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DEALER ACTION PLAN
•  The V-Twin Oil Change Kit 

is perfect for retail sales. 
Point out to your retail 
accounts that they earn 
higher profits selling one 
kit compared to all the 
pieces individually. 

•  Sell bikers on the 
convenience and savings 
of buying one kit versus 
buying everything 
separately. They can 
buy everything from you 
instead of making multiple 
trips to a dealership or 
powersports shop.

•  Tie the benefits of 
AMSOIL Synthetic 
V-Twin Motorcycle Oil to 
what bikers value most: 
protection against wear 
and extreme heat.

•  Sell the excellent perfor-
mance of AMSOIL Ea 
Motorcycle Filters com-
pared to conventional filters, 
including higher efficiency 
and greater capacity. 

V-Twin Oil Change Kit

   Wt. Comm. U.S. U.S. Can. Can.
Stock # Units Pkg./Size Lbs. Credits Wholesale MSRP Wholesale MSRP

HDCK EA 1 kit 10.0 35.67 51.70 69.80 68.80 92.80

NEW AMSOIL V-TWIN OIL CHANGE KIT 
OFFERS MAXIMUM CONVENIENCE
The AMSOIL V-Twin Oil Change Kit (HDCK) combines everything needed 
to perform an AMSOIL oil change on most 1999-2016 Harley-Davidson* 
motorcycles in one convenient package. It includes the following:

• (4) quarts of AMSOIL 20W-50 Synthetic V-Twin Motorcycle Oil (MCV)

• (1) chrome AMSOIL Ea® Motorcycle Oil Filter (EaOM134C)

• (1) O-ring for the drain plug

* Harley-Davidson owns the trademark rights to Harley-Davidson and the motorcycle models listed. No affiliation or endorsement claim, express or implied, is made by their use.

COVERS MORE THAN 400 MODELS  •  CONVENIENT

Check availability for 
specific bike models 
using the Motorcycle 

Product Guide at  
www.amsoil.com
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THE COVER
AMSOIL now offers 
premium products 
designed to clean, 
lubricate and protect 
firearms.

Protection and Dependability for Generations | PAGE 8

*All trademarked names and images are the property of their respective owners and may be registered marks 
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products 

advertised here are developed by AMSOIL for use in the applications shown.
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Dean Alexander
Co-President & CFO

Alan Amatuzio
Co-President & COO

“Devoted to Protection” isn’t just 
a slogan. It was conceived after 
hours of meetings with outside 
research and marketing firms. They 
interviewed us at length, examined 
our products and operations and 
brought back their assessment 
of who we are. They noted our 
attention to detail and strict 
adherence to our quality standards. 
They were impressed with the 
cleanliness of our facilities and the 
professionalism of our corporate 
employees. 

When they returned to reveal their 
findings, they said many of the 
things we do are only done out 
of devotion. There could be no 
other reason. There is often an 
easier way, but it just wouldn’t be 
right. Make no mistake – we are 
efficient, but we take no shortcuts. 
We don’t have to take extra 
measures to keep our facilities 
immaculate, but we do. We don’t 
have to continuously seek new 
technologies and tweak formulas to 
achieve greater levels of protection 
and performance, but we do. It’s 

who we are. We are devoted to 
protection. We are devoted to 
making the best products we can 
make and we are devoted to you, 
our Dealers. 

Our devotion to making the best 
products we can pays dividends 
for the consumers who use them. 
As the claim goes, Signature Series 
Synthetic Motor Oil provides 75 
percent more protection against 
horsepower loss and wear than 
required by a leading industry 
standard.* This issue of AMSOIL 
Magazine explains how preventing 
wear preserves horsepower.

It also reveals the results of a field 
study we conducted last winter in 
Eagle River, Wis., “the snowmobile 
capital of the world.” We placed 
three different snowmobiles 
in the fleets of different rental 
companies in Eagle River and 
turned the 115+hp machines loose 
in the Wisconsin Northwoods 
with AMSOIL INTERCEPTOR® in 
each. Needless to say, the rental 
machines were put through the 

paces by those who rode them. 
INTERCEPTOR performed in 
a manner befitting a company 
devoted to continuous improvement 
and premium quality – flawlessly. 

You’re also going to read about two 
new products for firearms and the 
broad line of automatic transmission 
fluids we offer. Why would we 
develop lubricants for firearms? Why 
do we have so many transmission 
fluids? For the same reasons we do 
everything else: to create top-quality 
products for customers and more 
opportunity for you. Anything less 
just wouldn’t be right.

Dean Alexander
Co-President & CFO 

Alan Amatuzio
Co-President & COO

Products for Work or Play

*Based on independent testing of AMSOIL Signature Series 5W-30, in ASTM D7320 as required by API SN specification



AMSOIL ATV/UTV lubricants are specially 
engineered with your customers’ needs in 
mind. They’re purpose-built for ATV/UTV 
differentials, transmissions and engines.

Products for Work or Play

Online Store: www.amsoil.com
Telephone: 1-800-777-7094

EZ Online Order Form: myaccount.amsoil.com

AUV40 
Use in ATVs 
and UTVs 
that require 
10W-40 motor 
oil, including 
those made 
by Kawasaki*, 
Suzuki*, Can-
Am*, Honda*, 
Yamaha*, 
Kubota* and 
John Deere*.

AUV50  
Use in ATVs 
and UTVs 
that require 
5W-50 motor 
oil, including 
the Polaris* 
Ranger*, 
RZR* and 
Sportsman*.

AUFD  
Use in ATV 
and UTV front 
differentials 
and hubs, 
including those 
made by Polaris 
and Hilliard*. 
High-quality 
alternative to 
Polaris Demand 
Drive Fluid*.

AUDT  
Use in ATV 
and UTV 
transmissions 
and front 
and rear 
differentials.

A T V / U T V  F A M I LY

*All trademarked names and images are the property of their respective owners and may be registered marks in some countries. No affiliation or endorsement claim, 
express or implied, is made by their use. All products advertised here are developed by AMSOIL for use in the applications shown.
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MOTORCYCLE 
TRANSMISSIONS
I was reading a letter response where 
AMSOIL stated that Synthetic V-Twin 
Transmission Fluid has a viscosity of 75W-
110. However, at the end of your response, 
you wrote that AMSOIL recommends 
20W-50 for all three cases in a Harley*. 
I don’t get the reason for the difference. 
Which is it? 75W-110 or 20W-50?

Doug Huntley

AMSOIL: Harley transmissions use a 
combination of helical and straight-cut 
gears, which may be lubricated with 
either motor oil or gear lube without 
compromising protection or seal integrity. 
For customers who value the performance 
and convenience of one oil for all three 
sumps, AMSOIL recommends 20W-50 
Synthetic V-Twin Motorcycle Oil (MCV). 
For customers who prefer separate oils for 
the engine, primary and transmission, and 
those experiencing a specific issue with a 
transmission, such as a prominent whine, 
AMSOIL recommends Synthetic V-Twin 
Transmission Fluid (MVT), which helps 
provide quieter operation due to its higher 
viscosity at operating temperature.

TOP 10 DEALERS
It is my suggestion that you take the Top 
10 Dealers and give them space in your 
Magazine to tell how they made it to the 
top. It would be very helpful to Dealers 
such as myself.

Also I would like you to come out with an 
ALTRUM polo shirt and cap.

Sincerely,

Cordie Turbeville

AMSOIL: We have profiled top-performing 
Dealers in the past, and quotes from 
Dealers reaching higher levels of 
achievement are published in the Dealer 
recognition pages as space allows. Moving 
forward, we will look for other opportunities 
to profile high-achieving Dealers. Thank 
you for your clothing suggestion; it is 
something we will take under consideration.

GEAR OIL SPECIFICATION
Has AMSOIL done any testing with the new 
Subaru* GLS gear oil, Subaru Extra MT?

