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AMSOIL made history in 1968 when we released
the first synthetic motor oil for automotive
applications. But that was just the beginning.

After years of research, experimentation and
validation, the next-generation formulation of
AMSOIL Signature Series 100% Synthetic Motor
Oil is resetting the bar for performance — again.

Now available on a rolling basis.
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THE COVER

To quantify volatility
performance, we put
Signature Series to the
test at a third-party
lab using the NOACK
Volatility Test (ASTM
D5800).
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some countries. No affiliation or endorsement claim, express or implied, is ma

e by their use.
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Our business is constantly evolving.

In the early days, it was common for
Dealers to keep a substantial inventory of
AMSOIL products on hand. Only Direct
Jobbers could purchase directly from
AMSOIL, and they could only purchase
in case quantities. DJs sold to Dealers
and were responsible for calculating and
distributing commissions to Dealers on
their teams. There were no websites, no
Commercial, Retail or Preferred Customer
Programs and fewer corporate resources
for support. What we did have was
personal interaction.

Dealers built their businesses one
conversation at a time. They answered
the phone, met customers face to face
and took the time to explain why synthetic
lubricants mattered. When synthetics
were new and not well understood,
AMSOIL Dealers helped drive adoption
by connecting directly with people.

Today, much has changed. Most orders
are placed online, and most Dealers

do not carry inventory. Customers of all
types can order directly from AMSOIL,
and we deliver to individuals and
accounts alike. Synthetic lubricants are
now mainstream, and people generally
understand that they provide better
protection and performance. We've built
a strong online presence and significant
distribution capabilities that create new
opportunities for Dealers.

One thing that has not changed: people
still value personal interaction. In fact, as
more companies move away from it, that
value is becoming more pronounced. You
cannot call most major oil brands and
have a meaningful conversation with a
real person. Competitors are investing in

automation, distancing themselves from
customers in the name of efficiency.

AMSOIL Dealers have the opportunity
to move in the opposite direction.
Answering the phone. Having real
conversations. Understanding a
customer’s situation and offering
informed recommendations. These

are becoming lost arts, and they are
exactly where Dealers can differentiate
themselves. Human connection,
responsiveness and engagement are
not just nice-to-have qualities; they are
meaningful sources of value that apply to
every type of customer.

Early on, Dealer business was focused
primarily on individual consumers,
because that is where education and
personal interaction had the greatest
impact. Today, those same strengths
translate powerfully into commercial
and installer environments. These
accounts are looking for ways to improve
efficiency and profitability, and they
value knowledgeable partners who take
the time to understand their operation
instead of just processing an order. You
can provide that.

Commercial and installer accounts
represent strong opportunities — not
simply because of their size, but because
they benefit from the same personalized
approach that helped drive the adoption
of synthetic lubricants in the first place.
The ability to combine AMSOIL products,
services and support with your direct,
one-on-one engagement is where
meaningful value is created. Plus, it is
value that our competitors are unwilling
or unable to provide.

We are continuing to invest in resources
that support Dealer success in these
areas. We've hosted business-to-
business (B2B) training events at
AMSOIL headquarters in Superior,
Wisconsin, along with small-group
workshops and ongoing micro-learning
sessions. We've expanded training
materials and strengthened field and
inside-sales support to help Dealers
grow existing accounts and develop new
ones. At the same time, we've invested
in programs, tools and capabilities —
co-op support, bulk dispensing, oil
analysis, digital assets, display fixtures,
promotions and targeted products — that
help Dealers deliver even more value to
their customers.

All of these investments are important.
But they are most effective when paired
with what has always made AMSOIL
unique: the ability of Dealers to build
relationships through direct interaction.
In any field, those who create the most
value for others ultimately create the
most value for themselves. Everyone has
a finite amount of time and energy, which
means focusing your efforts where you
can make the greatest impact is critical.
In today’s environment, there is great
opportunity for Dealers to maximize

their impact by providing education and
personal interaction with commercial and
installer businesses.

Alan Amatuzio
Chairman & CEO
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PRODUCT SPOTLIGHT:

AMSOIL DOT 3 & 4 Synthetic
Brake Fluid (BFLV)

WHAT IS IT?
AMSOIL DOT 3 & 4 Synthetic Brake
Fluid is overbuilt for extra safety and

performance, delivering reliable, solid

braking when you need it most. Its
unigue chemistry increases boiling

point well beyond DOT standards, even
when contaminated with 3.7% water. Its

wet boiling point of 368°F (187°C) far

outperforms the required standards of
284°F (140°C) for DOT 3 fluid and 311°F
(155°C) for DOT 4 fluid. AMSOIL DOT 3 &
4 Synthetic Brake Fluid maintains a stable
viscosity over a wide temperature range
and flows easily at the high pressures
generated in today’s automotive brake
systems to deliver solid, reliable braking
power. A nitrogen blanket is added to

each bottle during manufacturing to

purge moisture and ensure the maximum

level of performance.

WHAT DOES IT DO?

e Maximizes ABS and traction-
control performance.

¢ Fights water contamination.

e Promotes a stable viscosity
over a wide temperature range.

