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This modified 2008
KTM* 690 Enduro* bike
is owned by AMSOIL
Video Producer/
Photographer Wyatt
Gruben, who took it on
an epic ride along the
Continental Divide.

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

some countries. No affiliation or endorsement claim, express or implied, is ma

e by their use.
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It's official: The Next 50
compensation plan and sales
achievement program launch Oct.

1, 2022. We are extremely excited
about the possibilities the new

plan presents. We firmly believe
that launching a new, simpler
compensation plan that puts more
money closer to the sale will help us
attract and retain more energized
Dealers. | cannot wait to see what
the future holds, and | sincerely hope
each of you experiences excellent
growth thanks to these changes.

An AMSOIL Dealership has never
been a get-rich-quick opportunity,
and we have never promoted it as
such. These days, it’s increasingly
more important to be clear about
what people should expect — from a
customer-satisfaction standpoint and
a legal standpoint. We are developing
Dealer recruitment materials now to
help you bring new Dealers onboard.
The messaging is carefully crafted
based on sound market research
and legal counsel to deliver the
information prospective Dealers
care about most without making

claims about potential earnings

that could land you and AMSOIL
INC. in legal trouble. The Federal
Trade Commission (FTC) put all
direct-sales companies on notice
last year. They are applying greater
scrutiny to claims that companies
and their distributors make about
the earning potential their respective
opportunities provide, and failure to
meet the standard carries hefty fines.

| have zero tolerance for that type

of infraction. AMSOIL has always
done things the right way, and as

a result, we have never faced the
embarrassment that comes with being
identified as a bad seed by the federal
government. As the face of AMSOIL
in the field, it's your responsibility to
ensure you understand and abide

by these legal expectations. The
easiest solution: just use the materials
we provide. Don’t make your own,
and don’t exaggerate the truth. We
are developing training on this now
that will help you ensure you're in
compliance.

We are entering the final month of
our fiscal year and continuing to

fight through the most volatile period
ever in the lubricants industry. Swift,
severe price increases, long lead
times, transportation issues and

an extremely limited supply of raw
materials have plagued the industry
for nearly two years. We are not out
of the woods yet, but optimism is
beginning to grow. With a little good
fortune, we hope to be on the path
toward normalcy by the end of the
year.

Meanwhile, now is the time to
make sure you know the TN50
compensation plan inside and out.
If you have questions, we're here to
answer them. Don’t delay; October
will be here before you know it.

Ain-

Alan Amatuzio
President & CEO

:NEXTS0

Commitment » Collaboration « Success
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The Ne_xt 50 Compensation Plan
Coming Oct. 1, 2022

The wait is almost over. The Next 50 (TN50) compensation plan, the
biggest and most exciting improvement to the Dealer opportunity in
decades, will take effect Oct. 1, 2022.

Following more than a year of research that has involved industry experts
and hundreds of hours of interviews with current and former Dealers, we
developed the TN50 plan to meet the following goals:

e Simpler to understand and explain
e Pay new Dealers more
e Pay more closer to the sale

By introducing a simpler compensation plan that meets these goals,

we hope that you'll register and retain more active, successful Dealers.
That adds up to more Dealers selling more products, growing the pie for
everyone over the long term.

The Next 50 plan
(coming Oct. 1, 2022)
When it takes effect, all new
Dealers, customers and

Legacy plan (current plan)
All your existing Dealers,
customers and accounts

registered prior to Oct. 1 will

accounts you register will remain under the current plan.
fall under The Next 50 plan.
We'll calculate and pay your

commissions on new business

based on the new plan.

We'll calculate commissions
on business with those exist-
ing Dealers, customers and
accounts the same as we do
now, and everything will func-
tion the same as it does today.

ENEXTS0

Commitment ¢ Collaboration « Success

Get ready with these
resources

Check out The Next 50
compensation plan program in
the Dealer Zone (my.AMSOIL.com)
for videos that help explain why
we're making this change and
how the plan will work.

If you're actively selling
products and personally
sponsoring other Dealers, it

is highly likely you will make
more money under The Next
50 compensation plan.

Still have questions?
We're here to help.
Email thenext50@AMSOIL.com.

Change to the $500 Minimum
Monthly Personal Sales
Requirement in the TN50
Compensation Plan
In response to Dealer feedback
and the latest guidance on
complying with FTC regulations,
we are making an adjustment to
The Next 50 compensation plan
before it launches. There will be
no sales requirement to earn Tier
1 profits on any sale; however,
Dealers will be required to have
$500 in personal sales to qualify
for Tier 2, 3 or 4 profits. The
relevant materials in the Dealer
Zone have been updated to
reflect this change.