I would assume the AMSOIL-
recommended Severe Gear® 75W-90 

Synthetic Gear Lube (SVG) is superior to 
the factory-specified oil for its new front 
differentials on CVT vehicles, but the 
footnote on the AMSOIL Product Guide 
states, “As alternative GL-5 SAE 75W-90 
may be used, however using this type 
of oil will detract from driveability and 
fuel efficiency.” This is disconcerting to 
customers, myself included. Since this is 
a new factory standard, I think we all need 
an authoritative response quickly.

Thanks,

Jeff Gordon

AMSOIL: The major difference between 
Subaru Extra MT and Severe Gear 75W-90 
is viscosity (Subaru Extra MT is 75W-80). 
Historically, GL-5 75W-90 has been the 
most recommended oil for hypoid differen-
tials and appears to have been Subaru’s 
preferred choice until this year. There are 
several reasons a thinner oil might be 
specified, but typically the quest to meet 
fuel economy standards is a primary goal.

The footnote in the AMSOIL Product 
Guide allowing use of GL-5 75W-90 as an 
alternative originates from Subaru. We did 
not make this determination. Whatever the 
reason, Subaru added a vague caveat that 
driveability and fuel economy will suffer if a 
75W-90 gear oil is used. At the very least, 
it must be assumed that use of 75W-90 
gear oil will not cause harm or Subaru 
would not allow it.

We do not currently offer a 75W-80 gear oil, 
but Severe Gear 75W-90 satisfies Subaru’s 
alternative recommendation. Based on this 
information, it is up to the user to determine 
whether or not he or she wishes to use it.

PREFERRED CUSTOMER PRICES
The 25% discount offered to Preferred 
Customers in the Factory Direct Catalog 
is not correct. By becoming a Preferred 
Customer, people will actually be saving 
approximately 35% off the catalog-listed 
prices. I hope this can be corrected in the 
future because when a customer takes the 
catalog price and discounts 25%, he would 
think he was going to pay a lot more than 
what he would actually be paying. I have 
figured out that depending on what product 
you are buying, you can save anywhere 
between 33% and 37% on the purchase. I 
think the advertising should read, “Save An 
Average of 35% by becoming a Preferred 
Customer.” Dealers have a lot of prices 

they have to keep track of and I can’t see 
making it hard on the customers.

Thank You Again For Your Time,

Ken & Barb

AMSOIL: You are correct when 
comparing only the product prices 
between the two programs, but P.C.s 
pay shipping charges, while catalog 
customers receive free shipping (on 
orders more than $100). When shipping 
charges are taken into account, P.C.s 
save approximately 25 percent off retail.

GASOLINE QUALITY
I have been using off-brand gasoline in 
my 2010 Honda Accord Crosstour*, and 
so far I haven’t had any problems. I use it 
because it is up to $.25/gal. cheaper than 
standard brands. A friend sent me some 
information on Top Tier detergent gasoline, 
“the premier standard for gasoline 
performance.” Will using P.i.® in off-brand 
gasoline bring it up to Top Tier standards? 
Or should I use Top Tier brands plus P.i. 
for even better cleaning and performance? 

Regards,

John Hoagland

AMSOIL: TOP TIER gasoline focuses 
on detergency and cleanliness, setting 
a more stringent benchmark than the 
EPA minimum standard. While lower-
quality gasoline will not cause immediate 
problems, TOP TIER gasoline provides 
better cleanliness over the long run, which 
helps prevent performance losses from 
deposits. Lower-quality gasoline treated 
with P.i. may surpass TOP TIER standards, 
but it depends highly on the initial quality 
of the gasoline. For the best engine 
cleanliness and long-term performance, we 
recommend using TOP TIER gasoline in 
addition to P.i. every 4,000 miles.

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.

*All trademarked names and images are the property of their respective owners and may be registered marks 
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products 

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



SEPTEMBER 2016  |  7
M A G A Z I N E

T E C H  T A L K

It may be a good time to invest your 
retirement funds in a company that 
builds automotive turbochargers; 
they’re predicted to be in most new 
passenger cars/light trucks by 2020.

As such, we’ve focused quite a bit of 
time and energy on turbos and the 
challenges they present to motor oil. 
Today, I want to dive a little deeper into 
turbo tech and explain how they work 
and why AMSOIL Dealers should keep 
turbos top-of-mind in the coming years.

An engine is essentially an air pump, 
and the more air it ingests, the more 
fuel it can burn – and the more power 
it can produce. There are a few ways 
to increase the amount of air the 
engine takes in, but turbocharging 
has emerged as the favored choice of 
automakers. 

As shown in the diagram, exhaust 
gases commonly exceeding 1,000ºF 
spin a turbine, often at more than 
150,000 rpm, which drives the 
compressor that draws ambient air 
used to pressurize the combustion 
chamber. The added oxygen combined 
with direct injection and advanced 
engine-tuning helps the engine burn 
fuel more efficiently, boosting fuel 
economy. It also allows the engine to 
burn more fuel for increased power. As 
a result, a turbocharged four-cylinder 
engine can make as much power as 
a non-turbo six-cylinder engine. This 
advancement allows automakers to 
build vehicles with smaller, lighter 
engines that don’t sacrifice power or 
torque. Motorists enjoy the performance 
and fuel economy they demand, 
while automakers meet increasingly 
strict CAFE (Corporate Average Fuel 
Economy) requirements. A win-win 
situation.

As they say, there’s no such thing as 
a free lunch, and in this case, it’s the 
motor oil that ends up footing the bill. 
The turbo’s center section contains an 
oil-lubricated bearing. The tremendous 
heat and stress turbos create can cause 
some oils to break down and form harm-
ful bearing deposits, known as turbo 
coking. Over time, turbos can suffer 
reduced performance, or fail altogether. 

For this reason, auto manufacturers 
and oil companies – including AMSOIL 
– automatically include turbocharged 
vehicles in their severe-service category 
when prescribing oil-change intervals. 

The TEOST 33C Test (ASTM D6335), 
an industry-standard bench test that 
simulates turbocharger operating 
conditions, has taken on added 
importance in today’s automotive 
landscape. With the predicted rise 
in turbo use, it’s more important 
than ever for motor oils to protect 
against harmful high-temperature 
deposits to keep vehicles running 
properly. To meet the API SN 

Resource Conserving and ILSAC 
GF-5 motor oil specifications that 
are often recommended by vehicle 
manufacturers, a 5W-30 motor oil must 
limit total deposit formation to 30 mg 
or less in the TEOST Test.

In our published tests, AMSOIL 
Signature Series 5W-30 Synthetic 
Motor Oil held the total weight of 
deposits to 7 mg, well under the 30 mg 
limit required by the API and ILSAC, 
while Royal Purple® API 5W-30 and 
Mobil 1® Extended Performance 5W-30 
came in just under the limit at 25.4 mg 
and 28.2 mg respectively. Signature 
Series 5W-30 Synthetic Motor Oil 
protects against harmful deposits 
on turbochargers 4X better than 
Mobil 1® Extended Performance and 
3.6X better than Royal Purple® in 
industry-standard testing*.

Make sure your customers understand 
the importance of protecting their 
turbocharged vehicles, and leverage 
these impressive test results to help 
boost your sales.  

Deposit protection is critical for 
turbocharged engines
Motor oil quality must stay ahead of the curve.

Matt Erickson | TECHNICAL PRODUCT MANAGER, PASSENGER CAR

*Based on independent, third-party testing of AMSOIL® Signature Series 5W-30, Mobil 1® Extended Performance 
5W-30 and Royal Purple® API 5W-30 in the ASTM D6335 bench test required by the API SN Resource Conserving 

specification. For full test details visit www.amsoil.com/depositprotection.

1. Exhaust gases produced 
during combustion are routed 
into the turbocharger and spin 

a turbine up to 150,000 rpm.

2. The turbine spins the air 
compressor, which draws in cold, 

clean ambient air and pressurizes it 
before driving it into the combustion 

chamber. As a result, the engine 
burns fuel more efficiently and 

produces more power and torque.

