
FEBRUARY 2018

U SU.S.U.S

U.S.



FEBRUARY 2018  |  2
M A G A Z I N E

DEPARTMENTS

4 Letters to the Editor

5 Tech Talks

ADVERTISEMENTS

3 Go Ahead... Dream!

 10 Performance and Protection 

That’s Miles Ahead of the Rest. 

STAFF

Editor 
Terry Johnsen 

Associate Editor 
Joel Youngman

Staff Writers 
Kathy Anderson 

John Baker 
 

Jamie Trembath 
Joel Youngman

Graphic Design Manager 
Jeff Spry

Senior Graphic Designer 
Luke Boynton

Content Contribution 
Rob Stenberg

Editorial Contribution 
Len Groom 

Dan Peterson

Back Issues 
Back issues of AMSOIL Magazine are 

 
specify the month and year.

On the Web 
www.amsoil.com

Co-President & COO 
Alan Amatuzio

Co-President 
Dean Alexander

 
All rights reserved. 

Printed by Service Printers 
Duluth, MN USA.

Letters to the Editor 
 

 
The AMSOIL Building 

 
Superior, WI 54880

letters@amsoil.com

 FEBRUARY 2018

T A B L E  O F  C O N T E N T S

M A G A Z I N E

THE COVER

performing new Dealers 

Monthly Leaders section of 
AMSOIL Magazine in the 
year ahead.

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

advertised here are developed by AMSOIL for use in the applications shown.
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the horizon and now is the time to register for 
this exciting event. This year we’re pleased to 

marketing training. Make your way to Duluth, 
Minn. this summer to learn from our corporate 
staff, network with other Dealers and celebrate 
45 years of the AMSOIL Dealer Network. 

Act before March 31, 2018 to receive discounted 
tickets and join other AMSOIL Dealers for a 
unique blend of training, fellowship and fun. 

REGISTRATION 
Through March 31, 2018:  
April 1, 2018 until the Convention:  
AU Business Summit: $25

To register or review lodging information, go to 
the Dealer Zone homepage and click on the  
“Go Ahead... Dream!” banner at the center of the 
page or simply visit amsoil45.eventbrite.com. 
Space is limited for the AU Business Summit, so 
register early. 

NETWORK MARKETING 
FUNDAMENTALS WITH 
TODD FALCONE

trainer Todd Falcone will share 
network marketing tips through his 
comedic, yet direct approach.

Go ahead…
2018
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DECALS
I agree 100% with the letter from Bill 
Phelan [October AMSOIL Magazine]. I 
was speaking with my neighbor from a 
few doors down while he was mulching 
the front lawn and leaves. I mentioned 

He asked what it was and where to buy 

street and he’s asking where.

If we can buy decals like “AMSOIL Sold 
Here” or “AMSOIL Synthetic Lubricants 
Available Here,” these would allow us to 
add our email and phone information to 
our vehicle windows. I’d buy them with 
AMSOIL printed about 16 inches long 
like the static decal. I also have a spot 
reserved for the aluminum sign when it 
comes back. I use my vehicle for my day 
job and can’t apply the AMSOIL vehicle 
graphics kits.

Best regards,

Jeff Hartt

AMSOIL: Thank you for your letter, Jeff. 
Be sure to check out the latest Apparel 
and Promotional Items Catalog (G1650) 
for these new items and more. We’re 
also investigating our options for adding 
customizable decals to the Print Center, 
which will allow you to add your contact 
information to an AMSOIL decal.

AVIATION OILS
Has AMSOIL ever considered producing 

Wichita, Kan., and I think our products 
would go over good in the aviation 
industry, especially with the piston 
engine and now diesel piston products.  
Besides, AMSOIL was started from 
aviation oils. How about we provide oils 
to the industry?

Martin Cranford

AMSOIL: Thank you for your suggestion, 
Martin. We offered aviation oils in the 
early days of the company, but exited 
this market due to high competition, 
low sales and high insurance costs. We 
are currently taking a fresh look at the 
aviation market to determine if there are 
any opportunities for Dealers there in 
the future. If it looks good, you can bet 

we’ll have an announcement of some 
fresh aviation products here in AMSOIL 
Magazine.

