
FOR THE TRANSMISSION REBUILDING INDUSTRY
TM

MAY/JUNE
 2012

          The Strategy of 
        the 722.9 (NAG2) 
Just When I Thought I’d 
   Seen Everything…

  All Roads Lead to:
ATRA's 2012 Powertrain Expo

See details inside

00CVR-512.indd   2 5/10/12   12:00 PM



jasper 312.indd   2 2/23/12   10:33 AM



SPECIAL INTEREST & TECHNICAL
  4  The ArT of Theory: The Strategy of the 722.9 (NAG2) 

    by Hank Blair 

  12  Just When I Thought I d Seen everything   

    by Mike Souza

  16  Keep ThoSe TrANNyS rollING: heating Up with 

   Diagnostic Trouble Code p0218   by Pete Huscher 

  20  repairing the Technology of Today and Tomorrow: An r&r Guide 

   to the 2-Mode Transmission  by Steve Garrett

 26  Coffee and Donuts: Will your Shop pass the Dealer Test?

    by Steve Bodofsky

 30  WhAT S WorKING  Build It, Buy It  or else! 

    by Dennis Madden

  34  ATrA NeWS: ATrA Member receives Award and high praise

    by Lynette Perry

  36  Shop profIle: Croce s Transmission Specialists:

   We love What We Do   by Steve Bodofsky

 43  ATrA s 2012 powertrain expo, october 25th-29th:

   read All About This full Description of events

DEPARTMENTS
  2   froM The Ceo:  our Greatest 

   Challenge  by Dennis Madden

  60  powertrain Industry News

  65  Shoppers and Classified

  72  list of Advertisers

The views expressed in this publication should not necessarily be interpreted 
as the official policy of the Automatic Transmission Rebuilders Association (ATRA). 
Publication of product information or any advertising does not imply recommenda-
tion by ATRA.

GEARS , a publication of ATRA, 2400 Latigo Avenue, Oxnard, CA 93030, is 
published for the betterment of the transmission industry and is distributed nine 
times per year. No part of this issue may be reproduced without prior written 
permission of the publisher. GEARS is distributed to members of the transmis-
sion industry in the United States, Canada, ATRA Members in Mexico & Europe, 
and related automotive industry firms and individually. Send changes of address 
to GEARS in care of ATRA. Subscriptions are available by contacting GEARS in 
care of ATRA.

Advertisers and advertising agencies assume full liability for all content of adver-
tisements printed and also assume full responsibility for any claims arising there-
from against the publisher. The publisher reserves the unqualified right to reject any 
advertising copy as it deems appropriate, with or without cause.

GEARS is designed to provide accurate and authoritative information in regard 
to the subject matter covered. It is distributed with the understanding the publisher 
is not engaged in rendering legal, accounting or other professional service. If legal 
advice or other expert assistance, is required, the services of a competent profes-
sional person should be sought from a Declaration of Principles jointly adopted 
by a Committee of the American Bar Association and Committee of Publishers.

GEARS also welcomes articles submitted by members of the industry. GEARS 
considers all articles for publication that contribute positively to the welfare of the 
transmission industry, and reserves the right to edit all articles it publishes. If you 
would like to submit an article to GEARS, include background information about 
the author and a telephone number where he/she may be reached. If you want 
submissions returned, enclose a self-addressed, stamped envelope.

 Chief Executive Officer Dennis Madden
 Managing Editor  Rodger Bland
 Technical Director Lance Wiggins
 Advertising Frank Pasley
 Senior Designer Jeanette Troub

 Contributing Editors: Steve Bodofsky
  Lynette Perry
 
 ATRA Technical Staff: Hank Blair 
 Bill Brayton Mike Brown 
 Steve Garrett Pete Huscher
 Mark Puccinelli Mike Souza 

 
 Director of Membership & IT Svc Kelly Hilmer
 Seminars & Convention Manager Vanessa Velasquez
 ATRA Bookstore Deon Olmos

publications Mail Agreement No. 40031403
return Undeliverable Canadian Addresses to:

Station A, po Box 54, Windsor, oN N9A 6J5
email: gears@atra.com

Issue #166       printed in U.S.A.       Copyright ATrA 2012

Editorial and Business Offices
2400 Latigo Avenue, 
Oxnard CA 93030
Phone (805) 604-2000
Fax (805) 604-2006
www.gearsmagazine.com
www.atra.com

TABLE OF CONTENTS
FOR THE TRANSMISSION REBUILDING INDUSTRYGEARS

 

MAY/JUNE 2012
PHONE (805) 604-2000  FAX (805) 604-2006

Just When I Thought
I’d Seen Everything…

Page 12

The Strategy of 
the 722.9 (NAG2) 

Page 4

Meet the staff at Croce's 
Transmission Specialists

Page 36

Be sure to read our Shop Profile, 
Croce's Transmission Specialists, 

"We Love What We Do" pg 36

1TOC-512.indd   2 5/10/12   8:36 AM



2   GEARS   May/June  2012

Too often, simple changes seem 
more like massive obstacles 
blocking our paths. We don’t 

recognize them for what they are until 
years later. I can recall a few challenges 
over the past 35 years, but looking back 
on them today I have to wonder: what 
was the big deal?

Back in 1978, a 1976 Chevette 
with a THM200 came in for a service. 
“Wow, now I have to buy a set of metric 
tools, too?” Okay, not the greatest chal-
lenge, but a challenge nonetheless. Not 
long after that came front-wheel drives 
and then lockup torque converters. 
“Changes are happening so quickly,” 
I thought.

And let’s not even get started on 
those first computer controlled trans-
missions. Who’d have thought that a 
few years later we’d be thinking of 
those early units with just a couple 
solenoids as simple?