Oil-lubricated bearing.
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Nearly one in three Americans 
owns a firearm, typically falling into 
at least one of three categories. 
Hunters typically own shotguns 
to hunt waterfowl or upland birds 
and/or rifles to hunt larger game. 
Target/Sport Shooters own 
all types of firearms (shotguns, 
rifles, handguns) for recreational 
shooting. Firearms Professionals 
(gunsmiths, firearm safety 
instructors) work with all types of 
firearms in their professions.

The moving parts on firearms 
(actions, bolts, hinges) must be 
cleaned and lubricated to ensure 
top performance and long life. 
Hunters and shooters need their 
guns to perform when called upon, 
sometimes after an extended period 
of storage, after sitting for hours in a 
wet duck blind or while on a remote 
hunting trip with few opportunities to 
clean their gun daily.

Since nothing will ruin a hunting 
trip or day at the range quicker 
than a malfunctioning firearm, we 
tested AMSOIL firearm products 
in a variety of handguns and long 
guns. The information we gathered, 
along with extensive testing in 
our chemical lab, resulted in 
products dialed in for outstanding 
firearm protection in the most 
demanding conditions. As seen 
in the image, AMSOIL Synthetic 
Firearm Lubricant and Protectant 

guards against damaging corrosion 
better than a leading competitor’s 
product, helping keep firearms 
working properly for generations.

New AMSOIL Synthetic Firearm 
Lubricant and Protectant

AMSOIL Synthetic Firearm Lubricant 
and Protectant (FLPBA) effectively 
lubricates and protects guns, helping 
extend life and prevent blockage, 
jams and wear.

•  Outstanding protection and 
performance in both hot and cold 
climates

•  Specifically formulated for firearms, 
offering superior performance over 
multi-purpose products

New AMSOIL Firearm Cleaner 
and Protectant
AMSOIL Firearm Cleaner and Protec-
tant (FCPSC) is an aerosol cleaner 
and protectant that penetrates deep 
into hard-to-reach components, 
effectively cleaning residue from all 
surfaces and safely protecting guns 
for storage.

•  Effectively cleans fouling and 
powder residue from all firearm 
surfaces, reducing jamming and 
increasing reliability

•  Protects guns against  corrosion, 
allowing for safe storage and 
preserving performance, reliability 
and value

New AMSOIL firearm products provide outstanding benefits for gun owners.

PROTECTION AND 
DEPENDABILITY 
FOR GENERATIONS

DEALER ACTION PLAN

•  Target gun owners, including hunters, target/
sport shooters and firearms professionals, as 
well as hunting, shooting and outdoors retailers.

•  Guns are expensive, and their owners take pride 
in them and want to protect them, maintain their 
performance and extend their lives. Sell AMSOIL 
Synthetic Firearm Lubricant and Protectant and 
AMSOIL Firearm Cleaner and Protectant as 
upgrades over all-in-one cleaner, lubricant and 
protectant (CLP) products, which typically sacri-
fice performance in at least one area in the name 
of convenience.

•  AMSOIL Synthetic Firearm Lubricant and 
Protectant and AMSOIL Firearm Cleaner and 
Protectant are outstanding door-openers. Once 
customers experience their benefits, they will 
be more open to hearing about the benefits 
premium AMSOIL synthetic lubricants can 
provide their vehicles and equipment.

AMSOIL Synthetic Firearm Lubricant and Protectant

   Wt. U.S. U.S. Can. Can.
Stock # Units Pkg./Size Lbs. Wholesale MSRP Wholesale MSRP

FLPBA EA (1) 4-oz. Bottle 0.4 6.85 9.55 9.05 12.60
FLPBA CA (12) 4-oz. Bottles 4.8 78.00 113.10 103.35 149.80

AMSOIL Firearm Cleaner and Protectant

   Wt. U.S. U.S.
Stock # Units Pkg./Size Lbs. Wholesale MSRP

FCPSC EA (1) 5-oz. Spray Can 0.3 4.85 6.75  
FCPSC CA (12) 5-oz. Spray Cans 3.6 55.00 79.75

AMSOIL Firearm Cleaner and Protectant is not available in Canada.

Data Bulletin
Stock # Size U.S. Can.
G3430 25 4.10 5.60

Salt Fog Test 
(ASTM B117)

Leading 
Competitor’s 

Product

AMSOIL Synthetic 
Firearm Lubricant 

and Protectant
(no corrosion)

Applications
AMSOIL Synthetic Firearm Lubricant and Protectant 
and AMSOIL Firearm Cleaner and Protectant 
provide premium protection and performance in all 
rifles, handguns and shotguns. Both are safe to use 
on all metals, woods, composites and rubbers.



“I have been using AMSOIL motor 
oils and filters since 2001,” Brick 
said.

In 2001, Brick was an over-the-road 
lease operator with a 12-liter Detroit 
Diesel Freightliner Classic* condo 
semi truck. He used AMSOIL 
Engine and Transmission Flush 
(FLSH) before he installed AMSOIL 
Premium Synthetic Diesel Oil and a 
DUAL-GARD® Bypass System with 
Ea® Bypass Filters.

“I was amazed to see the diesel oil 
was still clean with 36,000 miles on 
the oil change,” Brick said. “Usually 
my engine oil would be black again 
right after a fresh oil change.”

Brick said AMSOIL products 
saved the engine in a 1981 Chevy* 
pickup truck he owned in 2006. 
He installed AMSOIL Signature 
Series 0W-30 Synthetic Motor Oil 
(AZO) and an Ea Oil Filter when he 
purchased the vehicle.

“While I was driving early in the 
morning my engine blew the front 
seal, causing most of the engine oil 
to be lost,” Brick said. “My engine 
lost most of its power before I was 
able to exit the interstate, and a lot 
of oil poured out under my truck 
when I came to a stop in a gas 
station parking space.”

The truck was towed to a shop 
where Brick’s mechanic installed 
a Speedi Sleeve* repair unit for a 
new engine seal before filling the 
engine with oil. “The engine started 
and ran fine,” Brick said. “No major 
engine repairs were required.”

In 2011 Brick purchased a 1996 
Mazda MPV* with approximately 
156,000 miles on the engine. He 
installed AMSOIL products front 
to back.

He ran the Mazda hard with 
AMSOIL Signature Series in 

the engine and an Ea Oil Filter. 
A WIX Transmission Filter was 
installed and the transmission filled 
with AMSOIL Signature Series 
Synthetic Automatic Transmission 
Fluid, while Severe Gear® Synthetic 
Gear Lube was installed in the rear 
main drive differential.

“I accumulated 33,000 problem-
free miles on this 1996 Mazda MPV 
minivan, fully loaded all the time 
and pulling my 4’x6’ single-axle 
enclosed utility trailer as a service 
van for my window-cleaning and 
pressure-washing business,” Brick 
said. “I was told by many people 
that by pulling a small 4x6 trailer 
that I used in my cleaning business, 
I would cause transmission 
problems. I pulled that trailer for 
33,000 miles over four years and 
never had any problems with the 
drivetrain.”

Last year, Brick bought a 2002 
Chevy Express 3500* that he uses 
to advertise his AMSOIL business.

He installed AMSOIL products 
in the van when he bought it, 
flushing the engine with AMSOIL 
Engine and Transmission Flush 
before installing AMSOIL Signature 
Series 5W-30 Synthetic Motor Oil 
(ASL) and an Ea Oil Filter. Within 

a couple months, Brick had the 
transmission and torque converter 
flushed, replaced the filter with 
a new WIX filter and installed 
AMSOIL Signature Series Synthetic 
Automatic Transmission Fluid.

“Prior to this transmission service, 
my transmission was not shifting 
consistently or smoothly and 
even started in too high of a 
gear once,” Brick said. “Since 
this transmission service, my 
14-year-old Express took me 
from Minnesota to Arkansas with 
no trouble whatsoever and has 
performed flawlessly to this day. I 
am so thankful for having AMSOIL 
products throughout my 2002 
Express van.”