Profit Min. Total Monthly
Tier Team Sales
Tier 1 -

Tier 2 $1,500

Tier 3 $3,000

Tier 4 $5,000

e Minimum $500 personal sales
required to qualify for Tier 2, 3
or 4 profits.

e Must be Customer Certified to
earn Tier 4 profits.



GREASE

| would like to keep using the AMSOIL
Polymeric EP Grease in the future, but
it leaks out of the grease gun all over
the place when not in use. | use it to
grease the suspension points on my
motorhome. It doesn’t seem to matter
what the temperature is. | carry it in
one of the hatches on my motorhome.
Any suggestions?

Bill Boyce

AMSOIL: Thank you for your question,
Bill. Grease bleed is unfortunate, but it
does happen. While we can't prevent it
from happening, there are a few things
you can do to reduce it. First, keep the
grease cool. The warmer it is, the more
it will bleed. Next, keep your grease
supply fresh. The longer it sits, the
more it will bleed. Lastly, release the
pressure on the grease by pulling the
handle back and locking the spring in
the retracted position. More pressure
will create more bleed.

AMSOIL MAGAZINE

Since | became a Dealer in 1976, |
have enjoyed every monthly edition

of AMSOIL Magazine with its very
colorful and Dealer-oriented articles.
Frequently, | wanted to print your
articles to use in promoting products,
but they were directed toward Dealers
and the background colors caused
excessive cost, more difficult for home
printing and no space for Dealer
information.

Using white backgrounds, reducing
the use of vivid colors and directing
the article to customers as well as
Dealers would be highly beneficial.
The lower color usage might even
lower the printing costs for AMSOIL as
well as provide the materials to help
Dealers sell more products, solicit
new P.C.s, Dealers, retailers and
commercial accounts. Thanks for your
consideration.

Louis Kern

AMSOIL: Thank you for your long-time
loyalty as an AMSOIL Dealer, Louis.
You are correct; AMSOIL Magazine
(Dealer Edition) articles are directed
toward AMSOIL Dealers. Fortunately,
we have other publications and

materials targeted specifically toward
other customer and prospect types,
including the AMSOIL Magazine P.C.
Edition for P.C.s, Service Line for
commercial and retail accounts, and
various brochures and catalogs for
different types of prospects. Each of
these items is tailored for its intended
audience and features messaging
carefully crafted to hit the points
consumers care about most. Exciting
graphics and colors are powerful

tools for reaching customers and
prospects, but for the best results,

we would dissuade you from printing
these materials from home. Instead,
we offer a high-quality selection of
brochures and catalogs that can either
be purchased in a physical format or
downloaded and sent digitally. See the
Dealer Zone (Digital Library>Literature)
to browse the selection. In addition,
articles from The Inside Track (blog.
AMSOIL.com) and webpages from
AMSOIL.com/AMSOIL.ca can be

sent to customers and prospects with
Dealer number-transferring links so
you receive credit for any sales and
registrations.

OIL COMPARISONS

| really like and appreciate the oil
comparisons that AMSOIL does,

but for those of us that work a lot of
quick lubes and mechanic garages,
a comparison of OE products and the
basic Mobil 1, Pennzoil,* Valvoline*
and Castrol* synthetics would be
really good. Most of those types of
prospects don’t want to even hear
about the Signature Series and they
certainly don’t like extended drain
interval-type oils. It was hard enough
to get them past the 3,000-mile
intervals. | need a more “apples to
apples” type comparison.

Keep up the good work and thank you
for allowing me to not have a job.

Carlton Lueg

AMSOIL: Thank you for your
suggestion, Carlton, and
congratulations on not having a job.
We reserve head-to-head comparisons
for our top-tier products, including
Signature Series, to demonstrate

that they’re the best on the market.

When comparing OE to a competing
product, we suggest comparing the

typical technical properties from the

respective data sheets.

For customers who want a 100%
synthetic oil that provides high-quality
protection at a competitive price, we
focus more on the value our products
provide:

1. We have been the leader in
synthetic lubricants for 50 years
and have accomplished many
“firsts” along the way. We develop
synthetic lubricants that address the
performance challenges of the latest
automotive technologies, including
low-speed pre-ignition and the
newest APl specifications.

2. Our products meet or exceed
industry requirements. AMSOIL
OE Synthetic Motor Oil provides
47 percent more wear protection.’
AMSOIL Heavy-Duty Synthetic
Diesel Oil provides 4X more engine
protection.?

3. We offer fast and free two-day
shipping on qualifying orders,
ensuring accounts receive product
when they need it.

4. We do not allow AMSOIL sales at
national discount chains or big-
box stores, helping bring more
enthusiasts who appreciate the
quality of AMSOIL products into
independent quick lubes and
repair shops.