I remember some people who 
refused to work on those early front-
wheel drives. The challenge was too 
great for them to overcome, so their 
plan was to ride it out until there wasn’t 
enough rear-wheel drive work left to 
support them, and then close up shop. 
“This business isn’t fun anymore,” 
they’d say.

And they weren’t alone. Some 
shop owners and technicians said the 
same thing about converter clutches 
and computer-controlled transmissions.

A lot of us — who managed to 
make it through those changes — look 
back now and say “those were the good 
ol’ days; when the transmission busi-
ness was fun and exciting.” Others — 
the ones who wouldn’t step up to the 
challenge — they’re long gone; retired 
or working in different, less-demanding 
businesses.

Now we have real challenges: Cars 
are lasting longer than ever, and what 
transmission work is out there, the 
reman companies are after. And every-
one is so price-conscious we have to 
fight the low-ballers and internet spe-
cials just to eke-out a living. You’re not 
going to fix those problems with a new 
set of wrenches.

But are they real? Or are they just 
excuses for failing to adapt to a chang-
ing market? Let’s take a closer look at 
today’s challenges and see.

Cars are lasting longer: that’s true. 
But according to the US Department 
of Transportation, there were about 2½ 
times more cars on the road in 2006 
than there were in 1970, and that num-
ber keeps climbing: about 3.7 million 
cars and trucks per year. People keep 
their cars longer today, too. So, while 
transmissions might last 200,000 miles 
compared to 100,000 miles back in 70s 
and 80s, it’s offset by the fact that there 
are more of them still on the road. 

Low-ballers and internet specials 
are a problem: that’s true. But they 
may be more of a pest than a challenge. 
As we’ve seen over the years, the 
vast majority of shops that are doing 
well are usually the higher-priced shops 
in town. That is, they don’t consider 
people looking for bargains or cheap 
repairs as their potential customers, and 

they don’t even try to attract them.
As far as those more successful 

shops are concerned, there are still 
enough potential customers out there 
who are willing to pay an honest price 
for quality work; that’s their potential 
market, and that’s who they try to 
attract.

What about remans? Reman com-
panies are here to stay, and when they 
first began getting recognized, they 
were definitely seen as a challenge, if 
not a threat. After all, they enabled gen-
eral repair shops to compete directly 
with transmission repair shops. Shops 
that were once our customers were now 
our competitors.

But as time has gone by, we’ve 
seen that most consumers don’t go to 
a shop to buy a transmission; they go 
because they need wheels, and the inde-
pendent transmission shop still offers 
the best service for that. In fact, we’ve 
discovered that our biggest competitors 
are the dealers, not the GR shops (revis-
it the December 2011 issue of GEARS 
for the specifics of that revelation).

All of these things are obstacles 
to overcome, and many shop owners 
have overcome them; just like the front-
wheel drives, lockup torque converters, 
and computer-controlled transmissions 
from past decades.

Having said that, I think the prob-
lems we see today aren’t our greatest 
challenge. Our greatest challenge is 
believing we can succeed; that we can 
overcome these obstacles. The good 
news is there are people all around 
us doing it. There’s still phenomenal 
opportunity for growth in this industry: 
The trick is to recognize it now… not 10 
or 15 years from now.

by Dennis Madden
members.atra.com

www.atra.com
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Mercedes Benz has introduced 
the 5th generation electroni-
cally controlled transmis-

sion, called the 722.9 (NAG2). This 
unit has seven forward speeds, two 
reverse speeds, and no mechanical one-
way clutches. 

In 2000, Mercedes launched the 
722.9 into their overseas C-class. It 
didn’t reach United States production 
vehicles until 2005. These units can be 
found in a variety of models, from the 
C-class to the S-class. 

The fluid for these units is specific 
to Mercedes — ATF 3353 — and it’ll 
retro to all earlier Mercedes Benz trans-
missions. Check with your local sup-
plier for fluids that may be equivalent. 

The transmission is constructed 
with an aluminum bellhousing and a 
magnesium case. The pump plate is 
made out of aluminum with an elasto-
mer coating. The pump is bolted down 
using aluminum bolts which should be 
replaced during every rebuild. 

Sport, Comfort, and Tap 
Modes

Like most transmissions, the 722.9 
is controlled using variable shift pro-
gramming. This means the customer 
has the choice of sport or comfort 
mode. The sport/comfort (S/C) switch 
is located on the electronic shifter mod-
ule (ESM), which consists of the shifter 
lever assembly and all of the compo-
nents. Each mode employs certain strat-
egies that allow the vehicle to perform 
differently. 

In sport mode the transmission 
starts in 1st gear and shifts normally; 
the reverse ratio is 3.42:1.

The ArT of Theory 

by Hank Blair
members.atra.com

www.atra.com

The Strategy 
of the 722.9 
(NAG2)

Figure 1
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In comfort mode the transmission 
starts in 2nd gear, but will take off in 
1st if manually selected or acceleration 
is ¾-to-full throttle. It also exhibits ear-
lier upshifts, later downshifts, and the 
reverse ratio is 2.22:1.

All upshifts and downshifts are 
influenced by current driving style and 
loads, similar to the 722.6. The shift 
program uses intelligent gear selection 
when tapped out of D using the “—” 
(Figure 1). When you tap the shifter 
into a lower gear, the transmission con-
trol module will shift the transmission 
down one gear from the current ratio.

An example of this is the S500: 
Driving at 30 MPH in D, tap the “—” 
button once and the transmission down-
shifts into 3rd gear from 4th. Driving 
at 50 MPH in D, tap the “—” and 
the transmission downshifts into 5th 
gear from 6th. The gear display on the 
instrument cluster informs the driver of 
highest gear now available. 

In addition to shifting through the 
gears sequentially, the 722.9 can skip 
gears while downshifting, as long as 
only one member in the transmission 
is released and one member is applied 
(Figure 2).