Brick changed the rear differential 
oil to AMSOIL Severe Gear soon 
after the first oil change in August 
2015. He also installed a Dual-
Remote Bypass System with 
sampling valve “to represent the 
best of AMSOIL as an AMSOIL 
Dealer and to get the most trouble-
free life from my old van,” Brick 
said. “So far, it is working incredibly 
well, and I installed my bypass filter 
kit all by myself. It was actually a lot 
easier than I was expecting.”

Dealer Uses AMSOIL Products Front to Back 
for Trouble-Free, Extended Vehicle Life
Dealer Steven Brick of Minneapolis was sold on the quality of AMSOIL products from the 
time he first started using them in his big rig more than 15 years ago. 
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Located in northern Wisconsin, Eagle 
River’s pristine wooded trails and reliable 
snow draw thousands of snowmobilers 
every season, making it one of the top 
snowmobile destinations in the country. The 
area’s outfitters that provide rental sleds and 
guide services depend on the performance 
and reliability of their sleds to deliver a 
memorable experience that will keep riders 
coming back every year. Their profitability 
depends on keeping sleds up and running 
and avoiding costly breakdowns.

During the winter of 2015/16, AMSOIL 
INTERCEPTOR Synthetic 2-Stroke Oil 
(AIT) was tested in the three top makes of 
snowmobiles.  

• Ski-Doo* MXZX 600 TNT

• Polaris* Indy 600

• Arctic Cat* ZR 6000 (C-TEC* 600 engine)

Each sled was added to the rental fleet of a 
different outfitter in the Eagle River area and 
placed into real-world service. Typical riding 
conditions included frequent throttle bursts; 
all-day, aggressive riding and the general 
wear and tear endured by rental equipment.

Excellent protection against wear 
and deposits
At the end of the riding season, we 
disassembled the sleds and examined parts 
for deposits, wear and other distress. In all 
three makes, INTERCEPTOR completely 
prevented piston ring sticking, piston scuffing 
and exhaust power valve sticking. 

These results are even more impressive 
considering the increased demands 
modern snowmobile engines place on oil. 
Government mandates have led snowmobile 
builders to design engines that burn less oil 
to reduce exhaust emissions. Burning more 
air and less oil, however, increases harmful 

heat while inviting wear and deposits if the oil 
isn’t capable of protecting in these extreme 
conditions. Simply put, today’s sophisticated 
sleds demand more from two-stroke oils. 

Undercut OEMs’ claims
Original equipment manufacturers (OEMs) 
often attempt to capitalize on the need to 
use higher-quality oils in today’s sleds by 
placing doubt in the minds of enthusiasts 
about warranty coverage should the OEM-
branded oil not be used. Not coincidentally, 
the OEM-branded oil typically comes at a 
premium price. 

Their marketing also is built on the notion 
that only their brand of oil is designed to 
withstand the challenges of their brand 
of sled.

Once again, these field study 
results prove otherwise. 
INTERCEPTOR delivered 
excellent protection for 
pistons while fighting carbon 
buildup on exhaust power 
valves for reliable, no-stick 
performance. In addition, it’s 
Warranty Secure™, keeping 
your factory warranty intact. 
INTERCEPTOR is a high-
performance replacement for 
vehicle manufacturer-branded 
products and is also backed by 
the AMSOIL Limited Warranty 
(G1363). For details, visit  
www.amsoil.com/warrantysecure.

With snowmobile season on 
the horizon, now is the time to 
reach out to your customers and 
accounts and ensure they’re 
ready when the snow arrives.

AMSOIL INTERCEPTOR® Synthetic 2-Stroke Oil 
Proves Itself in Top Three Snowmobile Brands
After a full season of real-world riding, INTERCEPTOR completely prevented ring 
sticking, piston scuffing and exhaust-power-valve sticking in Arctic Cat*, Ski-Doo* 
and Polaris* snowmobiles. 

*All trademarked names and images are the property of their respective owners and may be registered marks 
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products 

advertised here are developed by AMSOIL for use in the applications shown.
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Arctic Cat* ZR 6000
(2,000 miles)

Ski-Doo* MXZX 600 TNT
(1,327 miles)

Polaris* Indy 600
(1,116 miles)

•  NO PISTON RING STICKING  •  NO PISTON SCUFFING

• NO EXHAUST POWER VALVE STICKING  •  NO ABNORMAL DEPOSIT BUILDUP

Three Top Snowmobile Brands 
One Exceptional Oil
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DEALER ACTION PLAN
•  Use these field study results to show enthusiasts that INTERCEPTOR 

delivers exceptional protection no matter which brand they ride. The 
Snowmobile Brochure (G1526) and Snowmobile Fair Handout (G3390) 
are currently being updated. Watch the Dealer Zone for availability. 

•  Use these results to counter claims that only the OEM-branded oil is formu-
lated to deliver the required protection for the appropriate brand of sled. 

•  Approximately 66 percent of AMSOIL snowmobile products are sold 
through retail businesses, including powersports dealerships, auto parts 
retailers and convenience stores. Make establishing and servicing retail 
accounts a big part of your business. 

•  Point out to retail prospects the perks they receive as a retail account, 
including a free Merchandising Kit, inclusion on the AMSOIL Locator at 
www.amsoil.com (qualifying accounts only) and free shipping on orders 
of $300 or more ($400 Canada).



12  |  SEPTEMBER 2016
M A G A Z I N E

Several factors cause an engine to 
slowly lose power, but compression loss 
due to wear and deposits is one of the 
primary reasons. 

Engine Compression = Power
For your engine to produce maximum 
power, the combustion chamber must 
seal completely during the compression 
and combustion strokes. Wear and 
deposits can prevent the valves or 
piston rings from sealing, allowing 
pressurized gases to escape the 
combustion chamber and take potential 
engine power with them. 

To illustrate, imagine using a hydraulic 
floor jack. Pumping the handle will raise 
the vehicle as long as the release valve 
is tightly seated and doesn’t leak. A 
poorly sealed release valve, however, 
allows pressure to escape, causing the 
vehicle to sink to the ground no matter 
how much you pump the jack handle.  

The same principle applies inside your 
engine. If some of the pressure created 
during the compression and combustion 
strokes is lost due to valves and piston 
rings that don’t seal completely, the 
engine will create less power. 

Wear & Deposits Reduce 
Compression
Over time, deposits or valve wear can 
prevent the valves from closing completely, 
interfering with a good seal. Wear can 
also interfere with proper valve operation, 
disrupting optimum fuel/air flow. 

Worn or stuck piston rings produce the 
same effect. The rings are designed 
to move freely in their grooves and 
press tightly against the cylinder wall, 
forming a seal that prevents fuel/air from 
escaping. Ring wear can interfere with 
formation of a tight seal, while deposit 
buildup can cause the rings to stick in 

their grooves, also preventing a good 
seal. As a result, some fuel/air escapes 
the combustion chamber during 
compression, reducing power. On the 
combustion stroke, pressurized gases 
can blow by the rings and travel down 
the cylinder wall and into the oil sump, 
taking potential power with them. This 
is what’s meant when someone says an 
engine has lost compression.

Signature Series Helps Prevent 
the Problem 
AMSOIL Signature Series Synthetic 
Motor Oil provides 75 percent more 
engine protection against horsepower 
loss and wear than required by a leading 

industry standard*, extending the life of 
vital components like pistons and cams. 
In addition, it prevents piston deposits 
93 percent better than required to meet 
the latest API standard.* Its outstanding 
performance helps prevent deposits and 
wear that rob engines of horsepower. 

During the buy/sell process with 
prospects, connect the superior wear 
protection of Signature Series to the 
benefits of maximum power and 
performance. Doing so shows enthusiasts 
you understand what they want most from 
oil, and helps them maintain that like-new 
feeling they crave when driving.

