
The Lifeblood of an 
AMSOIL Business

Recruiting
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Hey, I’ve got a 
great business 
opportunity for 
you. I’m  an 
Independent 
AMSOIL Dealer 
and you can 
become one too! 
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Presenter
Presentation Notes
Recruitment is most importantGarage foundationIntro to relationships and their roll in recruitmentOther story plannedChange 3 weeks ago
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Presenter
Presentation Notes
Trip to Hammond 3 weeks ago with JaniceHad a great story, exemplifies recruitment and relationshipThis was far more powerful and relatable to everyone here. Knew it the moment I stepped out of the car
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Presenter
Presentation Notes
Light rain that day, photos of the sky parting and golden hue skyBeneath my feet was….
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Presenter
Presentation Notes
…a compass in the concreteThe story was about the compassDirection to be successful and enjoy the journeyCompass guide to goalsThere it was, right under my feetArrived shortly after 7 p.m.Lynn, his wife and daughter, Steve Hansen and his wife, in “garage”Shortly after joined by Kevin Seegar<Video>
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Presenter
Presentation Notes
Many in the room can relate to the story, otherwise you wouldn’t be here.Thank you Lynn, Steve, and Kevin for sharing their story45 minutes of video cut to this, used for more things later and expanded
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Presenter
Presentation Notes
2013 by Ross Beard on “Client Heartbeat”Building Customer Relationships6 tacticsFirst, communicate like a human being	Easy and hard at the same time	Truest and realist are real and honest	Builds trust	Video – build a family, treat people like you’d like to be treatedLearn about your customer	Comes after communicate like a human	Process seems long but can be quick	Lynn worked with people from varied backgroundsStay in regular contact with customers	Extremely important	How do you feel	How does that translate into a business situation?	Lynn invited Steve and Kevin over and over 
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Presenter
Presentation Notes
McKinsey & Company study	85%of customers with a positive emotional experience spend more	70% reduce with a bad experience	If issues arise, solving the problem more important than the issue itself
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Presenter
Presentation Notes
Share storiesWork with peopleBuild the relationshipsLet that be your compass



Servant Leadership

https://www.youtube.com/watch?v=
VEIDjB7uyFc
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Presenter
Presentation Notes
It’s a pretty simple idea, right? Do whatever you can to help others be their best and see where that takes you. Who are you spending time with in your personal group? So, what do you think? How can we be better? 

https://www.youtube.com/watch?v=VEIDjB7uyFc
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Presenter
Presentation Notes
How many of you are completely comfortable with calling yourself a leader? See how many hands did not go up? A man named Drew Dudley says that we have made leadership something bigger than us, something beyond us. We have made it about changing the world. We see leadership as a title that one day we might deserve, but to give it to ourselves today means a level of arrogance or cockiness that we are not comfortable with. And as long as we make leadership about something bigger than us, keep leadership something beyond us, as long as we make it about changing the world, we give ourselves an excuse not to expect it everyday from ourselves and from each other. 
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“Our greatest 
fear is not that 
we are 
inadequate. Our 
greatest fear is 
that we are 
powerful 
beyond 
measure. It is 
our light, not 
our darkness 
that frightens 
us.”Marianne Williamson