Email letters to:
letters @amsoil.com

Or, mail them to:
AMSOIL INC.
Communications Department

Attn: Letters
925 Tower Avenue
Superior, WI 54880

Letters are subject to editing for length and clarity;
please include your name, address and phone
number. Unsigned letters will not be published.
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'Based on independent testing of OE OW-20 in the Peugeot TU3M Wear Test as required by the dexos1 Gen 2 specification.
than required by the Detroit Diesel DD13 Scuffing Test for Specification DFS 93K222 using 10W-30 as worst-case representation.



Mike Caruso | SENIOR PRODUCT DEVELOPMENT TRIBOLOGIST

Hydraulic systems allow us to do
everything from jack up a car to literally
move mountains in mining operations.
In their basic form, they require a
pump, hoses, valves and actuators

like cylinders or motors. Just add
hydraulic oil and you're in business.
Choosing or recommending the proper
oil for a given system is usually as
easy as opening the owner’s manual
and looking at the manufacturer’s
recommendation. It'll provide the
performance specifications the oil must
meet and the correct viscosity for your
ambient temperatures.

While there are multiple types of
hydraulic oil, which I'll explain in this
column, they all must provide good
wear protection, prevent corrosion and
meet minimum and maximum viscosity
requirements for the system’s operating
temperature range. In that sense, they
are all the same.

Where they are not the same is in their
chemistries. Some are designed for
specific purposes and must be used
in certain circumstances to comply
with the law or maximize machine
performance.

Zinc Anti-Wear Hydraulic Oil

Zinc-containing hydraulic oil is the most
common type. It's less expensive than
other hydraulic oils, provides excellent
wear protection due to its zinc additives
and has a long history of providing
great service in all kinds of applications,
from off-road construction equipment
to industrial applications. However,
since zinc is considered a heavy-metal
pollutant, some applications have
moved away from it in recent years.

In addition, some applications that

Hydraulic oils have similar goals,
but different chemistries
Some applications require specific benefits that not all oils

are formulated to provide.

are sensitive to even a small amount

of deposits, like high-precision CNC
machines, may require non-zinc oil due
to possible deposit build-up affecting
accuracy over time; zinc-containing

oil provides good cleanliness for most
hydraulic applications, however.

Non-Zinc Hydraulic Oil

Often referred to as “ashless,” non-zinc
oils use newer technology and provide
the same level of performance without
zinc. They are a bit more expensive and a
little harder to find, but they are becoming
common. They eliminate heavy metals

to reduce environmental impact while
reducing deposits in some precision
applications. While you can safely use

a non-zinc oil in, for example, your log
splitter, be aware that mixing zinc and
non-zinc oils may lead to compatibility
problems in the form of high foam or
filtration issues. To avoid this, flush the
system before switching oil types.

Biodegradable Hydraulic Oil

It's no secret that environmental
protection is a continuing concern.
Biodegradable hydraulic oils address
these concerns with their ability

to quickly degrade into harmless
substances in the presence of sunlight
and microbes. Biodegradable oils

are commonly made with base oils
derived from vegetable stocks, such as
canola, sunflower or rapeseed. They
may also use polyalphaolefin (PAO)

or synthetic esters. These oils can

be designed to provide outstanding
hydraulic performance for their intended
applications, but can be more expensive
depending on their formulation.

You may find them used in marine
applications where Vessel General

Permit guidelines regulating vessel
discharges must be followed, and by
government agencies like the Army
Corps of Engineers when working

on projects like dams or dredging.
They may be sold as “inherently”

or “readily” biodegradable. While

both valid designations, “readily”
biodegradable products provide better
biodegradability in the same conditions.
If a mandate requires biodegradable
hydraulic oil, odds are it will need to be
a “readily” biodegradable product.

While these are the three most
common types of hydraulic oil you'll
encounter, there are others that are
more common in industrial applications.
For example, food-processing plants
create the possibility of contamination,
so they typically must use a food-
grade hydraulic oil that meets National
Sanitation Foundation requirements.
Applications at elevated risk of fire, like
those found in steel mills or firefighting
applications, such as the Jaws of Life,
must use a fire-resistant hydraulic oil.
Aviation offers a whole different set

of standards, such as the need for
incredible cold-flow and cleanliness.

When working with customers

or choosing the right oil for your
applications, understand that one size
doesn’t necessarily fit all; ambient
temperature, viscosity requirements,
possible environmental impact and
other factors come into play. If you're
unsure, reach out to AMSOIL Technical
Services at tech@AMSOIL.com or
715-399-8324 (TECH). They'll be happy
to help identify which of our premium
hydraulic oils is right for you. Check
out our full hydraulic oil product line at
AMSOIL.com/AMSOIL.ca.

