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Business is tough these days. 
Not just tough but damn 
tough. It seems like you have 

to battle your way just to stay one step 
behind. But regardless of how bad the 
economy is, there are people doing well 
and businesses that are growing. The 
challenge is to have your business be 
one of them. Sure, it’s easy to say, but 
how do you do it? Well, it may not be 
as difficult as you think. 

Considering there are businesses 
out there doing well, why not find out 
what they’re doing; get some ideas 
from the people making it work? Even 
better, how about learning from people 
who help make businesses successful? 
That’s exactly what we have planned 
for the 2013 ATRA Powertrain Expo. 
Along with the industry experts you’re 
already accustom to, we’re bringing in 
a few “pinch hitters.” 

First is Don Hutson: a best-selling 
author and expert in negotiations, entre-
preneurship, and selling value. Don’s 
client list includes over two-thirds of 
the fortune 500 companies and has  
been featured in over 100 training 
films. He’s the author of 12 books 
including two Wall Street Journal  
and New York Times best sellers:  
The One Minute Entrepreneur and 

The One Minute Negotiator.
Don was elected by his peers to 

be president of the National Speakers 
Association, and has received its cov-
eted Cavett Award as member of the 
year. Don brings his skills and exper-
tise on creating value to your cus-
tomers. He’ll show you how to set 
your business apart from your com-
petition. Check out his web site at  
www.donhutson.com.

Next is Jim Cathcart. For three 
years in a row, Jim has been selected as 
one of the top five speakers worldwide 
on sales and service. He’s the recipient 
of the prestigious Golden Gavel Award, 
along with noted speakers including 
Earl Nightingale, Art Linkletter, and 
Zig Zigler. He’s a best-selling author 
of 16 books and in 2007 was named 
one of the Top 100 Minds on Personal 
Development by Leadership Excellence 
magazine.

Jim was also a past president of 
the National Speakers Association and 
recipient of the Cavett Award for a life-
time of service. Jim is an expert on cre-
ating relationships and will bring that 
expertise to ATRA’s Powertrain Expo 
with his session Relationship Selling 
(also the title of his new book). Visit 
Jim’s web site at www.cathcart.com, 

and learn more about him in the profile 
in the October/November 2012 issue of 
GEARS.

As an added bonus we’re bringing 
back Larry Winget for an encore per-
formance at the ATRA luncheon spon-
sored by Raybestos. Famed “Pitbull of 
Personal Development,” Larry brings 
a no-nonsense approach to business. 
Having spoken to nearly 400 of the 
Fortune 500 companies, Larry is one 
of the most sought-after speakers in the 
country. He’s a five-time best-selling 
author of books, like You’re Broke 
Because You Want to Be and It’s Called 
Work for a Reason. Stop by Larry’s site 
at www.larrywinget.com.

All three of these speakers have 
been inducted to the National Speakers 
Association’s Hall of Fame, sharing 
that notoriety with less than 150 other 
speakers worldwide. 

As you can see, we mean business; 
your business. It’s tough these days and 
getting tougher. And it’s okay to need a 
little help… to have a shoulder to stand 
on. I invite you to join me at the biggest 
business event of our industry. And I 
haven’t even talked about the great tech 
we’ll have!

Shoulders to 
Stand On

by Dennis Madden
members.atra.com

FROM THE CEOFROM THE CEO

Selling in a Tough Economy:
How to Distinguish Yourself
From the Competition

Just one dreaded statement from a sales pros-  
         pect can make a salesperson turn pale – state- 
         ments like, “Is this your best deal?”  ... “I’ve 
interviewed a couple of your competitors, and they are 
willing to sell for less.”... “Thanks, but we want to shop 
around before we make a decision.”

  Or maybe this is something you’ve heard recently: 
“Our business has been so good for the past five 
years, we haven’t felt a need to do any sales training, 
but things are different now, and we need help!” In 
today’s market of intense competition and constant 
margin pressure, this scenario continues to replay 
itself.

Unless you 
can create a 

powerful and 
distinct difference 

to the customer, you 
are not going to 

stand out from the 
crowd.

By Don Hutson 
CEO | U.S. Learning Inc.

Jim CathcartDon Hutson Larry Winget
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In this issue of Tales from the Bench, we'll examine a couple of 
simple yet effective ways to test today’s valve bodies and servo 
bores for wear.

Valve body wear is a common problem. But how do you find 
that wear? How do you know when to replace or repair the valve 
body? Having the right tool can help you identify those troublesome 
areas.

So how can you test for wear? One way is with a vacuum 
tester: It’s simple yet effective, and can save you time and reduce 
comebacks.

Valve Body Vacuum Testers
The vacuum tester (figure 1) is very accurate and, when cali-

brated before each use, provides consistent results. Vacuum testing 
reveals wear in a valve bore, even if you can’t find it any other way. 

TALES FROM THE BENCH

Wear Checking 
Valve Bodies and 
Servo Bores

by Jarad Warren
members.atra.com

Figure 1

#1 Pump valve 
adjustment to 5 Hg 

when test hose on .035 
orifice

#2 Leak valve 
adjustment to 25 Hg 

when test hose on 
solid orifice

.035 calibration 
orifice solid test

Figure 2
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You can purchase 
a vacuum test stand from 
your local transmission 
parts warehouse. You’ll also 
need a three-CFM vacuum 
pump. There are many 
different styles of vacuum 
test equipment available; 
the one shown is from ATS 
Diagnostics. It works well 
and has a large gauge that 
makes it easy to read.

Here’s how to calibrate 
the vacuum test stand:
•	 Turn the vacuum pump 

on.
•	 Put the test hose on 

the calibration orifice 
(0.035”; figure 2).

•	 Adjust the pump valve 
so the gauge reads 5” Hg  
(figure 3).

•	 Move the test hose to the solid 
orifice.

•	 Adjust the leak valve so the gauge 
reads 25” Hg (figure 4).

Then repeat the calibration; 
sometimes you’ll have to repeat the 
procedure two or three times to fine 
tune your vacuum test stand.

Valve Body Testing
Before you begin your test, always 

verify and research the customer’s 
complaints and look for information 
covering the specific failure. ATRA’s 
online Tech Repair Center is a great 
place to start to find that information. 

It’s important to be aware of which 
valves can affect the components that 
failed or can cause the customer’s com-
plaint. That gives you a place to start 
your checks.

Once you know where to look, 
you’re ready to begin your test:

1. Clean and dry all the valves and 
bores that need to be tested.

2. Use transmission assembly lube 
to help seal between the valve 
body surface and the test plate.

IMPORTANT: Only seal the area 
being tested; not the surrounding valve 
bores. If you cover a passage next to the 
valve you’re testing, you’ll close off the 
leak and your test won’t be valid.

3. Test the valve in its working 
position; that’s where it’s most likely 
to wear.

Keep a log of tested valves and 
valve bodies. You need to keep track 
of the locations tested and test results 
before and after the fix. Your log will 
help you discover failure patterns and 
save you time and money on future 
diagnoses. And it’ll help you learn 
which valve bodies you should replace 
and which ones you can fix yourself.

Which valves should you test for 
wear? Always test the valves that are 
the most active. A good place to start 
would be pressure regulator valves: 
The main pressure regulator, secondary 
pressure regulator, and solenoid 

modulating valves are all very active. 
When a regulator valve bore is worn 
out the valve will be out of balance and 
the pressure unregulated.

Let’s take a look a few test locations 
on a GM 4L60E valve body (figure 
5). Notice the transmission assembly 
grease applied to the test areas to help 
seal vacuum test plate to valve body. 
Test these three locations on every 
rebuild. For the example, we’re going 
to vacuum test the actuator feed limit 
valve. 

Wear Checking Valve Bodies and Servo Bores

Figure 4Figure 3

Figure 5
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Remember, you only want to seal the valve bore being 
tested. Here we’re testing the actuator feed limit valve (figure 
6). Notice the seal that the grease made on plate. This valve 
tested 12” Hg; it’s worn. The bore needs to be reamed and the 
valve replaced with an oversized one.  

So how much vacuum indicates a good valve bore? 
And what does a bad one look like? Unfortunately there is 
no one hard-and-fast answer. Remember that a perfect seal 

will measure 25” Hg; a 0.035” orifice drops that to 5” Hg. 
The average measurement for most valves in good condition 
should be around 18” Hg.

If the valve body tests good, you don’t need to replace 
anything: just clean and reinstall… no more guessing.

Servo Pin Bore
Servo bore wear has become a common problem: The 

constant up- and downshifting wears out servo bores as well 
as valve body bores. The case wears at the pin bore and the 
servo release oil (direct clutch oil in most cases) leaks around 
the servo pin bore. That causes flared shifts, low clutch 
pressure, and failed clutches. 

There are a few tests you can do to determine if the servo 
pin bore wear is excessive. One is a wet air test: The 4F27/
FNR5 transmission servo pin bore is an easy bore to test. 

Set your shop air pressure to about 30 PSI and blow into 
the servo release side as shown (figure 7). If oil and air leak 
around the servo pin into the transmission case, the servo pin 
bore needs to be reamed and sleeved.

You can also make servo test pins; these are just the servo 
apply pins removed from the piston. Figure 8 shows test pins 
for the 4F27/FNR5, 5R55S/W/N, 4L30E, and AODE/4R70W. 

These servo pins provide an easy way to check side 
clearance of the servo pin bore. Simply slide the servo pin in 
the bore so it’s in working position. Then wiggle the pin side 

to side in all directions. You shouldn’t feel any side play. 
If you do feel side play, you’ll need to repair the bore or 
replace the case.

After you’ve reamed the servo pin bore and installed 
a new sleeve, slide the servo test pin in again and make 
sure the pin slides smoothly. You don’t want the sleeve 
to be too tight, or it’ll stick when being applied.

You’ll quickly see how vacuum testing the valve 
bodies and checking the servo pin bores will help you 
find wear you might have otherwise missed. Testing for 
valve body and servo pin bore wear will save time and 
money on no-goes and comebacks.

Next month we’ll take these procedures into the 
field and check a Chrysler rear wheel drive valve body. 
Then we’ll go over some of the different fixes that are 
available.

Figure 7 Figure 8

Figure 6

Wear Checking Valve Bodies and Servo Bores
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Taking a Closer Look at Chrysler’s CVT

In this issue of Keep Those 
Trannys Rolling, we’re going to 
take a closer look at Chrysler’s 

Continuously Variable Transmission, 
or CVT. Chrysler introduced its CVT 
in the 2007 Jeep Compass and Patriot, 
then in the 2008 Dodge Caliber. 

What is a CVT?
A Continuously Variable 

Transmission, or CVT, is a transmis-
sion that has an infinite number of gear 
ratios available. Most of today’s auto-
motive CVTs use a variable diameter 
pulley (VDP) system to create these 
infinite ratios. 

The variable diameter pulley sys-
tem consists of two variably adjustable 

pulleys (called variators) and a drive 
belt that runs between the two pulleys.

How Does a CVT Work?
Both variably adjustable pulleys 

have two sheaves: one sheave is fixed to 
a shaft and the other floats on the shaft. 
Changing the distance between the two 
sheaves alters the width of the pulley. 
This forces the drive belt to move up 
and down the pulley, which changes the 
transmission’s overall drive ratio.

Now that we have a basic under-
standing of how the CVT works, let’s 
take a look inside of Chrysler’s CVT.

Inside Chrysler’s CVT
If you’ve never seen inside a CVT, 

you may be surprised to find that it’s 
actually pretty simple. The transmis-
sion consists of:
•	 Torque converter
•	 CVT case
•	 Chain driven oil pump
•	 Two conical or V-type variably 

adjustable pulleys (variators)
•	 Steel push-type drive belt
•	 Forward clutch
•	 Reverse brake
•	 Valve body assembly (which 

includes solenoids and an actua-
tor)

•	 Transmission range switch
•	 Speed sensors
•	 PROM chip

by Pete Huscher
members.atra.com

Keep Those Trannys rollingKeep Those TrannYs rolling

Taking a Closer 
look at Chrysler’s 
CVT

Figure 1: Torque Converter

1pete313.indd   10 2/19/13   11:23 AM
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Taking a Closer Look at Chrysler’s CVT

Now let’s take a closer look at each 
of these components.

Torque Converter — The Chrysler 
CVT uses a lockup-type torque con-
verter (figure 1).

While idling and accelerating from 
a stop (up to 12 MPH), the torque 
converter multiplies torque to the input 
shaft. Above 12 MPH, the torque con-
verter locks fully, driving the input 
shaft at a rate of one to one. This allows 
for optimal driving force in response to 
acceleration. 

CVT Transmission Case — The 
CVT case (figure 2) is designed for 2 
wheel, 4 wheel, and all wheel drive 
vehicles.

Chain Driven Oil Pump — The 
chain driven oil pump is located in 
the transmission case and provides the 
oil pressure and lubrication to operate 
the CVT. The chain driven oil pump 
is capable of producing pressures in 
excess of 1000 PSI.

Variably Adjustable Pulleys 
(Variators) — The heart of the CVT is 
the variator system, which consists of 
two variably adjustable pulleys (varia-
tors) and a steel push-type belt (figure 
3).

The variably adjustable pulleys 
have two sheaves, one sheave is fixed 
to a shaft and the other sheave floats 
on the shaft. The floating sheaves use 
a hydraulic chamber, which allows the 
sheave to change position as pressure is 
applied or released from the chamber.

Changing the distance between the 
two sheaves forces the drive belt to 
move up and down the pulley, which, in 

turn, changes the transmission’s overall 
drive ratio. The variator system relies 
on friction and pressure to transmit 
torque between the two pulleys. 

Steel Push-Type Drive Belt — 
The steel push-type belt is used to 
transfer torque from the primary vari-
ably adjustable pulley to the secondary 
variably adjustable pulley.

The steel push belt consists of 
two sets of metal bands and about 400 
wedge-shaped steel segments (figure 
4). The steel bands form the main 
structure of the belt. The bands consist 
of twelve layers, closely fitted together. 
The bands and segments of the belt 
have an equal role in transferring torque 
between the pulleys.

The belt is considered a push-type 
belt because the compressed segments 
of the belt act as a solid column, while 
transferring torque from the primary 
pulley to the secondary pulley. 

Forward Clutch — The for-
ward clutch is used to engage forward 
gear. The forward clutch consists of 
a forward clutch drum, piston, return 
springs, clutches, plates, a pressure 
plate, and an internal gear. 

Reverse Brake — The reverse 
brake is used to engage reverse. The 
reverse brake consists of a reverse 
piston, return spring, clutches, and a 
pressure plate. 

Valve Body Assembly — The 
valve body controls the hydraulic  

Figure 2: CVT transmission case

Figure 3: variable adjustable pulleys and “push” belt

The belt is 
considered a push-
type belt because 

the compressed 
segments of the belt 
act as a solid column, 

while transferring 
torque from the 

primary pulley to the 
secondary pulley. All Wheel

Drivecase
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Taking a Closer Look at Chrysler’s CVT

functions of the CVT. The valve body 
uses solenoids and actuators to control 
the CVT. These solenoids and actuators 
consist of:
•	 Primary line pressure control 

solenoid
•	 Secondary pressure control sole-

noid
•	 Lockup/select switch valve sole-

noid
•	 Lockup solenoid
•	 Stepper motor

The valve body is pretty simple, 
with only eight valves controlling 
transmission operation.

Transmission Range Switch — 
The transmission range switch is locat-
ed on the CVT case, and provides shift 
lever input signals to the TCM.

Speed Sensors — The CVT uses 
two speed sensors: An input speed 
sensor located on the front of the trans-
mission, and an output speed sensor 
located on the rear of the transmission. 

The TCM uses signals 
from the speed sensors 
to monitor transmission 
operation.

PROM Chip — 
The CVT PROM chip 
is located on the valve 
body. The PROM chip 
stores the vehicle cali-
bration information. 
When replacing the 
valve body or transmission assembly, 
always use the original PROM chip in 
the new valve body.

Now that we’ve taken a closer 
look at the internal components of 
Chrysler’s CVT, it’s time to see what 
makes it tick. 

Chrysler’s CVT is controlled by a 
Transmission Control Module (TCM). 
The TCM monitors several inputs to 
control CVT operation. These inputs 
include:

•	 Engine load information (provid-
ed by the PCM)

•	 Transmission range switch
•	 Input and output speed sensors
•	 Primary and secondary pressure 

sensors
•	 Transmission fluid temperature

The TCM controls the CVT by 
controlling the function of various actu-
ators and solenoids located on the valve 
body, such as the:
•	 Primary pressure control solenoid 

(3.0–9.0 ohms)

Figure 4: steel “push” belt

Figure 5: pressure tap locations
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things to worry about.

The K79900M Overhaul, Banner and Master Kits

Transmission rebuilders trust Precision International to do the job right the first time.Which is why you’ll find
our parts and kits in shops like yours all over the world.Whatever make, model or year vehicle you’re trying to
repair, Precision has the solution to fix it – guaranteed to work. All are cross-checked against the latest OEM specs.
All changes are noted and made. And all are OE quality or better. Our huge inventory and advanced warehousing
capabilities virtually assure immediate delivery. Plus, we back it all with the industry’s best technical assistance
and support, including our “state-of-the-part”, interactive website.

TF-80SC EUROPEAN 2ND GENERATION

2010-12 LANCIA DELTA
2010-12 LANCIA PHEDRA
2010-12 LANCIA THESIS
2010-11 ALFA ROMEO BRERA
2012 ALFA ROMEO GIULIA
2010-12 CADILLAC SRX
2012 BUICK REGAL
2010-12 CITROEN C4, C5, C6, C8
2011-12 CITROEN DS4
2010 JAGUAR X TYPE
2010-12 OPEL ASTRA
2010-12 OPEL INSIGNIA
2010-12 OPEL SIGNUM
2010 OPEL ZAFIRA
2010-12 PEUGEOT 308,407,508
2010-11 PEUGEOT 607,807
2010-12 PEUGEOT 3008, 5008
2010 RENAULT VEL SATIS
2010-12 SAAB 9-3, 9-5
2010-12 VOLVO S/V60, C70, S80, V70, XC60, XC90
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Taking a Closer Look at Chrysler’s CVT

•	 Secondary pressure control sole-
noid (3.0–9.0 ohms)

•	 TCC/select switch valve solenoid
•	 TCC control solenoid
•	 Stepper motor (to control ratio 

changes)

Solenoids and Actuator 
Functions

Primary Pressure Control 
Solenoid — The primary pressure con-
trol solenoid controls line pressure to 
the transmission hydraulic system.

