population grows and needs to be 

Gerry Reid

AMSOIL: There are no immediate plans 
for additional Spanish literature. AMSOIL 
currently offers the Retail Catalog (G100S), 
All-Purpose Fair Handout (G1366) and 
Limited Warranty (G1363S) in Spanish. The 
company keeps a close eye on the sales 
of these items to determine if demand is 

Spanish literature items.
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E-mail letters to:
letters@amsoil.com

Or, mail them to:
AMSOIL INC. 

Communications Department 
Attn: Letters 

925 Tower Avenue 
Superior, WI 54480

Letters are subject to editing for length 
and clarity; please include your name, 

address and phone number.
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T E C H  T A L K

In 2011, the average cost of a new 
vehicle increased to almost $30,000, 
and the average cost of gasoline rose 
to $3.52 per gallon, up from $2.78 per 
gallon in 2010 and $2.35 per gallon in 
2009. Considering the sharp increase 
in the cost of ownership, it’s no 
wonder people are hanging onto their 
vehicles longer than they have in the 
past. According to Consumer Reports,
the average vehicle age in 2008 was 

vehicles on the road is nine years. 
As more people look to keep their 
vehicles longer, more of them learn 
that, without proper maintenance, 
vehicles might not last as long as 
they’d like. It is up to drivers to protect 
their investments.

There is little more detrimental to 
your vehicle’s engine than wear, 

line of defense. Numerous factors 
contribute to engine wear, but all 
can be categorized as one of the 
following four basic wear mechanisms: 
abrasive, corrosive, adhesive and 
fatigue.

Abrasive wear is caused by foreign 
particles entering the engine, most 
commonly soot and dirt. Once inside 
the engine these particles become 
trapped between moving parts – the 
piston and cylinder, for example – and 
grind against their metal surfaces. 
Wear particles act as sandpaper, 
continuously rubbing and wearing 
away metal surfaces by rupturing 

parts, resulting in particle-to-metal 
contact. This contact creates friction 

Abrasive wear commonly occurs when 
dirt or other contaminants enter the 
engine through the air intake system. 
These contaminants cause excessive 
wear on rings, pistons and cylinders. 
Increased cylinder and ring wear 
can cause blow-by, which decreases 
compression and causes loss of 

can help prevent abrasive wear by 
blocking contaminants that would 

their way into the system.

Corrosive wear is the result of 
rubbing action on a metal surface 
in conjunction with chemical 
attack. Combustion byproducts 
introduce acids into the oil sump. 
If unaddressed, these acids can 
build up in the system and oxidize or 
corrode the surface of sensitive areas, 
including lead- and copper-lined 
bearings and other soft yellow-metal 
surfaces. As the surfaces begin to 
corrode, pieces of oxidized metal 
break free and become wear particles 
in the system. 

The most commonly recognized 
mechanism is adhesive wear, which 
occurs when metal surfaces come 
in contact under conditions of high 
load, speed or temperature. Surface 
irregularities, called asperities, touch 
and weld momentarily, then break off 
as the surfaces separate. The load 
applied to the two points of contact 
is so high that they bend and adhere 
to one another. Rough metal surfaces 
with larger microscopic hills and 
valleys are more susceptible to this 
type of wear. Adhesive wear can result 

Fatigue wear originates from situations 

but recurring stress like vibration or 
shock-loading causes cracks or pits 
over time. This is a common type 
of wear found in equipment that 
frequently starts and stops or changes 
speeds. Fatigue wear can develop 
in rolling element bearings as they 
pass over a stressed area repeatedly 
and, ultimately, develop cracks that 
release small bits of metal over time, 
leaving holes or pits in the surface. 
These holes or pits grow and connect, 
resulting in large losses of surface 
metal and catastrophic damage.

Regardless of equipment type, 
bearings, gears and cylinders are 
susceptible to wear, and thus require 
high-quality lubricant protection. 
Choosing the proper viscosity for 
your oil will aid in wear protection by 
reducing the likelihood of metal-to-
metal contact. A full-synthetic base oil 
provides a naturally higher viscosity 
index for improved shear stability, 
again helping to reduce wear by 

strength is also a key wear-protection 

provides a lubricant barrier between 
moving parts, ensuring friction is 
greatly reduced. 

AMSOIL Dealers’ ability to identify 
the symptoms of each mechanism 
is important in order to diagnose 
both mechanical and lubrication 
issues. AMSOIL synthetic lubricants 
offer outstanding wear prevention 
to help vehicles last longer, which is 
something an increasing number of 
consumers are interested in. 

Dan Peterson | VICE PRESIDENT, TECHNICAL DEVELOPMENT

There are four basic types of wear.
Fortunately, all four can be controlled with quality lubrication.



MyAMSOILGarage Basics
Anyone can establish a free MyAMSOIL-
Garage account by clicking the link on 
the www.amsoil.com homepage or by 
visiting www.amsoil.com/whymygarage.
aspx. Simply enter a valid email address 
and password, and click “create” to 
establish the account. 

Users can track maintenance for an 
unlimited number of vehicles and other 
equipment, including motorcycles, ATVs, 
heavy-duty vehicles and more. The 
system is versatile enough to track any 
maintenance service imaginable, even 
services for which users are not currently 
using AMSOIL products. Users can also 
establish email service reminders.

ZO-Transferring Links
The fastest and most convenient way to 
direct customers and prospects to My-
AMSOILGarage is through ZO-transfer-
ring links. Dealers may establish a link on 
their own websites, Facebook pages, in 
an email or through other online commu-
nication in the same way they establish 
links to other pages on www.amsoil.com. 
For example, www.amsoil.com/whymyg-
arage.aspx?zo=xxxxxx (where xxxxxx is 
the Dealer’s ZO number) directs the user 
to the MyAMSOILGarage sign-up page 
with the Dealer’s ZO number attached. 
Purchases made after establishing 
an account are credited to the correct 
Dealer, and the user becomes that 
Dealer’s protected customer.