Clutch and Brake 
Operation

Internally the 722.9 has three, mul-
tidisc clutch elements and four, multi-
disc brake elements for holding. There 
are three planetary gearsets: two simple 
sets and one Ravigneaux gearset. The 
clutches are identified as K-1, K-2, and 
K-3. The brake elements are identified 
as B-1, B-2, B-3 and B/R. 
•	 K-1 clutch is used in 3rd, 4th, and 

5th gears.
•	 K-2 clutch is used in 4th, 5th, 6th 

and 7th gears.
•	 K-3 clutch is used in all ranges 

except 4th gear.
•	 B-1 holds in 2nd, 6th, and reverse 

sport mode.
•	 B-2 holds in 1st through 4th gears.
•	 B-3 holds in 1st and 7th gears, 

and neutral and reverse comfort 
mode.

•	 B/R holds only in the reverse 
position S/C.

Electrohydraulic Control 
Module (ECM)

The 722.9 has its transmission con-

trol module (TCM) on the valve body 
(Figure 3). Identifying the TCM is 
probably the most important part of the 
rebuilding process. The TCM is unique 
to the transmission, which means when 
the transmission is assembled at the 
factory, the valve body is built and 
programmed specifically for that trans-
mission.

Replacing the TCM or valve body 
on the 722.9 means you must have 
the TCM programmed for the specific 
vehicle from the factory. Test values 
are evaluated and corresponding algo-
rithms are written to the control mod-
ule’s permanent memory. This process 
ensures that the control module is cali-
brated to the mechanical and electrical 

solenoid valves in that valve body. 
Once this process is complete, the valve 
body assembly can be installed in the 
transmission.

For now, only the factory has this 
capability. Word on the street says 
someone is already working on getting 
this out to the aftermarket.

TCM Functions
Since the TCM is integrated with 

the valve body, wiring to the transmis-
sion has been greatly reduced. The case 
connector has only five pins. 

Here’s what each pin on the trans-
mission connector does:

Pin 1 — CAN C high
Pin 2 — CAN C low

The Strategy of the 722.9 (NAG2)

Figure 2

Figure 3
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Pin 3 — K-Line, used 
for diagnostics through the 
data link connector (DLC)

Pin 4 — relay or fused 
power, depending on the 
vehicle type

Pin 5 — communi-
cation by the SDS (Star 
Diagnostic Systems) 
to the CGW (Central 
Gateway Module) via the 
CAN D, then to the ECM 
(Electrohydraulic Control 
Module) over CAN C

Information received 
over CAN C:
•	 Engine RPM
•	 Engine coolant 

temperature
•	 Throttle pedal 

position
•	 Engine load — ESP 

signals
•	 Cruise control 

signals (or Distronic)
•	 ESM (shifter position)
Information received directly:
•	 Speed sensors
•	 Selector range sensor
•	 Transmission fluid temperature

The input drum has two plastic 
strips with magnets attached to it. 
These magnets enable the turbine and 
center speed sensors to create signals. 
The park pawl gear is used for the 
output speed sensor. 

Solenoid Identification 
All of the solenoids are actuated 

by the transmission control module 
using variable current. Each solenoid 
valve has a mesh filter beneath it to 
prevent contamination. These valves 
produce increasing pressure with 
increasing current, or no pressure with 
no current (normally closed) (Figure 4):
•	 K-1 clutch solenoid: a normally-

closed solenoid; high current 
equals high pressure and no 
current no pressure.

•	 B-2 B/R solenoid: a normally-
closed solenoid; high current 
equals high pressure and no 
current no pressure.

•	 B-3 solenoid: a normally-closed 
solenoid; high current equals 
high pressure and no current no 
pressure.

•	 Lockup: a normally-closed 

solenoid; high current equals 
high pressure and no current no 
pressure.

These next valves are normally 
open; they produce maximum pressure 
with no current or no pressure with 
maximum current (Figure 5):
•	 Working pressure solenoid: a 

normally-open solenoid; when 
there’s no current you’ll have 
maximum line pressure and high 
current will have low pressure.

•	 K-2 clutch solenoid: a normally-
open solenoid; when there’s no 

current you’ll have maximum line 
pressure and high current will 
have low pressure.

•	 K-3 clutch solenoid: a normally-
open solenoid; when there’s no 
current you’ll have maximum line 
pressure and high current will 
have low pressure.

•	 B-1 solenoid: a normally open-
solenoid; when there’s no current 
you’ll have maximum line 
pressure and high current will 
have low pressure.

The Working Pressure, K-2, K-3, 

The Strategy of the 722.9 (NAG2)

Figure 4

Figure 5
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and B-1 solenoids are responsible for 
limp home mode (failsafe) when all 
solenoid valves are de-energized.

Emergency Function and 
Limp Mode

In the event of transmission failure, 
the TCM goes into a failsafe mode. 
Failsafe for this transmission is 6th gear 
in all forward ranges, plus reverse. 

The 722.9 has many different fail-
safe modes: If a solenoid fails, the 
clutch that solenoid controls won’t 
function. For example, if the B-3 sole-
noid fails, the transmission won’t go 
into 1st, 7th, or reverse in S mode.

If a clutch fails while driving, the 
transmission remains in the previous 
gear. 

If the TCM fails internally during a 
driving, all solenoids are switched off. 
The normally-open solenoids valves 
allow full working pressure to their 
respective members, defaulting to 6th 
gear.

If a solenoid, TCM, or clutch fails 
and the vehicle is brought to a stop and 
shifted into park, oil pressure from the 
K-2 solenoid is redirected to the B-2 
and B/R circuit. Once this happens, 

the emergency operation valves only 
allow Drive 2 gear in forward gears 
and reverse.

Some late model 722.9 transmis-
sions use shift-by-wire controls, called 
Direct Select: There’s no mechanical 
connection through a shifter cable or 
linkage. An intelligent servo module 
(ISM) will be attached to the case 
above the left rear pan rail. 