APPROVED OILS LIST

and my AMSOIL business is small, but 
I have lost my best customer, German 
Autocraft Inc., due to the European 
vehicle manufacturers oil list they use as 
approved oils in their autos. I contacted 
a longtime customer about his last order 
being so long ago and asked him if there 
were any issues I could help with. He 
told me it was nothing to do with me – 
that I have been great on my end – but 

approved oil lists. They say the oils on 
the list are all that are allowed to be used 
in their autos, and AMSOIL is not on the 
list. So he has stopped using AMSOIL 
due to the possibility of a lawsuit if he 
does use it and something happens. He 
suggested that AMSOIL should contact 
these manufacturers and try to have 
them test and approve AMSOIL and get 
on the list. I would appreciate it if this 
can be considered.

Roger Holloway

AMSOIL: Our European Car Formula 
is on a number of major manufacturers’ 
approved oil lists, including VW*, BMW*, 
Mercedes-Benz* and Porsche*. We also 
recommend it in many other European 
applications. Keep in mind that it is against 
Federal law for a manufacturer to deny 
warranty coverage based solely on the 
brand of lubricant used. Make sure your 
customers and accounts know that we 
back them up with our warranty, too, and 
they can use and install European Car 
Formula in high-end European vehicles 

warrantysecure for more information.

ALTRUM NEWSLETTER
I have been a Dealer almost 42 years 
and was just informed yesterday that 
all Dealers do not receive all monthly 
newsletters. One of my Dealers said 
he did not know anything about the 
ALTRUM products. He said he had never 
received the ALTRUM newsletter, so I  
called AMSOIL. They told me unless he 
shows interest in ALTRUM, he will not get 
the newsletter. This is a cop out. He pays 

including all mailings, or he is getting 
shortchanged. He pays for it; he should 
get it. The company is shortchanging 
everyone that does not get all the 

You need to sharpen your pencils and 
stop shortchanging the Dealers. This will 

Dealers. Thank you for printing this in the 
AMSOIL Magazine.

Douglas Fay

AMSOIL: Thanks for being with us for 
42 years. We appreciate your loyalty 
and all of your efforts through the years. 
Very few companies can claim to have 
relationships with folks who are loyal 
for more than four decades. We’re 
flattered. 

We have never mailed the ALTRUM 
News to all Dealers; the way it is set 
up today is the way it’s been since the 
beginning. We only promise Dealers a 
copy of AMSOIL Magazine, so we are 
not shortchanging anyone. That’s the 
last thing we want to do. The simple 
truth is, most Dealers have little to no 
interest in ALTRUM, and forcing it on 
them will only degrade our relationship 
and waste money. We have made efforts 
to increase awareness of ALTRUM 
products over the past year by featuring 
an ALTRUM message in the Centerlines 
area of AMSOIL Magazine regularly. We 
even insert a copy of ALTRUM News 
in AMSOIL Magazine occasionally to 
ensure all Dealers have the opportunity 
to learn about it. Anyone who purchases 
ALTRUM products is added to the 
ALTRUM News mailing list, and back-
issues of ALTRUM News are available 
for all to see at altrumonline.com. We will 
also add anyone to the ALTRUM News 
mailing list upon request.

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 

advertised here are developed by AMSOIL for use in the applications shown.
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Here’s a line of reasoning I hear 
sometimes from gearheads and other 
enthusiasts:

than my engine. 

my vehicle for best protection.

It’s true that your average racing engine 
creates operating conditions more 
severe than the average passenger car 
engine. However, that’s not to say that 
modern engines aren’t tough on oil. The 
last couple years, we’ve been telling 
you about the toll today’s engines take 
on motor oil. 

engines in modern vehicles generate 
increased heat and contaminants 
compared to their predecessors. 
Motor oil bears the brunt of the added 

and automakers are increasingly 
recommending synthetic oils to meet 
these strict performance specs.  

