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In the September 2007 issue of the Action News maga-
zine I used this column to congratulate a Dealer for an 
achievement that had never been realized before. 
Michigan Dealer Dave Mann had become the fi rst 6-Star 
Regency Platinum Direct Jobber in AMSOIL history. 
Today, congratulations are in order again. Dave has now 
become our fi rst 7-Star Regency Platinum Direct Jobber.

For those who are unfamiliar with Dave’s back-
ground, he graduated from Western Michigan University 
in 1988 with a degree in automotive and mechanical 
engineering. Upon graduation, he accepted a job at Ford 
Motor Company as an engineer specializing primarily 
in powertrain and chassis systems. While at Ford, Dave 
became involved with Roush Racing, where he ulti-
mately became familiar with AMSOIL products. 
Lubrication, according to Dave, became his passion. 

After using AMSOIL products for several years, Dave 
became a Dealer in 1999. He was still working long 
hours at Ford, but managed to fi nd enough time to get 
his AMSOIL business off the ground. It wasn’t easy at 
fi rst, Dave admits, and his commission checks were slow 
to grow.

Dave persisted and in 2003 quit his job at Ford and 
launched himself full-time into his AMSOIL business. 
His initial focus, which he maintains today, was on the 
Internet. It allowed him to capitalize on his extensive 
automotive and powersports background. He began 
connecting with individuals who shared similar inter-
ests. Dave never looked back. 

As impressive as Dave’s AMSOIL career has been, 
however, he will be the fi rst to admit that it hasn’t come 
easy. Hard work, Dave will attest, has been the founda-
tion of his success. 

Dave Mann’s position as our lone 7-Star Regency 
Platinum Direct Jobber won’t last long, however. In next 
month’s issue of the Action News, Direct Jobbers Bill and 
Donna Durand from Superior, Wisconsin will join Dave 
on the extremely short list of 7-Star Directs.

I fi rst met Bill in 1974 while I was still serving as the 
squadron commander at the Duluth, Minnesota Air 
Base. Bill was a major, about to fi nish off 20 years of 
service. Because of his aviation experience, he was famil-
iar with synthetic lubrication and took immediate inter-
est in the opportunity to become an AMSOIL Dealer. He 
was so anxious, in fact, that he wanted to retire from 
the military and dive full-time into his Dealership. I 
suggested quite fi rmly that he fi nish his 20 years and 
earn his military pension. There would be plenty of 
time, I told him, to grow his business with AMSOIL. Bill 
fi nished out his 20 years, earned his pension and became 
full-time AMSOIL in 1976. He and Donna took off from 
there, and to this day I can’t break him of the habit of 
calling me “Colonel.”

Congratulations are also in order for Regency 
Platinum Direct Jobbers David and Carol Bell. The Texas 
couple has achieved the 5-star level, joining only 
Minnesota Direct Jobbers Ray and Arlene Schmit at that 
plateau.

Both David and Carol enjoyed successful careers 
prior to becoming AMSOIL Dealers. For 25 years David 
worked for an engineering and construction company 
out of Houston that built gasoline and petrochemical 
facilities. He worked himself up through the ranks and 
ultimately earned the title of Design Coordinator-
Material Control.

Carol was a high school Latin teacher for 24 years. 
She maintains that her teaching career prepared her for 
her AMSOIL career, in that she spent a great deal of time 
“selling” Latin to her students. Carol was instrumental 
in building large Latin programs from virtually the 
ground up in both Tyler and Austin, Texas.

Prior to selecting AMSOIL, David and Carol ran-
domly called Dealers throughout the country to deter-
mine the company’s “integrity and business practices.” 
They liked what they heard and were ultimately drawn 
to AMSOIL by our Commercial and Retail-on-the-Shelf 
Programs. David and Carol became Dealers in 1988.