There’s an emergency park func-
tion to release the transmission from 
park. This function uses a spare battery 
under the passenger floor panel to ener-
gize the module.

Control Module Software
Control module software can 

be loaded using the SDS/DAS (Star 
Diagnostic Systems/Digital Aid 
System) (Figure 6)  and the appropriate 
update CD ROM. This process doesn’t 
erase the factory algorithms that were 
written to the control module during 
manufacture.

Flashing the control module must 
be performed:
•	 after replacing the transmission
•	 after replacing the electrohydraulic 

valve body 

•	 to update the control module 
software to resolve a problem

If the transmission control module 
is new or the transmission replaced, 
part of the installation process requires 
releasing transport protection and per-
sonalizing (marrying) the module. 
Once the transmission control module 
is married to the vehicle, it won’t work 
correctly in another vehicle (only limp-
home mode).

But European and American leg-
islation requires that emission-relevant 
control modules be codeable with a 
Software Calibration Number (SCN) to 
prevent manipulating the software. As 
of 2004, transmission control modules 
must incorporate SCN coding. Which 
means that, as soon as someone creates 
reprogramming software, we can get 
after it!

Even though this unit has some 
unique attributes, it’s not all that bad. 
The more you gain ground on it, the 
easier it will become. The trick is to 
learn a little theory before jumping into 
a rebuild.

Figure 6

The Strategy of the 722.9 (NAG2)
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We’ve all become accus-
tomed to the idea that radi-
ators can fail and cause 

water or coolant to contaminate the 
transmission. The fluid will have a 
milky look, like a strawberry or choco-
late milkshake, depending upon how 
badly burnt the transmission was when 
the water entered (figure 1). And there 
are other signs of damage from coolant, 
such as rusting parts, swollen rubber 
seals, or gasket material and clutches 
flaking, to name a few. 

Some vehicles, like the Mercedes 
Benz equipped with the 722.6 trans-
mission or the 2004-and-later Nissan 
vehicles with the RE5R05A transmis-
sion, are slightly different. When these 
transmissions are contaminated with 
antifreeze — known as glycol ethylene 
— it may not be obvious. This is true 
on other vehicles that use some type of 
coolant similar to glycol ethylene, such 
as Volkswagen and Audi. The problem 
is the fluid may not get that milky look 
we’re used to.

These vehicles require a testing kit 
to determine if there’s any transmission 
fluid contamination (figures 2 and 3). 
Test kits are available through local 

suppliers and all over the internet: This 
is where Google comes in handy. With 
today’s internet, you can find almost 
anything just by searching. 

Many of these test kits are approved 
by OE manufacturers. Not all test kits 
are the same: Some only test for water 
while others will test for glycol ethyl-
ene or other contaminates (figures 4 
and 5).

It’s better to use a kit that tests for 
specific contaminates rather than a kit 
that claims it’ll test for everything. One 
that tests for glycol ethylene may not 

give accurate results for water or other 
antifreeze chemicals. 

As with any product, you get what 
you pay for. What may seem strange 
but not uncommon is the fluid in the 
transmission may be contaminated with 
coolant but transmission fluid isn’t pres-
ent in the radiator. That’s because of the 
difference in pressure: There’s a lot of 
pressure in the cooling system, but very 
little in the transmission cooler, so cool-
ant will push into the transmission, but 
not the other way around.

It’s very important to use a test kit 

Just When I 
Thought I’d Seen 
Everything… 
Coolant contamination has become a lot harder to 

identify on many of today’s transmissions; you may 

have to do more than just look at the fluid to find it.

by Mike Souza
members.atra.com

www.atra.com

Figure 1
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www.sonnax.com or call toll free (800) 843-2600.

Available in four unique product grades:

PART IDENTIFICATION
Example: B45230HTE (B)(45)(230)(HTE)

B BorgWarner

45 0.045” thick
(also 50/0.050” and 66/0.066”)

230 Diameter family (See Distributor List)

HTE High Thermal Engaging
(also HTS, HTL, and XTL)

.
.

.
.
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that’s specifically used for testing con-
taminates in transmission fluid. There 
are other methods to check for water 
or antifreeze or coolant without using a 
kit. One method is to heat the fluid with 
a hotplate to about 350ºF.

Usually, if the fluid develops air 
bubbles and boils, it means the fluid 
is contaminated with water or coolant. 
Normal, uncontaminated fluid gener-
ally heats up like cooking oil: it gets 
hot, smolders, but doesn’t boil.

But this method may not be accu-
rate enough to reveal contamination 
of glycol ethylene used in some later 
model vehicles. There are some late 
Volkswagens that use different type of 
glycol ethylene, which is difficult for 
some kits to detect. 

Whenever you discover any con-
tamination of water, antifreeze, or any 
type of coolant in the fluid, you’ll 
need to change all rubber, paper, and 
clutch materials in the transmission. In 
today’s later model transmissions, with 
the transmission control module (TCM) 
built in, you’ll need to replace that, too.

Maybe you think the coolant hasn’t 
been in the unit long enough to damage 
the transmission computer. If the trans-
mission works okay after a rebuild, you 
may decide to take a shot and deliver 
the vehicle. Maybe it won’t come back 
with any electrical complaints. But if 
it comes back with solenoid codes and 
changing the solenoids doesn’t fix it, 
not only will you be paying for the sole-
noids, you’ll also be buying the com-
puter out of your pocket. In general, it’s 
not worth the risk

These are the more common vehi-
cles in today’s market that are likely to 
show up with coolant in the transmis-
sion:
•	 Nissan (mid-2004 and up) 

Pathfinder, Frontier, Armada and 
Xterra: water or coolant in the 
transmission. 

•	 Dodge Neon: radiator ruptures 
and contaminates both transmis-
sion and cooling system.

•	 Hummer: radiator ruptures and 
contaminates both transmission 
and cooling system.