_’LM
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PREP FOR YOUR SUMMER ADVENTURE-BIKE TRIP

In recent years, the motorcycle market has begun shifting away from big, powerful V-twin cruisers, like
a typical Harley-Davidson,” and toward lighter, versatile adventure bikes. The pandemic accelerated the
shift as sales of adventure bikes jumped 46.5% from 2019-2020 as people in search of entertainment
options during the lockdowns snapped up new and pre-owned adventure bikes. Maybe you or one of
your customers are one of them. Before you embark on your summer adventure-bike trip, follow these

steps to ensure you spend your time making memories and not repairs.

Research Your Bike & Route

Understand everything you can about
your bike before you hit the road. It seems
like every vehicle or piece of equipment
reveals nuances over time, even new
models. Maybe it's an electrical issue or
frequently overlooked maintenance task,
such as a valve adjustment. Research
online forums dedicated to your make

of bike to discover problems that have
befallen other riders. Ask yourself...

e How much money will it cost me to
prepare the bike?

e Am | capable of fixing things if
(when) something goes wrong?

e Do | have the proper tools?

In the same vein, research your planned
route beforehand to identify potential
pitfalls, like road closures, flooding, forest
fires and similar issues.

e \What have other riders experienced
on the route?

* Do you have updated, accurate
maps and route notes?

e How difficult will the riding be and are
your skills and experience equal to
the task?

Again, the Internet is indispensable for
this task. Put in the hours needed on the
front end so you limit the problems that
attempt to ruin your trip.

Pack, Upack & Repack

Seasoned riders say this may be the
most important, yet neglected, step. On
long trips, you'll be tempted to pack far
more than you need or can comfortably
carry. Pack your bike to ensure everything
has its place. Then unpack it, eliminate
the unnecessary items and repack the
bike. Keep doing it until you've purged
anything that isn’t essential. Keeping
your bike lean and light will improve fuel
efficiency, comfort and safety. It'll also
improve your mood every time you must

dig through your saddlebags for an
important item at the bottom.

Get Some Seat Time

Seat time is king. If you want to improve
your riding and feel at home on your
bike, spend time on it. It'll increase your
comfort and confidence. It'll also provide
opportunities to uncover issues you need
to address before departure.

Anytime you change something on your
motorcycle during preparation, test it
to ensure it was for the best. You don'’t
want to get two days into your journey
and notice a problem that a little seat
time beforehand would have revealed.
What would have been a simple fix
back home becomes a daunting task on
the trail. Getting out and riding before
your trip is the best way to avoid these
potential pitfalls.

Convince A Friend To Join

This can be the most difficult, yet
rewarding, task. While there is something
to be said for the solace of riding solo, an
epic journey is best with a friend or two.

Some of the best times on a trip aren’t
those spent riding, but gathered
around a campfire at the end of the
day recounting the day’s events.

If your buddy is less experienced,
start with a simple, one-day trip, not a
full-on, live-off-the-bike, no-showers,
month-long expedition. Your friends
may resist, but when they return from
the trip, they won'’t have any regrets.

Get Out And Go!

Who hasn’t daydreamed about
hitting the road on an epic
adventure only to allow our daily
duties to derail our plans? If you've
thought about an epic adventure-
bike trip, set the goal, work toward
it and make it happen.

Ask anyone who's undertaken such
an adventure and they’ll tell you that
it was well worth it and they wish
they’d done it sooner. If you

can’t do it this summer,

shoot for next summer.

Find businesses that

rent adventure bikes and

start with a day trip. Get
comfortable on the bike

and strive for a longer

trip.

If you need inspiration,
check out AMSOIL
Video Producer/
Photographer Wyatt
Gruben’s epic ride

of the Continental
Divide with his father.
If the sight of the
Rockies and Grand
Tetons doesn’t ignite
your desire to hit the
trail, nothing

will.

Watch the Video
AMSOIL Rides
The Divide:
Mexico to Canada
2,700 Miles (4,345 km)
of Epic Adventure

_L_L‘WL‘;
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PREPARE YOUR BIKE

This includes repairing known issues with the bike you uncover during your research.
Don't forget these additional steps:

Change motor oil — Our research reveals that
adventure-bike riders want a motor oil that delivers
three primary benefits:

e Wear protection e Maximum fuel economy
e Good engine cleanliness

AMSOIL Synthetic Metric Motorcycle Oil (MCT, MCF,

MFF) delivers on all three fronts. It contains a heavy

treatment of anti-wear additives to fight wear in tough -
conditions, while its synthetic base oils naturally resist

heat better than conventional oils to reduce harmful deposits. It
reduces friction, which helps maximize fuel economy, an important
benefit when you're far from a filling station.

In addition, it's recommended for up to twice the motorcycle
manufacturer’s oil-change recommendation, meaning your bike is
protected if you surpass the oil-change interval during your trip and
don’'t want to stop to change oil.

Check all lights

— Go around the
bike and ensure the
headlight, taillight
and directionall
lights are working.

Inspect tire condition and psi — Look
for cracking or checking along the
sidewalls; they're a sure sign that it's
time to buy a new set of tires. Check
for proper psi and inflate as needed.