How AMSOIL Signature Series 
Helps Preserve Horsepower
Although many motorists equate engine wear and deposits with sudden, cata-
strophic engine failure, wear and deposits are more likely to erode engine power 
and efficiency over time. Here’s how it works and what you can do about it. 

*Based on independent testing of AMSOIL Signature Series 5W-30, in ASTM D7320 as required by API SN specification

1 2 3

Intake Compression Combustion Exhaust

How Wear and Deposits Kill Horsepower
Four-Stroke Engine

1 2 3

Fuel and air 
enter the 
combustion 
chamber on 
the intake 
stroke. 

Deposits or wear can prevent the 
valves from closing completely 
or the piston rings from sealing, 
allowing fuel/air to escape the 
combustion chamber during the 
compression stroke.

During the combustion stroke, 
pressurized gases can escape 
past a worn or deposit-
covered valve, or blow by the 
piston rings, taking potential 
horsepower with it. 
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AMSOIL AUTOMATIC TRANSMISSION FLUID FAMILY: 
PERFORMANCE AND PROTECTION
The expansive AMSOIL Automatic Transmission Fluid line offers customers a 
superior level of performance and protection and helps Dealers gain sales. 

Transmission fluid must act as a lubricant 
protecting against intense heat and 
shearing, and also as a hydraulic fluid 
to enable shifting. AMSOIL transmission 
fluids are designed to keep a vehicle’s 
drivetrain performing the way it should 
with smooth shifting, no slipping or 
shudder and dependable torque transfer. 
Our full line of automatic transmission fluid 
fills the needs of nearly any customer.

Signature Series Synthetic ATF
Signature Series 
Synthetic Automatic 
Transmission Fluid is 
for those who want the 
best in transmission 
protection. It features 
reserve protection for transmissions 
routinely pushed to their limits. Signature 
Series Synthetic ATF is specifically 
formulated to withstand the rigors of 
heavy towing, elevated temperatures, 
challenging terrain and other severe-
service applications.

TARGET MARKETS
• Professional tradespeople who 

depend on their hard-working vehicles
•  DIYers/auto enthusiasts looking for the 

best protection

KEY BENEFITS 
•  Reserve protection against heat and wear
•  Reduced maintenance due to longer 

severe-service drain intervals
•  Peace of mind knowing your 

transmission has the highest level of 
protection available

OE Synthetic ATF
OE Synthetic Automatic Transmission 
Fluid is for value-oriented customers 
seeking a synthetic product that 

exceeds OEM requirements. It provides 
excellent wear protection, sludge 
resistance and extreme-temperature 
performance throughout OEM-
recommended drain intervals.

TARGET MARKETS
•  Independent auto repair shops and 

independent quick lubes
•  Enthusiasts looking for a step-up in 

performance at an exceptional value

KEY BENEFITS
•  Wide range of specifications covered 

by two products, simplifying inventory
•  Superior value in synthetic protection

100% Synthetic DCT Fluid
Synthetic DCT Fluid is specifically en-
gineered for sophisticated dual-clutch 
transmissions. Its frictional properties are 
perfectly balanced to prevent shudder 
and deliver fast, smooth shifts. It is a high-
performance, yet cost-effective alternative 
to vehicle-manufacturer branded fluids, 
saving customers money and creating 
higher profit margins for retail accounts.

TARGET MARKETS
•  Independent transmission and 

repair shops specializing in high-
performance vehicles

•  Performance sports-car enthusiasts 
and luxury European vehicle owners

KEY BENEFITS 
•  Outstanding wear protection
•  Excellent performance in extreme heat 

and cold
•  Designed to prevent shudder at low speeds

Synthetic CVT Fluid
Synthetic CVT Fluid (CVT) provides 
outstanding protection and performance 
for continuously variable transmissions. 
It is designed to meet the performance 
and profit needs of independent 
transmission and repair shops.

TARGET MARKETS
•  Independent transmission shops and 

independent auto repair shops
•  DIYers, auto enthusiasts and Honda*, 

Nissan* and Volkswagen* drivers

KEY BENEFITS 
•  Excellent wear protection
•  Outstanding frictional properties to 

prevent belt and chain slipping

Consult the Dealer Sales Briefs in 
the Dealer Zone (Training>Training 
Materials>Dealer Sales Briefs) and the 
product data bulletins for more information 
on these and other AMSOIL products. 

*All trademarked names and images are the property of their respective owners and may be registered marks 
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products 

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

B X
WITH JEREMY MEYER

O N  T H E

AMSOIL GNCC offers some of the 
gnarliest racing out there. ATVs, 
UTVs and dirt bikes spend more 
than three hours on a race course, 
facing all forms of terrain and 
obstacles.

For the past few seasons, 
AMSOIL has partnered with the 
winningest ATV rider in the sport’s 
history, Chris Borich. It was our 
partnership with the GNCC, and 
specifically Borich, that helped 
bring our lineup of premium ATV/
UTV motor oils to market. Our 
Technical Department relied on 
Borich to put the new oil through 
the paces on the track to help 
ensure it would overcome the 
obstacles it would face in the field, 
including heat and mud that lead 
to problems like engine wear and 
clutch slippage.

After extensive testing, Borich 
stated AMSOIL 10W-40 
Synthetic ATV/UTV Motor Oil 
(AUV40) helped his racing 
efforts by “doubling the life of 
my clutches,” a crucial benefit in 
these extreme races.

You can watch Borich’s interview, 
as well as the remaining 
AMSOIL GNCC schedule, at 
amsoilracing.com or on our 
social media platforms.

Hot August Nights a  
Success for AMSOIL
Massive car show successfully unites generations of car enthusiasts.

The Biggest Little City in the World shifted 
into high gear the first week of August as 
the 30th annual Hot August Nights was 
held with AMSOIL joining the party for the 
first time as the Exclusive Official Oil.

Hot August Nights is the largest classic-
car event in the country, with an estimated 
800,000 visitors gathering in Virginia City, 
Reno and Sparks, Nev. to pay tribute to the 
finely detailed automobiles and electrifying 
music of the 1950s, 60s and 70s. The 
event showcases more than 6,000 vehicles 
from the golden era of design, with events 
held all over the region.

The Hot August Nights Cup in Downtown 
Reno was a highlight of the event. Only 
50 elite cars, including several past Ridler 
Award winners, were allowed to enter for 
more than $100,000 in cash and prizes.

“Hot August Nights blew us away with 
everything they have going on, as well 
as the depth of vehicles and endless 
entertainment,” said AMSOIL Race and 
Events Manager Jeremy Meyer. “It’s 
more than just a car show; there’s racing 
and music and parades. What a great 
atmosphere and event put on in Reno.”

AMSOIL also took part in a new event 
at Hot August Nights, becoming the 

presenting sponsor of the drifting 
and autocross competitions. The new 
additions brought some serious muscle to 
this year’s show.

“They’re running LS-type turbocharged 
motors, running five, six-hundred 
horsepower and spinning the tires off,” said 
AMSOIL Field Sales Representative Keith 
Cooksey. “It’s super exciting out here, and 
we are happy to be part of this new venue.”

While a majority of vintage cars ran 
the timed autocross event, the drifting 
competition brought in newer American 
and import models. 

“It’s bringing together the younger 
crowd with the import cars in the drifting 
competition, as well as the autocrossers 
who are out here in their ‘57 Chevys*, 
their Corvettes* and things like that, the 
older audience,” continued Cooksey. “And 
it’s just a great venue to bring this whole 
group together and reach these multiple 
demographics with premium AMSOIL 
products.”

AMSOIL will continue its partnership with Hot 
August Nights through 2018. For a further 
look at how AMSOIL was involved in this 
year’s event, visit www.amsoilracing.com.

*All trademarked names and images are the property of their respective owners and may be registered marks 
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products 

advertised here are developed by AMSOIL for use in the applications shown.
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Team AMSOIL Captures Sixth AMA 
Horizon Award in 10 Seasons
Chase Sexton wins Open Pro Sport class at Loretta Lynn’s.