 While I certainly suspect that the Direct Jobbers we 
have included here will move on to even greater success, 
I suspect also that we have not yet scratched the surface. 
Congratulations Dave Mann, Bill and Donna Durand, 
and David and Carol Bell. And congratulations in 
advance to the many Dealers who will one day guide 
their businesses to similar levels of achievement. There 
is no reason why each and every AMSOIL Dealer can’t 
make that happen.
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Dealer Makes AMSOIL History 
With 7th Star

“It Comes Down to Hard Work”
Direct Jobber Dave Mann has again made AMSOIL 
history by becoming the fi rst to earn 7-Star Regency 
Platinum status, sitting atop the group of the highest-
achieving AMSOIL Dealers that includes 6-Star 
Regency Platinum Direct Jobbers Bill and Donna 
Durand, ★★★★★Regency Platinum Direct Jobbers Ray 
and Arlene Schmit and new ★★★★★Regency Platinum 
Direct Jobbers David and Carol Bell. Mann fi rst became 
a history-maker in 2007 when he was the fi rst to earn 
six stars.

Mann became an AMSOIL Dealer in November 1999. 
“I’ve been a gearhead since I was very young,” Mann 
said. “I earned a Bachelor of Science degree in mechan-
ical and automotive engineering, worked my entire career 
at Ford Motor Company as an engineer specializing in 
powertrain and chassis vehicle systems and components 
engineering and testing for cars, trucks and selected 
special vehicle operations programs.”

He used AMSOIL products for many years before 
becoming a Dealer.

While continuing his career at Ford, where he worked 
10 hours a day, Mann built his AMSOIL business at 
night, working until the early morning hours. “There 
were lots of times my commission checks were only 
$100 or $200, sometimes a lot less,” Mann said. “It all 
comes down to hard work.” 

Mann acknowledges there are many methods to grow 
a thriving AMSOIL business and talked about some of 
the things that work for him in a recent interview.

Mostly Online Business
Mann built his business online, using technology 
to build a reputation with his expertise in lubri-
cants and all kinds of engines. “I focus primarily 
on the Internet business model as I believe it is an 
effective method to connect with other perfor-
mance-minded automotive and powersports 
enthusiasts from around the country,” Mann said. 
“Dealers who have the right product and technical 
knowledge, and know how to effectively use the 
Internet, will have a steady stream of potential 
customers making contact with them.”

Customer Focus
“I build a customer relationship in the most 
straightforward manner possible,” Mann said. 
From initial contact through all future support, 
Mann lets his customers know he is available to 
help them in all areas. “I respond to anything from 
product and vehicle questions to business and 
support to Preferred Customers, accounts and 
catalog customers to fi elding potential Dealership 

questions,” Mann said. “If for some reason I need to do 
more work regarding their question, I always get back 
with them as quickly as I can.” 

Retaining Customers
Mann said one of the best ways to get and keep custom-
ers is to have in-depth product and technical knowledge 
of both vehicles and lubricants and fi ltration. 

“Customers have detailed questions and they want a 
source they can go to and know they will receive accu-
rate information presented in a manner they can fully 
understand and take action on,” Mann said. “My cus-
tomers have come to know over the years that the info 
they receive from me is accurate and they can always 
depend on me. Plus, a good Preferred Customer has a 
high potential to become a successful AMSOIL Dealer.”

Trust develops between a Dealer and his or her cus-
tomers when Dealers focus on their customers’ needs, 
Mann said. “If I do these things, then ultimately the 
customer is fully satisfi ed that with me as a sponsor 
they have a ‘one stop’ source of knowledge and do not 
have to continue to search for information or answers 
to their questions elsewhere.”

The entire process from initial contact to sale to pro-
viding information and follow-up is equally important, 
Mann said. “It’s knowing what your prospects and cus-
tomers want and providing it to them,” he said. “It’s 
being accessible, available, knowledgeable and reliable.”

Note: To ensure clarity, Regency Platinum Direct 
Jobbers with over fi ve stars will have their recognition 
levels referenced as 6-Star, 7-Star, etc. 

History-Making Dealer — New 7-Star Regency Platinum Direct Jobber 
Dave Mann displays some of his many “AMSOIL” vehicles at his shop in 
Traverse City, Mich. Mann recently made AMSOIL history for the second time 
by reaching the very top level in the AMSOIL Dealer network.

AugustPages97820.indd   11AugustPages97820.indd   11 7/29/10   10:58 AM7/29/10   10:58 AM