¢ Provides superior cold-
weather performance.

WHO IS IT FOR?

AMSOIL DOT 3 & 4 Synthetic
Brake Fluid is designed for
anyone who places a premium
on reliable, sharp braking
performance. It’s overbuilt to
handle the toughest braking
conditions, including aggressive
driving, mountainous descents,
towing and hauling.

Online Store: AMSOIL.com/AMSOIL.ca

Telephone: 1-800-777-7094 |

EZ Online Order Form: my.AMSOIL.com



AEROSOL STRAWS

Do trademarks, design patents or utility
patents prevent MP (and possibly other
AMSOIL aerosols) from using a straw
similar to those used on WD-40* and
PB Blaster?*

Sincerely,
Don Archer

AMSOIL: Thank you for your question,
Don. Yes, unfortunately, straw designs
are proprietary, and so far we haven't
found an improved straw design that
performs to AMSOIL standards. We are
working to find a solution.

OIL-FILTER MAGNETS

Does AMSOIL have a comment to
make about oil-filter magnets? Are they
effective? Does AMSOIL know if they
work or not?

Nathan Rice

AMSOIL: Good questions, Nathan.
Using an oil-filter magnet or
magnetic drain plug is a matter of
preference, and we don’t know of any
disadvantage to using them. Although
they can remove iron particles from
the oil, which is always a good thing,
keep in mind they cannot remove dirt
or aluminum particles. Oil analysis
provides much more accurate and
useful data regarding the condition of
the engine and oil.

PRICING

| have been a Dealer since 2012 and
have always used AMSOIL products.
That may change very soon. | go
check on my commercial account.
They decided not to buy anymore

due to pricing. | go talk to another
potential commercial account and a
few potential retail accounts. All say the
same thing: Pricing is too high.

Then a YouTube commenter says it’s
a great product, but doesn't justify
the price when they can get a 5-quart
jug of a good quality oil for $27. My
commercial account was spending
about $50K a year.

| go to renew my Dealership, which was
set up for auto renewal for $40, only to
see it's now $100. Dealers and P.C.s
get charged $13.99 shipping when we

already pay a fee to be either of those
things. I'm on the fence about renewing
and may possibly go to another brand
and be a rep for them. Like BG;* they
have really good oil as well.

| think greed has gotten in the way of
the AMSOIL name and product. It’s all
| hear about lately is price just doesn’t
justify the product. Neither are all the
price increases. What is a guy to do? |
love AMSOIL and | use the products,
but no matter what | do, price is the
issue with everyone | talk to. | have

a few days to think if | want to renew.
I've worked hard to get to my sales
stats just to see them plummet due to
outrageous pricing now.

Anthony Heflin

AMSOIL: Thank you for your loyalty

to AMSOIL, Anthony. We appreciate
your business and your willingness

to share your experience. With the
ongoing conflict in Iran causing
unprecedented pricing and supply
issues, price is sure to be a continued
topic of conversation for you and your
customers. We want you to know that
we pay a lot of attention to pricing

and devote significant resources to
ensuring AMSOIL products are priced
competitively. We actively monitor
pricing of key competing products

at multiple retail outlets and update
our data weekly. When we set pricing
for our products, we use that data to
ensure they are priced competitively. In
the current environment, our margins
are tighter than ever. If accounts are
willing to walk away over pricing, it

is likely they are comparing a lower-
performing option to one of our
higher-performing options. Make sure
those customers are aware of our
Commercial-Grade, Synthetic-Blend,
OE and Extended-Life products. They
are designed to provide the best
protection and performance in their
respective categories and they are
priced in line with competing options. In
addition, products like Signature Series
and Extended-Life Synthetic Motor Oil
provide lower cost per mile driven for
customers who practice extended drain
intervals.

Helping business owners and
consumers understand how AMSOIL
products can save them money can
be difficult. We have resources to

help. Contact our B2B team anytime at
racaisr@AMSOIL.com or 800-777-7094
M-F, 8 a.m.-5 p.m. We have additional
in-person training opportunities on the
way as well. As volatility continues in
our industry in the weeks and months
ahead, prices may continue rising

and availability may become your
advantage. Stick with it, Anthony!

AMSOIL BLOG

My compliments on the transition to

a new website company and for the
excellent content in blog. AMSOIL.com,
especially the testimonials under the
News tab.

| do believe that linking the blog to the
Dealer websites and drawing attention
to the testimonials would help generate
more sales; as would posting articles
comparing the differences between
AMSOIL premium synthetic base oils
and additives as compared to leading
competitors and the benefits they
provide.

Thanks for providing such great
products.

Aaron Gratz

AMSOIL: Thank you for your kind
words about the AMSOIL Blog and
testimonials, Aaron. We will take your
suggestions under advisement. In
the meantime, the AMSOIL Dealer
website templates are customizable,
and we encourage you to include
Dealer-number transferring links

to the AMSOIL Blog and AMSOIL
Performance Tests page.