Simply direct the customer or prospect 
to enter your ZO number in the optional 

their new account. This allows Dealers to 
promote the service on printed materi-

als and business cards as well.

Even when Dealers don’t 
have direct contact with 
customers or accounts, 
MyAMSOILGarage does. It 
is a free, easy-to-use online 
program that can help Deal-
ers grow their businesses 
by providing valuable servic-
es to all types of customers 
and accounts.

JUST STARTING TO GROW

TOTAL VEHICLE/
EQUIPMENT RECORDS

106,820
TOTAL ACTIVE ACCOUNTS 

36,807
ALL NON-AUTOMOTIVE 

RECORDS
14,627

MOTORCYCLE RECORDS
5,788

MOST POPULAR VEHICLE
2006 Dodge Ram 2500 HD
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PCs & Catalog Customers
One of the most convenient and valuable 
functions of MyAMSOILGarage is to store 
customers’ vehicle information for simple 
and quick product recommendations and 
ordering. It eliminates the need for Dealers 
or customers to remember vehicle 
make, model and engine size, and 
then manually navigate the Auto/ 
Light-Truck Online Lookup. It also 
helps provide better customer 
service.

“Several Dealers enter all of their custom-
ers’ vehicles and equipment into the system 
with the email reminders set to their own 
email boxes,” said AMSOIL Internet Ser-
vices Manager Dewey Asbach. “That way 
they maintain an accurate maintenance 
history for all of their customers’ vehicles 
and equipment. Customers are extremely 
impressed when their Dealers remind them 
of impending maintenance with a custom-
ized email that contains links to reorder their 
AMSOIL products.”

Introducing prospects to the service is also 
a great, non-intrusive way to potentially turn 
them into customers. Even if not yet using 

the tracking services MyAMSOILGarage 
provides. They are free to explore the sys-
tem’s capabilities at their leisure, all while 
being exposed to AMSOIL products. 

Lubricant Installer Accounts
Installers and repair shops are a natural 

customers a day, which can create large 
amounts of data. Dealers who offer to help 
installers establish a MyAMSOILGarage 
account can save them time and money 
on software purchases and upgrades, es-
pecially for independent installers who lack 
corporate support. Their current systems 
may not offer the ability to track all types 
of maintenance services, either. Not only 
does MyAMSOILGarage have the ability 
to store and track any type of mainte-

scheduling email reminders and printing or 
exporting total vehicle maintenance reports. 

“One repair shop using MyAMSOILGar-
age reported their customers had been 
requesting vehicle history reports when 
they decided to sell or trade their cars. 
The shop always obliged, encouraging 
the customers to return for more AMSOIL 
service with their new cars,” said Asbach. 

Commercial Accounts
Tracking maintenance services is an 

reducing costs for commercial accounts. 

scraps of paper and notebooks to do this, 
which are easily misplaced. MyAMSOILGa-
rage allows maintenance managers to track 
all services, including those for which they 
may not currently be using AMSOIL prod-
ucts, in one easy-to-access place online.  

particularly those running auto/light-truck 

equipment with this system. One account 
has even switched to tracking their main-
tenance in their free MyAMSOILGarage 
account and then exporting the informa-
tion into the expensive software they 
purchased years ago,” Asbach said. “That 
just illustrates how valuable this resource is 
for Dealers.”

Dealers can offer to help set up the 
account, using it as a way to introduce 
AMSOIL products for each piece of equip-
ment the account plans to track. Offering 
this service for free, in addition to providing 
industry and product knowledge, helps 
establish Dealers as resources rather than 
simply salespeople.

MyAMSOILGarage™  
currently has 106,820
total vehicle/equipment 
records and counting

1.  The navigation tree provides 
maximum versatility, neatly 
organizing a few vehicles for 
a PC or a few hundred for a 
lubricant installer or commer-
cial account.

2. Information for the selected 
vehicle is categorized under 
separate tabs. View AMSOIL 
product recommendations, 

manage email maintenance 
service reminders or add a 
new maintenance service.   

3.  The Service History menu 
lists all maintenance services 
performed by date and mile-
age. The “Add to Cart” icon 
allows for easy online order-
ing of the AMSOIL products 
used for that service.

4. Maintenance records can 
be exported into an Excel 
spreadsheet for use when 
selling the vehicle.

5.  Users can upload a picture of 
the vehicle.

MyAMSOILGarage Overview
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While AMSOIL pioneered the con-
cept of extended drain intervals in 
1972, the automotive industry and 
competing motor oil companies 
have only recently climbed on-
board. There’s no denying the once-
standard 3,000-mile oil change 
is steadily fading away. Vehicle 
manufacturers have been gradu-
ally increasing their recommended 
drain intervals, and increasing use 
of oil life monitors has also pushed 
intervals well beyond 3,000 miles.
Customers have taken advantage; data 
shows they are driving longer between oil 
changes. According to the NPD Group’s 
Aftermarket Outlook Survey, the percent-
age of vehicle owners who believe oil 
should be changed every 3,000 miles is 
51 percent, down from 59 percent in 2007. 
The National Oil & Lube News (NOLN) Fast 

-
ers are steadily increasing their drain 
intervals, indicating a 7 percent increase in 
average oil change interval over the past 
six years.

According to NOLN research, manufacturer-
recommended drain intervals have changed 
dramatically over the past six years, with 
many recommending longer intervals.