Presenter
Presentation Notes
We need to get over that so we can move beyond it. We have made leadership about changing the world and there is no world, only 6 billion understandings of it. And if you change one person’s understanding of it, one person’s understanding of what they are capable of, one person’s understanding about how much people care about him or her, one person’s understanding about their ability to be a powerful agent for change, then you change the whole thing. I would suggest that you look at leadership as a way to change one person’s perspective, one person at a time, and serve. 
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Presenter
Presentation Notes
When recruiting, the bottom line is that you have to put a good number of people in the top of the funnel to have just a few come out at the bottom. Folks, that is called the law of averages, but you have to have more at the top of the funnel if you want any to come out at the bottom. How many of you, by a show of hands, have registered a Dealer who you thought was going to set the world on fire but didn’t make it one month in his AMSOIL business? Yeah. Second question, by a show of hands, how many of you signed up a Dealer that you thought wouldn’t do much with his AMSOIL business, wasn’t really motivated, and ended up being an absolute superstar in your group? 
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Presenter
Presentation Notes
Jim Rohn made his millions in network marketing and he made the comment that he did not make those millions until he understood the law of sowing and reaping and within that law, the law of averages.  
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Presenter
Presentation Notes
The Sower was ambitious.  He had excellent seed – the seed can be an excellent product, an excellent company, an excellent opportunity.So we have a highly ambitious sower with excellent seed, but here is the rest of the story. 
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Presenter
Presentation Notes
The story goes that as the sower was sowing the seed, the first part of the seeds fall by the wayside and the birds get it. Jot this down; The birds are going to get some of the seed. You might say well, what does this mean. Let’s say you invite Jim to a meeting on Tuesday night, 7:00 pm and come 7:00 pm, Jim isn’t there. And you might ask yourself why Jim didn’t make it but now you know the answer. The birds…the birds. Jim had this great idea to come to the meeting and look at this great idea and he talked to someone…who stole it and said “you’re not going to go look at that AMSOIL idea are you? Don’t you know they are a cult? They are one of those pyramid schemes? And so Jim says well, I won’t go. So have that jotted down that the birds are going to get some. Now, the story goes on to say that the sower kept on sowing, how clever. That was the secret to his success. See, if you keep on sowing, you can sow more than what the birds can get because there aren’t enough birds. If you keep on sowing, the law of averages will work for you. Now when the birds get some you have two options – number one is to chase birds – you might say “let me get ahold of this person who talked Jim out of coming to the meeting, I will set him straight and tear him a new one!” But here is what happens if you go chasing birds: you leave the field – this is going to distract from your future, not add. Here is what it is; it’s just one of those things and the best comment to make  when things are a little disappointing: “Isn’t that interesting.”
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Presenter
Presentation Notes
Now the seed falls on rocky ground where the soil is shallow. And, the shallow, rocky ground is not of your making.  You had excellent seed and you were an ambitious sower. And the story says that the seed that falls on rocky ground, the plant starts to grow, but the first hot day it withers and dies. Not an easy thing to watch. �You finally get Jim started and three or four days later someone says “boo” and sure enough he withers away. Jim doesn’t show up at the second meeting. You thought Jim would last a week! What happened? Jot this down: The hot weather is going to get some. And that is not of your making.�And here is what you say. “Isn’t that interesting.” What can you do? The answer is nothing. You can say, “I’m going to try and change this.” I wouldn’t take that class. The sun rises in the east and someone asks why that is, I wouldn’t spend much time on that. Just let that happen.  Don’t go for this  why, why, why stuff. You might ask why some Dealers only last a little while. I wouldn’t sign up for that class.Here is the answer; some don’t stay, so jot that down, some don’t stay. And when someone leaves you now know what category to put them in. And you can’t solve this now. Don’t fool with that. This is the way things are set up. I didn’t set it up this way. You can say that it shouldn’t be this way, but this is the way it is. When you get your own planet you can set it up the way you want. Rearrange the whole deal. The sower kept sowing. This was his secret. He had to discipline his disappointment and that’s a key phrase, you have to discipline your disappointment. You didn’t set this up! Some are not going to stay and this is not of your making. This is the normal course of things. 
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Presenter
Presentation Notes
Now the story says that the sower kept on sowing and the seed falls on thorny ground. The little plant starts to grow but the thorns choke it off and it dies. Jot this down: the thorns are going to get some. And that’s not of your making. Thorns, little cares and distractions. You say to Jim that you had a meeting last night and he wasn’t there and Jim says that he can’t make every meeting. You say Why not? He said well the screen door came off the hinges and you can’t let your house fall apart. You have to take time to keep things up! And you can hear the thorns (choking motion). People who let little things cheat them out of big opportunities. You feel helpless and you ask what I can do about this? The answer is nothing. And you say; Why is this? Don’t sign up for this class. It’s just the way it is. The thorns are going to get some.The sower now does what? He keeps on sowing. He keeps on sharing the story, keeps on giving the invitation. It can be even more powerful now than it was one year ago. 
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Presenter
Presentation Notes
The story says that finally, the seed falls on good ground. Write this down; it always will. If you keep sowing, the seed will fall on good ground. If you share a good idea long enough it will fall on good people. But now here is the rest of that story.�Some of the good ground did 30%, some did 60% and some did 100%. You might ask why this is? Don’t sign up for this class! It’s just the way it is! The best thing to say is, “Well, isn’t that interesting.” Don’t try to get the 30% to do 60%. Let the 30 do 30 to the best of their ability and let the 60 do 60. How can you get some to do 100%? You have to go through all these experiences and you have to talk to all these people.
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Presenter
Presentation Notes
Dealers ask all the time, where can I find good people? Good people aren’t trained, they are found! You don’t have to do much training with good people. They will seek out the answers. They will seek out knowledge. They will seek out a better way.If you want to find good people, keep looking! 
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Presenter
Presentation Notes
And keep asking!



Networking Tools
BNI
Meetup.com
Chamber of 
Commerce 
Trade Shows
Rotary
Motorcycle Clubs
Car Clubs 
Kiwanis

Social Media
Colleges
Charity Events
AMSOIL Clothing
Car Wrap
Etc. 
Get involved!
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What’s Your Story?