Email letters to:
letters@ AMSOIL.com

Or, mail them to:
AMSOIL INC.
Communications Department

Attn: Letters
925 Tower Avenue
Superior, Wl 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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Alex Thompson | DIRECTOR, PRODUCT MARKETING - AUTOMOTIVE & COMMERCIAL

But that conclusion is incomplete.
The recall was ultimately linked to
manufacturing defects, contamination
and bearing distress — not an inherent
inability of low-viscosity oils to protect.
In truth, protection is the result of oil
viscosity, base-oil quality, additive
chemistry and mechanical design
acting together as a system.

Film Formation

Engine components are protected
through three primary lubrication modes:

Boundary lubrication: A regime

where the lubricant film is too thin

to fully separate the surfaces, so

contact occurs between microscopic
high points (asperities) on the metal
surfaces. Because direct metal-to-metal
interaction is present, friction and wear
can be significant unless controlled.

This condition commonly occurs at
critical interfaces such as the camshaft
lobe-to-lifter contact during start-up, the
piston ring-to-cylinder wall near top dead
center and timing chain link-to-sprocket
contact points under load. Anti-wear and
extreme-pressure additives are critical in
this mode, as they chemically react with
the surfaces to form protective films that
reduce damage and prevent scuffing.

Mixed lubrication: A transitional

regime where a thin fluid film partially
separates the contacting surfaces, but
not completely. In this condition, some
areas are still in direct contact, so both
the lubricant’s viscosity and its additives
play important roles in preventing wear
and reducing friction. This regime is often
observed in engine components such as
crankshaft main and rod bearings during
startup or shutdown, camshaft journals
under varying speeds and loads and
piston skirts moving along the cylinder
wall during mid-stroke. These situations

Light, Strong, Engineered: Low-

Viscosity Motor Oil Protection

The 2025 GM* recall involving certain 6.2L L87* engines triggered
renewed scrutiny of low-viscosity motor oils. The service action, which
required some engines to transition from OW-20 to OW-40, led many
to lean into a simple narrative: thicker oil equals better protection.

involve fluctuating oil-film thickness,
where neither full separation nor full
contact dominates.

Hydrodynamic lubrication: A regime

in which a continuous, full-fluid film
completely separates the contacting
surfaces, preventing any direct metal-to-
metal contact. The load is fully supported
by the pressure generated within the
moving lubricant, which is maintained

by proper viscosity and relative motion
between surfaces. This is the dominant
mode for many engine components under
normal operating conditions. In this mode,
friction is minimized and wear is very low,
making it the most desirable lubrication
condition for sustained engine operation.

Increasing viscosity increases film
thickness, but comes with tradeoffs. If
viscosity becomes too high, oil flow is
reduced, especially during cold starts.
Viscous drag increases, which reduces
efficiency and elevates operating
temperatures. Oil that’s too thick can
impair hydraulic function in systems like
variable valve timing (VVT) actuators and
hydraulic lifters.

Advanced motor-oil formulations
compensate for low viscosity by
improving film strength (high-quality
base ails), surface chemistry (anti-wear
additives and tribofilm formation that
provides a thin, sacrificial barrier to
prevent metal-to-metal contact) and
viscosity stability under shear.

These oils rely heavily on polymeric
viscosity modifiers (VMs) to maintain their
target viscosity. But these molecules can
degrade, leading to a loss of viscosity
and film thickness. Premium formulations
incorporate shear-stable viscosity
modifiers and premium base oils that
minimize the need for VMs.

AMSOIL-Engineered Protection

AMSOIL Signature Series OW-16 100%
Synthetic Motor Oil (AZS) illustrates

how advanced lubricant engineering
can address the challenges inherent in
low-viscosity oils. Its formulation delivers
exceptional film strength and anti-wear
protection, providing a durable fluid film
that effectively maintains separation
between metal surfaces under a wide
range of operating conditions.

The additive system further enhances

its protective capabilities with advanced
anti-wear chemistry that supports
performance in both boundary and
mixed-lubrication regimes. Its high

level of detergency promotes engine
cleanliness, providing robust cleaning
power and helping prevent the buildup of
harmful deposits.

Signature Series resists breakdown
under extreme heat, including the
demanding conditions found in high-
performance, turbocharged engines,
and resists coking and deposit formation.
Low-temperature flow characteristics
enable rapid circulation at startup,
reducing wear and ensuring critical
engine components are protected.

Last year's GM recall highlighted the
importance of system-level engineering,
but it did not invalidate low-viscosity
motor oil. Instead, it reinforced a key
technical truth: As viscosity decreases,
lubricant quality becomes exponentially
more important. Signature Series
demonstrates that with superior

base oils, shear-stable formulation

and advanced additive chemistry,
low-viscosity motor oils can deliver
unwavering protection — even under
demanding conditions.

_’LM
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Quantifying Performance:
Signature Series Motor Ol
and the NOACK Volatility Test

The relentless environment inside modern engines pushes motor oil to its limits.

High temperatures and mechanical stress challenge an oil's ability to protect critical
components. Volatility — the tendency of an oil to evaporate under heat — is one area
of motor-oil performance with huge implications. Volatility can compromise engine
protection and lead to increased oil consumption, deposits and reduced performance.