FORD
Six years ago, most vehicles had 3,000-
mile recommended drain intervals for “spe-
cial operating conditions” and 5,000-mile 
recommended intervals for “normal” driv-
ing. Some early hybrids had 10,000-mile 
“normal” intervals. Today, most vehicles are 
equipped with oil life monitors, with maxi-
mum intervals of 10,000 miles/one year.

GENERAL MOTORS
Recommended drain intervals are largely 
unchanged. Most vehicles are equipped 
with oil life monitors, which are pro-

maximum intervals ranging up to 12,000 
miles. Regardless of remaining oil life, 
GM recommends oil be changed at least 
annually.

CHRYSLER
Six years ago, vehicles had 3,000-
mile severe-service (Schedule B) and 
6,000-mile normal-service (Schedule 
A) recommended drain intervals. Today, 
most vehicles are equipped with oil life 
monitors, with maximum intervals of 
8,000 miles/six months.

TOYOTA
Six years ago, vehicles had 5,000-mile 
recommended drain intervals. Today, most 
vehicles have 10,000-mile/one-year rec-
ommended intervals. The 4Runner model 
with the four-cylinder engine still carries a 
5,000-mile drain recommendation.

HONDA
Six years ago, vehicles had 3,750-mile 
severe-service and 7,500-mile normal-
service recommended drain intervals. 
Today, most vehicles are equipped with 
oil life monitors. Vehicles without oil life 
monitors have 5,000-mile severe-service 
and 10,000-mile normal-service recom-
mended intervals.

NISSAN/INFINITI
Recommended drain intervals are 
largely unchanged. Schedule 1 calls for 
3,750-mile intervals for “typical” drivers, 
Schedule 2 calls for 7,500-mile intervals 
for steady-state highway driving and the 
Premium Maintenance schedule calls for 
3,750-mile intervals with additional ser-
vice recommendations not included with 
the other schedules. Most vehicles allow 
drivers to adjust the reminder system.

ACURA
Six years ago, vehicles without oil life 
monitors had either 3,750-mile severe-
service and 7,500-mile normal-service 
recommended drain intervals, or 5,000-
mile severe-service and 10,000-mile 
normal-service recommended intervals. 
Today, vehicles without oil life monitors 
have 5,000-mile severe-service and 
10,000-mile normal-service recommend-
ed intervals.

TWICE PER YEAR
For those who want extra engine protection 
and performance and the convenience of 

twice-per-year oil changes.

ACCORDING TO
OWNER’S MANUAL

For those who want excellent engine protec-
tion and performance for vehicle manufac-
turer-recommended oil change intervals.

OIL DRAIN INTERVALS RVNTERAIL SLSALVNTERIRAINDLO LVNTERRAINI SLRAINDRO ALVVVNTERNIRAINDILO SARVNTERAIDLO
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HYUNDAI
Recommended drain intervals are largely 
unchanged. Vehicles have 3,750-mile 
severe-service and 7,500-mile normal-
service recommended intervals.

MAZDA
Vehicles have 5,000-mile/four-month 
recommended drain intervals for “spe-
cial operating conditions” (Schedule 2) 
and 7,500-mile/six-month recommended 
intervals for “typical/suburban driving” 
(Schedule 1).

SUBURU
Recommended drain intervals are largely 
unchanged. An initial oil change is recom-
mended at 3,000 miles/three months and 
subsequent oil changes are recommend-
ed at 7,500 miles/7.5 months.

SUZUKI
Recommended drain intervals are largely 
unchanged. Vehicles have 7,500-mile 
recommended intervals.

MITSUBISHI
Recommended drain intervals are 
largely unchanged. Non-turbocharged 
vehicles have 3,750-mile/three-month 
severe-service and 7,500-mile/six-month 
normal-service recommended intervals. 
Turbocharged vehicles have 3,000-mile/
three-month severe-service and 5,000-

-
mended intervals.

KIA
Six years ago, vehicles had 3,000-mile severe-
service and 7,500-mile normal-service recom-
mended drain intervals. Today, most vehicles 
have 3,750-mile severe-service and 7,500-mile 
normal-service recommended intervals. Some 
vehicles have 5,000-mile/four-month severe-
service and 6,500-mile/six-month normal-
service recommended intervals.

SCION
Recommended drain intervals are largely 
unchanged. Vehicles have 5,000-mile/six-
month recommended intervals.

VOLKSWAGEN
Six years ago, vehicles had 5,000-mile 
recommended drain intervals. Today, 

ranging from 6,000 miles/three months to 
10,000 miles/one year.

VOLVO
Recommended drain intervals are largely 
unchanged. Vehicles have 7,500-mile 
recommended intervals.

LEXUS
Six years ago, vehicles had 5,000-mile/
four-month drain intervals for “special 
operating conditions” and 7,500-mile/six-
month intervals for “typical” driving. Today, 
vehicles have 5,000-mile/six-month recom-
mended intervals. Some hybrid vehicles 
that use synthetic oil have 10,000-mile/
one-year recommended intervals.

AUDI
Recommended drain intervals are largely 
unchanged. An initial oil change is recom-
mended at 5,000 miles and subsequent oil 
changes are recommended every 10,000 
miles.

BMW
Recommended drain intervals are largely 
unchanged. Intervals are determined by oil 
life monitors.

JAGUAR
Six years ago, vehicles had 10,000-mile 
recommended drain intervals. Today, ve-
hicles have 15,000-mile/one-year recom-
mended intervals.

LAND ROVER
Vehicles have 15,000-mile/one-year rec-
ommended drain intervals.

MERCEDES-BENZ
Six years ago, vehicles had 13,000-mile/
one-year recommended drain intervals. 
Today, most vehicles have 10,000-mile/
one-year recommended intervals.