Secondary Pressure Control 

Solenoid — The second-
ary pressure control sole-
noid controls the pressure 
going to the secondary 
pulley system.

TCC/Select Switch 
Valve Solenoid — The 
TCC/Select switch valve 
solenoid controls the 
switching valve operation.

TCC Solenoid — The 
TCC control solenoid controls TCC 
apply and release.

Stepper Motor — The stepper 

motor controls the ratio changes com-
manded by the TCM.

Figure 7: pressure tap locations

Figure 6: pressure tap locations
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Some Toledo TransKitTM Overhaul Kits include:

SAP       Application
TF138002C          FNR5/FS5A-EL 06-09
T25002A              6F50/6F55 07-09
T49002A              6R60 06-up

Seal Aftermarket Products adds value through  enhancing the technicians’ rebuild experience. 
The way that the Toledo TranskitTM brand overhauls are subkitted can reduce the rebuild 
time. These overhaul kits include components such as enhanced seals, washers, nuts, and 
solenoid repair components not regularly found in other overhauls. The inclusion of these 
necessary components reduces the time and expense of buying these items separately.

What do the Toledo TranskitTM overhaul kits 
for FORD 5 and 6 speeds have in common?

Seal Aftermarket Products LLC   
2315 S.W. 32 Ave., Pembroke Park, FL 33023 • Phone 954-364-2400 • Toll Free 800-582-2760 • Fax 954-364-2401

www.sealaftermarketproducts.com

6F50 FNR5 001
6R60
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Taking a Closer Look at Chrysler’s CVT

Pressure Testing 
Chrysler’s CVT 

CAUTION: CVT pressure may 
exceed 1000 PSI! Always use proper 
gauges and wear proper safety gear 
when checking the system.

Pressure testing Chrysler’s CVT is 
pretty straightforward. The CVT offers 
seven pressure ports (figures 5, 6 and 7) 
to check transmission pressure. These 
pressure test ports and specifications 
(at idle) are: 

1. Line pressure: 72-870 PSI
2. Forward clutch pressure (D): 

15-217 PSI
3. Primary pressure: 15-870 PSI
4. Torque converter apply pressure 

(applied): 142 PSI
5. Torque converter release pressure 

(released): 142 PSI
6. Secondary pressure: 15-870 PSI
7. Reverse brake pressure (R): 

15-217 PSI

Servicing Chrysler’s CVT
Here’s how to perform a transmis-

sion service on Chrysler’s CVT:
1. Test drive the vehicle to verify 

proper transmission operation.
2. Allow the transmission to cool.
3. Loosen the transmission oil pan 

bolts and allow the transmission 
fluid to drain.

4. Remove transmission pan and 
gasket.

5. Discard the gasket (don’t reuse).
6. Remove the transmission filter.
7. Allow the fluid to drain.
8. Install the new filter and filter 

O-ring.
9. Install the transmission pan using 

a new pan gasket.
10. Remove the dipstick tube cap.
11. Initially add 6 quarts of MOPAR 

CVTF+4 automatic transmission 
fluid.

12. Start the engine and allow the 
transmission to reach normal 
operating temperature (verify 
with scan tool).

13. Shift transmission through all 
ranges.

14. With engine idling and transmis-
sion in park, insert the oil dipstick 
#9336 (figure 8) into oil filler 
tube until the dipstick contacts the 
bottom of the oil pan.

15. Remove dipstick and check the 
oil level on the dipstick.

16. Add or remove fluid as needed to 
bring the oil level to the correct 
level as indicated on the dipstick 
(figure 9).

17. Reinstall the dipstick tube cap.
18. Test drive the vehicle to verify 

proper transmission operation.

Well, there you have it: a closer 
look at Chrysler’s CVT. In our next 

issue of Keep Those Trannys Rolling, 
we’ll look at the diagnostic routines 
needed to keep Chrysler’s CVT roll-
ing down the road. With a little bit of 
knowledge and a desire to work on 
Chrysler’s CVT, you should have no 
problem keeping those CVTs rolling.

Figure 8: 9336 dipstick

Figure 9: 9336 dipstick graduations

Taking a Closer Look at Chrysler’s CVT
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There’s no doubt about it - the 
transmission business is not 
what it used to be. This indus-

try has undergone change after change, 
evolving rapidly with the times. We’ve 
all noticed it and have been affected by 
it, but how have we dealt with it?

Working in a dynamic market like 
ours can be exciting, yes, but it also 
comes with its fair share of challenges. 
It’s easy to forget that the job you do 
today can change tomorrow. Business 
is never predictable. Roles change, 
customers become competitors, and 
loyalties get brought into question. You 
simply have to adapt to change. All 
businesses must. 

But is all change good change? Is 
all change really progress? When is it 
time to put customers above the bottom 
line? If a transmission parts supplier can 
cut out the middle man (transmission 
shops) by selling remans to just anyone 
–– should they? Some may believe so, 
assuming it’s bound to happen anyway, 
and that transmission shop owners will 
just have to figure out a way to push 
through to survive.  

Sure, many of these shop owners 
will persevere, but don’t they deserve 
more from their parts supplier? Don’t 
they deserve a company that will take 
care of their long-standing customers 
before trying to attract new ones?

For over twelve years, Whatever 
It Takes (WIT) has made it their goal 
to be a reliable partner to a growing 
number of transmission shops across 
the country. In such an unpredictable 
industry it’s nice to have the peace of 
mind that your supplier is looking out 
for your company’s best interests.

A Unique Name For 
A Unique Business

Our Business is Your 
Business by Travis Scott

Elizabeth Caldwell on the Phone with a customer

Joey Peters & Eddie Santiesteban discussing one of Sachs new Clutch Kits
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Knowing Their Market – 
Transmission Rebuilding 
Shops

One of the key principles in 
business is to know your market and 
WIT’s market is their broad base of 
loyal transmission rebuilding shops. 
That base grows every month across 
the country for just one reason: 
the Transmission Shop Owner and 

Rebuilder are first. Understanding and 
supporting the needs of the shop owner 
and builder is WIT’s single objective. 
Their dedication to this simple goal 
has moved them to the forefront of 
the industry and they show no signs of 
slowing down anytime soon. 

Rodney Peters, Vice President of 
Sales at WIT, sums up their philosophy 
as a parts supplier by saying: “When it 

comes to marketing, our only focus is 
on Transmission Rebuilding Shops.” 

Lately, Peters says, “The phones 
at WIT have been ringing off the hook. 
Concerned shop owners have seen how 
some suppliers have decided to do 
business and they want assurance from 
WIT that it won’t happen to them. We 
give them that assurance”.  

Region #1 – Kim Stevens
(502) 489-2093

Chicago Illinois (630)963-1739
Indy Indiana (317)471-8790

Evansville Indiana (800)940-0197
Saint Louis Missouri (314)733-0003

Cincinnati  Ohio (513)942-1300
Dayton Ohio (937)262-7452

Scranton Pennsylvania (570)655-4200

Region #2  – Mark Sodaro
(813) 731-5954

Atlanta Georgia (770)433-8317
Charlotte North Carolina (704)716-7272
Raleigh North Carolina (919)786-2537

Richmond Virginia (804) 226-7815
Fort Lauderdale Florida (954)941-0671

Orlando Florida (407)522-4417
Tampa Florida (813)247-9200

Region #3 – Tim Chetwood
(303) 330-8698

Dallas Texas (214)631-1950
Fort Worth Texas (817)222-9122

St. Paul  Minnesota (651)484-5080
Tulsa Oklahoma (918)437-6444

Commerce City California (323)838-6600
San Diego California (619)460-4100

Denver Colorado (303)320-3045

Region #4 – Monty Kemp
(502) 541-3964

Birmingham Alabama (205)592-2309
Florence Alabama (256)383-9181
Jackson Mississippi (601)355-0650

Knoxville Tennessee (865)687-4990
Nashville Tennessee (615)870-0903
Louisville Kentucky (502)955-6035
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Selling transmission parts, with 
great service to their customers is what 
got WIT to where they are today. They 
haven’t forgotten it and they’re not 
going to forget it. Sure, they sell remans, 
but they understand their success 
is directly tied to the transmission 
rebuilding industry and will only sell a 
reman transmission to a shop that has a 

full-time rebuilder on staff.
It’s important to remember that 

WIT is still a business. They use this 
marketing strategy, not simply because 
they’re a bunch of nice guys and gals 
(though they most definitely are), but 
because they value good work, correct 
diagnostics and high quality - things 
only real transmission shops can deliver 
to customers. That includes knowing 
how to complete a transmission job 
right, the first time. 

WIT knows there is a difference 
between a partnership and a vendor. 
Their business is based on a system 
of support, correct training and selling 
to qualified transmission people. They 
know the shops they sell to will be 
able to install and maintain their units 
correctly. That means money to WIT 
and the transmission shop so both can 
be successful.

Ultimately, the choice of who a 
shop does business with is in the hands 
of the shop owners. They have to ask 
themselves: would they rather work 
with a company looking to expand their 
market at any cost, or with a business 
determined to support and grow 
alongside their customers by identifying 
and nurturing their needs? 

Going West 
WIT has expanded steadily and 

rapidly, since the company’s inception 
in 1999. Their reputation as an ally 
of transmission shop owners and 
rebuilders has enabled them to open 
twenty seven branch locations and they 
are not done yet.  

Has being a transmission shop 
ally worked for this Employee-Owned 
Company?  One testament to their 
success is WIT’s new California  
branch locations, which opened this last 
year serving the counties of Los Angles, 
Orange, Riverside, San Bernardino and 
San Diego. This is exciting news for 
transmission shop owners throughout 
Southern California looking for WIT’s 
brand of “customer-first” service. 

WIT has divvied up their 
multiple locations into four regions 
across the country, with an assigned 
knowledgeable sales representative 
to each (see page 21). These regional 
reps are on the road every other week; 
visiting shops, listening to shop owners, 
providing support, and discussing 
business trends they see. By all accounts, 
they are the eyes and ears of WIT. Their 
job is to make sure the company is in 
sync with their customers. That’s you, 
transmission shop owners and builders!

Rodney Peters, VP of Sales

Algie Waddell, Counter sales in Florence, AL

Bobby Rich placing an order with 
Raybestos

Pam McCullough pulling an order in the 
Florence Alabama Warehouse
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In our world of Facebook, 
Skype, and other electronic forms 
of communication, WIT knows that 
nothing beats good, old-fashioned 
customer service, including face time. 
Technology is an important facet of 
modern business, but WIT is always 
ready and willing to send a real person 
where the internet cannot go. Want 
proof? Just call WIT, a real person 
answers the phone. 

New Testing Technology 
– State of the art. 

In addition to customer service, 
WIT knows that having quality products 

for their customers is of paramount 
importance. That’s why WIT uses top 
technology, including new state of the 
art valve body test equipment (pressure 
test, shift simulation) and dyno testing 
to maintain the highest quality control. 
If you buy a reman, a valve body or a 
hard part from WIT, you know you 
can trust the reliability. Your customer 
wants that reliability and you do too.  

Assembling great parts with an 
eye toward perfection and with careful 
dedication to making sure every part 
works correctly right out of the box 
isn’t the end of the process. Those parts 

and pieces still have to be assembled, 
installed, tested once more and only 
then finally delivered to the consumer 
by a real transmission professional – 
with a profit. That’s where you come in! 

Partners In The Industry
By now, it should be clear that 

WIT is heavily invested in our industry. 
The care and attention they show shop 
owners is evidence enough, but that’s 
only the beginning. WIT has been one 
of the strongest and truest supporters 
of ATRA’s efforts to provide ongoing 
technical training industry wide – to 
transmission shops. 

WIT is a consistent presence in 
this industry. They can be found at 
regional seminars all over the country, 
at the ATRA Expo each year, and in 
each issue of GEARS Magazine. Let’s 
face it, ATRA’s Expo just wouldn’t be 
the same without the folks from WIT 
handing out bottles of Coca-Cola® and 
wearing their trademark yellow shirts, 
bow ties and genuine smiles. 

It’s their old school commitment 
to customer comfort and satisfaction 
that keeps WIT front and center in 
this industry. It makes them a valuable 
partner to just one business. – your 
business. 

If It Ain’t Broke...
The old saying goes: “If it ain’t 

broke, don’t fix it.” Change is good 
and necessary, at the right time and 
in the right place. Business at WIT 
has evolved over the past decade, but 
one thing never changes, their sole 
dedication to the transmission industry. 

While others bend to the blowing 
winds and latest trends, WIT stands 
tall and proud as your business partner. 
They know what their customers 
want: Quality products and good, old-
fashioned customer service. It’s that 
simple, and it ain’t broke.

It is comforting to know that there’s 
a company out there dedicated not just 
to the transmission industry, but to the 
shops and people in the transmission 
industry. A unique company with a 
unique name. WIT - Whatever It Takes 
Transmission Parts. 

Call your nearest WIT Location 
or visit: www.wittrans.com For That 
Old Time Service!

Marshall Peebles Testing a 4R100 Using the EZEEShift by BlueReach Automation 
on the G-TEC Electric Dyno

Howard Fox Testing a Valve Body with the VBT-8000 from SuperFlow, with 
SuperShifter PRO and the WinDyn Software Upgrade
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You may have thought this was 
going to be a quick in-and-out 
job, like most of the tasks you 

tackle on a daily basis, but (dun-dun-
dun) you’re wrong, my friend!

I went to my brother’s shop on a 
Saturday morning, just as I usually do. 
I love the opportunity to keep my skills 
fresh, and who can forget the scent of 
mineral spirits in the shop, this stuff 
smells better than any cologne! 

My brother was working on a 
2005, four wheel drive Chevrolet 2500, 
with an 8.1 liter engine and an Allison 
1000/2400 series transmission. We built 
this unit like it was going to be used in 
an M-1 tank: all the bells and whistles. 
The vehicle came into the shop with 
water damage to the transmission. 

Before we installed the transmis-
sion, we were going to install a brand 
new factory radiator from the dealer. 
Piece of cake: we disconnected all the 
wiring by the radiator and pulled this 
baby out of the truck.

The transmission went back in the 
truck and, with no leaks and the correct 
running temperature, all systems were 
go! “Roll‘er outta here! Let’s road test 
this puppy!” 

We were only a few blocks away 
from the shop when the Check Engine 
light popped on. That little orange light 
has to be the biggest nuisance to see 
after feeling confident you’ve complet-
ed a job properly. We connected a scan 
tool, clear all the codes and reset all the 
adaptive strategies (which we forgot to 
do the first time!) and drove it again. 

The Check Engine light popped 
right back on again. At this point I’m 
beginning to get frustrated and a little 
worried. “I didn’t do anything!” I’m 
sure that sounds familiar. We recon-
nected the scan tool and pulled up code: 

DTC 1779 — torque management. We 
noticed the light coming on after the 
third consecutive upshift sequence 
attempt; then the unit started to shift 
hard and went into failsafe.

HEAVY METAL!

by Rolly Alvarez
members.atra.com

Rockin the Torque 
Management 
Code

Figure 1
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A Division of Freudenberg-NOK Sealing Technologies
The Android robot is reproduced or modified from work 

created and shared by Google and used according to terms 
described in the Creative Commons 3.0 Attribution License.

Global Edition Transmission 
Guide Simplifies Identifying 

Transmissions by Vehicle
You can now use your iPhone, iPad, Android or Kindle to identify 

automatic transmissions in virtually any vehicle in the world. 

Developed to eliminate confusion over look-alike transmissions, this 
mobile app identifies transmissions by vehicle make, model, year 

and engine for import and domestic applications through the 2012 
model year. Download free from iTunes, Google play and Amazon.

Transmission-by-Vehicle App 

www.TransTec.com
T: 419.499.2502 
F: 419.499.2804

for iPhone, iPad, 
Android Devices 
and Kindle Fire
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Vehicles currently using the 8.1L 
gas engine use a three-wire system to 
communicate engine torque data and 
requests between the powertrain con-
trol module (PCM) and the transmis-
sion control module. This orange-and-
black (org/blk) torque management 
signal wire travels from pin 13 at the 
PCM to pin 22 at the TCM. The PCM 
transfers the torque signal via this wire 
to the TCM.

Here’s what the GM diagnostics 
say:

Conditions for Running 
the DTC
•	 Components are powered; 

ignition voltage is greater than 
9.0 volts and less than 18 volts.

•	 Engine speed is greater than 200 
RPM and less than 7500 RPM for 
5 seconds. 

•	 Pulse width modulation (PWM) 
driver demand torque option 
is selected in transmission 
calibration.

Conditions for Setting 
the DTC

DTC P1779 sets if managed 
engine torque net signal is less than 1.5 
percent, or greater than 98.5 percent for 
more than 2 seconds.

When the DTC Sets…
•	 The TCM lights the malfunction 

indicator lamp (MIL) during the 
second consecutive trip where 
the conditions are met for setting 
the DTC. 

•	 The TCM defaults to a calculated 
managed torque net input value 
using throttle and engine speed.

•	 The TCM defaults to a calculated 
unmanaged torque gross input 
value using throttle and engine 
speed. 

•	 The TCM inhibits torque converter 
clutch (TCC) engagement.

Clearing the DTC
A scan tool can clear the code 

from TCM history. The TCM automati-
cally clears the DTC from TCM history 
if the vehicle completes 40 warmup 
cycles without the failure occurring.

Figure 2

Figure 3

The code wasn’t present before the repairs 
and, since the only thing we did was change 

the radiator and install the transmission, 
we were pretty confident this was 

an electrical problem. 