•	 Chevrolet Trailblazer: water or 
coolant in the transmission.

•	 Toyota trucks: water or coolant in 
the transmission.

•	 Mercedes: water or coolant in the 

transmission.
•	 Volvos: water or coolant in the 

transmission.
•	 Volkswagen: water or coolant in 

the transmission.
Keep in mind that some OE radia-

tors’ internal transmission coolers are 
four times larger than those in some 
aftermarket radiators. So make sure the 
cooler is adequate for the transmission 
if you’re replacing the radiator.

Just When I Thought I’d Seen Everything…

Figure 2 Figure 3

Figure 4

Figure 5
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Today’s vehicles are very 
sophisticated and incorporate 
numerous computer systems 

to control vehicle operation. These 
computer systems provide diagnostic 
trouble codes (DTCs) to identify pos-
sible problems in the system. Some 
diagnostic trouble codes are very spe-
cific and have very specific diagnostic 
routines — such as solenoid circuit 
codes — while other diagnostic trouble 
codes can be vague and can only be 
diagnosed by their symptoms — such 
as fault after shift, mechanical fault, or 
transmission over temperature.

In this issue of Keep Those Trannys 
Rolling, we’re going to take a brief 
look at diagnostic trouble code P0218 
(transmission over temperature) and the 
possible causes for this code being set.

Diagnostic Trouble Code 
P0218

Diagnostic trouble code P0218 
indicates the PCM or TCM detects a 
high transmission fluid temperature. 
Depending on the manufacture it’s usu-
ally about 240º–260ºF (116º–126ºC). 
The time it takes to set will also vary 
based on manufacturer. 

When diagnostic trouble code 
P0218 sets, the PCM or TCM:
•	 Doesn’t light the malfunction 

indicator lamp (MIL).

•	 Freezes shift adapts.
•	 Records conditions when code 

sets.
•	 Stores the code in history.
Code P0218 can be caused by sev-

eral conditions, such as:
•	 Faulty transmission fluid tem-

perature sensor, wiring, connec-
tions, or a faulty PCM/TCM.

•	 Heat transfer from external sourc-
es (exhaust too close to trans-
mission or cooler lines, engine 
overheating).

•	 Lack of cooler flow.
•	 Inadequate heat dissipation 

through cooling system
•	 Transmission components slipping

Keep Those Trannys rolling

by Pete Huscher
members.atra.com

www.atra.com

Figure 1: Laser temperature gun

Figure 2: Inspect exhaust system routing

heating Up with 
    Diagnostic Trouble 
        Code p0218
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Pre-Diagnostic System 
Check

Before beginning any diag-
nostic routines, always perform a 
Pre-Diagnostic System Check and 
Diagnostic System Check. The Pre-
Diagnostic System Check includes 
verifying the:
•	 Battery is fully charged.
•	 Battery connections are clean and 

tight.
•	 Fuses are intact.
•	 Wiring harnesses and connections 

are secure.
•	 No aftermarket devices are 

installed on the vehicle that may 
affect computer system operation. 

Diagnostic System Check
The Diagnostic System Check 

includes:
•	 Verifying the customer’s com-

plaint.
•	 Performing a recall and bulletin 

search for related problems.
•	 Determining whether the condi-

tion is mechanical or electrical.
•	 Checking for codes in all on-

board control modules.
•	 Identifying and documenting codes.
•	 Determining an appropriate 

course of action.
Once you’ve completed the 

Diagnostic System Check, you’re ready 
to begin the diagnostic routine.

Diagnosing Diagnostic 
Trouble Code P0218 

Diagnosing diagnostic trouble 
code P0218 is usually pretty straight-
forward. The first steps to diagnosing 
DTC P0218 are to:
•	 Road test the vehicle and verify 

DTC P0218 sets.
•	 Check transmission fluid temper-

ature (TFT) sensor operation.
•	 Verify TFT sensor accuracy with a 

laser or infrared temperature gun.
If you can verify transmission fluid 

temperature sensor accuracy with a 
temperature gun (figure 1), you know 
the transmission fluid temperature sen-
sor circuit is working properly. If you 
can’t, then the first step would be to 
repair the transmission fluid tempera-
ture sensor circuit and recheck trans-
mission operation.

After verifying that the transmis-
sion fluid temperature sensor circuit is 
working properly, it’s time to diagnose 
the transmission over temperature con-
dition.

Heat Transfer from 
External Sources

Heat transfer from external sources 
to the transmission fluid can be caused 
by a couple of conditions. One possible 
cause for heat transfer on rear wheel 
drive vehicles is if the exhaust system 
is too close to the transmission case or 
cooler lines (aftermarket turbo systems; 
figure 2), allowing heat to transfer from 
the exhaust system to the transmission 
case or cooler lines.

Another possible cause for heat 
transfer to the transmission is if the 
engine is overheating. If the engine 
cooling system overheats, it’ll trans-
fer excess heat to the transmission 
fluid through the combination radiator/
cooler.

Lack of Cooler Flow
Transmissions equipped with 

thermal bypass valves are becoming 

a major consideration. Lack of cooler 
flow is often caused by TCC control 
problems, thermal valve problems, or a 
restricted cooler. Cooler flow should be 
at least one quart in 20 seconds.

Lack of Heat Dissipation 
through Cooling System

Lack of heat dissipation through 
the cooling system is usually caused by 
a restricted cooler or lack of air flow 
through the cooler. Comparing the tem-
perature of the transmission fluid going 
into the cooler to the fluid coming out 
of the cooler is usually the easiest way 
to determine if you have a restricted 
cooler.

A drop of 20º–30ºF is usually 
what’s recommended (figures 3 and 4). 
Restricted air flow through the cooler 
can also cause an over-temp condition.