PORSCHE
Six years ago, vehicles had 20,000-mile/
two-year recommended drain intervals. 
Today, vehicles have 10,000-mile/one-year 
recommended intervals.

ONCE PER YEAR
For those who want the absolute best engine 
protection, performance and maximum value 

through extended drain intervals

STEADILY INCREASINGNSIREISTEAD GGINASNCREANYSTEADIL GNSNCREALYLSTEADI GNCRELYLEAD GGINIASNCREAIYSTEADI NSCREANYSTEADIL
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Premium 5W-40 and 15W-40 API CJ-4 Synthetic  
Diesel Oil (DEO, DME)
The premium choice for model-year 2007 and newer diesel 
engines requiring API CJ-4 emissions quality oil standards. 
Also recommended for pre-2007 diesel engines. Incredibly 
shear-stable to withstand the stress of heat, soot and acids and 
help prevent deposits, corrosion and wear. Effectively resists 

Compatible with all exhaust treatment devices, including diesel 

drain interval recommendation in diesel applications, not to ex-

OE 15W-40 Synthetic Diesel Oil (OED)
Provides excellent protection and performance in both on- and 
off-road diesel engines for the original equipment manufacturer’s 
recommended drain interval. Suitable for both modern and older 

the higher performance demands of modern engines and with-
stands the stress of heat, soot and acids to help prevent depos-
its, wear and corrosion.

Series 3000 5W-30 Synthetic  
Heavy Duty Diesel Oil (HDD)
Engineered for on- and off-road diesel engines not 

extraordinary lubrication for extended drain intervals and 
withstands the stress of higher heat, higher acid levels and 
excessive soot-loading found in EGR-equipped engines. 
Consistently outperforms conventional diesel oils for long-
lasting performance and protection.

15W-40 Synthetic Heavy Duty Diesel  
& Marine Motor Oil (AME)
Engineered for on- and off-road diesel engines not 

TBN chemistry neutralizes acids and controls soot thicken-
ing from EGR and blow-by to protect against corrosion, 
cylinder bore polishing (wear) and varnish/sludge depos-
its. Resists heat and breakdown for long-lasting extended 
drain performance and protection. 

10W-30/SAE 30 Synthetic 
Heavy Duty Diesel Oil (ACD)
Engineered for on- and off-road diesel engines not 

both 10W-30 multi-grade and SAE 30 straight-grade 
viscosity requirements. Designed to stop viscosity loss 
and associated bearing and cylinder bore wear over 
extended drain intervals, while high 12 TBN neutralizes 
acids from blow-by, exhaust gas recirculation (EGR) 
and high-sulfur diesel fuels.
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SUPERIOR DIESEL  
PROTECTION AND PERFORMANCE

AMSOIL offers premium synthetic diesel oils for older and newer, on- and off-road diesel equipment.

 and 
els and
ines.
long-

e
oss
r
zes

12 | FEBRUARY 2012
M A G A Z I N E

FOR ALL DIESEL ENGINES

FOR DIESEL ENGINES NOT 
EQUIPPED WITH EMISSIONS 

CONTROL DEVICES
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AMSOIL AUTOMATIC 
TRANSMISSION FLUID 
EARNS PRAISE
Dealer Greg Norman of Cheyenne, 
Wyo. has used and sold AMSOIL 
products for 34 years. He knows their 
quality, and he likes to spread the word.

He owns a 1994 Ford Taurus that 
he loves to brag about. The car has 
about 185,000 miles on the original 
transmission.

“In December, I changed the 

said. “The inside of the transmission 
was very clean, with no signs of any 
deposits or discoloration. There was 
just a bit of metal ‘dust’ on the magnet 
attached to the transmission pan. The 
transmission shifts well with no sign of 
any problems.”

He bought the car in 1995 when it 
had about 19,000 miles, and did 
not start using AMSOIL Automatic 
Transmission Fluid until the car had 
about 60,000 miles on the engine. “I 
do not drain the entire transmission 
and torque converter,” Norman said. 
“I just drop the transmission pan, 
which allows me to drain about half 

is the fourth time I have repeated this 
procedure with this particular car.” 

The older Taurus models were 
“infamous for their poor transmissions, 
which almost always failed before the 
cars had 100,000 miles,” Norman 
said. “Our local Midas Dealer, Nick 
Dodgson, has a radio show every 
week discussing automotive issues. I 

called in to his show to brag about my 
Taurus, which had not experienced any 
transmission problems, and attributed 
this to the use of AMSOIL ATF.”

Dodgson was amazed. He likes to tell 
his listeners the Ford Taurus helped 
him get established in the automobile 
repair business early in his career.

“He says it wasn’t a question of what 
make of car was being towed into his 
shop for transmission repair, just what 
color Taurus was being dropped off,” 
Norman said.

Norman relies on other AMSOIL 
products to keep his Taurus reliable. 
“I have used 0W-30 Signature Series 
since it was introduced,” he said. “I 
drive the car every day and depend 
on AMSOIL products to keep it 
running with no major repair costs for 
the engine and transmission.”

‘Rabbit’ Issue, Not a 
Transmission Problem

the car to go to work and it wouldn’t 
shift out of low gear. “The car had 
about 150,000 miles at the time, so 
I thought perhaps the transmission 

that had been the case, Norman said, 
he still felt he had received excellent 
service from the car with the use of 
AMSOIL ATF.

“I took the car to a local repair shop 
to get an expert opinion,” he said. “It 
turned out not to be a transmission 
issue, but a rabbit issue. I live out in 
the country and in the winter the wild 
rabbits like to nestle in the engine 
compartment for warmth. It turns 
out one rabbit also decided to help 
himself to a little snack by chewing 
on a sensor wire leading to the 
transmission. My mechanic repaired 

CLEAN TRANSMISSION – The transmission in 
Dealer Greg Norman’s 1994 Ford Taurus keeps running 
smoothly with AMSOIL Automatic Transmission Fluid.