24

Presenter
Presentation Notes
What is your AMSOIL story? How did you get here? What were you doing when you decided to become an AMSOIL Dealer? What obstacles did you overcome to grow your business? What was the turning point in getting your business to the next level? Where are you now and where do you hope to take your business in the future? Think it’s not important? Think that people don’t care? Think that it’s boring? Think again! Do you think that someone you’re trying to recruit is interested? You bet!
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Presenter
Presentation Notes
Know the AMSOIL story! AMSOIL was founded by a man named Al Amatuzio. Al was a jet fighter pilot in the Air Force and knew that the only oil a jet engine used was synthetic oil because of the extreme operating conditions that engine would experience. He wanted to get that technology into passenger cars and you know what, in 1972, he did! But, the beginning was tough! No one had ever heard of synthetic oil, let alone used it in a car! Car manufacturers were not recommending synthetic oil. Synthetic had a negative connotation – think polyester leisure suits – and people would ask questions like, “why should I put fake oil in my car?” When Al was able to get a store to carry AMSOIL products, they sat on the shelf and didn’t sell because the price was very high. At the time, you could get a quart of petroleum oil for about .42 cents. AMSOIL was $3.60 a quart!  But, there were some turning points. One of them was when AMSOIL started distributing product through independent distributors, Dealers. People just like me and you who use AMSOIL products, experience great results and tell other people about the benefits we’ve realized using AMSOIL. AMSOIL Corporate markets to the end user, our customers, which is something that almost no other network marketing company does. We are in business for ourselves but not by ourselves. And today we are known not only for being the first company to have a synthetic oil for passenger cars, but for producing the highest quality lubricants on the market. We need more independent Dealers to provide our customers with the service they demand. That is why I think you should consider becoming an AMSOIL Dealer today.Know the AMSOIL story. Be able to tell this story in 90 seconds or less. Practice telling this story as well! 



Story’s of Personal Group 
Members
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Presenter
Presentation Notes
What about those Dealers in your personal groups? Do you know their story? How about the person in your personal group who was an airline pilot before they became an AMSOIL Dealer. How about a teacher, fire fighter or police officer or any other profession that you have included in your downline? How many different walks of life do you see in your downline Dealers? Do you use these stories with others that share this in common? 



Practice!
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Presenter
Presentation Notes
Why is it that salespeople don’t feel they need to practice? What other profession, where the goal is to be the top of the heap, to be the best of the best, do they not practice? Golf? Baseball? Football? How about a professional musician? I can’t imagine that a professional musician would pick up a new piece of music and play it for the first time in front of a live audience. How about actors? Do you think an actor would take a new script and immediately walk on stage? If you are practicing new ideas or messaging or talk tracks in front of live customers and prospects, you are doing everyone involved a disservice.AMSOIL Dealers need practice just like everyone else.  You want to be familiar, comfortable and confident with the material you will be presenting. Sales practice should be part of your organizational rhythm.  It can be a combination of role-playing, formal practice sessions with other AMSOIL Dealers, or simply taking time in front of a mirror, or recording your own simulated calls, to get game-ready.The best athletes, musicians, actors and other professionals worldwide count on consistent practice to deliver consistent performances.  Don’t you, as a  sales professional, need to approach the selling profession in the same manner?How about hiring a coach? Do you know of any professional who is at the top of their profession that doesn’t have a coach? 
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Presenter
Presentation Notes
“The top 5 percent of achievers invest an average of $3,000 per year on personal growth while the other 95 percent average $7 per year.” Les Brown. How much are you investing in you? 
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Presenter
Presentation Notes
What are your daily habits? What is your daily routine?What habits, daily habits, do you have for recruiting? 
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Goal Setting Must be:
Personal 
Positive
Written
Specific
Challenging 
Realistic

Presenter
Presentation Notes
Goal Setting – we have discussed this many times, so we won’t go too deep into this subject, but there is an old saying that goes: “Most people aim at nothing in life…and hit with amazing accuracy.” It’s sad, but it is true. People who have no goals feel emotionally, socially, spiritually, physically and professional unbalanced. Personal – Your goals must be something you want to do rather than something you think you should do. Positive – We tend to focus on ideas and actions from a positive framework. So, rather than saying “I will not eat sweets today” say “I will only eat healthy foods today.”Written – Writing a goal down causes effects that are a bit difficult to explain. It does however prove effective. Written goals take jump in status from being nebulous thoughts. Specific – Don’t set goals by simply stating “ I will increase my sales next year.” Being specific will help you to avoid the lack of commitment that comes with being vague. Challenge – A goal must be challenging. Set your goals so they stretch you and cause you to grow. Realistic – Everything is relative to time and space. What is unrealistic today may be totally within reason five years from now. We never really know what the upper limits are. What is realistic? The best definition must come from you and your values. You must ask yourself what price am I willing to pay to accomplish this goal? You should always weigh the payoffs and the sacrifices involved before coming to that conclusion. Realistic is ultimately your decision. 



31

Have Patience! 

Presenter
Presentation Notes
The disproportionate reason that most people fail in this business is not a lack of hard work. It is a lack of patience. For some unknown reason, when people go into ventures such as AMSOIL, a company that distributes through network marketing, they somehow miraculously think its going to happen in five minutes. They think they will be in the top 10 of all AMSOIL business categories within three months, they think they have figured out some type of system, they think they “got it.” It is the lack of patience that is their demise. Let those people that you are recruiting into the AMSOIL business know this right up front. This is not a “get rich quick” scheme. Never has been, never will be.
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New AU Online Training
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