Transmission 
Components Slipping

A slipping transmission component 
may cause the transmission to over-
heat and cause an over-temp condition. 
Transmission slip may be caused by a 
slipping torque converter clutch, a slip-
ping clutch, or a torque multiplication 
problem inside the torque converter 
itself. Verify proper transmission opera-
tion before attempting to diagnose code 
P0218.

Well, there you have it. We’ve 
taken a brief look at the possible causes 
for code P0218 (transmission fluid over 
temp). With a better understanding of 
code P0218, you should have no prob-
lem keeping those trannys rolling.

Figure 3: Cooler temperature in Figure 4: Cooler temperature out

Heating Up with Diagnostic Trouble Code P0218

14pete.indd   18 5/8/12   4:33 AM



superior 512.indd   2 5/8/12   4:44 AM



20   GEARS   May/June  2012

T he move toward hybrid pow-
ertrains is only in the begin-
ning stages of development. 

As fuel prices and emission standards 
continue to rise, the demand for hybrid 
powertrains will likely rise also.

As hybrid production numbers 
increase, the need to service those units 
will become a reality in our industry. 
Those that board this train early will 
likely be in a position to capitalize 
on this specialized service area as it 
becomes available. 

To service a hybrid application, 
you’ll need more than just a basic 
understanding regarding the transmis-
sion. This is not only true for the 
rebuilder, but also for the R&R person 
in your shop. With that in mind, the 
R&R person should pay close attention 
to what we’re going to discuss. 

While the primary component for 
the hybrid powertrain is the transmis-
sion, many other systems and subsys-
tems also comprise the hybrid power-
train. A focus on safety is a must when 
working on and around these applica-
tions. With that said, let’s take a look 
at some of the basics for servicing the 
2-Mode transmission systems.

As we discussed in my previous 
article on the 2ML70, the 2-Mode sys-
tem uses two, 300-volt, 3-phase AC 
drive motors within the transmission. 
The cables connected to the transmis-
sion are orange; they supply high volt-
age and current to the 300-volt electric 
motors.

You may also see some blue cables 
on the vehicle. Those cables operate 
at intermediate voltage; generally in 
a range from 30-60 volts. Both the 

orange and the blue cables 
present special challenges 
when it comes to service. 
Precautions must be fol-
lowed to avoid being injured 
(or even killed) when work-
ing with these high voltage 
systems.

Tools and 
Equipment

Like any other transmis-
sion, you need specific tools 
to work on and around these 
systems. We’ll start with the 
voltmeter: This is one area 
not to cut costs. That $10.99 
digital meter you purchased 
at your local parts store 
should stay in your toolbox 
when working on these vehi-
cles. 

Electrical shock is a 
real concern, so make sure your meter 
meets the manufacturer’s specifica-
tions. The meter and leads must meet 
or exceed a category 3 rating (figure 
1). Your trusty testlight should be left 
in the toolbox when working on a high 
voltage system.

Safety glasses and special gloves 
are also required. The gloves are simi-
lar to those used by high voltage repair 
technicians in the commercial electri-
cal industry. The gloves are rated at 
a Class 0 standard and provide shock 
protection up to 1000 volts. The gloves 
are date coded; discard them if they’ve 
exceeded the stamped date code.

In addition, check the gloves for 
holes. The gloves’ job is to insulate 
your hands from high voltage. A pin-

hole in the glove will give the electric-
ity a path past the glove to your hand.

To protect yourself, check the 
gloves for leaks before every use. To 
check for leaks, inflate the glove with 
air, then squeeze the glove while check-
ing for any air leaks. If you find a leak, 
replace the gloves (figure 2).

Special tools are available to test 
the motors. These tools check the motor 
insulation and the motor itself. The 
tools are available from OEM manu-
facturers as well as several aftermarket 
sources. Many of the tools will also 
help you check the hybrid battery and 
some of the controllers.

A quality scan tool is a necessity 
when you’re servicing a 2-Mode appli-
cation. Several controllers are used with 

Repairing the Technology of Today and Tomorrow

by Steve Garrett
members.atra.com

www.atra.com

An R&R Guide 
to the 2-Mode 
Transmission

Figure 1
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these systems and you must be able to 
interface with the controllers in use. If 
your scan tool isn’t capable of interfac-
ing with the system, don’t attempt to 
repair them. The parts are expensive, so 
guessing is out of the question. 

Safety Precautions
Shock hazard labels appear at 

various locations around the vehi-
cle. Typically they’re located at or 
on the transmission, high voltage 
cables (orange or blue), hybrid bat-
tery, DMGCM (Drive Motor Generator 
Control Module), PIM (Power Inverter 
Module), APM (Accessory Power 
Module), and the A/C compressor. Pay 
attention to the labels; they’re there to 
make you aware of the components and 
systems that present a shock hazard.

Always follow these basic safety 
precautions:
•	 Never place both hands across 

vehicle components. 
•	 Remove all jewelry, belt buckles, 

watches, and other metal items.
•	 Wear rubber-soled boots.
•	 Once you’ve disconnected high 

voltage leads, insulate the ends 
using the GM special tools or 
UL-listed isolation tape rated at 
600 volts or more.

•	 Always torque the terminal ends 
to specifications; never use an 
impact gun.

•	 Never use AC-powered test 
equipment to probe the high volt-
age system.

•	 Isolate the work area to keep it 
separate from your normal work 
area. Only the technician working 
on the vehicle should be in the 
vehicle work area. 

•	 Always power down the hybrid 
system before performing repairs.

Servicing the 2-Mode applications 
requires specialized training and proce-
dures. Even things as commonplace as 
removing and installing the transmis-
sion require you to follow a specific 
sequence to protect your wellbeing. 
Any time you’re working on the high 
voltage system, always “safe” the sys-
tem by performing the procedures that 
assure the system is no longer powered 
up. 