NO WEAR APPARENT – Part of the transmission 
pan in Dealer Greg Norman’s 1994 Ford Taurus with 
185,000 miles on the original transmission.

“I drive the car every day 
and depend on AMSOIL 

products to keep it 
running with no major 

repair costs for the engine 
and transmission.”
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R A C I N G  A N D  P R O M O T I O N A L  N E W S

The 49th running of the AMSOIL World 
Championship Snowmobile Derby in Eagle 
River, Wis. might go down as one of the 
greatest races in the event’s storied history. 
Entering Sunday’s World Championship 

-
ists were even-odds to win. Defending 
champion and Team AMSOIL driver P.J. 

career championship, Gary Moyle wanted 
number three, Matt Schulz won two years 
ago and the Wahl team featured Brandon 
Johnson on the pole and Dustin Wahl 
with an undefeated day of qualifying on 
Saturday. Despite these riders’ long list of 
accomplishments, it was a young gun who 
made this year’s Derby one of the most 
memorable.

Nick Van Strydonk has been racing at the 
AMSOIL Derby Track for 17 of the 21 years 
he’s been alive. As a racer who grew up in 
the shadows of the storied track in nearby 
Tomahawk, Wis., it has been his life-long 

Sunday, Van Strydonk showed top speed 
on his AMSOIL-backed Polaris.

Speed and stamina are the two biggest 

by far the longest race of the season for 
ice oval teams. Van Strydonk had both on 

by grabbing a lead he was unwilling to 
relinquish, Van Strydonk didn’t allow the 
former champion to walk away during the 

the mandatory pit stop.

After the teams made their necessary 

underway, with Van Strydonk push-
ing Schulz once again. With more 
laps came more pressure, and Van 
Strydonk soon had Wanderscheid 
and Moyle nipping on his heels. Two 

restart, Wanderscheid jumped into 
second and Van Strydonk dropped 
back as far as sixth. But 10 laps is an 
eternity in ice oval racing. With four 
laps to go, at least six sleds raced 
within a fraction of a second, and 
Van Strydonk tucked low into the 
turns and pushed himself back into 
contention. With Schulz still running 
out front, the second through sixth 
positions swapped spots on every 
lap, and with two to go, Van Strydonk 
moved into second and proceeded 
to aggressively pursue Schulz.

With a great race already near 
completion, only one thing could 
make the race an all-time favorite: 
Van Strydonk needed to catch and pass 
Schulz on the last lap to win the Snow Goer 
Cup. The 21-year-old seized the moment, 

a margin of 0.025 seconds.

“We’ve worked so hard for so long to win a 
World Championship,” said Van Strydonk. 
“To win it at the end, being up and down all 
race, is just unbelievable.”

(0.612 seconds behind Schulz), Ryan 

“It was a hard-fought battle for the lead 
for most of the race,” said Wanderscheid. 
“We were close, but it wasn’t in the cards. I 

Championship at next year’s 50th.”

A Spectacular 
Finish in 
Eagle River
Team AMSOIL racer Nick Van 
Strydonk outmaneuvered a 

AMSOIL World Champion-
ship Snowmobile Derby.

AMSOIL Derby Track crowds were treated to one of 
the greatest races in Derby history.

Wanderscheid, Moyle and Van Strydonk race neck-
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B X
WITH JEREMY MEYER

O N T H E

The AMSOIL World Champion-
ship Snowmobile Derby in Eagle 
River, Wis. has been in business 
for 49 years. The track has a rich 
history of racing, and ice oval rac-
ing has been at its core since the 
beginning.
But “The Derby” has morphed 
into more than just ice racing. 
Many of the top snocross teams 
have also traveled to Wisconsin’s 
Northwoods, including Scheuring 
Speed Sports. Team AMSOIL 
rider Robbie Malinoski won the 
Pro Open race on Friday night in 
front of a sold-out crowd.
Since 1997, the Scheuring team 
has gone the extra mile for 
AMSOIL, both on and off the 
track. This winter, team owner 
Steve Scheuring took the time 
to discuss his relationship with 
AMSOIL, the sport of snowmobile 
racing and how AMSOIL products 

the years.
Check out the entire Racing is 
Research video at www.amsoil-
racing.com/racingisresearch.

GEICO/AMSOIL/Honda supercross rider Eli Tomac 
rode to a convincing victory January 21 at vener-
able Dodger Stadium to surge into the Supercross 

career. Tomac took the holeshot and never looked 
back, quickly building a lead of several seconds 
that he held throughout the 15-lap main event. 

and a fourth in Phoenix, Tomac moved from fourth 

rounds, just one point ahead of Dean Wilson.

“It’s always nice to be in the front, whether it’s in a 
race or the points,” Tomac said. “I’m comfortable 
in the lead. I’ve been riding well all year. I had fast 

weren’t there.”

Monster Energy Supercross results and television 
schedule can be found at www.amsoilracing.com. 

Tomac Wins Big 
in Los Angeles
AMSOIL rider is new points leader  
after three rounds of racing.

AMSOIL has signed a new multi-
year contract with 11-time off-road 
racing champion Scott Douglas. 
The new deal extends the com-
pany’s relationship with Douglas 
Motorsports through 2016, bringing 
a full decade to the partnership.

“Year after year, Scott has proven 
to be one of the best drivers in all 
of off-road racing,” said AMSOIL 
Race Program Manager Jeremy 
Meyer. “On top of that, he has 
become a great ambassador of 
AMSOIL and AMSOIL products. 
We have a high threshold for qual-
ity at AMSOIL, and Scott helps us 
meet those thresholds both on and 
off the track.” 