Racing, however, is a whole different 

in racing vehicles produce extreme 
heat and pressures your average car 
or truck simply will never see. Scott 

can produce engine temperatures 

temperatures in a typical passenger 
car/light truck fall somewhere between 

difference is even more striking when 
you consider that the rate of motor 

in oil temperature. 

The tremendous shearing forces the 
oil bears as it’s squeezed between the 
interfaces of the pistons/rings and cam 
lobes/lifters pose another problem. The 
pressure can tear apart the molecular 
structure of the oil, reducing its viscosity 

Racing oil has to be formulated differently 
to protect these demanding engines. 
Even so, it doesn’t mean you should 
order a case of AMSOIL DOMINATOR® 
Synthetic Racing Oil for your car. 

Why? For starters, racing oils are 
changed frequently. Most professionals 
change oil every couple races, if not 
more frequently. For that reason, racing 
oils are formulated with a lower total 

car motor oils. TBN is a measure of 
the oil’s detergency properties and its 
ability to neutralize acidic byproducts. 
Oils with longer drain intervals have 
higher TBNs. AMSOIL Signature Series 
Synthetic Motor Oil features a TBN of 

drain interval. In contrast, DOMINATOR 
Synthetic Racing Oil has a TBN of 8 
since we recommend changing it more 
often. As great as it performs on the 
track, DOMINATOR is not what you 
want in your engine when you’re driving 
thousands of miles and several months 
between oil changes.

Second, you want to use an oil in 
your daily driver that excels in several 
performance areas:

• Wear protection
• Long oil life
• Maximum fuel economy
• Engine cleanliness

• Oxidation resistance

Motor oil additives produce many of 

additives interact with the metal 
surfaces of engine parts and guard 

additives form layers on metal surfaces. 
That being the case, they compete with 
each other for space, so to speak, like 
pigs competing for room at the trough.

Racing oils are often formulated with a 

lubricity for maximum horsepower and 
torque. The boosted level of additives 
meant to increase protection and 
performance during a race doesn’t 
leave room in the formulation for 
additives found in passenger car motor 
oils that help maximize fuel economy, 

protection. In effect, the ravenous 
pigs at the trough leave no room for 

rounded formulation. 

Achieving the tasks of a passenger 

formulation. Too much or too little 
performance in one area can negatively 
affect other areas – and the oil’s overall 
protection and performance. The list of 
tasks required of a racing oil, however, 
is much shorter. 

The right tool for the right job is an 
axiom with which you’re familiar. The 
same holds for motor oil. It’s best 
to leave racing oil to competition 
engines and use a properly formulated 
passenger car motor oil for your daily 
vehicle.

Racing oil versus regular oil
Racing oil must be the best choice for my daily driver, right?

Len Groom  |  
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The old-fashioned way

-

-
-

The better way

with that. 

No one likes cavities

Mark Nyholm  |  

How Cylinder Liner Cavitation Occurs

Imploding bubbles direct 
high-pressure coolant 
toward the cylinder liner, 
creating cavities through 
which the coolant can 
enter and mix with oil, 
damaging the engine. 



THE CLASS OF 2017
  MOST NEW CUSTOMERS — U.S.

Dealers Josh and 

Middletown, Ohio 

customer in March 

always worked 
in the automotive 

duty machinery 
industries. His current job is building 
tractors. “I’ve always had a wrench in my 

He is also a student of lubrication and 

Specialist. 

His knowledge gives him a lot of 
credibility in the numerous Facebook 

his business through those groups. 
He shares his personal experiences 
with AMSOIL products and answers 

posts oil analysis information to back 
up his recommendations. “Oil analysis 

He maintains a separate group for his 
Dealers, who are spread out across the 

information as they’ll let me give them,” 

He recommends that new Dealers create 
Facebook business pages. It allows 
people to learn about the products 
without having to interact until they are 

way for customers to leave reviews 
about products and their interactions 
with me,” he said.

He plans to be working his AMSOIL 
business full time by the time he is 50 
years old. 