The Team AMSOIL/Factory Connection 
Honda amateur motocross program 
has developed a solid reputation for 
churning out top talent, and its reputation 
was once again validated at the Rocky 
Mountain ATV/MC AMA Amateur 
National Motocross Championship 
presented by AMSOIL at Loretta Lynn 
Ranch in Hurricane Mills, Tenn. For the 
sixth time in the past decade, a Team 
AMSOIL rider earned the coveted 
AMA Horizon Award, bestowed upon 
the A-class rider deemed to have the 
brightest future upon beginning his pro 
motocross career.

Chase Sexton, of La Moille, Ill., became 
the latest Team AMSOIL rider to collect 
the honor after winning the Open Pro 
Sport class. He also finished second in 
the 250 A class, winning three of the six 

total motos he competed in 
during the week.

“It’s cool to win this. I’ve been thinking 
about it ever since I’ve been on 85s, just 
seeing all the good riders win it,” said 
Sexton. “It’s crazy to be able to win that 
award. Just super pumped about it. This 
year I was feeling really good coming into 
the race. I knew I could get it done. I had 
the speed, the endurance, everything I 
needed. So I just felt really good on the 
bike this week and we got it done.”

Sexton overcame some hurdles to reach 
the top of the podium, as heavy rain 
drenched the track early in the week 
and led to a series of muddy races. 
He also chose to race his usual Honda 
CRF250R against 450cc machines in 
Open Pro Sport. Although the decision 
hurt his starts, he mounted impressive 
comeback charges each time.

Sexton joined Team AMSOIL in the fall 
of 2015. After several months training 
under Team Manager Mike LaRocco 
and Team Trainer John Wessling and 

achieving success at Loretta’s, he joined 
the GEICO/AMSOIL Honda team for 
his professional debut at the Unadilla 
National in New York.

“Right now I just want to get out front 
and run with those guys,” said Sexton. 
“Get a good start and I just want to 
sprint as long as I can, no matter what 
the circumstances are. I’m just going to 
go out there and leave it all on the track. 
That’s all I can do.”

Sexton joins Trey Canard (2007), Justin 
Bogle (2011), Zach Bell (2012), Matt 
Bisceglia (2013) and RJ Hampshire (2014) 
on the list of riders who have captured 
the AMA Horizon Award for the AMSOIL/
Factory Connection Honda team.

DEALER IMPACT
In addition to providing valuable 
exposure for AMSOIL products through 
its on-track success, the GEICO/
AMSOIL Honda team was instrumental 
in the development of AMSOIL 
Synthetic Dirt Bike Oil through extensive 
on-track testing in the team’s race 
bikes. A combination of rider feedback 
and lab testing resulted in the final 
formulation, and results demonstrate 
that AMSOIL Synthetic Dirt Bike Oil 
delivers consistent clutch performance 
while helping extend clutch life.

*All trademarked names and images are the property of their respective owners and may be registered marks 
in some countries. No affiliation or endorsement claim, express or implied, is made by their use. All products 

advertised here are developed by AMSOIL for use in the applications shown.
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MONTHLY LEADERS
The AMSOIL Dealer Hall of Fame, full AMSOIL business category descriptions and top 20 monthly 
leaders can be found in the Dealer Recognition area under the Services menu in the Dealer Zone.

Bill & Donna Durand 
Wisconsin

7-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

FIRST
Total Organization
SECOND
Personal Group Sales

HALL OF FAME

Dave M. Mann 
Michigan

7-STAR 
REGENCY PLATINUM 
DIRECT JOBBER

SECOND
Total Organization
FIRST
Personal Group Sales

SEVENTH
New Qualified Customers

TENTH
New Customer Sales

Sherree Schell 
Idaho

4-STAR 
REGENCY PLATINUM 
DIRECT JOBBER

SEVENTH
Total Organization
NINTH
Personal Group Sales

Leonard & Marcie 
Pearson 
Washington

5-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

THIRD
Total Organization
SEVENTH
Personal Group Sales

Ray & Kathy Yaeger 
Wisconsin

5-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

SECOND
Retail Account Sales

Ches & Natasha Cain 
South Dakota

3-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

EIGHTH
Total Organization
FOURTH
Personal Group Sales

NINTH
New Qualified Customers

David B. 
Richardson 
Ohio
EXECUTIVE DIRECT 
JOBBER

SECOND
Commercial Account Sales

Michael H. Ellis 
Michigan

5-STAR 
REGENCY PLATINUM 
DIRECT JOBBER

NINTH
Commercial Account Sales

FIRST
Retail Account Sales

SIXTH
New Customer Sales

Michael J. Mathe 
Tennessee
REGENCY SILVER 
DIRECT JOBBER

FIRST
New Qualified Customers
FIFTH
New Customer Sales

James J. Allen 
Ohio
REGENCY GOLD 
DIRECT JOBBER

FIRST
Commercial Account Sales

Kent & Trudy  
Whiteman 
Utah

7-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

SECOND
New Qualified Customers
FOURTH
New Customer Sales

Robert V. Spence 
Kansas

2-STAR 
REGENCY PLATINUM 
DIRECT JOBBER

NINTH
Total Organization

Bill & Mary Rigdon 
Oregon
PREMIER DIRECT 
JOBBERS

FOURTH
Commercial Account Sales

Debra McKenzie 
Alberta
REGENCY GOLD 
DIRECT JOBBER

TENTH
Commercial Account Sales

SEVENTH
Retail Account Sales

Mylo & Patty  
Twingstrom 
Minnesota

1-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

THIRD
New Qualified Customers
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JUNE 2016

Douglas Huculak 
Saskatchewan
REGENCY GOLD 
DIRECT JOBBER

FOURTH
Retail Account Sales

Vijay Parany 
Ontario

1-STAR 
REGENCY PLATINUM 
DIRECT JOBBER

EIGHTH
Personal Group Sales 
Retail Account Sales

James Brown 
North Carolina
PREMIER DIRECT JOBBER

SIXTH
Commercial Account Sales

Thomas R. Weiss 
North Dakota
REGENCY PLATINUM 
DIRECT JOBBER

SEVENTH
Commercial Account Sales

FIRST
New Customer Sales

Thomas & Sheila Shalin 
Georgia

4-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

FIFTH
Total Organization 
New Qualified Customers

THIRD
Personal Group Sales 
New Customer Sales

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

FOURTH
Total Organization
FIFTH
Personal Group Sales

EIGHTH
Commercial Account Sales

SIXTH
Retail Account Sales

George & Shirley 
Douglas 
Tennessee

4-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

SIXTH
Total Organization 
Personal Group Sales

Daniel & Judy Watson 
Florida

2-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

TENTH
Personal Group Sales

NINTH
Retail Account Sales

John & Dianne 
Moldowan 
Alberta
REGENCY GOLD 
DIRECT JOBBERS

THIRD
Retail Account Sales

Greg & Joan 
Desrosiers 
Alberta

3-STAR 
REGENCY PLATINUM 
DIRECT JOBBERS

TENTH
Total Organization
FIFTH
Retail Account Sales

SECOND
New Customer Sales

Michael & Tammi 
Lick 
Iowa
DIRECT DEALERS

FOURTH
New Qualified Customers

John A. Cameron 
California
MASTER DIRECT JOBBER

EIGHTH
New Qualified Customers

Allen & Vickie 
Bonebrake 
Utah
DIRECT DEALERS

FIFTH
Commercial Account Sales

Ted Pickul 
Florida
PREMIER DIRECT JOBBER

TENTH
Retail Account Sales

Kurt Easum 
Kansas
DIRECT JOBBER

SIXTH
New Qualified Customers
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HIGHER LEVELS OF RECOGNITION

MONTHLY LEADERS

Bruce & Diane 
Adams 
Indiana
PREMIER DIRECT  
JOBBERS

SEVENTH
New Customer Sales

Frederic & Venus 
Labarre 
Alberta
REGENCY DIRECT JOBBERS

REGENCY

Matthew Smith 
Iowa
DIRECT DEALER

NINTH
New Customer Sales

Mark & Susan 
Alderson 
California
DIRECT JOBBERS

Sponsor: 
Joseph M. Seifert

Direct Jobber: 
Joseph M. Seifert

Jerry Dawson 
Texas
MASTER DIRECT JOBBER

TENTH
New Qualified Customers

Andriy Dyachuk 
Pennsylvania
MASTER DIRECT JOBBER

MASTER

Will Mangan 
Pennsylvania
PREMIER DIRECT JOBBER

PREMIER



When it comes to keeping the car you love 

safe, there’s a motor oil that offers the 

world-class performance you demand. 