Rockin the Torque Management Code
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What to Look For
Inspect the wiring for poor electri-

cal connections at the TCM for these 
conditions:
•	 A bent terminal
•	 A backed-out terminal
•	 A damaged terminal
•	 Poor terminal tension
•	 A chafed wire
•	 A broken wire inside the insulation

The code wasn’t present before the 
repairs and, since the only thing we did 

was change the radiator and install the 
transmission, we were pretty confident 
this was an electrical problem. To get 
the radiator out we had to disconnect 
wires and move things around. So we 
started there first.

By carefully backtracking the pro-
cedure, we found what looked like a 
pulled wire in the harness (figure 1). 
Something didn’t look right:

The wire was pulled from the 
connector and caused an open circuit  

(figure 2). So we pulled the terminal 
and wire from the connector to repair 
the terminal locking tab (figure 3). 
Then we reinstalled the terminal and 
wire properly (figure 4). Now it’s fixed 
and running like new. 

I’d like to thank my brother, 
Rogelio Lopez, for helping me identify 
this problem and collect this informa-
tion. 40 years in the business and still 
learning!

www.transmission-specialties.com

CALL 610-485-9110 FOR 
ATTRACTIVE PRICING

THE TRANSMISSION SPECIALTIES SFI APPROVED 
ONE PIECE PG CASE IS NOW IN STOCK.

The case has been tested for 16 months and is available to 
any racer or builder requiring an alternative stock case or the 

existing aftermarket cases.

Figure 4
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Washington Marriott Wardman Park Hotel
WASHINGTON, DC

powertrainexpo.com

ATRA    DC
POWERTRAIN 2013SEPTEMBER 19-22

Hosted by

Special 

Events

Washington Marriott Wardman Park Hotel
WASHINGTON, DC

powertrainexpo.com

ATRA    DC

Program At A Glance
THURSDAY

SEPTEMBER 19

7am-8pm
Attendee Registration

9am-1pm
Technical Seminars

3pm-6pm
Management Seminars

3pm-6pm
Technical Seminars

6pm-7pm
ATRA Welcome Reception

FRIDAY
SEPTEMBER 20

7am-4pm
Attendee Registration

8am-12pm
Management & Technical 

Seminars

12pm-2pm
ATRA Luncheon

(sponsored by Raybestos)

2pm-7pm
Trade Show

4pm-5:30pm
Technical Seminars

7pm-9pm
Cocktail Reception

(hosted by Transtar)

SATURDAY
SEPTEMBER 21

7am-4pm
Attendee Registration

7am-8am
ATRA Member Meeting

8am-9am
Chapter President’s Meeting

8am-11am
Management & Technical 

Seminars

12pm-5pm
Trade Show

2pm-3:30pm
Technical Seminars

4pm-5pm
Longtimer’s Meetng

6pm-11pm
“Discover DC”

Group Tour

SUNDAY
SEPTEMBER 22

8am-12pm
Management & Technical

Seminars

Special 

Events

Travel Info

HOTEL

Washington Marriott Wardman Park
2600 Woodley Rd, Washington DC

(800) 228-9290
Room Rate: $189

Cut-off Date: August 27

AIRPORTS & TRANSPORTATION
the hotel does not offer a shuttle service

Ronald Reagan Washington Nat’l Airport
7 miles from hotel

Washington Dulles International Airport
24 miles from hotel

THURSDAY

6pm-7pm
ATRA

Welcome Reception

FRIDAY

12pm-2pm
ATRA Luncheon

sponsored by Raybestos
featuring Larry Winget

FRIDAY

7pm-9pm
Cocktail Reception

hosted by Transtar

...and
more!

SATURDAY

6pm-11pm
“Discover DC”

Group Tour

Program times subject to change.

Registration Opens June 3

Larry Winget joins us 
again at Expo! Don’t 

miss him at the 
Luncheon on Friday!

expo spread28.indd   28 2/20/13   9:28 AM



Washington Marriott Wardman Park Hotel
WASHINGTON, DC

powertrainexpo.com

ATRA    DC

Program At A Glance
THURSDAY

SEPTEMBER 19

7am-8pm
Attendee Registration

9am-1pm
Technical Seminars

3pm-6pm
Management Seminars

3pm-6pm
Technical Seminars

6pm-7pm
ATRA Welcome Reception

FRIDAY
SEPTEMBER 20

7am-4pm
Attendee Registration

8am-12pm
Management & Technical 

Seminars

12pm-2pm
ATRA Luncheon

(sponsored by Raybestos)

2pm-7pm
Trade Show

4pm-5:30pm
Technical Seminars

7pm-9pm
Cocktail Reception

(hosted by Transtar)

SATURDAY
SEPTEMBER 21

7am-4pm
Attendee Registration

7am-8am
ATRA Member Meeting

8am-9am
Chapter President’s Meeting

8am-11am
Management & Technical 

Seminars

12pm-5pm
Trade Show

2pm-3:30pm
Technical Seminars

4pm-5pm
Longtimer’s Meetng

6pm-11pm
“Discover DC”

Group Tour

SUNDAY
SEPTEMBER 22

8am-12pm
Management & Technical

Seminars

Special 

Events

Travel Info

HOTEL

Washington Marriott Wardman Park
2600 Woodley Rd, Washington DC

(800) 228-9290
Room Rate: $189

Cut-off Date: August 27

AIRPORTS & TRANSPORTATION
the hotel does not offer a shuttle service

Ronald Reagan Washington Nat’l Airport
7 miles from hotel

Washington Dulles International Airport
24 miles from hotel

THURSDAY

6pm-7pm
ATRA

Welcome Reception

FRIDAY

12pm-2pm
ATRA Luncheon

sponsored by Raybestos
featuring Larry Winget

FRIDAY

7pm-9pm
Cocktail Reception

hosted by Transtar

...and
more!

SATURDAY

6pm-11pm
“Discover DC”

Group Tour

Program times subject to change.

Registration Opens June 3

Larry Winget joins us 
again at Expo! Don’t 

miss him at the 
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Washington Marriott Wardman Park Hotel
WASHINGTON, DC
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Room Rate: $189
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The first time you read a sole-
noid-related code on any scan 
tool, your first thought is 

whether it was caused by a mechani-
cal or electronic failure. After all, at 
times some code definitions can be  
deceiving.

Technicians may find any or all of 
these DTCs set while working on vehi-
cles equipped with a 6L50/80/90 trans-
mission: P0756, P0776, P0796, P2714, 
and P2723. In addition, the MIL may be 
lit and default actions may be present, 
depending on the codes that set.

So how do you deal with code 
P0756 — shift solenoid  2  valve per-

formance; stuck off? The definition 
sums it up: the words performance 
and stuck off indicate this isn’t an 
electrical fault. So what could cause the 
code to set? Here’s how the manufac-
turer explains the conditions that set 
this code:
•	 Engine speed is above 500  RPM
•	 High side driver  (HSD) one is 

enabled
•	 Accelerator pedal position signal 

is valid
•	 TCM receives a valid torque sig-

nal from the ECM
•	 Throttle position is 0.5% or  

greater

by Mike Souza
members.atra.com

Inspect Clutch Select Valves & Bore Plugs for Wear

For Codes Sake… 
It’s the Valve Body! 

The Word on The STreeT

The definition sums 
it up: the words 

performance and 
stuck off indicate 

this isn’t an  
electrical fault. 

Clutch Select Valves
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SLAUSON
TRANSMISSION

PARTS

 
 
 

Used,  New and Rebui l t  Hard Par ts ,  Sof t  Par ts
Elec t r ical  Components & Fly wheels

Order Online 24/7 at www.slauson.com • Phone Hours: 7:00 am to 5:00 pm/ PST 
Call (800) 421-5580 • Local (310) 768-2099  • FAX ( 310) 768-8298 • Se habla Español!

Slauson.com 2.0
The fully redesigned Slauson.com 
website. New look, new features, 
updated SmartParttm ID/ordering 

technology.

The Slauson App
The industry’s first parts 
identification App for Android 
(iPhone version coming soon)

Screws 
hold sleeves 

firmly in place

All bearing holes 
fitted with thick 

sleeves, made from 
6061-T6 Aluminum 

The Slausonator
The Slausonator Honda Case Fix! The 
only bullet-proof Honda case bearing 

fix on the market.

STP_Gears_1-13.indd   1 1/4/13   6:32 PM

Slauson is proud to announce the industry’s first mobile parts 
identification and ordering app for Android. They’re still in the 
testing phase, but they’re making this beta version available 
to their members who want to help shake out the bugs before 
they release the final versions for Android and iPhone.
The app uses the same SmartPart™ system that you know 
and love, and should be familiar to users of Slauson.com, but 
they’re counting on you to let them know if they got it right. 
Please call Slauson at 800 421-5580 or e-mail cwilson@
Slauson.com with your suggestions and feedback.

The Slauson App, is currently only available for Android, but 
they plan to release a version for iPhone shortly. You can 
download it from Google’s Play Store today: Just go to the 
Play Store on your Google device and type “Slauson” into 
the search field. When you see the Slauson logo, click on the 
listing and follow the directions.
Slauson recommends you allow automatic updates to make 
sure you have the latest SmartPart™ functionality. Please 
enjoy; the folks at Slauson appreciate your feedback!

Slauson Introduces Beta Mobile Parts App for Android
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•	 Transmission fluid tempera-
ture (TFT) is 32ºF (0ºC) or above

•	 1st gear is commanded
•	 Transmission calculated gearbox 

slip is 200  RPM or higher for 10 
seconds

•	 Transmission commands 2nd gear
•	 Transmission has obtained a valid 

2nd gear ratio for three seconds or 
more

This information can be very valu-
able, especially when diagnosing a code 
you’ve never dealt with before. You 
know the engine must be running, so 
this code won’t set with just the key on, 
engine off, as most electrical solenoid 
fault codes would. The ECM has to 
command first or second gear without 
slipping more than 200 RPM for three 
seconds or more. The throttle position 
must be off idle, so this code isn’t going 
to set standing still. 

The next equally important in-
formation is the factory description of 
what will happen after the code sets. 
The TCM will:
•	 Inhibit TAP shift functions
•	 Freeze adapts
•	 Command high line pressure
•	 Default to 2nd gear; reverse is 

also available

All shift adapts are frozen so there 
are no relearn adapts occurring. All the 
shifts and engagements are going to be 
firm before the transmission defaults 
to second gear and reverse only. There 
won’t be any TCC apply command and 
TAP shift functions will be prohibited.

All of this information is good, but 
the most common cause for P0756 is 
the clutch select valve 3. Shift solenoid 
2 is supposed to move the clutch select 
valve into place. If it is late or slow, the 
code sets. Inspect the clutch select valve 

3 in the lower valve body for evidence 
of wear and sticking.

Now let’s look at the rest of the 
codes, the criteria for what sets them, 
and the functions available after the 
codes set.

P0776 — Clutch 
Pressure Control (PC) 
Solenoid  2; Stuck Off

This code will set if the TCM de-
tects an incorrect clutch gear ratio or 
flare when the 3-5-R clutch is com-
manded on for 0.5 seconds, and the 
transmission input shaft speed is more 
than 75  RPM faster than anticipated.

If code P0776 sets, the TCM will 
command maximum line pressure, in-
hibit the TCC, and freeze the adapts.

The most common cause for 
code P0776 is the 3-5-R clutch regu-
lator valve in the upper valve body:  

Inspect all Valves & Bore Plugs for Wear

For Codes Sake… It’s the Valve Body!
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Inspect it for evidence of wear and 
sticking. Inspect the 3-6 reverse drum 
for cracks; inspect the seals for leaks.

P0796 — Clutch 
Pressure Control (PC) 
Solenoid  3; Stuck Off 

This code will set if the TCM de-
tects an incorrect gear ratio or flare 
when the low and reverse/4-5-6 clutch 
is commanded off for 0.5  seconds, and 
the transmission input shaft speed is 
more than 75  RPM faster than antici-
pated.

If code P0796 sets, the TCM will 
command maximum line pressure, in-
hibit TCC, and freeze adapts.

The most common cause for code 
P0796 is the CBR1/4-5-6 clutch regula-
tor valve in the upper valve body: In-
spect it for evidence of wear and stick-
ing. Inspect the seals and circuit for 
leaks.

P2714 Clutch Pressure 
Control (PC) Solenoid 4 – 
Stuck Off 

This code will set if the TCM de-
tects an incorrect gear ratio or flare 

when the 2-6 clutch is commanded on 
for 0.5  seconds, and the transmission 
input shaft speed is more than 75  RPM 
faster than anticipated.

If code P2714 sets, the TCM will 
command maximum line pressure, in-
hibit TCC, and freeze adapts.

The most common cause for code 
P2714 is the 2-6 clutch regulator valve 
in the upper valve body: Inspect it for 
evidence of wear and sticking. Inspect 
the seals and circuit for leaks.

P2723 — Clutch 
Pressure Control (PC) 
Solenoid  5; Stuck Off 

This code will set if the transmis-
sion input shaft speed is more than 
75  RPM faster than anticipated.

If code P2723 sets, the TCM will 
default to reverse, park, neutral, 5th, or 
6th gear and freeze the adapts.

The most common cause for code 
P2723 is the 1-2-3-4 clutch regulator 
valve in the upper valve body: Inspect 
it for evidence of wear and sticking. 
Inspect the seals and circuit for leaks.

Several items can cause these 
DTCs to set. Some are common to all 
the DTCs, while others are specific 
to only one. Let’s look at some of the 
non-specific causes we’ve discovered at 
ATRA for setting these codes:
•	 Checkballs aren’t sealing on the 

spacer plate due to checkball 
wear.

•	 Spacer plate damaged; worn 
checkball holes.

•	 Bore plugs undersized or the in-
correct bore plug used. Bore plugs 
should measure 0.4528” ±0.0001” 
(11.500mm ±0.004mm;).

•	 Debris
•	 Cracks in the suspect drum or seal 

leaks feeding the suspect drum 
(check ATRA seminar informa-
tion on this issue).

Hopefully this information can 
help save valuable time and money 
on your next diagnosis of a 6L50/80 
transmission.

The

ALL IN   ONE PRESS

www.Adapt-A-Case.com

- -

Press Quickly Slides Apart
to Handle Low/Reverse
In Many Applications!

T-0158PAC

Compression Rings
Optional 4-ring set

New!

T-7464AC

7.75” - 7.2” - 6.75” - 6.3”

Compress Large retainers

The Right Tool for the Job.
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Diesel engines have undergone 
tremendous change in the past 
few years. Driven by emis-

sions regulations, new systems have 
been added to diesel engines in light 
duty, heavy duty, and off-highway 
applications. The standard for oxides 
of nitrogen (NOx) dropped from 1.2 
grams per brake horsepower-hour in 
2007 to 0.2 grams per brake horsepow-
er-hour in 2010: a 90% reduction.

The GM Dura Max uses a die-
sel particulate filter (DPF) and now 
an after-treatment injection system. 
Starting with the 2010 and 2011 model 
years, the Dura Max engines (RPO 
LGH and LML) were introduced with 
two new exhaust system injectors. 

One of the new injectors is located 
in the turbocharger downpipe. Known 
as a hydrocarbon injector (HCI), the 
injector is used during diesel particulate 
filter regeneration. The hydrocarbon 
injector injects fuel into the exhaust 
system to trigger diesel particulate filter 
regeneration. The previous Dura Max 
System (RPO LMM) used post-fuel 
injector pulses to trigger regeneration 
within the diesel particulate filter. 

Exhaust 
Treatment: 
A Different Kind of 
Injection System 

Figure 1

Steve Garrett
members.atra.com
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Plant tour: Friday, April 26th 
The event begins with a tour of the Sonnax 
state-of-the-art facility in nearby Bellows Falls, 
as well as the member’s Annual Meeting.  

Seminar: Saturday, April 27th  
On Saturday the 27th, a full day of seminars 
is scheduled with some of the industry’s best 
speakers. Breaks and a luncheon will be provided 
as well. In addition to the seminar you will have 
the opportunity to meet with many of your 
favorite suppliers. Make sure you don’t miss these 
opportunities; Additional information will be 
appearing soon at www.tcraonline.com.

Tuition/Fee: 
Members – first attendee:  $250 
Members – subsequent attendees:  $175 
Non-members – $350 
Includes transportation to Sonnax tour, admission to seminar 
and exhibits, breaks and luncheon.

Host Hotel: 
The Equinox Resort and Spa will be the host hotel. 
This luxurious Resort has many attractions, including 
golf, a Land Rover driving experience, a fly fishing 
school and much more. Explore their website at 
www.equinoxresort.com. A special room rate is 
available until March 15th – so plan on booking 
soon, as supplies are limited. 

Available rooms in the Main Resort are $129  
Deluxe Townhouse Kings are $109 
Standard Townhouse Queens are $99  
Now is the time to mark your calendar for the 
industry event of the year.  

Sign up:  
Call Len Wack at 973-293-8925 or email at  
lenw@embarqmail.com

Become a TCRA member and save on registration!  Visit 
www.tcraonline.com for more information on membership!

Gold Sponsors:

Platinum Sponsors:

TCRA Ad 2013.indd   1 1/10/13   6:59:55 PM
tcra 313 plcd.indd   2 2/18/13   10:06 PM
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The after-treatment system is 
designed to reduce particulate matter 
(soot) and oxides of nitrogen (NOx). 

Oxides of nitrogen are created by high 
combustion temperatures during nor-
mal engine operation and filter regen-

eration. To help 
reduce NOx, most 
diesels use an 
exhaust gas recir-
culation (EGR) 
valve.

The problem 
is the catalytic 
converter creates 
oxides of nitro-
gen during opera-
tion. To address 
this, GM and most 
other manufac-
turers have intro-
duced systems 
that inject a die-
sel exhaust fluid 
(DEF) into the 
exhaust stream. 

To inject the 
diesel exhaust 
fluid, one of the 
new injectors 
added to the Dura 
Max exhaust sys-
tem is the diesel 
emission reduc-
tion injector (DEF 

injector) figure 2. The injector is locat-
ed downstream of the diesel oxidation 
catalyst (DOC or catalytic converter) 
and upstream from the diesel particu-
late filter.