He has learned a lot from his Direct 
Jobber, Andrei Pop, who encouraged 
him to learn as much as he could about 
AMSOIL products and building his 
AMSOIL business. “He has bent over 
backwards to teach me what he knows,” 

His advice for new Dealers is to 
stay focused. “Success is all about 

your eye on the goal and keep moving 
even if you fall. It’s also about having 
good people around you to support you. 
Learn everything you can from the guys 
that walked the road before you, and 
know that you can do it.”

   MOST NEW CUSTOMERS — CAN.

Dealer Mark Fleury 
of Brampton, 

registered the most 
new customers 

also number one 
in the Most New 
Dealers and the 
Highest Sales to 

categories.

Fleury’s experience is in the trucking 
industry, and his passion is motorcycles. 
Sidelined from his work and his passion 
by an injury, Fleury was looking for 
something to do when a Dealer talked to 
him about AMSOIL and the Dealership 
opportunity. He registered as a Dealer 
soon after. “I’ve never looked back,” 
Fleury said. “I love it.” 

Fleury said he attends a lot of car shows. 
He displays every AMSOIL product 
and makes himself available to talk with 
anyone who approaches. “People will 
come to the tent that says ‘AMSOIL,’” 
Fleury said. “They either want products 
or they want to ask questions.”

His philosophy for gaining customers is 
to listen to what they have to say. “Let 
them tell you their story,” he said. “Then 
you guide them to the right program for 
them.”

Making a connection with any potential 

myself to every new customer and listen 
to what they have to say,” Fleury said. 
“I am not here initially to sell product; 
I am here to build relationships. A 
friend of mine years ago said to me, 
‘The best salesman is not the one who 

believe this and embrace it. I try to give 
that ‘personal touch’ that seems to be 

constant contact with all of my accounts, 
whether they are commercial, retail, 

purchasers.”

Fleury has customers who regularly 
come to his home to pick up their 
products. He said he pitches the 

but most of them like the arrangement 
as it is. “They want that personal touch,” 
he said.

He plans to expand his customer base 
and increase his online activity this 
year, as well as attend a greater variety 
of shows.

DEALER 

DEALER 
Mark Fleury

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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GET MORE FOR LESS WITH 
AMSOIL MARKET CATALOGS
You’ve piqued your prospective customer’s curiosity about AMSOIL 

 
lubricants. Now it’s time to showcase the value of AMSOIL products and 
help him identify the solutions they provide. 

Depending on the prospect, there are several ways to highlight the 
appropriate AMSOIL products. Traditionally, Dealers have used our 
printed brochures to showcase product performance and value in a range 
of markets, including auto/light truck, diesel, motorcycle and more.

Now there’s a better way
Managing an inventory of printed material that’s updated frequently can be 

 
your prospects to carry around at a trade show or other event. 

New AMSOIL Market Catalogs
 

 
encompassing market catalogs. The catalogs speak to each segment 
of a particular market and include a full selection of products relevant 

 
the appropriate product pricing for the intended audience, as well 

 
commercial account or retail account, depending on the catalog.  

Eases Complexity and Saves Money
Each catalog replaces multiple application brochures, reducing hassle 
and cutting your expenses. In the past, for example, to meet the needs 

 
powersports equipment, you’d need to spend almost $10 on eight 
different brochures that contained fewer products and no pricing. Now, 

 

If you want to show the complete AMSOIL product line, you can still use 

 
REDUCE INVENTORY 
& SAVE YOU MONEY

Professionals Catalog  
(G3469) 

 
 

 
farmers/ranchers. Promotes the 

 
 

wholesale pricing. 

Powersports & Racing Catalog 
(G3511) Designed for motorcycle, 
marine, 

 
racing enthusiasts. Promotes the 

 
 

online pricing.