Check fluids — Top-off the brake and clutch
reservoirs, and check the coolant and suspension
fluid. Look for leaks and fix problems before you
start your trip. We offer a full line of motorcycle
products that provide exceptional protection in
high-heat, high-stress conditions. See them all at
AMSOIL.com/AMSOIL.ca.

Change air filter — If you plan to
encounter dusty, dirty conditions (and
who isn’'t on an adventure bike?), start
with a clean air filter. It's your first

line of defense against the engine
ingesting wear-causing contaminants
that can reduce engine power and life.

Check chain & sprockets
— Ensure proper chain
tension and look for signs of
wearr, like pointed sprocket
teeth. Lubricate with
AMSOIL Chain Lube (ACL),
which provides excellent
wear protection and doesn’t

attract dirt. -

Inspect brake pads — Take a look at
the brake pads and ensure adequate
pad material. You don’t want to hear
the telltale squealing of worn pads
while descending a mountain pass in
the middle of nowhere.

AMSOIL,



How Dealers Will Make Money
Under Two Compensation Plans

The Next 50 plan is set to take effect Oct. 1, 2022, and Dealers have asked about
how they’ll generate earnings if they have customers and accounts under two
different plans. Specifically, if you're earning at the middle or upper tiers of the
commission schedule under the legacy plan, do you start at the bottom of the
Profit Tier Schedule on sales to new customers under The Next 50 plan? The good
news is, no, you don't start at the bottom.

Let’s take a closer look and provide answers and examples to help clarify.

Check out “The Next 50
Compensation Plan” program
in the Dealer Zone for more,

including a video explaining
how we calculate earnings
under two compensation plans.

The Next 50 plan
(coming Oct. 1, 2022)
When it takes effect, all new
Dealers, customers and

accounts you register will
fall under The Next 50 plan.
We'll calculate and pay your
commissions on new business
based on the new plan.

Legacy plan (current plan)
All your existing Dealers,
customers and accounts
registered prior to Oct. 1,
2022 will remain under the

current plan. We’ll calculate

commissions on business
with those existing Dealers,
customers and accounts the

same as we do now, and
everything will function the
same as it does today.

tNEXTS50

Commitment ¢ Collaboration « Success

Are sales generated by sponsored Dealers and customers in both the legacy

plan and TN50 plan used to determine my payout level in each plan?

Yes. You will continue to earn commissions according to the existing (legacy) plan
on all existing customers and accounts. You will also earn commissions according
to the TN50 plan on all new Dealers, customers and accounts registered after the
TN50 plan takes effect. We will manage two plans behind the scenes.

Sales from all customers will count toward PV/GV (personal volume/group volume) to
determine earnings level in the legacy plan, and sales from all customers will count
toward personal/team sales to determine tier qualifications in the TN50 plan. We'll
send you the total combined commission.

Still have questions?
We're here to help.
Email thenext50@AMSOIL.com.

AAMSOIL,
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| have existing customers. Will | start at the bottom when | register new customers in the TN50 plan?

No. Your personal purchases and sales to customers in both plans (legacy and TN50) will determine your position in the legacy
Commission Schedule and the TN50 Profit Tier Schedule. That way you will maximize your earnings in both plans. Here is a
general example of how this will work. Assume each customer purchased one case of Signature Series 5W-30 Synthetic Motor Oil
at U.S. wholesale price ($134.38/83.66 CCs per case).

Let’s say the TN50 plan is now

in effect. You have 10 P.C.s who
registered under the legacy plan
whose purchases total $1,343.80
(U.S. wholesale price), generating \\ \\

836.60 commission credits. You x 10 = $1,343.80 x 3 = $403.14

also have three new P.C.s whose Q“ 836.60 CCs @“ 250.98 CCs
purchases total $403.14, which
would have generated another $134.38 $134.38
250.98 CCs in the legacy plan.

Sales to 10 P.C.s Registered Sales to 3 P.C.s Registered
Under Legacy Plan Under The Next 50 Plan

Your total CCs for the month would be 1,087.58, qualifying you to earn Commission Schedule

at the 11% level according to the legacy plan Commission Schedule. PERSONAL GROUP
You earn 11% (0.11) on the 836.60 CCs generated by customers in the COMMISSION CREDITS PERCENTAGE
legacy plan. 5000 (23% + 2% sponsorship bonus) . ...... 25%**
4000 (23% + 1% sponsorship bonus) ....... 24%*
Sales to 10 P.C.s Registered Under Legacy Plan: 836.60 CCs
Sales to 3 P.C.s Registered Under The Next 50 Plan: + 250.98 CCs
1,087.58 CCs \