AMSOIL Signature Series 100% Synthetic Motor Qil is

engineered with premium base oils and a robust additive system
to resist evaporation and maintain its protective properties, even
in extreme conditions. To quantify volatility performance, we put

NOACK VOLATILITY
ASTM D5800

FAIL 15.0%

PASS
Signature Series to the test at a third-party lab using the NOACK v
Volatility Test (ASTM D5800).

What Is the NOACK Volatility Test?

The NOACK Volatility Test is the industry-standard method
used to measure how much motor oil evaporates when
exposed to high temperatures over a set period. It evaluates
volatility as the percentage of an oil’'s mass that is lost due to
evaporation. A lower percentage indicates better resistance 0
to evaporation and, therefore, better ability to maintain its
viscosity and protective film under extreme heat.

iy
o

Volatility (%)

(3]

AMSOIL ILSAC GF-7
Signature Series Maximum Allowable
100% Synthetic Motor Oil Volatility
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The Protocol

The NOACK test protocol is precise and controlled. First, a weighed sample of motor ol

is placed in a test apparatus, and the oil is heated to 250°C (482°F). Airflow is introduced
to simulate real-world evaporation conditions. The sample is held at this temperature and
airflow continuously for 60 minutes. The oil is weighed again, and the percentage of mass
loss is calculated. This percentage is the NOACK volatility result — a direct indicator of how
well an oil resists evaporation in extreme environments.

Why Volatility Matters
When motor oil evaporates, it creates a chain reaction of negative effects:

¢ Increased oil consumption

e Thickening of remaining oil

e Formation of harmful deposits

e Reduced engine performance and protection

Why It Matters to Customers

For vehicle owners, volatility isn’t just a lab measurement — it
translates directly to fewer oil top-offs between oil changes,
cleaner engine operation, more consistent performance in
extreme conditions and longer-lasting protection for critical engine
components. Oil that resists evaporation provides a substantial
advantage to engine performance and longevity.

Signature Series vs. NOACK

The NOACK Volatility Test allows a maximum of 15% mass loss
to meet the specification. AMSOIL Signature Series had a result
of 7.2%, delivering 2X better protection against volatility,' helping
reduce oil consumption, minimize top-offs and keep engines
cleaner over time.

Real-World Benefits

AMSOIL Signature Series doesn’t just meet industry standards — it
surpasses them, providing a margin of protection that becomes
especially valuable under high-load, high-heat driving conditions.
Volatility plays a critical role in how well an oil protects your engine
over time, and the NOACK Volatility Test offers a clear, objective
way to measure this performance aspect. AMSOIL Signature
Series blows away the standard. By resisting evaporation,
maintaining viscosity and reducing deposits, AMSOIL Signature
Series delivers measurable benefits that drivers can depend on
mile after mile, even in extreme conditions.

'Based on AMSOIL Signature Series 0W-20 100% Synthetic Motor Oil compared to
the API SQ limit using the ASTM D5800 NOACK Volatility Test.



AMSOIL B2B Insights

For AMSOIL Dealers, business-to-business (B2B) growth comes from more than product
knowledge. It comes from following a clear process, targeting the right accounts, asking better
questions and using the tools AMSOIL provides to create real business value for customers.
Showing retail, installer and commercial accounts how AMSOIL products can help improve
margins, reduce downtime, strengthen reputation and make day-to-day operations easier builds
better accounts and longer-lasting relationships. Let’'s break down some key B2B insights from
recent AMSOIL training sessions to show how you can turn them into practical action.

Follow the Sales Process

The six-step AMSOIL Sales Process
keeps Dealers focused, helps identify
high-potential opportunities and creates
a common language between Dealers
and the AMSOIL Dealer Sales Team.

The steps:

Prospecting

Approaching the Business
Discovering Needs
Developing the Plan
Presenting Solutions
Ongoing Service

The order matters. Each step builds

on the last and prevents the most
common B2B mistake — selling before
understanding. Once you know how a
customer makes money and where they
lose it, building a compelling case for
AMSOIL products becomes much easier.

Target the Right Accounts
Our B2B focus spans three account types:

¢ Installer accounts — quick lubes,
service garages, specialty shops
and powersports-service garages.
These businesses need a full product
portfolio to serve their customers and
grow ticket revenue.

¢ Retail accounts — auto-parts stores,
home and hardware stores and
powersports distributors. AMSOIL
exclusivity is an advantage here. Our
products aren’t sold through big-box
retailers or national chains, giving local
businesses real differentiation.

e Commercial accounts — businesses
using AMSOIL products in their
own company-owned equipment.
Key segments include excavation
and off-road contractors, trade and

construction contractors, lawn and
landscape contractors, regional
fleets and agriculture operations.
The best commercial prospects own
their equipment, perform their own
maintenance and make purchasing
decisions locally. Smaller fleets
and contractors — where you can
deal directly with the owner or shop
manager — are often the most
accessible and the most receptive.

Lead with Discovery, Not a Pitch

The intial discovery meeting is where
most B2B selling goes right or wrong.
The goal of this first meeting isn’t to
introduce products; it's to understand
the customer’s business well enough
to build a solution that genuinely fits.
In this stage, you're not selling; you're
asking questions.