Before servicing any of the high 
voltage systems, including the trans-
mission, here’s how to disable the sys-

tem:
•	 Remove the ignition key from the 

vehicle.
•	 Disconnect the vehicle’s 12-volt 

battery.
•	 Remove the cover from the pas-

senger side of the hybrid battery 
assembly.

•	 Remove the high voltage manual 
disconnect lever, and wait at least 
5 minutes for the capacitors to 
discharge (figure 3).

•	 Using an approved DVOM, check 
the DC voltage across the high 
voltage DC positive (3) and nega-
tive (4) cables (figure 4). The 
meter should read less than 3 

volts. If there is voltage present, 
wait an additional 5 minutes! If 
still present, refer to your service 
manual. Never proceed with volt-
age present.

•	 Check voltage between the high 
voltage manual disconnect ter-
minal 1 and the high voltage DC 
negative cable (3).

•	 Check voltage between the high 
voltage manual disconnect ter-
minal 1 and the high voltage DC 
negative cable (4).

•	 Check voltage between the high 
voltage manual disconnect ter-
minal 2 and the high voltage DC 
positive cable (3).

An R&R Guide to the 2-Mode Transmission

Figure 2

Figure 3
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•	 Check voltage between the high 
voltage manual disconnect ter-
minal 2 and the high voltage DC 
positive cable (4).

All readings these terminal combi-
nations in figure four must be less than 
3 volts. If voltage is present, refer to 
your service manual. Don’t proceed! If 
voltage is still present, suspect a high 
voltage relay contactor fault.

The system may be disabled using 
an alternate procedure when working 
on the transmission, cables, and some 
of the modules. The alternate method 
takes about the same amount of time to 
perform, but it doesn’t disable the com-
plete system. ATRA recommends that 
you disable the complete system during 
any service procedure, and that you 
always refer to the appropriate service 
manual for the proper procedure.

Once you’ve disabled the system, 
you can remove the transmission safely:
•	 On the driver’s side of the 

2ML70, find the cover where the 
six orange cables enter the trans-
mission.

•	 Inside the junction box, look for 
where the cables attach to the 
transmission.

•	 Remove the cables from the trans-
mission.

After you disconnect the regular 
transmission wiring harness, you’re 
ready to remove the appropriate bolts 
and other components to remove the 
transmission. From here the process is 
fairly basic, although you will need to 
cap and secure the orange cables out of 
the way so they won’t be damaged.

GM offers a set of special tools to 
cap the ends of the cables. If the tools 
aren’t available, cover the ends with a 
sufficient amount of UL isolation tape. 
If a cable is damaged you’ll need to 
replace it, so it’s important to be careful 
with the cables during R&R.

Installing the transmission and 
its wiring is basically reverse of the 
removal procedure — with one excep-
tion: You’ll need to connect the orange 
cables to the junction block on the side 
of the transmission. Torque the nuts 
to specification; never use an impact 
wrench to tighten the hybrid compo-
nents or cables. 

Once the transmission is back in 
the vehicle, you’ll need to repower the 
system. Similar to the process used to 

depower the system, follow the repow-
er process: 
•	 Confirm the 12-volt battery is still 

disconnected.
•	 Check the torque on all the high 

voltage fasteners.
•	 Verify the high voltage system 

integrity and connector installa-
tion.

•	 Verify all high voltage interlock 
circuit connectors and covers are 
installed.

•	 Pick up and remove all tools and 
loose components you previously 
removed.

•	 Install the high voltage manual 
disconnect lever and cover.

•	 Reconnect the 12-volt battery.
•	 Key on, engine off; connect a 

scan tool and clear all DTCs.
•	 Key off and wait for 2 minutes.
•	 Key on, engine off; check for 

DTCs.
•	 Diagnose and repair any DTCs 

that may have set.
•	 With a scan tool, verify the pow-

ertrain control module 300-volt 
circuit voltage parameter indi-
cates the high voltage system has 
been enabled.

•	 Start the engine and let it idle for 
2 minutes.

•	 Key off; wait at least 5 minutes.

•	 Key on, engine off; confirm that 
the following DTCs have run 
and passed since the codes were 
cleared:
Ø	Contactor DTCs
Ø	Discharge and Pre-Charge 

DTCs
Ø	Motor Position Sensor Learn 

DTCs
Ø	High Voltage Loss of Isolation 

DTCs
•	 If any of the DTCs set, address 

them now.
•	 If any of the codes haven’t run, 

operate the vehicle as described in 
Conditions for Running the DTC 
in your shop manual.

•	 If all of the DTCs have run and 
passed, test-drive the vehicle and 
verify that no DTCs set.

As you can see, R&R of this unit 
requires a little more effort than the old 
Turbo-350 R&R did. As the folks that 
are doing diagnosis and rebuilding in 
your shop have discovered, technology 
isn’t standing still, and that technology 
is now starting to affect the procedures 
used by the R&R person as well.

So until next time, remember: The 
ideas in your head will rule your world. 
What kind of ideas are in your head?

An R&R Guide to the 2-Mode Transmission

Figure 4

20techGarret.indd   24 5/8/12   4:37 AM



certified512.indd   2 5/8/12   4:55 AM



26   GEARS   May/June  2012

By now you’ve heard all about 
the benefits of presenting your 
shop as the “dealer alterna-

tive.” The dealers have the customers 
who have the money to fix their cars. 
So it just makes sense to try to attract 
those customers to your shop.

And we’ve discussed why sim-
ply advertising yourself as the dealer 
alternative probably won’t provide 
the response you were hoping for, 
mainly because the dealer’s customers 
aren’t really looking for an alternative: 
They’re happy right where they are.

To lure those customers away from 
the dealer, you have to do more than 
just advertise it: You have to become 
their friend in the business. You have 
to get out there and let them know that 

they can trust you, and that they’ll feel 
comfortable coming to your shop.