The veteran off-road racer has 
collected 87 career victories 
and 11 season championships, 
including three Baja 100 wins. He 
currently races a Pro 4x4 in the 
Traxxas TORC Series presented by 

third in points and second in the 
annual AMSOIL Cup race.

sponsorship deal with AMSOIL, 
primarily because the people at 
AMSOIL are great to work with and 
the products are second-to-none,” 
said Douglas.

The 2012 TORC Series 
kicks off April 20-21 
at Charlotte Motor 
Speedway in Char-
lotte, N.C. From 
there, the series 
travels to Buchan-
an, Mich.; Crandon, 
Wis.; Chicago, Ill. 
and Bark River, Mich. 
before heading back to 
Crandon for the third an-
nual AMSOIL Cup race on 
Labor Day Weekend and wrapping 
up the season in Floresville, Texas.

AMSOIL Extends Sponsorship 
of Douglas Motorsports
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Dave M. Mann 
Michigan
7-STAR

REGENCY PLATINUM 
DIRECT JOBBER

FIRST
Total Organization

FIRST
Personal Group Sales

SIXTH

and Accounts

Thomas & Sheila 
Shalin
Kansas

REGENCY PLATINUM 
DIRECT JOBBERS

FIFTH
Total Organization

SECOND
Personal Group Sales

FIRST

and Accounts 

Leonard & Marcie 
Pearson 
Washington

REGENCY PLATINUM 
DIRECT JOBBERS

THIRD
Total Organization

TENTH

and Accounts

Mark & Sherree 
Schell 
Idaho

REGENCY PLATINUM 
DIRECT JOBBERS

SECOND
Total Organization

THIRD
Personal Group Sales

Ches & Natasha Cain 
South Dakota

REGENCY PLATINUM 
DIRECT JOBBERS

SIXTH
Personal Group Sales

Michael H. Ellis 
Michigan

REGENCY PLATINUM 
DIRECT JOBBER

EIGHT
Personal Group Sales

SECOND
Commercial and 
Retail Marketing 

Thomas R. Weiss 
North Dakota

REGENCY DIRECT JOBBER

THIRD
Commercial and 
Retail Marketing

Greg & Debra 
McKenzie 

Alberta
REGENCY GOLD 

DIRECT JOBBERS

FOURTH
Commercial and 
Retail Marketing

M A G A Z I N E

Greg M. 
Desrosiers 

Alberta

REGENCY PLATINUM 
DIRECT JOBBER

SIXTH
Total Organization

TENTH
Personal Group Sales

FIFTH
Commercial and 
Retail Marketing

Kent & Trudy 
Whiteman

Utah
REGENCY PLATINUM 

DIRECT JOBBERS

SECOND

and Accounts

Vijay Parany 
Ontario

REGENCY GOLD 
DIRECT JOBBER

FIFTH

and Accounts

Gene & Danae Fine 
Oregon

REGENCY PLATINUM 
DIRECT JOBBERS

NINTH
Personal Group Sales

THIRD

and Accounts

David & Carol Bell 
Texas

REGENCY PLATINUM 
DIRECT JOBBERS

FOURTH
Total Organization

FIFTH
Personal Group Sales

EIGHTH
Commercial and 
Retail Marketing

John & Jeanne 
Burke

California
REGENCY GOLD 

DIRECT JOBBERS

EIGHTH

and Accounts

Thomas G.  
Kingston
Minnesota

DIRECT JOBBER

SEVENTH

and Accounts

Timothy S. Gulick 
New York

DIRECT JOBBER

TENTH
Commercial and 
Retail Marketing

Michael & Linda 
Ford 

Minnesota
REGENCY SILVER 
DIRECT JOBBERS

FOURTH

and Accounts

Lynda J. Thompson 
California

REGENCY PLATINUM 
DIRECT JOBBER

TENTH
Total Organization



NOVEMBER 2011

HALL OF FAME

Bill & Donna 
Durand
Wisconsin
7-STAR

REGENCY PLATINUM

Shirley Green 
Kansas

REGENCY PLATINUM

Harold Hartman 
Kansas

REGENCY PLATINUM

LaDonna Harrison 
& LaVel Rude 

Minnesota
(Lingwall Organization)

REGENCY PLATINUM

Ora Mae Boardman 
Virginia

REGENCY PLATINUM

Ray & Arlene 
Schmit 

Minnesota

REGENCY PLATINUM

Hall of Fame members are 
recognized for their long-standing 

service, achievement and 
commitment to excellence.
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George & Shirley 
Douglas

Florida

REGENCY PLATINUM 
DIRECT JOBBERS

SEVENTH
Total Organization

SEVENTH
Personal Group Sales

Ray & Kathy Yaeger 
Wisconsin

REGENCY PLATINUM 
DIRECT JOBBERS

EIGHTH
Total Organization

FOURTH
Personal Group Sales

FIRST
Commercial and 
Retail Marketing

John & Dianne 
Moldowan 

Alberta
REGENCY SILVER 
DIRECT JOBBERS

SEVENTH
Commercial and 
Retail Marketing

Douglas Huculak 
Saskatchewan

REGENCY GOLD 
DIRECT JOBBER

NINTH
Commercial and 
Retail Marketing

Carl & Kimberlee 
McNamee

Ontario

REGENCY PLATINUM 
DIRECT JOBBERS

NINTH
Total Organization

Martin & Lori 
Gilmore
New York

EXECUTIVE
DIRECT JOBBERS

SIXTH
Commercial and 
Retail Marketing

Stephen & Lyla 
Smith
Kansas

MASTER DIRECT
JOBBERS

NINTH

and Accounts
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HIGHER LEVELS OF RECOGNITION

Executive Direct 
Jobbers

Neil & Margaret 
Lockhart
Maryland

Premier  
Direct Jobber

Ricky Holley
Wisconsin

Regency Direct Jobbers

Mark & Diane 
Hall
Illinois

Casey & Avelina 
Jones

California

Richard Bosche 
Saskatchewan

Sponsor:

Direct Jobber:

Ruth & David 
Brotzler 
Wisconsin
Sponsors:

Direct Jobbers:

John & Katie 
Helms 

Tennessee
Sponsors:

Direct Jobbers:

Thomas G. 
Kingston
Minnesota

Sponsor:

Direct Jobber:

Adam & Diane 
Mosher

South Carolina
Sponsors:

Direct Jobbers:

Russell  
Rougier Jr. 