Frame the first meeting this way: you're
there to understand their business, learn
what they need from a lubricant supplier
and determine whether AMSOIL is a
good fit. That approach immediately
positions you as a problem-solver, not just
another sales call.

What retail and installer customers
typically care about are higher margins,
a full product selection, marketing
support and protecting the business's
reputation in the community.

What commercial customers typically
care about are lower maintenance
costs, fewer equipment failures,
extended drain intervals and maximum
uptime.

Build a Business Case With the
Right Tools

The Commercial and Retail
Questionnaires, available in the Dealer
Zone under Business Tools, are two
excellent tools for converting prospects.
Guide discovery conversations around
the questions that matter most.

For retail and installer businesses:
Does the business have any contracts
or monthly or annual purchase
minimums with their current lubricant
vendors? Who is their target customer
and what types of equipment do they
own? What are their target margins?
What types of marketing support are
they looking for?

ZHson;
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One AMSOIL Dealer used this approach with a
local airport shuttle service and discovered the
company had no dedicated lubrication rep, was

buying from multiple suppliers and was losing
$125 per hour to downtime. That information
changed the entire conversation from product
specs to cost savings.

For commercial businesses: Does the
customer own or lease equipment? Who
performs maintenance? What do they pay
for oil, filters and labor? What does an
hour of downtime cost them?

These are the inputs you need to build

a real proposal around profitability. One
AMSOIL Dealer used this approach with a
local airport shuttle service and discovered
the company had no dedicated lubrication
rep, was buying from multiple suppliers and
was losing $125 per hour to downtime. That
information changed the entire conversation
from product specs to cost savings.

The AMSOIL Cost Calculator helps

make those savings tangible. AMSOIL
products often carry a higher upfront cost
per quart, but that number looks very
different when you account for volume
discounts for installers, higher profit value
for retailers or extended drain intervals,
reduced filter usage, lower labor hours
and less downtime for commercial
accounts. In the shuttle fleet example,
the full picture showed potential savings
exceeding $6,000.

Make Service the Differentiator
Plenty of suppliers can ship products, but
few deliver the kind of local, consistent
service that gives customers a real
reason to stay.

After the first order, the customer
relationship is just getting started.
Effective ongoing service means regular
communication in person, by phone,
email or text. It means keeping customers
informed about promotions, helping with
oil analysis, supporting bulk-dispensing
options and staying current on their
marketing needs.

Especially for commercial customers,
being local and available is a major
competitive advantage. Most traditional

lubricant suppliers operate through layers
of distribution with little direct access to
technical expertise. AMSOIL Dealers are
local and backed by direct corporate
support, and the MyGarage tool is
available for tracking equipment records
and setting maintenance reminders.
When customers know you'll pick up the
phone, follow through and help them
solve problems, price becomes a much
less compelling reason to shop around.

Use the Support Available to You
The AMSOIL B2B Team now handles
both retail and commercial account types,
supported by inside sales representatives
and B2B sales and account specialists.
Additional resources include technical

services, oil analysis support, the digital
Cost Calculator, the AMSOIL Sales-
Process Roadmap, program literature and
the Commercial Business Tools and Retail
Business Tools sections of the Dealer
Zone that put tools and forms in one
place. These resources exist to help you
sell smarter and serve accounts better

The Bottom Line

The biggest B2B opportunity for
AMSOIL Dealers is not simply finding
more customers, but becoming more
valuable to the right customers. That
starts with a disciplined sales process,
grows through strong planning,
discovery-led selling and data-
backed proposals and lasts

through personalized service

that competitors can’t easily

match. Follow the steps,

use the tools and treat

every account like a

business partnership

— because that’s

exactly what it is.

AMSOIL,



SEVERE GEAR°® vs.
Thermal Runaway

How advanced gear-oil technology helps keep drivetrain heat from spiraling out of control.

The modern drivetrain lives a hard
life. Today’s trucks and SUVs push
more torque, haul heavier loads and
operate in harsher conditions than
ever before. Whether towing up a long
grade, navigating off-road terrain or
working through stop-and-go traffic,
the differential is under relentless
pressure. And where there’s pressure,
there’s heat. Most of the time, that
heat is controlled. But when itisn't, it
can trigger one of the most damaging
processes in a mechanical system:
thermal runaway.

Heat is the Enemy

Inside the differential, ring-and-pinion
gears mesh under intense load, sliding
across one another as they transfer torque
to the wheels. This interaction produces
both friction and heat, two forces that must
be carefully managed to prevent damage.
Gear oil acts as the system’s lifeline,
forming a protective film between metal
surfaces while also carrying heat away
from the contact zones.

As long as the lubricant
maintains its integrity,
the system stays in
balance. But under
severe conditions, that
palance can be lost.
Thermal runaway begins
when rising temperature
accelerates processes
that generate even more
heat, creating a self-
perpetuating cycle.

In a differential, the

trigger is usually lubricant

breakdown. As temperatures climb, the
gear oil starts to lose viscosity and film
strength. The protective barrier between
gear teeth thins, allowing increased
metal-to-metal contact. Friction increases,
temperatures climb further and the cycle
intensifies. What begins as excess heat
quickly becomes a cascade of damage.