Diesel exhaust fluid is supplied 
to the system by a tank and pump sys-
tem. Diesel exhaust fluid consists of 
32% ammonia and 68% water (figure 
1). Commonly known as urea, a form 
of fertilizer, the diesel exhaust fluid 
can crystallize in the injector or sys-
tem. Like all forms of urea, it’s water 
soluble, so you can simply clean the 
component with clear water. 

Diesel exhaust fluid will freeze at 
12ºF (–11ºC) so the DEF tank is heated. 
Diesel exhaust fluid will also deterio-
rate with age. Its shelf life is about one 
year; less if it’s exposed to high tem-
peratures — above 86ºF (30ºC) — or 
direct sunlight.

Diesel exhaust fluid is injected into 
the exhaust system to lower NOx emis-
sions. Two NOx sensors are located in 
the exhaust system to allow the sys-
tem to determine when diesel exhaust 
fluid injection is required. As the die-
sel exhaust fluid is injected into the 
exhaust system, heat from the exhaust 
reacts with it, converting it to ammonia. 
The ammonia reacts with the oxides of 

Figure 2

Exhaust Treatment: A Different Kind of Injection System
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nitrogen to convert the NOx to nitro-
gen, water, and trace amounts of CO2. 

Generally the system will use 1% 
to 1.25% diesel exhaust fluid as com-
pared with the diesel fuel used. The 
Dura Max applications have a 5.5 gal-
lon diesel exhaust fluid storage tank. 
The fill location is typically in the pas-
senger side of the engine compartment 
on Silverado and Sierra applications, 
and near the fuel fill cap on vans. You 

can easily indentify the fill point by the 
blue cap covering the fill tube. 

If the diesel exhaust fluid tank 
becomes low on urea, the system will 
warn you by displaying a message in 
the driver information center. If you 
don’t address the low diesel exhaust 
fluid level, the system will force the 
engine into low power mode until it’s 
filled. You can purchase the DEF fluid 
at your local parts house, it comes in 1, 
2 ½ and 5 gallon jugs.

In addition to monitoring diesel 
exhaust fluid level, the system also 
monitors the quality of the fluid. If 
the system determines that you have 
either the wrong fluid or the fluid is 
deteriorated, it’ll display an exhaust 
fluid quality poor message in the driver 
information center. If you don’t correct 
the fluid quality, the system will force 
the engine into low power mode until 
you correct it.

If the system enables low power 
mode because of a problem with fluid 
level or quality, or a problem with the 
system, low power mode will engage 
progressively. This means that, at first, 
low power mode will limit vehicle 

speed to 55 MPH, then progressively 
decrease system power until speed is 
limited to 4 MPH in accordance with 
Federal standards.

The diesel exhaust fluid system 
we’ve discussed relates to GM vehi-
cles, but Ford, Dodge, Case/IH, Cat, 
and several others use similar systems.

GM Dura Max C/K truck applica-
tions will throw you one more curve: 
You may not be able to use a two-post 
lift to raise the truck. The diesel exhaust 
fluid storage tank is mounted to the pas-
senger side frame rail. The tank hangs 
well below the frame rail and the arms 
on most lifts won’t clear the tank. So 
you’re going to have to contact your lift 
manufacturer to see if they have a solu-
tion for this problem prior to attempting 
to raise one of these vehicles. 

Like it or not, systems like this are 
here to stay and you must understand 
that problems with the diesel exhaust 
fluid system can cause diagnostic and 
repair issues for all of us. So until next 
time, remember: a man’s dreams are an 
index to his greatness.

Diesel exhaust fluid is 
injected into the exhaust 

system to lower NOx 
emissions. Two NOx 

sensors are located in the 
exhaust system to allow 
the system to determine 
when diesel exhaust fluid 

injection is required.

Want More?

Do you want more of the latest technology?  
More products to sell?  More support, 
training, and profit for your business? 

More than just the world’s leading clutch 
company, Schaeffler is a leading partner of 
engine, chassis and drivetrain products to the 
automotive vehicle original-equipment and 
replacement parts markets in North America.  

Let us show you how we can keep your 
business on the road. 

1garrett313.indd   37 2/18/13   2:53 PM



38   GEARS   March  2013

In the last issue of GEARS we 
introduced ATRA’s Technical 
Department. These guys are your 

HotLine, or, if you prefer, your crisis 
center. It’s our job to be on call when 
you’re in trouble. But sometimes you 
want the opportunity to check things 
out yourself or gain more training on 
your own.

Well, you’re in luck, because 
there’s a lot more going on here. We’ve 
added more programs and opportunities 
to increase your profits and lower your 
comebacks. Let’s take a closer look at 
these useful features and services.

New Look and Feel 
The ATRA Repair Center web 

site is a great place to do some after 
hour’s research. The new site has a 
more streamlined look and feel, with 
advanced search features to make it 
easier to find the technical information 
you’re looking for.

FROM THE TECH DIRECTOR

by Lance Wiggins
members.atra.com

But Wait! 
There’s More…
Why wait for the training 
to hit your town? ATRA 

is now offering online 
webinars, with training 

covering specific 
transmissions or systems 
and the latest from the 

manufacturers. Both live 
and recorded webinars 

are offered. 
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Easy navigation, a redesigned look, 
larger buttons, larger fonts, enhanced 
search features, and more options to 
help you get ’em out the door… fast.

And speaking of fast, check out 
our new, Advanced Search box; now 
more prominent and located clearly in 
the header. You can use this feature to 

enter keywords to search through its 
massive, 75,000-plus page technical 
library of bulletins, seminar manuals, 
GEARS Magazine articles, quick tips, 
and diagnostic procedures.

Of course, sometimes you need 
wiring diagrams or in other cases fac-
tory specific information. That’s why 

we now provide you with access to 
Chilton Pro, Mitchell1 DIY, and Motor 
Informational Systems. Just click the 
logos to the right of the Advanced 
Search box for access.

Online Webinar Training 
Program 

Why wait for the training to hit 
your town? ATRA is now offering 
online webinars, with training covering 
specific transmissions or systems and 
the latest from the manufacturers. Both 
live and recorded webinars are offered. 

As you can see, there are a lot 
of exciting new changes taking place 
at your ATRA Technical Department. 
And every change has one ultimate 
purpose: To provide you with the best, 
most accurate information, as quickly 
as possible.

As you can see, there 
are a lot of exciting new 
changes taking place at 

your ATRA Technical 
Department. And every 
change has one ultimate 

purpose: To provide 
you with the best, most 
accurate information, as 

quickly as possible.
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And, as always, this newer, faster, 
better Technical Department is exclu-
sively to serve you: the ATRA Member.  

Master’s Testing and 
Certification Program 

Your customers want to trust you; 
they want to believe that you and you 
only are the best shop for the job. That’s 
why we created the ATRA Master’s 
Testing and Certification Program!

More than just a new format, the 
master’s certification is a whole new 
testing program, broken into four gen-
eral categories:

1. Chassis Technician
2. Rebuilder
3. Diagnostician
4. Master Technician
The ATRA Specialist and Masters 

courses are designed to assess techni-
cians on their skill levels and knowl-
edge. The goal is to demonstrate tech-
nical competence and professionalism.

Our objectives are:
•	 to train technicians in the art of 

diagnosis, removal, and repair, 
and to determine the cause of the 
customer’s complaint.

•	 to raise the level of competence 
through training.

•	 to award excellence.
•	 to demonstrate a high level of 

skill to the motoring public.

Not an ATRA Member?  
Try It Now for Free!

What, you’re not an ATRA 
Member? Well, there’s never been a 
better time to become one. In fact, for 

a limited time, you can try the ATRA 
HotLine absolutely free. Just call 
1-866-464-2872 and ask for your free 
trial. Technical Advisor’s are stand-
ing by waiting to help you with your 
problem.

And that’s not just one call: Our 
ATRA HotLine technicians are com-
mitted to helping you get that problem 
fixed and out the door. They’ll work 
with you to pinpoint your problem, 
until the car’s fixed and ready to deliv-
er… and it won’t cost you a dime!

So what are you waiting for? Call 
today, and take advantage of ATRA’s 
free trial service. You’ll see why ATRA 
is the leader in technical support for the 
transmission repair industry.

Figure 2

NEW PRODUCTS AND NEW PRICING

TECHNICAL BOOKS
General Motors

Ford • Imports • Chrysler

Available in Multiple Formats
Printed, Book on CD, PDF Download

Toll Free (800) 428-8489 • (805) 604-2000

www.atrabookstore.com
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GET'EM OUT THE DOOR...

ATRA

...WITH THE HELP OF 
THE PROS AT 

Call 1-866-GO-4-ATRA 8 a.m. to 7 p.m. EST 

or visit members.atra.com to submit an inquiry.

ATRA’s technical support sta� is on call to help you solve your most challenging 

transmission problems. Our experienced sta� o�ers the peace of mind to get your 

customers back on the road…fast!
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Cars rarely break on sched-
ule. In fact, as a guy named 
Murphy once observed, 

they’re more likely to break down at 
the most inopportune moments. Like 
after you’re closed.

And even if customers find your 
web site when their cars break down, 
if you aren’t available to answer the 
phone, there’s really no way for you to 
bring them into your shop.

But Clayton Wright, owner of 
J&M’s Transmission and Car Clinic, 
with two locations in Provo and Lehi, 
Utah, has come up with an answer to 
that. His web site — www.jmstransmis-
sion.com — features a popup window, 

SHOP PROFILE by Steve Bodofsky
members.atra.com

J&M Transmissions 
and Car Clinic,  
Provo and Lehi, Utah

J&M Transmissions and Car Clinic - Provo, Utah Shop

J&M Transmissions and Car Clinic - Lehi, Utah Shop
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asking whether you’d like to chat with 
a representative.

You’ve no doubt seen these chat 
windows on other sites. But have you 
ever considered adding one to yours? 
According to Clayton, it’s a terrific 
way to reach out to customers, no mat-
ter what time of day they have a car 
problem. And it’s bringing a lot of work 
into his shop.

“The chat representative’s job is 
to get the customer’s name and phone 
number, and try to get them to call the 
shop,” says Clayton. “But if it’s after 
hours, they send the contact informa-
tion directly to my cell phone. That way 
I can call them right back, no matter 
what time it is.

“My service manager gets the same 
email as I do, so one of us is usually 
available to speak with the customer 
nearly all day long.”

The chat service is handled by an 
outside company: Reach Local (www.
reachlocal.com). They also handle the 
web site marketing, including SEO 
placement, tracking, display ads, and 
more.

“We pay about $10 a chat; it drops 
to $8 if we reach a certain level. And 
this way we get all the information 
about consumers who were interested 
in us, and if they don’t call us, we can 
call them back.

“If someone’s stuck, the chat rep 
can send out a tow truck and have the 
car towed to our shop. And they email 
us with a transcript of the entire conver-
sation, so we know what was said. They 
can even transfer the call right to us.”

It’s a terrific feature, because, let’s 
face it: You can’t possibly anticipate 
everything the customer will want to 
know on your web site. By having the 
chat option, customers can ask their 
questions without having to commit to 
calling the shop. So they’re more likely 
to interact with the chat feature. The 
chat helps them get comfortable with 
the idea of speaking with you directly.

“This isn’t a technical hotline; 
these folks don’t have any techni-
cal answers, they don’t give prices,” 
explains Clayton. “Their job is to get 
the customer information and pass it on 
to us, transfer them to us, or get them 
to call.”

While Clayton hasn’t worked out 
firm numbers on how many contacts 

the chat feature provides, there’s one 
thing he’s convinced of: “We get a lot 
of calls.”

Focus on Web Marketing
These days, virtually all of J&M’s 

marketing is through the web. And 
they have a beautiful site. “One of my 
customers came in to have her truck 
repaired,” says Clayton. “After about a 
month had gone by she called and said, 
‘I can’t afford to pay for the repairs, 
but I do web sites. Wanna trade?’ And 
I said ‘sure.’”

But, as we all know by now, hav-
ing a web site is just the first step: 

J&M's Transmissions & Clutches

Jerry Tedds, Service Manager, Lehi, Utah

J&M's Transmissions Website
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Marketing that site is even more impor-
tant. Just like his chat window, that’s 
something else that Clayton passes on 
to Reach Local. They handle his SEO, 
pay-per-click, banner ads, and so on.

They even have him on Facebook. 
“I’m not a computer person; I never 
had a computer until about a year ago. 
Now I have an iPhone and an iPad… 
all that stuff.”

And it’s working well, according 
to Clayton. “I’ve tried everything: fly-
ers, newspapers… it’s been years since 
I got into radio ads. But in the last year 
we dropped the flyers and newspapers 
and went almost exclusively internet. 
And business has been picking up, so it 
must be working.

“I’ve dropped way down on the 
Yellow Pages. I used to have a full-page 

ad; now I hardly have anything there. It 
used to cost me a fortune and now I’m 
down to just about nothing.

“Every once in a while I’ll buy a 
sponsorship for something or other; 
usually for someone I know. But most 
of my marketing is focused on the 
internet.”

What’s in a Name?
The name of the shop is J&M’s 

Transmission and Car Clinic. You may 
not have noticed, but the name Clayton 
Wright doesn’t have a lot of J’s or M’s 
in it. Not many at all. Zero, to be exact. 
So where did the J&M come from? The 
answer lies in his history:

“I went to work at Jim’s 
Transmissions back in 1973. I was 
working there for a few years when 

he asked me and the rebuilder, Daryl 
Jenson, to go in partners with him. That 
worked for a while, but then he started 
cutting back on his hours, until he was 
just working a few hours a day.

“We kept that going for a few 
years, and finally we bought him out in 
1982. When we did, we took the ‘I’ out 
of ‘Jim’s Transmissions,’ and changed 
it to J&M. That way I could keep the 
people who were used to the old name. 
Customers had been calling me Jim for 
years, ’cause he was never there.” 

Clayton and Daryl continued their 
partnership until about 1993, when 
Daryl decided to retire, and Clayton 
bought him out. “He came back to work 
for me several times after that,” laughs 
Clayton. “But he’s retired now.”

Today Clayton owns J&M along 
with his wife, Linda. His son, Tim, 
followed in his father’s footsteps, and 
works as a technician in the fami-
ly business. But that’s not all: Their 
daughter, Jessica, answers the phone at 
the Provo shop, and daughter Jenny is 
the company bookkeeper. 

Their third daughter, Emily, wants 
nothing to do with the family busi-
ness. “She manages apartment build-
ings. And I’m proud her; she does her 
own thing.”

Clayton got his start in the busi-
ness back in about 1969, when he took 
a summer job at an AAMCO center in 
Salt Lake. He started out cleaning the 
shop, but over time they had him doing 
R&R and transmission repairs.

“Then they opened a shop in 
Provo, and I worked there for a while. 
One day the builder, shop manager, and 
I all decided we were going to quit and 
go to work at another shop in the area. 

“I was the youngest, so they told 
me to tell the boss we were quitting. 
He fired me, so I went back and asked 
the other two guys if they were com-
ing. Daryl came with me and the other 
guy stayed. We went down to Jim’s and 
were working there about 45 minutes 
later. I’ve been there ever since.

“Back then I’d come in at about 
4 AM and pull the transmissions out 
of the cars. Daryl would rebuild them 
during the day while I’d take care of 
the customers. Then I’d stay late and 
put the rebuilt units back into the cars.”

Rebuilder, Hilarious Perez, has been with J &M for four years.

J&M's Transmissions Provo location has 19 bays!

J&M Transmissions and Car Clinic, Provo and Lehi, Utah
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Transmission Only
J&M’s is basically a transmission-

only shop. Sometimes they’ll do a 
related repair to help the customer, but 
they don’t sell general repairs.

And they’re predominantly a cus-
tom rebuild shop: “About 98% of what 
we do is custom rebuild. Occasionally 
a car will come in that the guys aren’t 
familiar with, so we’ll just order a 
reman.”

In addition to automatics, J&M 
also handles manual transmissions, 
clutches, differentials, axles… just 
about any part of the drivetrain is fair 
game.

Two Shops
Clayton has been at the Provo 

shop since the early ’70s. But when the 
economy tanked in 2008, the Lehi shop 
became available, and Clayton jumped 
on it. “Back then I was able to rent 
it for just $2500 a month.” It’s since 
gone up to $4000, but that’s still pretty 
reasonable considering the shop’s size 
and location.

The two shops are just 17 miles 
apart. That’s surprisingly close to one 
another; close enough that they could 
conceivably find J&M competing 
against itself for work.

But the area is fairly densely 
populated, and there are a number of 
other transmission shops in the area. 
In fact, it was the weak economy that 
got Clayton thinking about taking on 
another shop. “That way I didn’t have 
to lay anyone off.”

Clayton and his son, Tim, went to 
Lehi to open the second shop, and they 

left their existing staff to run the Provo 
shop.

According to Clayton, business has 
been strong lately. “It was down for 
a few years, but the last couple years 
have been pretty good.”

“I Like Everything 
about ATRA…”

J&M’s has been an ATRA Member 
since, well, since back when it was 
Jim’s Transmissions. When asked why, 
Clayton’s answer was simple: “I like 
everything about ATRA.

“The seminars, the magazine, 
going to the classes, the warranty, being 
able to work with other shops if one of 
my customers has a problem. If one 
of my customers has a problem out of 
town they take good care of me. And 
I’m pleased to be able to return the 
favor when necessary.”

These days, Clayton doesn’t do 
much repair work himself, so he doesn’t 
need to call the HotLine. But his guys 
do, and “when they have a problem, 
you guys are good.”

Clayton had to miss Expo this year, 
but he sent his two shop managers and 
one of his technicians to attend. “Jerry, 
my service manager, has worked for 
transmission shops for years, but he’d 
never attended Expo. So I sent him 
down this year.”

Clayton is also good friends with 
GEARS mainstay and pay-per-click 
king Larry Bloodworth. Larry’s shop 
is only about 10 miles from J&M’s, 
and the two interact constantly. “One 
day he’ll stop down and sit in my wait-
ing room for the day, and see what he 
can learn from my shop manager. ‘I’m 

going to watch today,’ he says.”

Not Just Cars
When he’s not running his shops, 

Clayton loves riding his snowmobiles. 
“I have 10 or 12 snowmobiles… I 
live in the mountains, and I like to 
go up as often as I can. I’ve gone on 
cross-country snowmobile trips where 
I’ve taken off for a week. We’ve gone 
from Wyoming, to Idaho, to Montana… 
stayed at different places along the way.