New Hampshire
Sponsor:

Direct Jobber:

New Direct Jobbers
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NOVEMBER 2011

 First Time 500 Level Honor Achievers | 500 monthly commission credits 5 Dealers sponsored
John & Andrea Bontempi, TN Sponsor: Robert E. Riley

 First Time 300 Level Honor Achievers | 300 monthly commission credits 3 Dealers sponsored
 Sponsor: Scott Green

 Sponsor: Dave M. Mann
 Sponsor: Al Meyer

 Sponsor: Mark Hassenplug

 Sponsor: Donald H. Lipscomb

New Direct Dealers

George & Nancy 
Cleveland 

North Carolina
Sponsors:

Direct Jobbers:

Melissa A. Stone 
Texas

Sponsors:

Direct Jobbers:

Robert J. Beck 
Wisconsin
Sponsors:

Direct Jobbers:

“My success is only 
possible from hard work 
and getting out there to 
meet prospects. This year 
has shown promise already, 
and I am looking forward to 
more successes over the 
next year.

Robert J. Beck
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February Close-Out
The last day to process February orders in the U.S. and 
Canada is the close of business on Wednesday, February 
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. CST on that day. The last day to 
process February orders in Alaska is the close of business on 
Saturday, February 25. All orders received after these times 
will be processed for the following month. Volume transfers 
for February business will be accepted until 3 p.m. CST on 
Tuesday, March 6. All transfers received after this time will be 
returned.

Holiday Closings
The Edmonton and Toronto distribution centers will be closed 
Monday, February 20 for Family Day.

Tax Information for U.S. and Canadian Dealers
Commissions are considered income and are reported on form 
1099 Misc (U.S.) and form T4A (Canada).

the calendar year; they do not include any deductions or 
credits from Dealer checks.

Dealers only receive a form if their commission checks totaled 
more than $600 in 2011 for U.S. Dealers and more than $500 
for Canadian Dealers. Note that T4A forms are issued in 
Canadian funds.

Dealers’ 1099 and T4A income is determined by the dates 
of the commission checks issued between January 1 and 
December 31, 2011. This is essentially December 2010 through 
November 2011 commissions.

AMSOIL mailed all 1099 forms by January 20, 2012, and will 
mail T4A forms by February 10, 2012. Please allow at least two 
weeks delivery time before calling for a replacement form.

advice. Please consult a tax advisor.

Dealers suspecting an error on their 1099 or T4A forms are 
advised to gather their check stubs and call the accounting 
department at 715-399-6348.

If a Dealer who sold his or her business to another Dealer, or 
took over for someone else, receives a 1099 form made out 
to him or her, he or she is advised to gather all documentation 
regarding the date the change took place. Fax documentation 
to AMSOIL at 715-399-6618 or e-mail to accountservices@
amsoil.com.

Account Services Contact Information
Fax: (715) 395-5332
Direct Phone Line: (715) 399-6348
E-mail: accountservices@amsoil.com

Dual Remote System for Dodge Diesels  
(BMK25) Discontinued
The AMSOIL Dual Remote By-Pass Filtration System for 
Dodge Cummins Diesels (BMK25) is discontinued effective 
immediately. In isolated cases, on-board diagnostics (OBD) 
systems have indicated low oil pressure in Dodge diesels with 
this system in place. Newer diagnostics systems are more 

levels than before. Although testing reveals engine protection 

in applications where the system is installed properly, it is 
discontinued in order to reduce customer concerns. Customers 
using the BMK25 who have not seen a low pressure indicator 
are encouraged to continue using it. Going forward, the 
AMSOIL Single Remote By-Pass Mounting Kit (BMK21) is 
recommended in place of the BMK25.

Filter Applications and Cross-Reference Guide 
Discontinued
The Filter Applications and Cross-Reference Guide (G3000) 
is discontinued and available while supplies last. The Product 
Application Guides at www.amsoil.com are recommended 

reference CD and download will be available approximately 

information becomes available. Watch the Dealer Zone for 
availability and further details. The Filter Applications and 
Cross-Reference Guide CD (G3001) will no longer be included 
in Dealer Kits; kits will include instructions on how to download 

use the online Product Lookup Guides.

OE Synthetic Diesel Oil 
Recommended in Place of 
Discontinued Synthetic Blend 
Gasoline & Diesel Oil
AMSOIL OE 15W-40 Synthetic 
Diesel Oil (OED) is recommended 
in place of the recently discontinued 
15W-40 Synthetic Blend Gasoline 
& Diesel Oil (PCO). AMSOIL OE 
Synthetic Diesel Oil is a full-
synthetic oil that offers additional 

to AMSOIL Synthetic Blend Diesel 
Oil. It is formulated to meet the most 

is suitable for use in both modern 
and older diesel engines. Synthetic 
Blend Gasoline & Diesel Oil is 
available while supplies last.