Sales to 10 P.C.s Registered Under Legacy Plan: 836.60 CCs

x 0.11

$92.03

PROFIT TIER SCHEDULE
Your total team sales would be $1,746.94, qualifying you for Tier 2

profits according to the TN50 Profit Tier Schedule. You earn Tier 2 ¥_"°ﬁt Mini_TotaI Mlonthly
profits on products sold to customers on the TN50 plan. ler eam Sales

Tier 1 -
Sales to 10 P.C.s Registered Under Legacy Plan: $1,343.80 . Tier 2 $1.500

Sales to 3 P.C.s Registered Under The Next 50 Plan: | $403.14 /
Tier 3 $3,000

Total Sales: $1,746.94

Tier 4 $5,000
Sales to 3 P.C.s Registered Under The Next 50 Plan: $14.59 * Minimum $500 personal sales
x 3 Cases required to qualify for Tier 2, 3
or 4 profits.
$43.77 e Must be Customer Certified to

earn Tier 4 profits.

U.S. WHLS PROFIT PROFIT PROFIT PROFIT .
STOCK#  UNITS PRICE TIER 1 TIER 2 TIER 3 TIER 4 Change to the $500 Minimum Monthly Personal

ASLQT CA $134.38 $8.78 $14.59 $20.39 $26.19 Sales Requirement in the TN50 Compensation Plan
In response to Dealer feedback and the latest
guidance on complying with FTC regulations,
we are making an adjustment to The Next 50

compensation plan before it launches. There will
be no sales requirement to earn Tier 1 profits on
any sale; however, Dealers will be required to have
W $500 in personal sales to qualify for Tier 2, 3 or 4
profits. The relevant materials in the Dealer Zone
have been updated to reflect this change.

Legacy plan earnings: $92.03

The Next 50 plan earnings: + $43.77

Total commissions for the month:

_ZM JUNE2022 | 11



Keys to a Successful Trade Show

CHOOSING A SHOW STAFFING LEADS

SOCIAL MEDIA
PLAN BOOTH DESIGN

BOOTH DESIGN

LEADS POST-SHOW ASSESSMENT
BUDGET

BUDGET

SOCIAL MEDIA

SHOW SPECIAL
PLAN

SOCIAL MEDIA

LISTEN
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NEW DZ HIGHLIGHTS:

DIGITAL LIBRARY

The newly overhauled Dealer Zone can turbocharge
your independent Dealership. It's a one-stop shop for
managing, learning, connecting and staying informed.
One cornerstone of the Dealer Zone is the Digital
Library. The Digital Library holds literature, videos, logos,
product images, social media content and more. The
Digital Library can be easily accessed from the left
navigation menu on the Dealer Zone homepage.

_L_”/‘WL‘;
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AMSOIL MOTORCYCLE OCTANE BOOST (MOB)
Maximizes Power & Efficiency

Increases octane

up to 3 numbers for
maximum power and
efficiency

Helps improve startup
performance

Reduces engine knock
and ping

Maintains engine and
fuel-system cleanliness
Does not harm
catalytic converters or
oXygen sensors

AMSOIL Motorcycle Octane Boost Increases
Research Octane up to 3 Numbers

Untreated Fuel

Fuel Treated with Motorcycle Octane Boost

92.6 93.6 94.6 95.6

Research Octane Number Increase
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June Close-Out

The last day to process June orders

in the U.S. and Canada is the close of
business on Thursday, June 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 June business will

be accepted until 3 p.m. Central Time on
Wednesday, July 6. All transfers received
after this time will be returned.

Holiday Closings

The AMSOIL corporate headquarters and
U.S. distribution centers will be closed
Monday, July 4 for Independence Day. The
Edmonton and Toronto distribution centers
will be closed Friday, July 1 for Canada Day.

PROFIT TIER SCHEDULE

Profit Min. Total Monthly
Tier Team Sales
Tier 1 -

Tier 2 $1,500

Tier 3 $3,000

Tier 4 $5,000

e Minimum $500 personal sales
required to qualify for Tier 2, 3
or 4 profits.

e Must be Customer Certified to
earn Tier 4 profits.

Change to the $500 Minimum
Monthly Personal Sales Requirement
in the TN50 Compensation Plan

In response to Dealer feedback and the
latest guidance on complying with FTC
regulations, we are making an adjustment
to The Next 50 compensation plan

before it launches. There will be no sales
requirement to earn Tier 1 profits on any
sale; however, Dealers will be required to
have $500 in personal sales to qualify for
Tier 2, 3 or 4 profits. The relevant materials
in the Dealer Zone have been updated to
reflect this change.

ALTRUM

FOR YOUR HEALTH

e Optimum health for Dealers, friends & family

e Meet monthly qualifications, earn commissions

e Maximum quality in each pill

e Buy from yourself

e Overcome the lack of nutrition in today’s processed foods

ALTRUM Men’s Male Power (ALMP)

Designed to support the active lifestyles of
men, ALTRUM Men’s Male Power is an herbal
formula featuring a unique blend of epimedium,
muira puama, maca and tribulus. These herbs
are often considered natural aphrodisiacs and
some early evidence shows they may enhance
sexual performance.