“We were up in the mountains this 
past Saturday, snowmobiling in three 
feet of snow. And I was back at work 
the next day.

“I’m also into ‘Jeeping.’ I’ve got 
Jeeps for the desert, Jeeps for rock 
climbing. I’ve got a Hummer H2. I’ve 
got ATVs… I’ve got a boat I take to 
Lake Powell.

“I have a motorcycle that I drive 
around the back roads in the summer. 
And we’ll go out on ATVs or side-by-
sides… there are so many mountains 
and trails around here to go riding.”

Before you get the wrong idea, you 
should know that Clayton is the laid 
back one in the family. His wife, Linda 
is the really adventurous one. “She’ll 
do things I won’t: skydiving, bungee 
jumping… all sorts of things.

“We try to take a long trip every 
year out of the country. We’ve been all 
over the world. This past year we went 
to Turkey and Romania. And we’re 
signed up next year for Nepal.”

Clayton Wright and J&M’s 
Transmissions: One more shop owner 
who’s found a way to make it work in 
a tough economy… one chat at a time.

Having fun in the Hummer H2 climbing rocks!
Clayton loves riding his snowmobiles! In fact, he has so many that 

this trailor is dedicated for his snow mobiles only!
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Growing up in Arkansas in the 
1950s, I never saw exotic 
breads like Ciabatta, Artisan, 

or Pita. We had plain white Wonder 
Bread (‘builds strong bodies 7 ways’) 
and maybe whole wheat. Since then 
I’ve encountered myriad breads in res-
taurants and stores around the world, 
and I really enjoy many of them. 

On the other hand, as you know, 
there is another kind of PITA that isn’t a 
type of food at all; it’s a type of person: 
One who’s a Pain In The A**! Yep, I 
said it. You know them and see them 
every week just as I do. These PITAs 
are people who care intensely about 
their own point of view, their own feel-
ings, and their own interests… but they 
don’t care much about others. 

Naturally we’re more interested 
in ourselves than in other people, but 
as we grow and mature we become 
interested in other people’s needs. But 

not the PITAs. They’re the “high main-
tenance” coworkers, customers, sup-
pliers, or even family members who 
always need or want something. PITAs 
seem content to be victims and to 
be miserable. So what makes people 
become PITAs? 

A PITA seldom solves his own 
problem; instead, he waits for you to 
solve it. His or her assumption seems to 
be that it’s other people’s duty to solve 
all problems. This is called being extra 
punitive, meaning they blame others 
for all bad things and assume all good 
things were either just good luck or 
somehow they deserved it (yeah, right!) 

Another PITA quality is that they 
find fault and fix blame instead of seek-
ing solutions and being grateful. PITAs 
have a speech impediment when it 
comes to saying “thank you.” Somehow 
the words just won’t come out of them. 

Pitas Can Be 
People, too!

by Jim Cathcart

A PITA seldom 
solves his own 

problem; instead, 
he waits for you 
to solve it. His or 
her assumption 

seems to be that 
it’s other people’s 

duty to solve all 
problems. 
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PITAs become enablers, adding 
their voices to the complaints of others 
and amplifying any pessimistic point of 
view. It’s like they’re playing a game of 
“Can you bottom this?” They start com-
ments with, “Oh, you think that’s bad, 
wait till you hear this!” They willingly 
participate in “pity parties,” where all 
the pessimists compare their negative 
views. 

Their first approach to any chal-
lenge is to step away from it or to place 
it on someone else’s desk to be solved. 
And if they can’t find a problem, they 
convert their worries into problems. 
“What if the customers don’t go for it? 
What if the economy tanks? What if a 
competitor takes our best ideas? What 
if someone cheats us?” There’s no end 
to what they can worry about. The 
problem with this is they don’t want a 
solution. Seriously, the PITA syndrome 
is all about staying in victim mode. 

My classic PITA experience was 
with Clark (not his real name). Clark 
was like Joe Btfsplk in the Lil’ Abner 
comic strip by Al Capp. Joe always had 
a cloud over his head, so he carried bad 
weather wherever he would go. He was 
the kind of guy who could brighten up 
a room just by leaving it. He was a jinx. 
Clark was like that. 

When Clark got to work late — 
every day — he always had an excuse. 
Somebody else had caused his misery. 
The traffic was awful (he could’ve left 
early enough to allow for that), his car 
broke down (clearly the car was at fault, 
not his lack of maintenance), he’s being 
hounded by bill collectors (people he’d 
agreed to pay and then didn’t), or ‘The 
Flu’ got him. ‘The Flu’ was any form of 
physical discomfort that, in his mind, 
justified shutting down his productive 
behaviors in order to become more mis-
erable. And 90% of the time he needed 
to borrow money just to get to payday 
without having something repossessed. 

I once brought in a consultant to 
help us do some strategic planning. We 
held a two-day, intense session and, at 
the end, he pulled me aside and said, 
“You’ve got to get rid of Clark. He’s 
poisoning the entire staff!” 

Well, we did finally have that 
meeting and I let Clark go. He, of 
course, claimed that it wasn’t his fault 
and now he’d probably lose everything 
and become a homeless alcoholic. He 

seemed incapable of seeing sunlight 
when there were dark clouds to be 
found somehow, somewhere.

Once Clark departed, the rest of 
my team immediately became more 
cheerful. It was like a group ‘sigh of 
relief.’ We were free from the constant 
reminders of limitations and could now 
focus on the possibilities.

Ironically, more than ten years 
passed without any communication 
from Clark. Then one day, out of the 
blue, he called. I enthusiastically greet-
ed him and asked how he’d been. Big 
mistake. He recited his tale of woe and 
then, yep, even after ten years, he asked 
me to loan him some money till payday. 
I said a final goodbye to Clark that day. 

Note: Some people are PITAs at 
the DNA level; it’s just who they are 
in many ways. They have a version 
of clinical depression and you won’t 
be able to treat it effectively. Others 
have simply mistakenly embraced PITA 
behaviors from time to time. For those 
people there’s much hope: You can 
coach them. Their problem is situ-
ational or temporary.

What do you do with a PITA? For 
one thing, you don’t encourage them! 
When someone’s spreading poison, 
your first step is to stop the poisoning. 
As they teach in First Aid classes, first 
you stop the bleeding. Only then do 
you treat the wound. Otherwise you’ll 
lose the patient before you solve the 
problem. 

Lines need to be drawn internally 
and externally. People need to know 
when enough is enough. Sure, you 
should be compassionate and helpful 
when you can. But when the annoyance 
is a repeating pattern, you must inter-
rupt the pattern. Only then will things 
start to improve.

For example, there should be (in 
my opinion) some items that we’re 
absolutely unwilling to tolerate, such as 
criminal or unethical behavior. If I’m 
your boss, stealing or lying to me are 
on my unforgivable list.

Another unforgivable behavior is 

being rude to a customer. Never is it 
okay to be mean or slimy toward a 
customer. People ask, “What if the cus-
tomer is rude to me?” Well, you have a 
choice to make; either forgive them and 
move on, or fire them and don’t allow 
them to continue to be your customer. 
Just tell them, “I think you’d be happier 
doing business somewhere else.” But 
I’d suggest forgiveness is a good start-
ing point. Everyone has an occasional 
bad day. 

There should be other things that 
we’re willing to forgive once or twice, 
but that’s all. Lateness or rudeness to a 
coworker or wasting productive time or 
resources might be forgivable at first. 
Pessimism is another. If someone’s 
spreading worries and fears, criticizing 
people and complaining, then it’s time 
for a talk. Have a private conversation 
with them and let them choose to either 
change behaviors or change employ-
ers… and soon! 

Now what if the PITA is you? As 
the cartoon character Pogo once said, 
“We have met the enemy and he is us!” 
Tell the truth, just between you and me: 
Do your coworkers look forward to 
working with you, or do they avoid you 
as long as they can? Do they see you as 
a resource and a business friend, or as 
an adversary and a judgmental ‘parent’ 
on the job? Do they work better when 
you’re around or do they just ‘work’ 
when you are around? “Look busy, here 
comes the boss!” 

Maybe your first management 
development tool should be a mir-
ror. You can reflect on how you come 
across to others and how you typically 
react to pressure or bad news. Maybe 
it’s time to refresh your own outlook 
and resolve to be less of a PITA than 
you’ve ever been before. After all, 
PITAs seem to attract or encourage 
other PITA behaviors. 

Naaah, it’s not you. It’s them! Yes? 
Either way, now that you know the pat-
terns of PITAs, you can eliminate them 
in yourself and reduce them in others. 
So set your standards, let people know 
what you’re willing to endure and what 
you aren’t, then start working together 
to achieve your goals. 

Now, let’s talk about whole wheat. 

Another unforgiv-
able behavior is 
being rude to a 

customer. 
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Just one dreaded statement from 
a sales prospect can make a 
salesperson turn pale – state

ments like, “Is this your best deal?”... 
“I’ve interviewed a couple of your 
competitors, and they are willing to 
sell for less.”... “Thanks, but we want 
to shop around before we make a deci
sion.” 

Or maybe this is something you’ve 
heard recently: “Our business has been 
so good for the past five years, we 
haven’t felt a need to do any sales train
ing, but things are different now, and 
we need help!” In today’s market of 
intense competition and constant mar
gin pressure, this scenario continues to 
replay itself. 

When unprepared for the price 

resistance seen in tough market condi
tions, a weak salesperson stammers a 
poorly thoughtout response like, “well, 
let me see what I can do.” 

Is it really about price, or is it 
value? Let’s consider some solutions. 

What is value anyway? 
The truth is, value, like beauty, 

is quite subjective. It is indeed in the 
eye of the beholder. It is incumbent 
upon every sales professional to find 
out exactly what the prospect values. 
Be sure to lead with your ears and 
ask the right questions. The prospect’s 
definition of value is more important 
than yours. In tough markets we need 
to learn to sell value by differentiating 
all of our deliverables. The degree to 

which we are perceived as different 
from, and better than the competition is 
criti cal. 

To decisionmak ers, salespeople 
often appear to offer just about the same 
prod ucts and services. Your prospective 
customers may be busy commod itizing 
your solution, in which case you must 
be busy differentiating it. The bottom 
line is this: Unless you can create a 
powerful and distinct difference to the 
customer, you are not going to stand out 
from the crowd. 

So the question is, “How do I 
separate myself and my company’s 
offerings from the competition?” the 
answer: You’ve just got to be different 
– really different. And it’s not always 
about price. 

by By Don Hutson
CEO | U.S. Learning Inc

Selling in a Tough Economy:
How to Distinguish Yourself
From the Competition

Just one dreaded statement from a sales pros-  
         pect can make a salesperson turn pale – state- 
         ments like, “Is this your best deal?”  ... “I’ve 
interviewed a couple of your competitors, and they are 
willing to sell for less.”... “Thanks, but we want to shop 
around before we make a decision.”

  Or maybe this is something you’ve heard recently: 
“Our business has been so good for the past five 
years, we haven’t felt a need to do any sales training, 
but things are different now, and we need help!” In 
today’s market of intense competition and constant 
margin pressure, this scenario continues to replay 
itself.

Unless you 
can create a 

powerful and 
distinct difference 

to the customer, you 
are not going to 

stand out from the 
crowd.

By Don Hutson 
CEO | U.S. Learning Inc.

Selling in a Tough 
Economy:
How to Distinguish 
Yourself From the Competition

Unless you can create a 
powerful and distinct 

difference to the customer, 
you are not going to stand 

out from the crowd. 
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Seven ways to differen
tiate yourself from the 
competition 

1. Product Differentiation: How 
is your product or offering different 
from or better than your competi tors’? 
If you can’t come up with some solidly 
unique components, you may be in dan-
ger of being perceived as just another 
com modity. Here’s a strategy: Now that 
you know what your pros pects value, 
perhaps you and oth ers within your 
company can make product enhance-
ments a major initiative. The collective 
intellect of this group might well be 
able to create something unique about 
your product or service, then cre atively 
exploit every aspect of the difference 
and tie it into what the prospective 
customers told you they wanted. Your 
goal is to come up with both unique 
competitive advantages (UCAs) and 
relative advantages (RAs).

2. Price Differentiation: 
Unsophisticated marketing staff and 
salespeople often think the best way to 
get business is by underpricing every-
one else. Thin margins have put more 
companies out of business than any 
other single factor. If the boss chooses 
to go to market as the low-price pro-
vider, your company better cut every 
expense category to the bone, including 
sales commis sions, or it will perish in 
short order! This might be your worst 
avenue of approach when trying to 
build a viable, long-term enter prise.

3. Relationship Differentiation: 
Harness the power of rela tionships and 
lock out the competition, regardless 
of the marketplace. If there is a solid 
relationship between you and your cli-
ents based on high trust, you have an 
inside tract of tremendous value. This 
environment will make you the envy 
of your competitors and your clients 
may not even give your competitors 
a chance if the relationship is strong 
enough.

Build trust with a solid, high-integ-
rity, win-win approach by exceeding 
client expectations and being a valued 
resource in every conceivable way. 

Be prepared to earn trust, which 
takes time, planning and persever ance. 
Be impeccable with your word from the 
get-go and imple ment a communication 
process that continues to keep you and 
your clients connected.

4. Process Differentiation: Many 
companies don’t attach enough sig-
nificance to the processes that dictate 
the image of their business model. 
The “we’ve never done it that way” 
syndrome bites companies in the back-
side when they don’t give innovative 
thought to their business practices. Get 
your best minds together and brain-
storm better, more customer-friendly, 
out-of-the-box ways to do business. 
Remember that how business is con-
ducted changes every day due to glo-
balization, e-commerce, the Internet, 
ever-changing buyer behavior and new 
software and technology platforms. 
Capitalize on innovation rather than 
being a victim of it!

5. Technological Differentiation: 
This age of modern technolo gy affords 
many opportunities to advance our 
ways of operat ing and communicating. 
These new modes of communications 
allow a wide variety of interac tion 
options from pod-casts that update cus-
tomers or address customer sensitive 
issues to a blog that provides “voice” 
and an inter face from which custom-
ers can correspond, that result in your 
prospects better understanding updates, 

changes and timely buying opportuni-
ties. Cardinal rule: Make it easy for the 
customer to communicate and buy. 

6. Experiential Differentiation: 
Many people believe the country is in 
an “experience economy.” Can you 
provide customers with knock-your-
socks-off service and experiences that 
are so memo rable that they start telling 
their friends and colleagues about them 
and you? Customer service mir acles are 
anything you can do to make customers 
say, “Wow!” Ask yourself, “How can I 
make doing business with me an irre-
sistible experience?” Your goal should 
be to create not only a brand but service 
experience that is terrific. 

7. Marketing Differentiation: 
Give careful thought to how you go to 
market. If you can outsell your com-
petitors, you will be on your way to 
gaining market share. Determine ways 
to create a distinction in your sales 
and mar keting approaches that support 
setting you apart in your market place. 
If your sales process is so compelling 
that your prospects see you and your 
offerings as irresistible, it renders your 
com petitors irrelevant.

Get your best minds 
together and 

brainstorm better, 
more customerfriendly, 

outofthebox ways 
to do business. .... 

capitalize on innovation 
rather than being 

a victim of it! 
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Remember, people will always pay 
for expertise and do business with 
those individuals they know, like and 
trust. When trust is high, stress levels 
go down and vice versa, which is why 
high-pressure tactics really don’t work 
anymore.

In conclusion, revisit the origi-
nal price objections mentioned at the 
beginning. Your goal should be to tran-
sition your prospect from a discussion 
of price to a discussion of the differenti-
ated deliverables you offer. 

When the prospect asks: “Is that 
your best price?” You should be able 
to say, “Mr. Bradley, it is very easy to 
simply focus on apparent price rather 
than actual cost. I would ask that you 
give me a few minutes to allow me 
to distinguish between our products 

offerings and those of our competi tors. 
We have engineered some signif icant 
advantages for you that are unique to 
the marketplace.” After getting his per-
mission to continue, you should go into 
your differentiated advantage, building 
the value of your solutions in light of 
his express needs. Good luck and good 
selling.

Don Hutson is a best-selling author 
and expert in negotiations, entrepre-
neurship and selling value. Don’s cli-
ent list includes over two-thirds of the 
fortune 500 companies and has been 
featured in over 100 training films. 
He’s the author of 12 books including 
two Wall Street Journal and New York 
Times best seller, The One Minute 
Entrepreneur and The One Minute 
Negotiator. He was elected by his 

peers to the presidency of the National 
Speakers Association, and has received 
its coveted “Cavett Award,” as member 
of the year. Learn more about Don at 
www.DonHutson.com
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Up Your Business is an exclu-
sive GEARS Magazine fea-
ture. In upcoming issues I’ll 

share details about real customer dis-
putes that I’ve helped settle through 
mediation and arbitration. Due to confi-
dentiality constraints, the names of the 
parties won’t be mentioned, and some 
of the stories may be slightly modified.

You’ve most likely heard the old 
saying, “Opinions are like bellybut-
tons… everybody has one.” I received 
an email the other day from a friend 
who was giving me his opinion on 
something totally unrelated to this arti-
cle. He closed his email with, “just my 
2 cents”; another way of saying “just 
my opinion.”

His statement reminded me of a 
very peculiar incident that I arbitrated 
several years ago. The case dealt with 

the question of whether a shop incurs 
any legal exposure or accountability for 
giving an incorrect opinion on a techni-
cal question, even if they didn’t charge 
for the opinion.

The Details 
1. The customer came into the shop 

to ask for advice on a restoration 
and customization project he was 
doing on an early 1950’s Chevy 
pickup.

2. The customer wanted the rear 
wheels to be centered in the fend-
erwells, rather than slightly for-
ward as they are in the stock 
configuration. He’d extended the 
length of the frame about 6 inch-
es, which moved the wheels back 
so they were centered. 

3. The truck had already been modi-
fied with a Turbo 350 transmis-
sion (short shaft), but now he 
realized that he needed to make 
changes to the driveline, trans-
mission, or both, to allow for 
the added distance between the 
transmission and differential. 
He asked if it would make more 
sense to install a transmission 
with a longer shaft or to lengthen 
the driveline.