A Vicious Cycle

One danger of thermal runaway is how
rapid conditions can unravel once

the cycle starts. Gear oil subjected to
prolonged high temperatures undergoes
chemical changes. Oxidation can
produce sludge and acidic byproducts,
while mechanical stress can shear the
oil’s structure, permanently reducing its
protective capability.

Even minor fluid degradation can tip the
balance. As the oil degrades, it becomes
less effective at both lubrication and

_L_L‘WL‘;
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cooling. When the lubricant cannot keep
pace with the demands placed on it,
heat accumulates faster than it can be
dissipated, setting the stage for thermal
runaway conditions. In extreme cases,
the result can be catastrophic failure.

Defense Against Heat

AMSOIL SEVERE GEAR® Synthetic

Gear Lube is designed with these exact
challenges in mind. It works to stabilize the
entire system, addressing the root causes
of thermal runaway before they spiral.

Premium synthetic base oils deliver
exceptional thermal stability. Unlike
conventional lubricants that can thin out or
oxidize quickly under high heat, SEVERE
GEAR resists breakdown, maintaining

its viscosity and protective properties
throughout extended high-temperature
operation. This stability preserves the oil’s
ability to both lubricate and dissipate heat.

SEVERE GEAR deploys advanced
extreme-pressure additive chemistry.
Proprietary AMSOIL additives form

an iron-sulfide barrier coating on gear
surfaces, providing the ultimate line of

defense against wear, pitting and scoring.

Taken together, SEVERE GEAR controls
the friction-and-heat cycle itself,
preventing the lubricant deterioration
that can trigger thermal runaway. In
effect, it interrupts the feedback loop
before it begins.

Stable Thermal Environment

AMSOIL SEVERE GEAR is
excellent at managing heat over
time. By reducing internal drag
and maintaining consistent

film strength, SEVERE

GEAR helps lower overall
operating temperatures.

In lubrication systems,

even small temperature
decreases can

significantly extend

fluid life and component
durability. This is

especially true under
severe-duty conditions,

where the margin for error Increased
is thinner. (o]]]
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A fluid that retains its

molecular structure and resists
oxidation doesn't just perform
better; it maintains a stable thermal
environment inside the differential
that helps improve performance and
extend component life.

Built to Last

Thermal runaway is ultimately about
imbalance. Preventing it requires
maintaining equilibrium, ensuring that
lubrication, film strength and heat
dissipation all remain effective under
stress. AMSOIL SEVERE GEAR is

not simply designed to withstand
extreme conditions — it's engineered to

manage them. By controlling friction,
maintaining viscosity and resisting
thermal breakdown, it helps keep heat
from getting the upper hand. In today’s
high-demand drivetrains, that can
mean the difference between reliable
performance and costly failure.
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Neglected Maintenance:

Brake Fluid

Most drivers don'’t think about brake fluid until there’s a
problem. They wait for the telltale grinding from worn pads,
then replace the pads. But they are actually playing a
dangerous game — consistent brake-fluid maintenance is
essential for firm, dependable braking.

Ignoring brake-fluid service can lead to
diminished braking performance and
corrosion of critical components. Brake
fluid doesn't last forever, and it can go
bad over time. Even though it plays a
vital role in both safety and performance,
it remains one of the most commonly
overlooked maintenance items on a
vehicle.

Brake Fluid Breaks Down

Brake fluid is hygroscopic, meaning it
attracts and absorbs moisture. Over time,
water enters the system through seals,
hoses and even the reservoir during
routine opening. As moisture builds, the
fluid’s boiling point drops. That's where
trouble starts: If the fluid boils, it can

lead to brake fade. Lower boiling points
increase the risk of brake fade and can
leave you with a soft, spongy pedal when
you need solid braking the most.

Dry vs. Wet Boiling Points

When brake fluid reaches its boiling point
during operation, vapor forms in the
brake lines, making it compressible. This
produces a soft or spongy brake pedal
that can undermine brake performance.

Since brake fluid is hygroscopic, required
industry testing simulates real-world field
conditions. The wet and dry boiling points
are tested to help illuminate the quality of
a brake fluid.

Dry equilibrium reflux boiling point
(ERBP): Boiling point of the fresh fluid
right out of the bottle before being
contaminated by moisture.

Wet equilibrium reflux boiling point
(WERBP): Boiling point of fluid after it has
absorbed moisture from its surroundings
(3.7% water contamination).

Moisture Contamination

Brake fade from boiling fluid is an
immediate safety concern, but moisture
contamination causes deeper, long-term
issues as well. Water inside the system
accelerates corrosion of internal metal
components, including calipers, master
cylinders and ABS modules. Over time,

this can lead to rust buildup, seal damage,

leaks and costly repairs that could have
been avoided with routine service.

AMSOIL DOT 3 & 4 Synthetic
Brake Fluid

The unique chemistry behind AMSOIL
synthetic brake fluids increases boiling
points well beyond DOT standards, even
when contaminated with 3.7% water.
AMSOIL brake fluids maintain a stable
viscosity over a wide temperature range
and flow easily at the high pressures
generated in modern automotive brake
systems to deliver solid, reliable braking.
A nitrogen blanket is added to each
bottle during manufacturing to purge
moisture and ensure the maximum level
of performance.