AMSOIL shields your automobile with 75% 

more engine protection against horsepower 

loss and wear than required by a leading

industry standard*, extending the life of vital 

components like pistons and cams. Discover 

how we offer next-level protection. Unleash 

the Spartans at amsoilprotects.com.

D E V OT E D  TO  P R OT E C T I O N .

*Based on independent testing of AMSOIL Signature Series 5W-30, in ASTM D7320 as 
 required by API SN specification.

TM

Dealer Action Plan
The Devoted to Protection 
ad was developed using 
extensive market research, 
and it was tested thoroughly 
with groups of auto 
enthusiasts, our target 
market. Its protection-centric 
messaging resonated strongly 
with these groups. Consider 
these facts as you interact 
with prospective customers 
and accounts.
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September Close-Out
The last day to process September orders in the U.S. 
and Canada is the close of business on Friday, Sept. 30. 
Individual telephone and walk-in orders will be processed 
if initiated by the close of business. Internet and fax orders 
will be accepted until 3 p.m. Central Time on that day. All 
orders received after these times will be processed for the 
following month. Volume transfers for September business 
will be accepted until 3 p.m. Central Time on Thursday, Oct. 
6. All transfers received after this time will be returned.

Customer Reviews Coming to AMSOIL Corporate Website
In September, customer reviews will be added to the 
product pages of www.amsoil.com. Customers will be able 
to provide feedback on AMSOIL products through an online 
form. Reviews are a prominent feature on many companies’ 
websites and improve online sales by increasing both new 
customer sales and average order values. The form will 
include the reviewer’s overall rating of the product, space for 
general comments and other information. Each review will be 
screened for off-topic or offensive content and moderated 
when appropriate. Completed reviews will be displayed on 
their respective product pages. Customer reviews are aimed 
at Preferred Customers and catalog customers. While AMSOIL 
Dealers are the strongest supporters of AMSOIL, they may 
be seen as biased to an outsider because they sell AMSOIL 
products. To get the most impact from reviews, AMSOIL will 
seek unbiased reviews from customers and non-AMSOIL 
Dealers. AMSOIL emailed a sample group of Preferred 
Customers in August to request initial reviews prior to launch. 
Stay tuned for more information on customer reviews.

Follow Best-in-Class Email Practices for Happier 
Customers, More Sales and Legal Compliance
Email is one of many methods Dealers can use to contact 
customers and leads with product, program and company 
information and promotions. It provides Dealers an easy, 
convenient, inexpensive and casual way to create, nurture 
and maintain working relationships. AMSOIL Dealers who 
contact customers and leads via email on a regular basis 
should be aware that following guidelines set forth by the 
Federal Trade Commission (FTC) is not only necessary 
to help maximize return, increase sales and minimize 
unsubscribe requests, but required by law. Here are a few 
tips for contacting customers and leads by email:

•  Best-in-class practices recommend sending no more 
than one email every week or two unless you are offering 
promotions, special offers or valuable knowledge that 
cannot be obtained elsewhere. While this is not a law, it’s 
valuable to follow.

• Be sure recipients can easily opt-out (unsubscribe) from 
receiving your messages. An opt-out option must be 
included in every marketing message you send. Make 
sure you use an email provider that includes an opt-out 
link or button. If your email provider doesn’t provide an 
opt-out option, be sure to respond to requests promptly.

•  Use accurate information in the “To” and “From” fields.

•  Don’t use misleading or deceptive subject lines. Subject 
lines should reflect the content of the messages you 
send.

•  You must identify any marketing emails as such. If you’re 
sending an advertisement, the recipients have a right to 
know.

•  I nclude your physical address.

•  You must have permission to send promotional messages 
to recipients before they can be contacted. Consent can 
be oral or written.

Irritating your customers and leads can land your messages 
in recipients’ spam folders. If you’re deemed a spammer, 
recipients’ email providers will block you and you could get 
blacklisted. Worse, violating the rules set by the FTC could 
rack up hefty fines or lawsuits. Instead, ensure the emails you 
send are clear, friendly and effective, leading to higher open 
and response rates and increased trust, sales and referrals.

To read more about the laws the FTC has set forth for email 
marketers, visit https://www.ftc.gov/tips-advice/business-
center/guidance/can-spam-act-compliance-guide-
business.

Outboard 100:1 Pre-Mix Synthetic 2-Stroke Oil 
Color Change
In our ongoing process to improve product quality, we’ve 
slightly adjusted the formulation of Outboard 100:1 Pre-Mix 
Synthetic 2-Stroke Oil (ATO), which has resulted in a change 
in color from green to blue. The oil continues to provide 
outstanding performance at 100:1 mix ratios in outboard 
motors. Pricing remains unchanged.

X-Treme Synthetic 
Food-Grade Grease 
Labels
The cartridge labels for 
X-Treme Synthetic Food-
Grade Grease (GXC) 
have been updated. The 
formulation and pricing 
remain unchanged.

75W-90 Long Life 
Synthetic Gear Lube 
Bottle Change
AMSOIL 75W-90 Long 
Life Synthetic Gear Lube 
(FGR) is now packaged 
in silver bottles.

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



$1.00 U.S.

TO ORDER – Call 1-800-956-5695, 7 a.m. to 7 p.m. Central Time, M – F

Free Shipping on Orders of $100 or More. See page 3 for details.

This issue of AMSOIL Magazine includes the updated AMSOIL Retail Catalog (G100 U.S./G300 Can-
ada). The AMSOIL Retail Catalog offers an excellent opportunity for Dealers to exhibit the entire line of 
AMSOIL products. It also contains information on becoming an AMSOIL Dealer or Preferred Customer.

Updated Retail Catalog Now Available

How It Works
Attach your Dealer Z.O. number in the 
area marked “referral number” on the 
back cover of the catalog. Use a catalog 
label from the AMSOIL Print Center for a 
more professional impression. Distribute 
the catalog to potential customers, 
Dealers and Preferred Customers.

Where to Distribute
• Trade Shows • Fair Booths • Race 
Events • Conventions • Conferences  
• Direct Mail to Potential Customers

Maintain Contact with Prospects
Direct contact with potential customers is 
the best way to earn a sale or gain a new 
Dealer or Preferred Customer. The more 
people hear about AMSOIL products 
and programs, the more likely they are to 
take advantage of their benefits. Direct 
mailings to potential customers can give 
Dealers a foot in the door, but don’t stop 
there. Follow-up with potential customers 
to answer questions, provide clarity and 
give them one-on-one service.

How Customers Place Orders
Customers who wish to place orders from 
your retail catalogs can simply call the 
AMSOIL toll-free ordering line and place 
their orders specifying the referral number 
(your Z.O. number) printed on the catalog. 
This ensures that you receive the retail 
profits and commission credits. Ordering 
customers are automatically sent updated 
retail catalogs every six months for the 
next 18 months at no additional cost to 

you. In addition, any of your customers 
who call AMSOIL wishing to become 
Dealers or Preferred Customers will 
automatically become members of your 
personal group.