4. After explaining that the longer 
versions of the TH350 wouldn’t 
provide the exact added length, 
the shop gave their opinion that 
the least expensive solution would 
be to lengthen the driveline by the 
same amount the frame had been 
lengthened.

Up YoUr BUsiness

by Thom Tschetter

“What’s Your 
Opinion Worth?”
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5. A few weeks later the customer 
came into the shop with the tail 
housing from his transmission 
and asked the shop to install a 
new rear seal and bushing. He 
said the rear seal was leaking 
before and he wanted it fresh with 
the new driveline and yoke. 

6. The shop replaced the bush-
ing and seal as requested. They 
charged the customer $20 and off 
he went.

7. The very next day, the customer 
returned with the tail housing. 
The bushing had spun out, and it 
ruined the tail housing. The shop 
apologized, thinking that the tech 
might have miss-installed it. At 
no charge, they gave the customer 
a “good used” replacement tail 
housing with another new bush-
ing and rear seal. 

8. Later the same day, the customer 
returned, stating that the tail hous-
ing had failed again, but this time 
he thought the driveline and trans-
mission were both damaged as a 
result.

9. The shop towed the truck in to 
inspect the situation. This was the 
first time the shop actually got to 
see the truck. The restoration and 
modification work all appeared to 
be done very well, but the drive-
line yoke and transmission tail 
housing were definitely damaged. 

10. The customer said he felt the shop 
had repeated the same mistake as 
the first time, and now he expect-
ed the shop to take care of all the 
damage, including the damage to 

the driveline yoke.
11. The shop owner said he first 

wanted to put it back together and 
confirm what was actually going 
on. He suspected that there was 
something else contributing to the 
failure. 

12. The shop installed a new yoke, 
u-joint, and another “good used” 
tail housing. In the process of 
installing the driveline, the tech 
noticed that the driveline seemed 
a little longer than necessary, but 
when the truck was lowered to the 
ground, it looked good.

13. The shop owner decided to test 
drive the truck himself. He start-
ed out under very light throttle, 
progressing to mild and heavier 
accelerations with no problems. 
Then, as he entered the drive-
way to the shop, there was an 

ugly noise and the same failure 
occurred.

14. To make a long story short, 
the ultimate diagnosis was that 
the longer frame contributed to 
a greater amount of flex when 
going over bumps and dips like 
the entry to the shop’s parking 
lot. This also accounted for the 
tech’s observation that the drive-
line seemed too long when he was 
installing it on the twin-post lift.

15. Feeling totally exonerated, 
the shop owner showed and 
explained the situation to the cus-
tomer. He told the customer that 
another solution would need to 
be designed, and, because it was 
custom work, it was beyond the 
scope of what the shop could do. 
He said the customer should take 
it to a specialty shop.

The customer told the 
shop owner that they 

shouldn’t have advised 
him if they weren’t 

qualified, and that he 
wanted them to repay 
him for the cost of the 

new driveline he 
purchased based on 

their advice.
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16. The customer told the shop owner 
that they shouldn’t have advised 
him if they weren’t qualified, and 
that he wanted them to repay him 
for the cost of the new drive-
line he purchased based on their 
advice. 

17. Of course the owner’s response 
was that they only gave a free 
opinion, based on the informa-
tion the customer provided; not to 
mention they only charged for the 
bushing and seal.

Three Questions
Here are three questions for you to 

consider before I reveal the results of 
this case. 

1. Was there any way the shop could 
have anticipated this situation? 

2. Do you feel the shop did anything 
wrong?

3. What do you think the shop 
should have done once the prob-
lem was clearly understood?

My Thoughts
From a totally practical perspec-

tive, we have conversations in which 
we’re asked for our opinions every day. 
Most of the time, we’re asked for our 
opinion before we have all the facts. 
The question is, does a shop incur any 
legal exposure for giving an opinion? 
The answer is yes, but there are crite-
ria to consider. Here are 3 criteria that 
apply in this case:
•	 Does the person giving the opin-

ion benefit financially for giving 
the opinion? Was the shop paid 
for the opinion?

•	 Does the person giving the opin-
ion benefit financially from the 

receiving party’s actions based 
on the opinion? Did the shop sell 

something as a result of, or based 
on, the opinion?

•	 Is there any evidence of intent to 
deceive?

The Ruling
Based on the above criteria, the 

ruling was in favor of the shop. First 
of all, the shop didn’t get paid for, nor 
did it attempt to charge for, its opinion. 
Even though the shop did sell a rear 
seal and bushing, it wasn’t as a direct 
result of, or based on, the opinion. And 
most important, there was no evidence 
that the shop had any intent to deceive 
or mislead the customer.

What We Learned
I chose this particular case because 

I felt it was a great example of why we 
should be careful giving opinions to 
customers without all the facts. Every 

day, without all the facts, many shops 
give diagnoses and even prices over the 
phone in an attempt to win their busi-
ness. I believe these are opinions that 
do meet the criteria for which a shop 
might be held accountable.

From a practical perspective, and 
based on the test of reasonableness, I 
don’t believe an opinion given over the 
phone would hold up legally. However, 
in our litigious world, I think it’s worth 
considering adding some sort of dis-
claimer to any opinions we give. For 
example, you might preface any opin-
ion with something like, “based on 
what you’ve told me, in my opinion, 
(fill in the rest as appropriate). 

Perhaps the best answer to the 
question posed by the title of this article 
is the answer to this question: “How 
much is your reputation worth?”

About the Author 
Thom Tschetter has served our 

industry for more than three decades as 
a management and sales educator. He 
owned a chain of award-winning trans-
mission centers in Washington State for 
over 25 years. In 1996 his business was 
honored as the number 1 small business 
in the state and ranked in the top 10, 
nationally.

He also has served the Better 
Business Bureau as a certified arbitra-
tor for over 15 years and is using that 
experience as topics for this feature 
column.

Thom is always eager to help mem-
bers of our industry and continues to be 
active in his retirement. You can contact 
him by phone at (480) 773-3131 or 
e-mail to coachthom@gmail.com.

 I felt it was a great 
example of why we 

should be careful giving 
opinions to customers 
without all the facts. 

Every day, without all 
the facts, many shops 

give diagnoses and even 
prices over the phone in 
an attempt to win their 

business.
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Longtime transmission educa-
tor and industry pioneer Dale 
England passed away sudden-

ly on January 17, 2013; Dale was 74. 
He’s survived by his wife, Susan, 

five children, 14 grandchildren, and 
nine great-grandchildren.

He leaves behind much more than 
his progeny; Dale shared a legacy that 
has spread throughout our industry. 
Dale was one of the first technical 
educators to devote himself specifically 
to the automatic transmission repair 
industry. He blazed a trail that many of 
us follow, sharing technical knowledge 
and helping to support an industry that 
has given us so much.

Dale’s leadership and vision has 
had a pervasive and lasting effect on 
everyone in the industry, whether they 
knew him or not.

ATRA’s Mike Souza had a long, 
personal relationship with Dale, so we 
asked Mike to share his thoughts on 
Dale’s passing.

For more than twenty years I 
attended every seminar that I could. 
Every year ATSG would hold a semi-
nar in my home town of Ft. Lauderdale 
and I never missed one. But of all the 
speakers, one really stood out for me: 
you — Dale England. You made the 
seminar fun and that made everything 
you said stick with me. You had a way 

of putting things that kept them at the 
forefront of my mind.

After the seminar a few of us 
would remain behind and shoot the 
breeze with you. You became my 
friend, and soon I began to call you 
“Dad” because you treated me like a 
son. I would always arrive an hour or so 
early just to have the chance to hanging 
out with you.

One time I mentioned that I’d been 
thinking about what it’d be like to work 
with you and do seminars like you did. 
From that moment on, you wouldn’t let 
go; you taunted me about it until the 
day I decided to give it a try. I never 
regretted it.

You wanted me to do seminars 
right away. After five and a half months 
I did my first seminar in Ft. Lauderdale. 
I was so nervous as I prepared to begin. 
But most of the guys in the audience 
were techs I knew for years, so that 
made it easier.

You always told me “just be your-
self and have fun with it.” “But Dad, I 
feel like a real jerk when I’m in front of 
people.” “Well son,” you replied, “be 
a jerk and have fun. They’ll love it as 
long as you’re being yourself.” I still 
try to follow that advice: be myself and 
not try to be like anyone else. And I 
definitely have fun.

I always say it’s tough to sit 
through a long day at a seminar. Tech 
can be boring when all you can do is 
sit and listen. So I try to keep everyone 
entertained by dropping a joke in with 
the tech, so they’ll have fun and retain 
what they’re learning, just like you 
taught me. If I can make half the room 
laugh out loud, it keeps the other half 
awake.

I just needed to collect my thoughts 
and say goodbye to you, my friend and 
mentor. You will live every day in my 
heart and mind, especially while I’m 
speaking in front of a room. When 
someone says they do something dif-
ferent and it works for them, I always 
remember what you said: “If you rub 
dog crap on the hood ornament and it 
makes your transmission work, then 
keep doing it!” (Of course, you never 
used the word crap.)

When I left ATSG about a year 
after you retired, we talked for over an 
hour on the phone. You reminded me 
that, “no matter what you do or where 
you go, I’m only a phone call away.” 
Then you said you had to hang up now 
because you might start to cry.

I will miss you but never forget 
you.

Your Friend, Mike.

Dale England

The Passing of an 

Industry 
Pioneer
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Some work processes require 
workers to safely handle con-
taminated materials, like used 

transmission fluid that are not meant 
to leave the shop. However, if recom-
mended safe work practices are not 
strictly followed, workers can spread 
contaminants around the worksite and 
into their homes by soiled clothing, 
shoes, and skin contact. 

Contaminants can also be trans-
ferred by way of items workers touch, sit 
on or walk on. Good personal hygiene, 
including hand washing, showering, 
and changing dirty clothing and shoes, 
can help prevent cross contamination.

Workers that handle chemicals 
and contaminants in the workplace are 
aware that the use of personal protec-
tive equipment (PPE) such as gloves, 
safety glasses, respirators, coveralls, 
and boots, can reduce or eliminate 
their exposures. But, if workers don’t 
properly wash, remove or decontami-
nate soiled PPE after leaving the work 
area, they can spread the contaminants 
outside the work zone, to themselves, 
their coworkers, and to their family, 
home, and car.

The spread of contaminants is 
hazardous when unprotected workers, 
coworkers or family members come 
into contact with the substance or mate-
rial. Skin exposures occur if they touch 
a soiled surface, and accidental inges-
tion can occur if they eat or drink 
something that has been contaminated. 
The contaminants of concern include 
chemicals such as solvents, new and 
used transmission fluid, herbicides, and 
pesticides, and industrial materials such 
as lead, asbestos and fiberglass. 

When workers hug family mem-
bers, prepare food, or touch the furni-
ture, bedding, and carpets in the home, 

contamination could result if they have 
not washed their skin and removed 
or decontaminated soiled clothing and 
PPE. Workers can contaminate their 
coworkers and the worksite when they 
contact areas such as the break room, 
restroom, or office areas. Workers can 
also increase their own exposures if 
they eat, drink or smoke before wash-
ing their hands and removing or clean-
ing their PPE.

Cross contamination of the work-
place can be prevented by removing 
or decontaminating PPE and washing 
hands before exiting the work zone. To 
prevent cross contamination at home, 
workers should wash their hands and 
faces at the end of a work shift and 
change into clean clothes and shoes. 
Workers can also take a shower and 
wash their hair before leaving work or 
as soon as they get home. Work clothes 
should be washed in hot water, sepa-
rately from the family clothing, and 
given two rinse cycles. 

Speaking Of 
Housekeeping…

If you are curious about a busi-
ness’s approach toward safety, take a 
look at its housekeeping habits. How a 
workplace looks makes an impression 
on staff and customers. 

A visitor’s first impression of a 
business is significant, as that image 
affects the amount of business it does.

Good housekeeping projects order, 
and pride. It goes hand-in-hand with 
good public relations. 

Housekeeping is everyone’s 
responsibility, an employer can spend 
money to improve the safety of the 
work environment, but it’s only a safe 
workplace if it’s workers practice good 
housekeeping.

Promoting safety, health, produc-
tion, and morale are vital to any good 
safety plan. Keeping work areas and 
bays clean will help to prevent tripping 
hazards. Paying attention to “wet floor 
signs” and promptly cleaning up spills 
prevents slipping injuries. Keeping 
storage areas clean reduces the chance 
of disease, fire and slips, trips, and falls. 
Accumulated debris can cause fire and 
also slows movement of personnel and 
equipment during fires or other emer-
gencies. 

Additional housekeeping practices 
include keeping equipment and tools 
clean and well maintained, keeping 
hoses and cables bundled when not in 
use. Broken glass should be cleaned up 
promptly with a broom and dustpan and 
never with bare hands. Watch out for 
open cabinet drawers, electric wiring, 
protruding and sharp nails.

Correct the unsafe conditions if 
possible, and if it’s not safe to do so, 
notify the person responsible for main-
tenance.

Putting things in their proper place 
doesn’t waste time – it saves time! 
When the workplace is clean, and free 
of clutter, work can be done safely. 
Workers feel and think better, they also 
work more efficiently and increase the 
quantity and quality of their work. Got 
Safety? 

Editor’s note: The most import 
safety article in the history of the 
Transmission Industry about the danger 
of Transmission Fluid and the need to 
wear protective gloves can be found 
on the GEARS Website: http://www.
gearsmagazine.com/a/2008/12/01/
are-automatic-transmission-fluids-safe 
(Log in first please) 

Spread The 
Word About 
Contamination!

by the California State Fund 
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ATTENTION SHOP OWNERS: There is no doubt 
about it: everyday a car waiting for a fix stays 
in your shop longer than it has to - it costs you 
money - real money! Every year, millions of 
dollars of profit are lost through misdiagnosis 
and delayed repairs in our industry. Make sure 
your shop does not fall into this money losing 
trap and become part of this devastating statistic!  
The good news is: this is entirely preventable 
- with the right technicians and training! Stop 
losing money and customers by registering your 
crew for the ATRA Technical Seminar today!

TRANSMISSION OVERVIEW

GM
4L60E/65E/70E/80E, 6L80/90, 4T65E,  

6T40/45/50, 6T70/75, LCT1000

FORD
5R55W/S, 5R11W, 4R70/75E, 6F50N, 4F27E, 

CFT30, CVT Pulley Tool

CHRYSLER
ZF8HP45, 41TE, 42LE, 42RLE, 62TE, 

Jeep RE Unit, 48RE

IMPORT
Honda 5 Speed 4 Shaft,  ZF5HP18/19 RWD,  ZF6HP,  

AW55-50/51SN,  RE5F22A, 722.6,  722.9,  
Jatco 6 Speed (JF613E)

HYBRID
Hybrid Power Down for Ford, GM, 

Toyota & Honda

Automatic Transmission
Rebuilders  Association  
Technical Seminar

2013

GET ’EM OUT THE DOOR!

3/9/13
3/16/13
3/23/13
3/23/13

4/6/13
4/13/13
4/20/13
4/27/13
5/11/13
5/18/13
5/25/13

6/1/13
8/3/13

8/10/13
8/17/13
8/24/13
8/24/13
10/5/13

10/12/13
10/19/13

TBA

Boston, MA
St. Louis, MO
Biloxi, MS
Coeur D’Alene, ID
Minneapolis, MN
Salt Lake City, UT
San Antonio, TX
Walnut Creek, CA
Denver, CO
Des Moines, IA
Vancouver, BC
Tulsa, OK
Albuquerque, NM
Los Angeles, CA
Cincinnati, OH
Atlanta, GA
Billings, MT
Portland, OR
Chicago, IL
Newark, NJ
Baltimore, MD

REGISTER TODAY!

Pre-paid Registration    
ATRA Members: $149
Non Members: $189
Onsite registration: $220
One free registration with every 4 paid.

(800) 428-8489
members.atra.com

LOCATIONS
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Chances are that you go to 
work, come home, eat a little 
unhealthy food, watch four or 

five hours of television, go to bed, don’t 
sleep well and then get up tomorrow to 
do it all over again.  You spend more 
than you make, exercise less than you 
should and complain that there just isn’t 
enough time to get it all done.  And you 
wonder why your life is the way it is.

Your life is the way it is because 
that’s exactly how you want it to be!  

“How can you say that?  I want 
to be happy, healthy and rich.”

That is a lie.  If you really wanted 
those things, you would have those 
things.

The truth is that you want those 
things, but you just don’t want them 
enough to do what it takes to get them.  
You aren’t willing to sacrifice your 
current lifestyle in order to get what 
you want so you end up living with 
what you’ve got.

Do you have a written plan for 
every area of your life? Most people 
spend more time planning their day off 
than they do planning the rest of their 
lives.

What kind of house do you want to 
live in?  What kind of car do you want 
to drive, how would you like to dress, 
what kind of restaurants do you want 
to eat at and where would you like to 
vacation?  Do you know what you want 
your blood pressure to be and how 
much you want to weigh? How much 
money do you want to have in the bank 
for savings and retirement?  Do you 
even have a plan for your retirement 
or your kid’s college or a medical 

emergency?  My bet is you don’t have 
any of these things written down.

It is likely that these things are 
afterthoughts to you – things that 
happen after you have spent all of your 
money and watched your television 
shows – they are not your priorities.

Your time and money always 
follow your priorities.  Look at how 
people spend their time and money and 
you always know what is important to 
them.

Do this:  Get a sheet of paper and 
write down exactly what you want your 
life to look like.  Be detailed.  Then 
focus on these things every day.  Add 
to the list when you think of something.  
This is not goal setting – this is priority 
setting.  Take action on your priorities, 

talk about your priorities and spend 
your money and your time on your 
priorities.  Then you really can be 
happy, healthy and rich. 