AMSOIL DOT 3 & 4 Synthetic Brake
Fluid (BFLV) is overbuilt for extra safety
and performance. Its wet boiling point of
368°F (187°C) far exceeds the minimum
requirements of 284°F (140°C) for DOT 3
fluid and 311°F (1565°C) for DOT 4 fluid.

In addition, its low-viscosity formula
ensures excellent responsiveness

in modern ABS and traction-control
systems. AMSOIL DOT 3 & 4 Synthetic
Brake Fluid maintains low compressibility
under severe heat, delivering a steady
and firm pedal feel. It protects calipers,
lines and seals, helping extend the life of
key brake-system components.

AMSOIL DOMINATOR® DOT 4
Synthetic Racing Brake Fluid
AMSOIL DOMINATOR DOT 4 Synthetic
Racing Brake Fluid (BFR) provides

racers with superior high-temperature
performance, helping prevent brake fade
and vapor lock. High boiling points of
580°F/304°C (dry) and 399°F/204°C (wet)
minimize vapor formation.

When to Change Brake Fluid

Brake-fluid service intervals can vary
depending on driving conditions, vehicle
type and how the vehicle is used. As a
general rule, change brake fluid every
two years for maximum performance.
When hauling heavy loads, engaging in
high-performance driving or regularly
navigating long descents, replacing
brake fluid annually is recommended
to maintain peak performance. For
racing applications, change AMSOIL
DOMINATOR DQT 4 Synthetic Racing
Brake Fluid once a year for maximum
performance.

Maintain Safety and Performance

It's easy to delay brake-fluid service,
but putting it off allows moisture to
accumulate, encourages corrosion
and ultimately weakens braking
performance. Brake fluid isn’t just
another maintenance item — it’s

a critical part of a vehicle’s safety
system. With the right fluid and
consistent maintenance, you can
keep your brake system sharp

and responsive for when it

matters most.
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Reduced Free Birthday ETHE Free
Pricing Shipping Gift Promotions Membership

Up to 25% off On orders Celebrate your day  Get a $5 coupon with Throughout When you spend

every order over $100 with $5 off” every $100 you spend* the year $500 in a year
($130 Can.)

*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)




TURN INSIGHTS INTO ACTION
WITH DEALER ZONE REPORTS

Your reports in the Dealer Zone provide a wealth of information that
can help you reach out to customers with personalized messages
and ensure their needs are met.

e Thank customers for a recent purchase.

e Remind customers to renew their account that’s about to expire.

e Reach out to accounts with invalid credit cards on file to get
updated information.

e Encourage retail accounts to use their co-op credit.

e |dentify purchasing trends to see if you should recommend a
customer change their account status to save money.

¢ And more.

Log in to the Dealer Zone at my. AMSOIL.com and click “Reports”
on the left-hand side to start gaining insights into your valuable
customer data.
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July Closeout

The last day to process July orders is Friday, July 31. The
ordering line (800-777-7094) is open until 7 p.m. Central
Time. Online orders that don’t require manual processing
or validation can be submitted until 11:59 p.m. Central. All
orders received after these times will be processed for the
following month. Volume transfers for July business must be
submitted in the Dealer Zone or DBS by 11:59 p.m. Central
on Thursday, Aug. 6.

Holiday Closings

The Toronto Distribution Center will be closed Monday,
Aug. 3 for Civic Day. The Edmonton Distribution Center will
be closed Monday, Aug. 3 for Heritage Day.

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.

Rolling Creeper
Stool

Rolling Creeper
Stool with pneumatic
adjustable seat, 5
swivel caster wheels
and sturdy metal tool
tray. Smooth mobility
and customizable
height make it

the perfect shop
companion for any job.

STOCK # G3953
U.S. Price: $72.00
CAN Price:  $95.00

Innovative New Packaging Solution Enters Final
Testing Phase

Company growth has required recent changes to the
AMSOIL packing and shipping distribution process to
ensure timely and acceptable delivery to end users. Getting
products into the hands of customers without shipping
damage remains a top priority, and process improvements
continue to help meet this goal.

Over the past
several months,
the AMSOIL
Operations team
has implemented a
series of packaging
improvements,
including
increasing the
strength rating

of our corrugate
shipping boxes,
improving the
tensile strength

of our water-
activated tape

and increasing

the density of our
void fill. We've

also completed
extensive

testing through

a partnership

with UW Stout

and adjusted
performance
thresholds to meet
or exceed UPS
packaging standards.

While these efforts have been meaningful, they have not yet
produced the level of damage reduction we're targeting. As

a result, we're moving into the next phase where we will test
alternative packaging approaches, including a new void

fill solution. Shipments will soon include a material known

as ExpandOS,™ a replacement for traditional kraft paper.
ExpandOS provides improved blocking and bracing, more
consistent protection against vibration and impact and simpler
packing execution with recyclable, sustainably sourced
materials.