Support overall male health and performance
with ALTRUM Men’s Male Power, formulated to
meet the unique needs of men as they age.

ALTRUM Men’s Male Power

Comm. Dealer P.C.

Stock #Units Pkg./Size Credits Price Price
ALMP EA (1) 60-ct. 23.00 2415 25.40
ALMP CA (12)60-ct. 276.00 276.00 289.80

*These statements have not been evaluated by the Food and Drug Administration. These
products are not intended to diagnose, treat, cure or prevent disease. Check with your
physician when using prescription medications along with food supplements.

Source Info: Natural aphrodisiacs: Do they work? - Mayo Clinic

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

Visit The AMSOIL Inside Track

The AMSOIL Inside Track (blog. AMSOIL.com) provides a single destination
for how-to videos, customer testimonials, blog posts, product news,
racing/events information and more. Be sure to add The Inside Track to
your favorites and check

frequently. We add new
content every week and
it's a great source of
marketing material for your
social-media accounts
and website. Email or

text content directly to
customers and prospects
using Dealer-number
transferring links to ensure
you receive credit for all

registrations and sales.
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http://www.altrumonline.com

AMSOIL Upper Cylinder Lubricant
delivers 18 percent more lubricity
than Lucas* and 20 percent more
than Sea Foam* for better retention
of horsepower and fuel economy.’

AMSOIL Diesel Injector Clean
provides the lubricity your fuel
pump and injectors need,
reducing wear, improving
service life and saving time and
money on maintenance costs.

Improver restores up to
14 percent horsepower.?

AMSOIL Diesel All-in-One
provides as much as 32°F (18°C)
better protection against cold
temperature gelling than Howes*
Lubricator Diesel Treat®and
raises cetane up to four points.

AMSOIL P.i.® Performance

AMSOIL Gasoline Stabilizer
provides fuel stability that Sea
Foam Motor Treatment can’t

match, helping maintain startability
and protect against the formation
of varnish and gum.*




Dan Peterson | SENIOR VP, DEALER SALES AND MARKETING

Sponsoring other Dealers can be a
powerful way to grow your Dealership.
You can earn more money based on
their performance. If they succeed,
chances are you will succeed, too.

But, as the famous saying goes, “With
great power comes great responsibility.”
Being a successful sponsor carries
some important requirements, such as
mentoring and training your sponsored
Dealers. It's also important to remember
that The Next 50 compensation plan,
set to take effect Oct. 1, 2022, pays

a maximum of three Dealers on any
sale. This means you should focus

your training and mentorship on your
sponsored Dealers and their sponsored
Dealers (two levels). Doing so will make
the most of your time and energy.

That said, here are the five primary
responsibilities a sponsor has toward
his/her Dealers.

1) Be available

This is foundational to building a strong
Dealer team. The first thing you should
do after registering a new Dealer is
provide your contact information. When
he/she calls or texts, respond as soon
as possible. If your Dealers know
you're there to support them, they'll be
more likely to reach out with questions.
This keeps the lines of communication
open and their fire for selling AMSOIL
products stoked.

2) Become an expert on our
product lines and customer
programs

Make sure you have a good grasp

of our product lines and customer
programs. Understand the main
products we formulate for each market
and the key benefits of our customer
programs. This helps you teach your

5 responsibilities of a
successful sponsor
Building a successful Dealer team starts with being available.

Dealers to direct prospects toward
the best customer program for them,
resulting in the best experience for
everyone.

The Dealer Zone is a great resource
for learning about our products and
programs. Even longtime Dealers

can benefit from a refresher course.
Check out Customer Basic Training for
a good overview. If it's been a while
since you've completed it, run through
it again for a reminder; it takes under
an hour and you can do it easily on
your phone while you're waiting in line
or sitting in the boat waiting for the fish
to bite.

3) Get Dealers off to a
successful start

True, your Dealers have to take the
initiative, but as their mentor, it's up

to you to help get them started. Get
them through the “Onboarding” and
“Get Customer Certified” Dealer Zone
programs immediately. Reach out to
your Dealers every so often. In fact,
when you register Dealers, ask how
often they'd like you to check in. Ask
them about markets where they’'d like to
focus and talk about the key products
in those markets.

Our Conversation Guide in the Dealer
Zone (Digital Library>Literature>Dealer
Literature) offers guidance in this area
so you can help get them off to a good
start.