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

Guides.
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White Pocket T-Shirt  
with Four-Color Logos
Stock # Size U.S. Can.
G2911 S 14.00 15.00
G2912 M 14.00 15.00
G2913 L 14.00 15.00
G2914 XL 14.00 15.00
G2915 2X 17.00 18.20
G2916 3X 17.00 18.20

Red Pocket T-Shirt  
with Black Logos
Stock # Size U.S. Can.
G2917 S 14.00 15.00
G2918 M 14.00 15.00
G2919 L 14.00 15.00
G2920 XL 14.00 15.00
G2921 2X 17.00 18.20
G2922 3X 17.00 18.20

Black Pocket T-Shirt  
with Gray Logos
Stock # Size U.S. Can.
G2923 S 14.00 15.00
G2924 M 14.00 15.00
G2925 L 14.00 15.00
G2926 XL 14.00 15.00
G2927 2X 17.00 18.20
G2928 3X 17.00 18.20

Blue Pocket T-Shirt  
with White Logos
Stock # Size U.S. Can.
G2929 S 14.00 15.00
G2930 M 14.00 15.00
G2931 L 14.00 15.00
G2932 XL 14.00 15.00
G2933 2X 17.00 18.20
G2934 3X 17.00 18.20

Pocket T-Shirt
Convenient pocket on left chest. Constructed of 50/50 cotton/polyester blend to reduce fading. Four color options. Sizes S-3X.

Long Sleeve Pro Race 
T-Shirt
Long sleeve navy t-shirt is 
constructed of 50/50 cotton/
polyester blend to reduce 
fading. Sizes S-3X.

Stock # Size U.S. Can.
G2935 S 18.75 20.10
G2936 M 18.75 20.10
G2937 L 18.75 20.10
G2938 XL 18.75 20.10
G2939 2X 21.00 22.45
G2940 3X 21.00 22.45

Black Ribbed Beanie
Black knit ribbed beanie with 
embroidered AMSOL logo.
Stock # U.S. Can.
G2908 13.50 14.45
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Last month’s column highlighted 
two of four topics presented at the 
2011 Direct Jobbers Convention: 
leadership and passion. This month’s 
column will highlight the other two 
subjects discussed at the 2011 DJ 
Convention: focus and attitude.

There are many types of distractions 
we all must deal with on a daily 
basis. Some of these distractions 
are internal, and some are external. 
Technology can be a distraction. 
Everything from email to inexpensive 
long-distance is conspiring to destroy 

improve your focus with an onslaught 
of new distracting technologies 
stealing your focus from actual 
productive work. Sometimes getting 
started improving your focus can be a 
little tough, so the question is, where 
to focus?

First, set your goal. This will provide 
you with the end point, or what you 
want to achieve, and is essential 
to improving your focus. Without a 
destination in mind, how do you know 
where you are going?

Now that you have your goal in mind, 
think about your natural talents and 
how they can help you reach your 
goal. By using your strengths to help 
you achieve your goal there will be 
less internal distraction and less 
doubt that you will be able to achieve 
your goal. Use the abilities that come 
naturally to you.

The next step to increasing your 
focus is to visualize what it will be 
like to achieve your goal. From there, 
work backward, visualizing what it will 
take to get there. See in your mind the 

path you need to take to achieve the 
goal. What you are visualizing is your 
plan to achieve your goal. 

goal you have in your mind is the 

tasks. When you are in the midst of 
a particularly intense task, it always 

single act of crossing out an item 
on your list can do wonders for your 
concentration and determination to 
reach your ultimate goal.

The September Insight on Sales 
column focused on the importance 
of attitude. I know this is not a topic 
most people want to discuss, but it 
is just too important to ignore in the 
current economic and market climate.

It is possible for an individual to have 
success without a good attitude, but 
the person’s attitude will determine 
how much he or she enjoys the 
success. While it is possible for some 
people with great talent or drive to 
achieve with a bad attitude, it doesn’t 
happen very often, and it takes an 
incredible amount of effort. And even 
if they do achieve some degree of 
success, they aren’t happy (and 
they make the people around them 
miserable too). Most often, people 
with bad attitudes don’t get very far 
in life. Attitude matters because it can 
make the difference between success 
and failure, happiness and sadness.

So, how do you make sure that you 
have a good attitude every day? It 

Your attitude at the beginning of a 
task affects its outcome more than 
anything else. 

Look at successful people and you’ll 
see that they have embraced this 
truth, whether it’s a coach getting 
his team ready for a game, a pastor 
preparing a sermon, a doctor 
going into surgery or you entering 
negotiations to make a big sale. 

chances for success. The pessimist 
invites the negative outcome he 
expects.

What is your attitude at the beginning 
of a new experience? Are you excited, 
cautious or negative? Are there 
particular experiences that cause you 
to feel negative? Make an adjustment 
to your attitude in those situations and 

ever imagined. When you approach 
a task, especially an important one 

the facts, not on your feelings. Focus 
on the possibilities, not the problems. 
That will put your attitude on the right 
track, and, if it starts on the right 
track, it’s more likely to end up at the 
right destination.

In today’s competitive culture, 
everybody is looking for an edge. 
Top businesspeople, including top 
AMSOIL Dealers, know that all things 
being equal, attitude wins. All things 
not being equal, sometimes attitude 
still wins. Possessing a great attitude 
is like having a secret weapon.

Good Selling! 

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

Focus and attitude are important 
for success.
Work on your leadership, passion, focus and attitude to 
improve your odds.

Rob Stenberg | DIRECTOR, DEALER SALES
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Register by March 1, 2012 and  
save $50 off the cost of registration. 

Complete details are available in the Dealer Zone. 
Training > Corporate Events > AMSOIL U.
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