The best part? It holds products securely in place during the
entire shipping process, resulting in fewer damaged shipments
and delivering an elevated customer experience. Initial test
results are promising — AMSOIL was sent a sample shipment
containing a brick, two ceramic coffee mugs and two lightbulbs
packed with ExpandOS. The box traveled via UPS from
Colorado to Wisconsin and everything arrived perfectly intact.

The next testing phase will include this material in all shipments
coming out of the Superior, Wis. Distribution Center. Upon its
anticipated success, all other distribution centers will follow in
the coming months. Dealers can expect to start seeing this
exciting transition in their Superior-based shipments over the
next several weeks.
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e MAXIMUM POWER & PERFORMANCE
e SUPERIOR ENGINE PROTECTION
e SMOOTH AND PRECISE SHIFTING



Tanner Sundland | B2B SALES & ACCOUNT SPECIALIST

Summer usually marks peak season,
not just for homeowners maintaining
their lawns, but for commercial
businesses running at full capacity.
From landscaping crews to heavy-
duty contractors, businesses are
taking full advantage of longer days
and favorable conditions to maximize
productivity. Your customers are
running equipment harder and longer
than any other time of year.

For AMSOIL Dealers, that means
staying proactive and engaged with
your customers. Increased workloads
often lead to higher lubricant
consumption, and they do not always
anticipate their product needs.
Regular communication ensures they
stay stocked and operational when it
matters most.

Every commercial account is unique.

As a lubrication expert, your ability

to identify the right products is key to
building trust and driving growth with
your customers and prospects. AMSOIL
Dealers should focus on the following
commercial markets:

Excavation and off-road contractors
are in full swing during the summer
months, relying heavily on their
equipment to stay productive. Their
operations demand a full range of
heavy-duty lubrication products, from
diesel oil and hydraulic fluid to coolant,
grease, transmission fluid and filters.
Because of the scale of their work,
these customers often purchase in
higher volumes, making bulk packaging
like drums and totes a natural fit.

Trade and construction
contractors present a different kind

Maximizing Commercial

Opportunities with the Right
Product & Storage Solutions
AMSOIL has options to meet the needs of every

account type.

of opportunity. With a mix of fleet
vehicles and jobsite equipment, their
lubricant selection needs span from
diesel and gasoline engine oils to
filters and small-engine products.
Some operate with limited storage
and prefer smaller package sizes,
while others require drums and totes.

Lawn and landscape contractors are
among the hardest-working customers
during the summer season. Their
equipment runs long hours in high heat
and demanding conditions, making
reliable lubrication essential. These
businesses tend to purchase more
frequently and in smaller quantities, so
consistency and accessibility matter.
Staying in touch and keeping them
stocked with two-stroke oil, small-
engine oil, motor oil, diesel oil and filters
positions you as a dependable partner
throughout their busiest time of year.

Regional fleets operate under their
own set of challenges, especially in
warmer months when vehicles face
extended idle times and constant
stop-and-go driving. Maintenance
becomes critical to maintaining uptime
and controlling operating costs. These
customers typically keep inventory on
hand and rely on a steady supply of
engine ails, transmission fluids, fuel
additives and filters. Helping them
stay ahead of maintenance schedules
reinforces your value beyond just
supplying product.

Agriculture customers operate on
timing and conditions. When the window
opens to work, their equipment must

be ready. Their needs cover a wide
range of products, including diesel ail,
hydraulic fluid, grease, small-engine oil

and filters. Because of the volume they
use, they often prefer larger package
sizes such as pails, kegs and drums.

Package Sizes

AMSOIL provides the right
combination of products and
package sizes to support success
across every commercial market.
From quarts and gallons to drums
and totes, you can match each
customer’s needs based on their
equipment, usage and buying habits.

In many cases, higher-volume customers
or those with limited space benefit from
a dedicated tank or bulk-dispensing
system. To support Dealers in capturing
these opportunities, we partner with
industry leaders Alemite and Fluidall
through the AMSOIL Bulk-Dispensing
Program. For more information on how
to leverage bulk systems to grow your
commercial business, contact
racaisr@AMSOIL.com.

If you haven't explored the interactive
commercial equipment pages on
AMSOIL.com (Buy for Business>For
Your Commercial Equipment>Select a
Target Market), they’re a powerful tool
for sharpening your understanding of
each segment and uncovering new
sales opportunities with your accounts.

Commercial accounts don't just

need products, they require a sales
partner they can rely on for lubrication
expertise. Our diverse AMSOIL product
line has plenty of offerings to keep

their equipment running smoothly all
summer.
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New AMSOIL shipping cartons are rolling out soon. We made
our packaging smarter and stronger to deliver higher customer
satisfaction and better reflect our premium-brand status.
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Vaughn Enterprises, Inc.
AMSOIL Direct Jobber
Greg@Vaughninc.com
www.Vaughninc.com
Office: 920-733-2753

Are you selling the benefits of using AMSOIL fuel
additives? AMSOIL P.i.® and Upper Cylinder Lubricant
provide a comprehensive system that fights deposits,
helping your customers’ engines run in peak form.

AMSOIL.com
Minimum 10%
Post-Consumer Fiber
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