4) Build a community

Make your new Dealers feel like they're
part of a successful team. If you have
group meetings digitally or in person,
include your new Dealers so they

can pick up ideas, ask questions and
share their own insight. Part of the
appeal of an independent Dealership

is becoming part of a group of like-
minded people who value caring for
their vehicles and equipment with the
best products out there. Be creative
about how you keep your team
informed and having fun.

5) Motivate and recognize Dealer
performance

You'll find that different techniques
motivate Dealers differently. Some
appreciate it when you recognize sales
growth within your team. Others are
satisfied when you provide a venue for
them to share their ideas with the team.
A motivated team is a productive team.

If you've decided to build your Dealer
team through sponsorship — great!

I love to see Dealers setting goals

and working hard to achieve them,

and everyone at AMSOIL loves
helping you succeed. Just bear

in mind the responsibilities you're
assuming when you sponsor other
Dealers. Be prepared to mentor and
train your sponsored Dealers and

their sponsored Dealers (two levels)

by focusing on the five primary
responsibilities outlined here. If helping
others succeed isn’t up your alley,
that’s fine — focus on growing personal
sales and personally registering
customers and accounts. A Dealership
provides the flexibility to satisfy just
about everyone.

Check out Sponsor Basic Training

in the Dealer Zone for more insights
on what it takes to be an effective
sponsor. Thanks to the versatility of the
new Dealer Zone, training is simple

to complete on your phone anytime,
anywhere.
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THE IMPORTANCE OF
DEALER CERTIFICATION  pEree——

Monthly Personal Sales

Requirement in the TN50
UNDER THE NEXT 50
In response to Dealer feedback and
the latest guidance on complying
with FTC regulations, we are
making an adjustment to The Next
50 compensation plan before it

launches. There will be no sales
requirement to earn Tier 1 profits on

Dealer Certification is crucial for building el Dol
sales to qualify for Tier 2, 3 or 4

yOUr DealerShlp and maX|m|Z|ng earnlngs profits. The relevant materials in the

Dealer Zone have been updated to

iﬂ The NeXt 50 Compeﬂsa’[iOﬂ p|aﬂ. reflect this change.

PROFIT TIER SCHEDULE

Getting Certified Helps You... Profit  Min. Total Monthly
Tier Team Sales

e Develop your customer base Tier 1 _

e Build your team Tier 2 $1,500
Tier 3 $3,000

* Reach higher product profit values

Tier 4 $5,000

e Minimum $500 personal sales
required to qualify for Tier 2, 3
or 4 profits.

e Must be Customer Certified to

earn Tier 4 profits.

Effective June 1, Dealers must be Customer Certified to appear on
the Locator, helping ensure customers are connected with active,
knowledgeable Dealers and receive the best possible service.

Retail Certified Commercial Certified

Customer Certified Sponsor Certified

Benefits Eligible to be assigned buying PC.s |  Eligible to be Eligible to be e Eligible to be assigned
and online/catalog customers assigned new Dealers assigned retail commercial accounts
Earn sales-achievement cash accounts
rewards
Appear on the AMSOIL Dealer
Locator
How to Get Complete Customer Basic Training | ® Complete Sponsor e Complete Retail e Complete Commercial
Certified Register 4 new qualified Basic Training Basic Training Basic Training
customers annually OR e Be Customer Certified | ® Be Customer e Be Customer Certified
Register 2 or more new qualified | ¢ Sponsor 1 Dealer Certified * Register 1 commercial
customers annually and meet ® Regqister 1 retall account
one of the following alternative account
qualifications:

e Have been a Dealer for less

than +year 2 years <¢—m—_| Effective May 19, this alternative qualification
* Have 24 or more active method changed from 1 year to 2 years,

buying customers providing valuable additional time for new
¢ Have more than $10,000 in Dealers to build their Dealerships.

personal purchases plus
5 or more active buying
customers
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Greg Vaughn

Referral # 779

Vaughn Enterprises, Inc.
AMSOIL Direct Jobber
Greg@Vaughnlnc.com
www.Vaughninc.com

Toll Free: 1-800-581-5823

Office: 920-733-2753
Fax: 920-734-5823

Motorcycle season is finally here. Before they hit the
open road, make sure your motorcycle customers are
using AMSOIL Motorcycle Octane Boost for maximum
power and performance in their bikes.

AMSOIL.com
Minimum 10%
Post-Consumer Fiber
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Birthda $5
Gift y Back

Celebrate your day
with $5 off*

Reduced Free
Pricing Shipping
On orders

over $100
($130 Can.)

Up to 25% off
every order

*Effective June 27, 2022, instead of a $5 coupon, Canadian Preferred Customers will receive a coupon for 5% off their next order (up to a $5 value). See Preferred Customer Program terms & conditions at AMSOIL.com/pc (AMSOIL.ca/pc)
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Exclusive Free

Membership

Promotions

When you spend

Get a $5 coupon with Throughout
$500 in a year

every $100 you spend” the year
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