Larry Winget is a five-time New 
York Times/Wall Street Journal best-
selling author. He is a member of the 
International Speaker Hall Of Fame. 
He has starred in his own television 
series and appeared in national televi-
sion commercials. Larry is a regular 
contributor on many television news 
shows on the topics of money, per-
sonal success, business and parenting.  
Find out more at www.larrywinget.
com and follow him on facebook at 
Larry Winget Fan Page and on twitter  
@larrywinget.

Your Life is 
Exactly the Way 

You Want it to Be

Make plans now to join Larry at this year’s Powertrain Expo in Washington D.C.
Larry will be the keynote speaker at the ATRA Luncheon sponsored by Raybestos 

Powertrain. For more information see our ad on pages 28 & 29.
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711 Tech Drive, Crawfordsville, IN 47933    Toll Free: 1-800-729-7783    Fax: 1-765-364-4673    Email: raypt@raybestospowertrain.com. . .
www.raybestospowertrain.com

Raybestos would like to thank
the men and women of our 

armed forces. 
Send us your picture in uniform next to your vehicle to
AmericaThanksYou@RaybestosPowertrain.com or post
them on our Facebook page. The first 100 replies will

get mailed a Raybestos Friction module of their choice
or a Raybestos Hat and T-Shirt.*

*All submissions must be received by May 1st 2013. Maximum of 2 per household.
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GFX Corporation  4810 NW 74 Avenue  Miami, Florida 33166    Tel: (305) 499-9789  www.gfxcorp.com

YOUR 
DRIVETRAIN 

CONNECTION 

GFX is a Miami based 
distributor and manufacturer of 
automatic transmission hard 
parts and steel plates. GFX has 
over 50 years experience in 
the automatic transmission 
aftermarket industry. 

GFX is your direct link to a 
wide variety of products such 
as bands, CVT chains, filters, 
pistons, pump gears and pump 
components, solenoids, 
switches, sprags,  surplus and 
used hard parts. 

We invite you to look through 
our website at 
www.gfxcorp.com 

SINCE 1962

FULL LINE AUTOMATIC TRANSMISSION PARTS SUPPLIER

©2013 GFX Corp. All Rights Reserved. 
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POWERTRAIN INDUSTRY NEWS
GEARS does not endorse new products but makes this new information available 
to readers. If you have a new product, please email the press release information 
with applicable digital photo or drawing to fpasley@atra.com or send by mail to 
GEARS, 2400 Latigo Avenue, Oxnard, CA 93030.

Dynotec Industries 
Announces Scholarship  
for Trans Students

Dynotec Industries — “Minnesota’s 
home for quality remanufactured dyno-
tested automatic transmissions” — is 
proud to announce a $1000 scholarship 
for a student looking to enter the trans-
mission industry.

The applications for the schol-
arship will be first available at the 
Minneapolis ATRA technical seminar 
on April 6, 2013. After the seminar, 
applications may be obtained by con-
tacting Dynotec Industries.
To qualify for the scholarship, appli-
cants must be attending classes in the 
five-state area, fall of 2013, and be 
enrolled in an automotive course, with 
some focus on automatic transmissions.

Dynotec Industries is dedicated to 
the long-term welfare of our industry. 
We at Dynotec realize that young peo-
ple entering our industry are essential to 
keeping our industry moving forward 
into the future.

One $1000 scholarship will be 
awarded. The applicants will be judged 
on previous academic performance, 
prior work history in our industry, and 
community service. 

To find out more about the Dynotec 
scholarship or to receive an application, 
please contact Scott Rand, sales man-
ager, at srand@dynotecindustries.com, 
or visit them on line at www.dynotecin-
dustries.com.

 
ZF Releases SACHS  
Solid Flywheel Kit  
For BMW E36 and E34
 ZF Services, the strategic aftermar-
ket business unit of ZF Friedrichshafen 
AG, is pleased to release a new solid 
flywheel conversion clutch kit for e36 
and e34 BMW applications.  
 SACHS part number KF696-01F 
replaces the traditionally expensive 
dual-mass flywheel with a newly engi-
neered solid flywheel. The reduced 
cost gives installers more flexibility in 
meeting the needs of cost-conscious 
owners of older vehicles. At the same 

time, SACHS will continue to offer the 
OE clutch set and dual-mass flywheel 
for vehicle owners who demand the OE 
driving dynamics. 
 The new conversion kit also 
decreases sourcing time by including 
all necessary parts for the repair: pres-
sure plate, disc, release bearing, bolts, 
and pilot tool. When used together, it 
replaces the OE clutch kit and dual-
mass flywheel for these applications: 
•	 BMW 325i, is — 2.5L 1992–1995
•	 BMW 525i — 2.5L 1991–1995
Featuring a SACHS-engineered and 
manufactured cover, disc, and releaser, 
KF696-01F delivers the quality expect-
ed by installers and the performance 
and durability already tested by mil-
lions of import vehicles on the road 
today.
 KF696-01F is in stock and avail-
able for shipment. Contact your ZF 
Services, LLC sales representative for 
more information at 800.321.0784.

 
SuperFlow Releases New 
Valve Body Plates  
and Solenoid Blocks

      
SuperFlow just released several new 
valve body plates for their Axiline VBT 
8000 and new solenoid blocks for the 
SolX Solenoid Tester. 
The new applications for the Axiline 
VBT 8000 bring SuperFlow’s impres-
sive list to 116 available applications, 
now 50 more than its closest competi-
tor. New applications include:
•	 Ford	–	4F50N
•	 Toyota	–	U140/240/241

•	 Toyota	–	U340/341
•	 ZF	–	ZF	5HP24
•	 ZF	–	ZF	6HP26
•	 Mercedes	–	722.7
•	 AS	–	AS	68RC
•	 Volkswagen	–	09G/K/M
•	 Volkswagen	–	TF80SC
•	 Volkswagen	–	09D
•	 Honda	–	L5
•	 Honda	–	G4
•	 Honda	–	Early	F-4/CA
•	 Honda	–	F4
•	 Honda	–	PX4B
•	 Honda	–	P-1
•	 Honda	–	RO
•	 Honda	–	AS
•	 Honda	–	L4
•	 Honda	–	MP4A/YA
Here’s a list of new adapters for the 
SolX:
•	 Honda	 –	 Late	 Civic	 –	 1998-up	 
 Linear Solenoids
•	 Honda	–	RPC,	P4R
•	 Toyota/ZF	–	U241E,	ZF
•	 Volkswagen	–	09G
•	 ZF	–	4HP20	N/C	Solenoid;	6HP26
For more information on SuperFlow’s 
complete line of transmission testing 
products visit SuperFlow.com or call 
888-442-5546.

Promotions  
at H & A Transmissions
 After more than 20 years of acting 
as president, CEO, and co-owner of H 
& A Transmissions, Roland Dickason 
is stepping down to pursue interests in 
new product research and development. 
In doing so he’s turning the company 
over to be led by his business partner 
Gil Dickason.

Gil has spent 20 years serving the 
company	 as	 its	 VP	 and	 head	 of	 sales	
and marketing.

Along with this change, Barbara 
Scott will take the controls of the sales 
and marketing department and assume 
the	 duty	 of	 CFO	 /	 vice	 president	 of	
sales which was vacated by Gil.

Also moving up within the com-
pany	is	Rory	Parker,	who	has	acted	as	
the general manager for H & A for 11 
years. Rory will assume the position 
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of vice president of operations and be 
responsible for new product develop-
ment and production.
 Moving into 2013, H & A 
Transmissions looks to broaden its 
horizons and continue to diversify 
its interests through the collaborative 
efforts of these three executives and in 
freeing Roland up to pursue innovative 
concepts and new ventures. For more 
information, visit H & A on line at 
www.hnatrans.com. 

Transtar Names  
Timothy E. Bowes as 
Chief Executive Officer

 Transtar Industries, Inc. today 
announced that Timothy E. Bowes will 
join Transtar as chief executive officer. 
Bob Keegan, who acted as interim CEO 
during the search, will remain as execu-
tive chairman of Transtar.
 “I am very pleased to have Tim 
join the Transtar team and lead the 
company in driving the next phase of 
our business growth,” Keegan said. 
“Tim brings excellent leadership skills, 
a record of outstanding business per-
formance, and extensive automotive 
industry expertise to the position.”
 “The board and executive team are 
committed to continued investment in 
the business,” Keegan added. “We are 
very confident Transtar will continue 
to build on our core strengths and be 
well-positioned to take advantage of 
emerging opportunities under Tim’s 
leadership.”
 Bowes joins from Meritor Inc., 
where he worked the last seven years 
and most recently served as an execu-
tive officer and president of Meritor’s 
Commercial Truck and Industrial busi-
ness unit, a $3B+ business providing 
drivetrain and braking products to the 

OE and aftermarket for commercial 
vehicle, defense, and off-highway mar-
kets globally. In his tenure at Meritor, 
Bowes also spent three years living 
in Shanghai, China running Meritor’s 
Asia Pacific business. 
 With the addition of Bowes, the 
board has established a strong and 
experienced executive team at Transtar. 
With this leadership team now in place, 
and their deep knowledge of the busi-
ness and industry, coupled with the 
company’s extensive product offerings, 
Transtar is well positioned for contin-
ued profitable growth.

For more information, visit www.
transtar1.com.

Gearbox Holdings  
Names David Coolidge 
New CEO

 Gearbox Holdings Inc., a port-
folio company of Monomoy Capital 
Partners, has named David Coolidge as 
its new CEO.
 Current president and CEO Steven 
Crain will remain with the company as 
president and chief operating officer.
 Gearbox designs, manufactures, 
and distributes a diversified portfolio 
of transmission, wet-wheel braking, 
and steering components, under the 
Raybestos Powertrain, Allomatic, and 
Steel Parts brands. The company pro-
vides solutions for automotive OEMs, 
Tier I auto and industrial suppliers, and 
heavy-duty transmission and wet-wheel 
brake manufacturers. The company is 
headquartered in Oakbrook Terrace, IL, 
and operates four plants in Indiana. 
 “I am honored and very pleased 
to lead Gearbox,” said Coolidge. “This 
next phase of growth for Gearbox will 
be exciting as we will aggressively add 

scale and capabilities to our already 
unique vertically integrated platform. 
We will create even greater value for 
our OEM and aftermarket channel part-
ners by offering better solutions and 
service.”
 Prior to joining Gearbox, Coolidge 
was Bosch Group's executive vice 
president-Americas, one of four global 
division board members for the Bosch 
Group's $6 billion global Automotive 
Aftermarket Division, and was head-
quartered at the Bosch Aftermarket 
facility in Broadview, IL. In 2009, he 
assumed co-responsibility for the global 
Braking Components business unit, and 
served as chairman of Robert Bosch 
Inc.-Canada since 2003. Coolidge was 
also a past board member of MEMA, 
AASA, and MERA.
 Coolidge has also been appointed 
a member of the board of directors 
of Holley, another Monomoy portfolio 
company.

EXEDY Introduces  
Sports Friction  
Series for 6R80
 EXEDY introduces the first high 
performance friction kit available for 
Ford’s 6R80.
 EXEDY’s AT Sports Frictions 
lined with its ultra-durable friction 
material have performed flawlessly in 
testing over the past year. Aimed at the 
late model 5.0L Mustang racers and the 
6HP26 crowd, P/N EFK291HP1 has 
been running in a 600+ HP car and P/N 
EFK291HP2STL in multiple 950+HP 
supercharged cars.
 Visit www.exedyusa.com for more 
details and video.

Sonnax O-Ringed  
Spring Adjuster for  
Aisin AW 6-Speed FWD 
 In Aisin AW TF-60SN, TF-80SC 
and TF-81SC applications, the oil cir-
cuit between the clutch control valve 
and the adjuster is clutch apply oil. The 
clutch apply oil opposes the solenoid 
oil and slows the stroke of the valve in 
response to clutch fill rate. When the 
adjuster leaks, it affects both clutch oil 
and fill rate.
 Installing Sonnax spring adjuster 
kit 15741-48K results in shorter, firmer 
shifts and less variation across tempera-
ture range. The kit includes four adjust-

Timothy E. Bowes

David Coolidge
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Corteco name and TransTec brand are 
known for quality and reliability in the 
industry,” said Wormington. “I look 
forward to extending this legacy by 
strengthening market position through 
growth initiatives and working with the 
most talented people in the industry.”
 Wormington brings substantial 
experience in sales management and 
distribution/logistics management 
with multinational companies includ-
ing Meritor, Federal-Mogul, and Peter 
Kiewit Sons, Inc. He was formerly 
director of sales for the trailer division 
of Meritor, Inc.
 Wormington earned a Bachelors 
of Science degree in accounting and 
finance from Northwest Missouri 
State University. After passing the 
Certified Public Accountant examina-
tion he earned a Masters of Business 
Administration degree with honors 
from Baker University Graduate School 
of Business.
 For more, visit Transtec on line at 
www.transtec.com.

New TF-80SC Bushing 
Kits from Omega 
Machine & Tool

 Omega Machine is pleased to 
announce the availability of a new 
bushing kit. The TF-80SC bushing kit, 
P/N 135500, fits the Volvo XC60, 70, 
90, Ford Fusion, Ford 500, and Mazda 
MPV. These kits are in stock at your 
favorite transmission parts distributor.
Omega Machine continues to provide 
bushings, bushing kits, and machine 
shop services for the automotive trans-
mission industry. Stay up to date by 
subscribing to their newsletter, avail-
able through their web site at www.
omegamachine.com.

ers and six O-rings to service any of the 
three valve body configurations.
 Simply pre-measure and record 
the original adjuster position, thread 
in the Sonnax adjuster, and dupli-
cate the setting to restore OE calibra-
tion and shift quality. For more, visit 
Sonnax on line at www.sonnax.com. 
 
Nissan VQ35DE Engine 
Available From JASPER
 

Jasper Engines & Transmissions, the 
nation’s leading remanufacturer of 
drivetrain components, continues 
expanding into the import industry. The 
Nissan VQ35DE, a 3.5L DOHC V6 
with variable valve timing (VVT), is 
available on exchange for these applica-
tions:
 “This remanufactured JASPER 
engine includes all timing components, 
with a new water pump, timing chain 
tensioners and new updated cam chains 
to correct an upper chain noise issue,” 
says Brad Boeglin, JASPER new prod-
uct development team leader. “The pis-
tons have been reengineered to match 
original equipment compression ratios, 
and include a graphite coating on the 
skirts to prevent dry startup and piston 
scuffing.
 In addition, JASPER installs 100% 
new intake camshaft actuators to elimi-
nate any VVT issues,” said Boeglin.
Every JASPER remanufactured engine 
is subjected to strict, high-quality pro-
cesses:
•	 	 Disassembly,	 meticulous	 inspec-

tion, and cleaning of components
•	 	 Precise	 machining	 for	 reliable	

performance
•	 	 Head	 surfaces	 statistically	 moni-

tored to assure proper sealing with 
the block

•	 	 JASPER’s	 research	 and	 product	

development ensures inherent 
problems in OEM design are cor-
rected

•	 	 Live-run	testing	provides	peace	of	
mind and assures reliability

•	 	 An	 available	 Premium	 Service	
Plan that offers customers even 
greater value

 Each engine is covered by 
JASPER’s 3-year/100,000 mile nation-
wide transferable parts and labor war-
ranty. Full warranty disclosure is avail-
able on our web site or upon request.
For more information on Jasper’s 
remanufactured gas engines and trans-
missions, call 800-827-7455 or log onto 
www.jasperengines.com.

Wormington Appointed 
Commercial Director  
for Corteco

Curt Wormington has been 
appointed commercial director for 
Corteco, a division of Freudenberg-
NOK Sealing Technologies that offers 
premium brands including TransTec® 
transmission and power steering kits 
and components.
 “Curt is an excellent leader with 
a proven track record for delivering 
strategic success, and we are extremely 
fortunate to have him on our manage-
ment team. His versatility and wealth of 
experience will be a big benefit to our 
customers,” said Jason Meier, manag-
ing director of Corteco Americas.
 In his new position, Wormington 
will be responsible for leadership, 
development, and implementation of 
sales, marketing, customer service, 
business growth strategies, and after-
market distribution strategies.
 “This is a tremendous opportunity 
for me with exciting challenges. The 

Curt Wormington appointed 
commercial director for Corteco.

1PINS 313 Ron-jt.indd   63 2/19/13   2:34 PM



POWER INDUSTRY NEWS

64   GEARS   March  2013

Ray Materewicz Retires 
after 44 Years Service

     

It is with mixed emotions that Mid 
States Transmission Parts announces 
the retirement of Ray Materewicz. With 
44 years in the industry, his knowledge 
and expertise has been invaluable to not 
only the companies he’s worked with, 
but to his loyal customers as well.
 Ray was a well known and respect-
ed "Good Guy" in the transmission 
industry. He will be sorely missed.
 Ray’s career in the transmission 
industry has included stays at Lempco 
Transmission Parts, Excel Transmission 
Parts and Mid States Transmission 
Parts. At Lempco, Ray revolutionized 
the interviewing process for establish-
ing new customer accounts.
 Ray was born and raised in 
Cleveland and moved to Chicago in 
1970 where he’s lived ever since. He 
married in 1967 and has three sons. His 
retirement plans include golfing and 
travel.
 For more information on Mid 
States Transmission Parts, please visit 
www.mstp.net.

Settlement Agreement  
 Sonnax Industries and ValveBody 
Xpress along with VBXtras LLC have 
announced that a settlement has been 
reached in an intellectual property 
lawsuit between the two companies.
Issues involved in the litigation, includ-
ing claims of patent infringement and 
breach of confidentiality have been 
amicably settled. Terms of the settle-
ment remain confidential, and normal 
commercial relations between the two 
companies have resumed.