Retail Program Catalog (G3520)

Targeted toward installers, 
independent garages, auto parts 
stores and other potential retail 

 
of registering as an AMSOIL retail

TO ORDER: 1-800-777-7094 MONDAY TO FRIDAY 7 A.M. – 7 P.M. CT  |  www.amsoil.com

REGISTER AS A COMMERCIAL ACCOUNT AND SAVE

TO ORDER: 1-800-956-5695 MONDAY TO FRIDAY 7 A.M. – 7 P.M. CT  |  www.amsoil.com

FREE SHIPPING ON ORDERS OF $100 OR MORE

U.S.U.S.

TO ORDER: 1-800-956-5695 MONDAY TO FRIDAY 7 A.M. – 7 P.M. CT  |  www.amsoil.com

FREE SHIPPING ON ORDERS OF $100 OR MORE

U.S.U.S.

TO ORDER: 1-800-777-7094 MONDAY TO FRIDAY 7 A.M. – 7 P.M. CT  |  www.amsoil.com

U SSU.S..S.

FREE SHIPPING ON ORDERS OF $350 OR MORE

TO ORDER: 1-800-777-7094 MONDAY TO FRIDAY 7 A.M. – 7 P.M. CT  |  www.amsoil.com 

 

Automotive Catalog  
U.S.(G3549)
Designed for auto enthusiasts, 
turbodiesel owners and others 
who are passionate about driving, 
competing and taking care of their 

savings of registering as an AMSOIL FREE SHIPPING ON ORDERS OF $100 OR MORE

Online Store: www.amsoil.com  |  Telephone: 1-800-777-7094 
EZ Online Order Form: myaccount.amsoil.com

Roughly $10

Roughly $1

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

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



Briggs & Stratton Synthetic 
4T Racing Oil Now Available 
for Resale in Canada
In 2011, we entered a partnership 

the company’s most demanding 

Synthetic 4T Racing Oil was the 
result.

could purchase limited quantities 
of the product for promotional 
purposes only and not for resale in 

the elimination of that restriction. 

purchase Synthetic 4T Racing Oil 

making an exception in this case due to our partnership 

regardless of the country in which they’re sold. This helps 
keep costs down and streamline distribution.

on. 

gg OOil 

Briggs & Stratton Synthetic 4T Racing Oil

 Comm. U.S. U.S. U.S. Can. Can. Can.
Stock # Units Pkg./Size Credits Dealer MSRP P.C. Dealer MSRP P.C.

ONE MIX RATIO POWERS 
THEM ALL
Landscape professionals know what a hassle it is to 
maintain different fuel containers at different mix ratios. 
Offer them the convenience of one fuel container for 

SABER® Professional can be mixed at conventional mix 
ratios or, for maximum results, AMSOIL recommends 
the SABER Ratio™

• Saves Time & Money
• Low Smoke
• Stabilizes Fuel

TESTED & 
PROVEN AT 

100:1

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

EZ Online Order Form: myaccount.amsoil.com

Landscape professionals 
will soon begin preparing 
for another season. 
Now is the time to visit 
prospects and your 
existing accounts.



Signature Series Synthetic Motor Oil 
(ASM, ALM, AZO, ASL, ATM, AZF, AMR)

The new formulation blows the doors off 
the latest industry standards. Say hello to 
the best motor oil we’ve ever made.

• 75 percent more wear protection1

• Guaranteed protection for up to 25,000

• Achieved 100 percent protection
against LSPI2

XL Synthetic Motor Oil  
(XLZ, XLM, XLF, XLT, XLO)

XL’s boosted formulation delivers 
more cleaning power and 
promotes longer engine life. 

• Extra protection that lasts up
to 12,000 miles or 1 year,

• Achieved 100 percent
protection against LSPI2

OE Synthetic Motor Oil  
(OEZ, OEM, OEF, OET)

100 percent synthetic engine 
protection for advanced 
automotive technology, including 
turbochargers and direct injection.

• Protects against wear
• Fights sludge and deposits
• Achieved 100 percent protection

against LSPI2

1

2 ®

Online Store: www.amsoil.com  |  Telephone: 1-800-777-7094  |  EZ Online Order Form: myaccount.amsoil.com

 
 

MILES AHEAD OF THE REST.
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