Free Shipping
Online/catalog customers in the 
continental U.S. receive free shipping on 
orders of $100 or more. Customers who 
order less than $100 will be charged a flat 
shipping fee of $8.50.

Reaching New Prospects
The AMSOIL Retail Catalog is a great 
opportunity to reach potential customers 
with whom you wouldn’t ordinarily have 
contact. A direct mailing to a specific 
neighborhood could reach numerous 
customers who do not attend race events 
or trade shows, but still want the best 
protection for their vehicles. Also, people 
at shows or events who are initially only 
somewhat interested or don’t have time 
to talk can take a retail catalog home to 
review at their leisure.

Downloadable Retail Catalog PDF
AMSOIL Dealers can also download the 
Retail Catalog in PDF format from the 
Dealer Zone. The Dealer’s Z.O. number 
is automatically embedded in the catalog 
so when customers click 
a “Shop Online Now @ 
www.amsoil.com” link, 
they arrive at the online 
store as if they had come 
through the Dealer’s 

website, and the Dealer receives credit for 
all sales. The Dealer’s Z.O. number also 
automatically populates in the “referral 
number” area on the catalog’s back page.

Once downloaded, the Retail Catalog 
PDF can be embedded on a Dealer’s 
website for customer download, emailed to 
customers who request a free e-catalog or 
saved and burned to CD for distribution at 
trade shows, race events, etc.

The PDF catalog is housed under 
the Business Tools category 
in the Dealer Zone (Business 
Tools>Literature>Customizable 
Literature>Retail Catalog).

Ordering Catalogs
AMSOIL Retail Catalogs are available 
individually and in packages of  
100 and 300. Dealers who order 900 
or more catalogs using product code 
G100-PK receive promotional codes 
in their Message Center inboxes 
redeemable for free catalog labels from 
the AMSOIL Print Center. 

Customizable catalogs are available 
through the AMSOIL Print Center. 
Access the Print Center through the 
Dealer Zone. 

AMSOIL Retail Catalog Ordering Information
   Wt. U.S. Can.
Stock # Units Description Lbs. Price Price

G100 EA 1 U.S. Catalog 0.1 .50 .70
G100 CA 100 U.S. Catalogs 10.0 43.00 60.00
G100 PK* 300 U.S. Catalogs 30.0 120.00 165.00
G300 EA 1 Canada Catalog 0.1 .50 .70
G300 CA 100 Canada Catalogs 10.0 43.00 60.00
G300 PK* 300 Canada Catalogs 30.0 120.00 165.00

*Order three or more and receive free catalog labels from the Print Center.
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Businesspeople often ask me what is 
the best way to grow their businesses. 
My answer is always the same: help 
your people grow. The follow-up 
question is always, “what is the best 
way to help my people grow?” Once 
again, my answer is always the same: 
grow yourself. These answers hold 
true for all AMSOIL Dealers as well.

If you want your AMSOIL business 
to grow, and I know you do or you 
wouldn’t be reading this article, you 
will want to lead by example. Increase 
your knowledge of AMSOIL products, 
product applications, business 
acumen and sales ability. Then, you 
can lead your team to this information, 
showing the way in which they can 
grow their businesses, duplicating 
yourself in the process. Duplication is 
crucial for continued success in this 
business, and having the necessary 
information at your fingertips is 
imperative in today’s business world. 
We have collected tons of great 
information for you and made it all 
available in one place: AMSOIL 
University Online.

A thirst for continuous learning is 
necessary for continued growth. 
Learning as much as you can about 
the AMSOIL product line, keeping 
up with the current business climate 
that our customers are dealing with 
and the challenges they face and 
learning how we can best serve them 
will undoubtedly help your business. 
How do we help more people? How 
do we stay current? How do we 
continue to provide stellar customer 
service at all times? We need to seek 
this knowledge and look for ways to 
continuously improve. 

AMSOIL University is geared 
toward all of these goals. Inside 
AU Online you will find all of the 
necessary information to become 
a T1-Certified AMSOIL Dealer. This 
information provides an overview of 
AMSOIL, where we came from and 
our dedication to making the best 
products we can. AMSOIL corporate 
personnel share the fundamentals of 
production and packaging and our 
commitment to quality. You are able 
to take the T1-Certification test right 
online and get certified quickly. This 
is the first step, and the foundation of 
growing and learning as an AMSOIL 
Dealer who is serious about building a 
business.

The AU Online T2 track is designed 
to help Dealers better navigate a 
sales cycle in a professional manner. 
These courses will help you develop 
the skills needed to rise above the 
average salesperson in the field. 
Course topics vary between product 
knowledge, customer service and 
broad sales services such as asking 
great questions and leadership 
development. These courses will 
help you become more acquainted 
with what is expected of sales 
professionals today.

The T3 track will take you through all 
four phases of the AMSOIL Buy/Sell 
Cycle. Taking prospective customers 
from “not looking” to “looking” is the 
first phase. To do that, the first thing 
you must do is create curiosity. If 
you can’t create curiosity, there is no 
customer. Determining prospective 
customers’ needs is phase two. If 
they don’t see how AMSOIL products 
can be of value to them, they will 

see no need. And, once again, you 
have no customer. Phase three is 
the assessment phase. Prospective 
customers will need to assess what 
it will look like once they start using 
AMSOIL products. Don’t skip this 
phase. If you do, you risk losing the 
customer. Finally, phase four includes 
getting the order and determining the 
ongoing service level you will provide 
to your new customer. 

The T4 track is sub-market-specific 
training. Do you want to know the 
needs of an independent repair 
garage owner? How about what an 
independent auto parts store owner is 
dealing with on a daily basis? This is 
the type of training you will find in this 
track.

We have made the commitment to 
continually add to the information in 
AU Online, and you don’t want to miss 
the weekly Quickshots segments in 
the T2 track. 

AU Online is a great value. The T1 
section is free, and access to the T2, 
T3 and T4 sections is $24.99 per year. 
This is a small annual investment to 
make in yourself and your business. 

Be an example for your sales team. 
Enroll in AU Online, and use the 
information you take away to help 
train other Dealers. Demonstrate your 
growth to the members of your team 
and have them duplicate your efforts. 
That is the power of this company. To 
grow your business, help others grow. 
To help others grow, grow yourself!

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

Help your business grow by 
growing yourself.
The information you need to grow as a salesperson and 
drive growth in your business is available in AU Online.

Bryce Malone | VICE PRESIDENT, DEALER SALES AND SERVICE



Immerse yourself in sales, technical and marketing 
training, business-building strategies and more. 
Learn at your own pace, on your own schedule.

• Interactive courses
• Monthly webinars
• Evolving lineup of presentations and training  
• T1 Certification and T2, T3 and T4 training

Explore AMSOIL University Online by logging in to 
the Dealer Zone and clicking on the AU Online link.

W E L C O M E  T O

CLASS IS IN SESSION
Welcome to AMSOIL University Online
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AMSOIL has partnered with Empowerkit to offer AMSOIL Dealers a variety 
of outstanding website packages. Empowerkit websites offer easy-to-use 
applications with advanced features and professional design, providing 
maximum online exposure and helping you compete in today’s competitive 
online marketplace. Website packages range from a basic online presence 
to a fully enabled, customizable website and work to get you found.

Starter: Provides a basic online business presence. $2.50/mo.

Custom: Provides editing capabilities, free set-up and phone support. $20/mo.

Managed: Provides editing capabilities, free set-up, phone support and 
assistance making edits. $50/mo.

Pro: Designed to get Dealers ranked on Google and includes many extra 
options for serious Dealers advertising their businesses online. $170/mo.

SEO: Provides lead generation and includes more backlinks, helping Dealers 
rank higher in Google searches. $320/mo.

Visit the Dealer Zone (Services>Dealer Websites>Digital Marketing 
Program) for more information or go to www.empowerkit.com/packages/
amsoil to select a website option.

EMPOWER YOUR BUSINESS 
WITH EMPOWERKIT