JASPER is  
Ready for Racing  
in 2013!
 Brad Keselowski won the 2012 
NASCAR Sprint Cup Series cham-
pionship for Penske Racing. Clint 
Bowyer finished second for Michael 
Waltrip Racing. Both race cars used 
components built by the NASCAR 
Driveline Division of Jasper Engines & 
Transmissions.
 Sprint Cup Series cars equipped 
with JASPER products accounted for 
16 wins in 2012, 72 top-five finishes, 
and 134 top-ten finishes. 
 “Everyone was very satisfied 
with our products in 2012,” says Terry 
DeKemper, JASPER NASCAR drive-
line manager. “We’re definitely looking 
forward to 2013, particularly with the 
new body styles the Cup teams will be 
using.”
 Joe Gibbs Racing drivers Denny 
Hamlin, Kyle Busch, and Matt Kenseth 
will again have their cars equipped 
with the JASPER three-rail, 4-speed 
transmission. Michael Waltrip Racing 
drivers Martin Truex, Jr., Mark Martin, 
and Clint Bowyer will use JASPER’s 
single-rail version. 
 Both versions use an exclusive 
‘floating’ input shaft. “Instead of a solid 
shaft going into the clutch and the back 
of the engine, our patented design uses 
a splined hub that flexes with the car’s 
torsional movement,” says DeKemper.  
 “This design has shown greater 
gearbox efficiency.”
 Penske Racing Sprint Cup Series 
cars will be equipped with a JASPER 
differential for 2013. “We use the same 
type of components that are available 
to any team,” says DeKemper. “Our 
assembly process differs for each unit, 
depending on track configuration.”
 During the off-season, JASPER has 
worked with each team to make addi-
tional gains in the differential and trans-
mission. DeKemper says his depart-
ment’s continuing goal is to repeat 
the successes of 2012 with no compo-
nent issues.For more, visit Jasper at  
www.jasperengines.com.

Nora Howsare Promoted 
to Vice President, Stellar 
Automotive Group 
 Stellar Automotive Group 
announced today the promotion 

of Nora Howsare to vice president, 
where she will oversee all of the Stellar 
Automotive Group companies includ-
ing International Lubricants, Inc., 
(LUBEGARD) acquired last year. 
 “Nora has tremendous experi-
ence and a keen understanding of both 
internal and external operations, hav-
ing previously managed multiple func-
tions within the company. Her in-depth 
understanding of our customers’ needs 
will ensure the continued success of our 
expansion goals,” says Justin Archer, 
president and CEO, Stellar Automotive 
Group.
 Howsare has been with the compa-
ny since 1998 and has served in numer-
ous executive levels of the company 
over the past 15 years, including inter-
national sales, accounting, customer 
service, and human resources. 
 Started in 1992 and headquartered 
in Seville OH, Stellar Automotive 
Group is a worldwide distributor of 
automatic transmission kits and compo-
nents. 
 For more information on 
Stellar Automotive Group prod-
ucts or International Lubricants, Inc., 
(LUBEGARD) call toll free (800) 458-
5487, or visit their web site at www.
stellargroupinc.com.

TransTec Introduces 
New Overhaul Kits for 
Hyundai A6MF1/2
 Now available from Corteco, 
TransTec® overhaul kits DP2601 and 
DP2607 for the 6-speed, front wheel 
drive Hyundai A6MF1/2 transmission. 
DP2607 includes molded pistons; 
DP2601 is built without them.
Global Vehicle Coverage
Featured Components

 

Ray Materewicz

Nora Howsare
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For more information on Precision 
International’s INNOVATION IN A 
BAG TECHNOLOGY contact your 
local distributor, visit www.transmis-
sionkits.com 

Fitzall by Teckpak USA                                                    
Ford Radiator Repair 
Fittings

 There is some confusion among 
transmission technicians about the new 
Ford radiator repair fittings offered by  
Fitzall by Teckpak USA. The fittings 
do not look like the OEM fittings they 
are designed to replace, for a real good 
reason. They work better than OEM!
 Ford trucks and Explorers have a 
bad habit of developing leaks where 
the transmission cooler lines enter and 
exit the bottom of the radiator. The new 
Fitzall by Teckpak fitting is designed to 
seal the leak and get the customer back 
on the road quickly without having to 
install a new cooler. It saves you money 
and solves the problem. 
 Ford repair fittings are available 
in two sizes… Part# T16996XR for 
3/8” line Part# T16996ZR for 1/2” line. 
Contact your local distributor to pur-
chase. If there are questions please call 
us at 800-527-2544. For information on 
the wide range of Fitzall by Teckpak 
parts and tools www.teckpak-fitzall.
com

 All of these kits and components 
are in stock and available for immediate 
delivery.
 For more information, visit 
TransTec on line at www.transtec.com.

Midwest Now Offers 
Toyota U660 Parts

Midwest Hard Parts, Inc. now car-
ries a full line of U660 used hard parts 

for 2007-on Toyota and Lexus. These 
parts include the underdrive planet with 
ring gear and bearing/race, output plan-
et, output sun gear, and many more.
 Remember, we specialize in hard-
to-find automatic parts, so let us be 
your hard parts hero!
 For more information, call, toll 
free, 1-877-799-4783, or visit Midwest 
on line at www.mhpi.co.

Precision International’s 
Innovation In A Bag – 
New Kits!
 Precision International is pleased 
to announce the release of several new 
transmission rebuilding kits to meet 
expanding demand by rebuilders. All 
Precision International kits are avail-
able in Overhaul, Banner and Master 
Kits.  

 Honda / Acura 6 Speed – K98900K 
- K9800KW/O – K9800K
2010/11 Acura MDX - 2010/11 Acura 
ZDX - 2011 Acura RL – 2012 Acura TL 
& TL-SH 2011/12 Odyssey

 Honda / Acura 5 Speed – K98900P 
– K9800W/P - K9800P 
2003/06 MDX – 2004/07 Saturn Vue 
Redline – 2006/08 Pilot -2006/10 
Ridgeline 

 Honda Acura 5 Speed – K48900ZL 
– K4800ZLW – K48900ZL
2003/4 Honda Accord – 2005 Honda 
Accord – 2002/05 Acura RSX 2006/07 
Honda Accord – 2005/06 Acura RSX 
w/2.3 Steels
I (Non USA) 

 Honda Acura 5 Speed K98900 – 
K9800MW/O – K9800M 
2004-08 Acura TSX MCTA

 Transmission Type A5HF1 
– K77900BB – K7700BBW/O – 
K7700BB
 2005/11 Hyundai Santa Fe (USA) 
– Sonata 2006/09 Hyundai (non USA) 
- 2006/10 Azera - 2007/09 Entourage 
– 2006/08 Equus – 2005/10 Grandeur 
– 2005/11 Santa Fe – 2006/09 Kia 
(non USA)  2006/09 Amanti – 2005/11 
Grand Carnival – 2005/11 Opiris – 
2006/11 2009/11 Sedona – 2009/11 
Sorento. 

TransTec# Description 

B11586

Gasket, Valve 
Body Cover — 
Duraprene® 
(except Forte)

B33462
Gasket, Valve Body 
Cover — Molded 
rubber (Forte only)

B37222 Front Seal
3565 Sealing ring kit

Model Engine 
Type/ Size Years

Hyundai
Grandeur 2.4L, 2.7L 2009-on
Sante Fe 2.4L, 2.7L 2009–on
Sonata 2.0L, 2.4L 2009–on
Avante MD 2.0L, 3.5L 2010–on
ix35 2.0L, 2.4L 2010–on
Verna 1.6L 2010–on

i30 1.2L, 1.6L, 
1.8L, 2.0L 2011–on

Elantra 2.0L 2012–on
Kia
Oprius 2.7L 2009–on

K5, K7 2.0L, 2.4L, 
2.7L 2010–on

Lotze 2.0L, 2.4L 2010–on
Optima 2.0L, 2.4L 2010–on
Sportage 2.0L, 2.4L 2010–on
Sorento 2.4L, 2.7L 2010–on
Carens 1.7L, 2.0L 2011–on

Forte 1.8L, 2.0L, 
2.4L 2011–on

Soul 1.6L, 2.0L 2011–on

1PINS 313 Ron-jt.indd   65 2/20/13   7:29 AM



66   GEARS   March  2013

SHOPPER CLASSIFIED ADS
GEARS Shopper advertising costs $325.00 for a one time insertion ad, (2 1/4 X 3) 2.25 X 3.  Larger ads can be placed 
elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.

**COMPUTERS**
Transmission Control Module

E C M &  T C M
Mitsubishi-Honda-Hyundai-GEO
Kia-Mazda-Nissan-Suzuki-Toyota

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

Best Customer Service!
Ford *GM * Chrysler off vehicle 
ECM reprogramming available

8 8 8 - 2 1 7 - 4 0 7 2
Autocomp Technologies, Inc.
8515 N. Freeway, Houston, Texas www.g-tec.comwww.g-tec.com

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

Hard Parts * 1946-2010 * Soft Parts

800-835-1007
Quality Parts * 

Fair Prices

~Se Habla Espanol

Excellent Service

Visit our web site www. areds.com

Automatic *  Standard
Transfer Case Parts

SHOPPER CLASSIFIED ADS

 

 

Ansermatic Tested Dyno Tested 

Remanufactured 
Transmissions                     
with Converter                      

IN STOCK 
1-800-369-6601 

silverstartransmission.com 

It’s a good one! 

Mercedes 

Sprinter
s 

GEARS Shopper advertising costs $325.00 for a one time insertion ad, (2 1/4 X 3) 2.25 X 3.  Larger ads can be placed 
elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.

ERIKSSON INDUSTRIES

•MEchaTRONIcS - Programmed•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

•Reman Trans 6HP - 5HP - 4HP 
•BMW - Audi - Jaguar - Range Rover
•Valve Bodies & Torque Converters

1-800-388-4418
Fax: (860) 395-0047

www.zftranspart.com 
146B Elm St., Old Saybrook, CT 06475

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits
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BMW    Mercedes-Benz    Audi

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

1331 Rollins Road • Burlingame, CA 94010
tel 650 - 348 - 3990    fax 650 - 348 - 3019

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

G-CorAutomotive.com
1.877.888.5160

Hard parts…need one? 
Need 100? Can’t 
find what you’re 
looking for?

Just  
Ask!

gcor-td-225x3-blue.indd   1 2/28/12   9:32 PM
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elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.

WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

Phone: 715-458-2617     Fax: 715-458-2611 
 

www.servobore.com 

Fix it in less 
than fifteen  
minutes with 
one of our 
easy to use 
kits.

No machine
shop required. 

 

HARD PARTS FOR 
Domestic and Foreign 

AUTOMATIC TRANSMISSIONS 
Late and Early models   

 
WE HAVE OVER 500,000 PARTS IN STOCK  

CALL 602-971-0477 
getithardparts.com 

 
WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

www.atiracing.com
6747 Whitestone Road • Baltimore, MD 21207

®

  
   

  

 

 
 

www.kbcores.com

www.qualitygear.com

LIGHT DUTY
PARTS!

* Complete Remanufactured*
*Individually Tested*
*SONNAX Updates*

* 1 YR Warranty*
*Tech Support*

*Family Owned & Operated*
*N*Nationwide Shipping*

NOW OFFERING
*SONNAX Updated Pumps*

(877) 337 - 4681
www.reamman.com
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1285 Embarcadero
Oakland, CA

600 Bruckner Road
Spartanburg, SC

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

• Reman Transmissions
• New & Reman Engines
• 3 yr./100,000 Mile Parts &

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net
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BUSINESS FOR SALE: Sykesville 
PA -  Automotive / Transmission shop 
for sale. In business 30+ years with 
excellent reputation and well trained 
staff in place. Business is set up in a 
huge building with turn-key operation 
and A-Z equipment included. Owner 
retiring. Contact (814) 894-7924 or 
(814) 590-4008 for more information.

BUSINESS FOR SALE: Mister 
Transmission business located in 
Regina, Saskatchewan, Canada. 
Perennial Top 10 franchise sales 
achiever for over 25 years. Very prof-
itable. Owner retiring. Long term as-
sistant manager in place. Financial 
information available upon signing 
of confidentiality agreement. Contact 
Jeff Sackville or Art Ingleby at (306) 
359-9799, email: jsackville@ay-sk.
com, aingleby@ay-sk.com.
 ATRA Mbr

BUSINESS FOR SALE: Califor-
nia – You need to take a look at this 
one! 40 years of excellent business 
transmission & general automo-
tive service. Same great location, 
central California, this is not your  

ordinary shop. Large building with 
latest equipment, owner ready to re-
tire. Contact (209) 602-7250.
 ATRA Mbr

EQUIPMENT FOR SALE – Want to 
rebuild your own Torque Converters? 
Complete TCRS Torque Converter 
System, inventor and parts available. 
Great shape, 10 years old and used 
to build converters for busy shop. 
Welder, Bonder and Dies, Balancer, 
Leak checker, Height gauge, Lathe 
and Chucks. For details contact: 
mike@bondedtransmission.com – 
Phone: (508) 872-1119 – Cell: (508) 
326-0377. ATRA Mbr

HELP WANTED: Purchasing Man-
ager needed for Transmission Parts 
company. Applicant must have ex-
cellent people and communication 
skills, able to do buying reports and 
maintain inventory levels. Should 
have 5 years plus experience. Pro-
ficient in Microsoft office programs.  
Must be motivated and self starter. 
Relocation may be required. Please 
email resumes or inquires to: db-
land@atra.com  Subject line: BB# 
0313-01. ATRA Mbr

HELP WANTED: Due to increased 
sales, we have an opening for an ex-
perienced, detail oriented rebuilder. 
Clean, organized shop, top pay. Visit 
www.certifiedtrans.com/employad.
html for more information. Follow the 
links for video tour of our shop and 
job application. (805) 852-7700.
 ATRA Mbr

SHOPPER CLASSIFIED
GEARS classified advertising cost $95.00 for up to 50 words for a one time insertion. ATRA members are eligible to receive up to three (3) FREE classified 
advertisements in GEARS annually (per 9 issues).  Members wishing to place ads once their three FREE ads have been placed may do so at the cost listed above. 
Ads exceeding the maximum word count will cost $1.50 for each additional word (not including phone number and address).

March  2013

HELP WANTED: Well established 
family owned and operated Trans-
mission & Auto Repair Center since 
1992 is looking for experienced 
Service Writer. Candidate should 
be motivated, full of energy, a team 
player. Must have experience with 
Microsoft computer. Contact Mike 
(661) 350-0171 – Submit resumes 
to noriega327@yahoo.com or apply 
in person Monday thru Friday: 9am 
– 4pm or Saturday 9am – 12pm at 
Affordable Transmission & Auto Re-
pair Center. We are located in the 
Palmdale/Lancaster area at 461 
East Columbia Way (Ave. M) www.
avautorepaircenter.com. ATRA Mbr

HELP WANTED:  Transmis-
sion Builder- established local and 
operated transmission shop in busi-
ness for 20 plus years. Five day work 
week, competitive pay, benefits, va-
cation time. Shop clean and spacious 
with the latest equipment and tools; 
located in Rapid City, South Dakota. 
Email resume to loganstrans@mid-
conetwork.com.   ATRA Mbr

HELP WANTED: Busy transmission 
shop in North Jersey seeking expe-
rienced installers, rebuilders, and 
outside sales reps.  Five day work 
week, modern facility, health benefits 
available.  Please send cover letter 
and resume with references to: fixin-
trannys@gmail.com. ATRA Mbr

TEMCO
Simply The Best

www.washparts.com

1-800-245-1869Highest Quality
Remanufactured 
Valve Bodies 

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

PRO-Proven BEST In The Industry
PRO-Proven Best Warranty

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

Innovative 
Solenoid 
Solutions 

Minimal or No Adjustment Required

For The Ford 5R55N/W/S
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HELP WANTED: ATP is looking to hire an experi-
enced standard transmission core purchaser. Dave 
mentioned that Gears magazine has free hiring ads 
and you probably have a set format/verbiage for this 
kind of role. The only thing we thought this individual 
should have is a thorough understanding of stan-
dard transmissions, and connections into the core 
industry and hopefully OE contacts. The location to 
be determined once a candidate is found.  Contact 
would be jcraddock@transtar1.com.       ATRA Mbr

HELP WANTED: Calgary, Alberta Canada – Na-
tional Franchise looking for qualified transmission 
rebuilder.  Must have at least 3 years experience. 
Excellent salary and benefits for the right person to 
join our growing team. Call (403) 287-3400.
 ATRA Mbr

HELP WANTED: Automatic Transmission Techni-
cal Director – Large transmission remanufacturing 
company seeking qualified individual to manage, 
supervise and direct a team of 10-20 builders. Com-
petitive pay, Monday – Friday. Send resume to: no-
vatrans@cfl.rr.com.  ATRA Mbr

Don't Miss the ATRA SEMINAR Near You!

Mar 2 – Dallas, TX Apr 6 – Minneapolis, MN May 25 – Vancouver, BC Aug 24 – Billings, MT
Mar 2 – Phoenix, AZ Apr 13– Salt Lake City, UT Jun 1 – Tulsa, OK Oct 5 – Portland, OR
Mar 9 – Boston, MA Apr 20–  San Antonio, TX Aug 3–Albuquerque, NM Oct 12 – Chicago, IL
Mar 16 – St. Louis, MO Apr 27 – Walnut Creek, CA Aug 10 – Los Angeles, CA Oct 19 – Newark, NJ
Mar 23 – Biloxi, MS May 11 – Denver, CO Aug 17 – Cincinnati, OH TBA – Baltimore, MD
Mar 23 – Coeur D’Alene, ID May 18 – Des Moines, IA Aug 24 –  Atlanta, GA

Check http://members.atra.com 
for more dates and locations 

to come!

2013 ATRA TECHNICAL SEMINARS

800.428.8489
http://members.atra.com

MEMBERS.ATRA.COM
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 www.superior-transmission.com
Sussex Auto Parts Ltd ......................................................... 36
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TCRA  .................................................................................. 35
 www.tcraonline.com
Transmission Specialties ..................................................... 27
 www.transmission-specialties.com
Transtar Industries, Inc. ......................................................... 3
 www.transtar1.com
TransTec By CORTECO ...................................................... 25
 www.transtec.com
VBX - ValveBody Xpress, Inc. ............................................. 39
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. .......................... 9
 www.wittrans.com
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CALENDAR ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2013 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule 
on page 71 or at:
http://members.atra.com/?page=Technical_Seminars
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HARDPARTS • SOFT PARTS • CONVERTERS

Del ivers !

WHEN GETTING IT  
NOW IS A MUST!

8 6 6 - E V T - P A R T S
866-388-7278

www.evtparts.com
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