So you’ve gone out and done it: 
You’ve become a recognized member 
of your community, and shown those 
potential customers that they can trust 
you with their cars. They’re starting to 
call you instead of the dealer. 

Which leaves just one question: 
Are you going to bring them in or scare 
them away?

When they call your shop, are they 
going to feel comfortable speaking to 
you, or is your phone technique going 
to annoy them? When they turn into 
your driveway, will they want to pull on 
in, or turn around and drive away? And 
what about your restrooms?

The fact is, those customers are 
used to the best: the best treatment, the 
best environment, and the best care. 
Sure, they pay for it, but they’re okay 
with that. They’re paying for the best 
and they expect to get it. 

Think that’s an overstatement? 
Remember my Uncle Richard? I intro-
duced him in my first article in this 
series. I was speaking with him about 
this, and mentioned something about 
expecting to have coffee waiting for 
them at the dealer. “And donuts,” he 
added. “They have coffee and donuts 
waiting where I take my car.”

Coffee and donuts. No, it doesn’t 
fix his car. And sure, he’s probably pay-
ing for those donuts many times over. 
But he gets coffee and donuts. And he’s 

Coffee and Donuts: 
Will Your Shop 
Pass the 
Dealer Test?

by Steve Bodofsky
members.atra.com

www.atra.com
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happy about that. That’s what you’re 
competing against. That’s who you 
have to be for your customers.

It Starts with the Phone
Virtually every job that comes into 

your shop begins with a phone call. 
How you answer that phone is the first 
impression customers get from your 
shop.

So the first thing you should con-
sider is how you come through to those 
potential customers on the phone. Does 
your phone procedure present you as 
a professional shop they can trust, or 
does it sound more like a crack house 
during a bust?

“YEAH-lo.”
“Service.”
“’lo; can-nye help ya?”

Yep; I’ve called shops who’ve 
answered the phone in each of those 
ways. At least, I think that’s what they 
said. It wasn’t very clear. Maybe they 
were having lunch, or maybe I inter-
rupted something that was far more 
important than anything I was likely to 
say. It doesn’t matter what the reason 
was: It wasn’t a great start for mak-
ing a good impression with a potential 
customer.

Not sure how well your team han-
dles their phone procedure? A couple 
years ago, Dennis Madden suggested 
having your mother stop in to examine 
your waiting room. Not a bad idea: 
Let’s take it a step further. Ask her and 
her friends to give your shop a call and 
see how they respond to the voice on 
the other end.

If the response isn’t what you were 
hoping for, start changing your shop 
phone procedure. Call your local dealer 
and listen to the way they answer the 
phone. Then develop a phone proce-
dure that makes Mom and her friends 
feel good about calling. It’s the only 
way you’re going to move on to the 
next step: making a great first impres-
sion.

First Impressions
They’ve called, and they’re com-

ing in for the first time. Will they drive 
in and park, or turn around and head for 
the hills? What does your shop’s curb 
appeal say about you?

Remember, you’re going up 
against some of the nicest, most profes-
sional looking shops in the world: the 

Coffee and Donuts

610-485-9110 • kenktsi@comcast.net • www.transmission-specialties.com

                      Transmission Specialties  
carries a complete line of street and high performance 
transmissions, torque converter kits and individual 
components! Contact us today!

"Where High Performance is Automatic"

            ✔ Rated for 300 to 800HP
       ✔ 327 to 522 cu.in Range
✔ Billet Cover
✔ Furnace Brazed Pump 

and Turbine
✔ Available in GM, Ford and 

Chrysler
✔ After Market Aluminum Stator 

with Spragless or Sprag Type

8” Opel Race Kit or 
8” Torque Converter

Mention This 
Ad & Take An 

Additional 
5% Off!
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dealers. Customers feel comfortable 
bringing their cars there in part because 
of that professional appearance.

For some shops that’s not a prob-
lem; they already have a professional 
appearance built in. For others — usu-
ally those who’ve been in business for 
a long time — that’s a huge problem. 
They’re in a tight location, in an old 
building, and there isn’t much they can 
do about it.

But remember, you can do a lot 
with a can of paint and a bucket of 
driveway sealer. Move those old parts 
around to the back of the building; 
out of sight and mind. And maybe an 
obscuring weave in your fence to dress 
up the view. Even a couple shrubs can 
give your shop a new look for just a 
few bucks.

That’s good for the outside, but 
don’t forget the service counter and 
waiting room. Once again, this is where 
the dealer really shines. But a simple 
coat of paint or paneling, some new 
wall hangings, a new rug, or maybe 
just a good cleaning can make a huge 
difference in how your customers per-
ceive you.

Don’t forget a TV and some new 
magazines to distract your customers 
while they wait. And choose magazines 
that your customers might want to read. 
Don’t get me wrong: I love GEARS 
Magazine; I think it has some of the 
most brilliant articles on earth. I just 
don’t think your customers will care for 
it. For them, try People, Entertainment, 
Time, Sports Illustrated… things they’d 
be more interested in.

Once you have your waiting room 
done… well, it’s never really done. 
Remember that you need to clean it on 
a regular basis. And by “regular,” we’re 
talking weekly, not semiannually. Bring 
Mom and her friends around once in 
awhile to provide a little “quality con-
trol” monitoring — if you see them 
wipe the seats before sitting, you know 
you’re overdue for a good cleanup.

You Have an Advantage, 
Too!

So far we’ve focused on the advan-
tages the dealership brings to the table 
and how you can compete with them. 
But they’re not the only ones with an 
advantage: You may offer some serious 
advantages over them.

Price, for one. Chances are, your 
prices are considerably lower than the 
dealership. Remember my uncle and 
the donuts? When he mentioned them, I 
responded: “Sure, they offer donuts, but 
the local transmission shop will repair 
your transmission for $800 less than the 
dealer. Think you could skip the donuts 
to save $800?” We both laughed, but he 
had to admit that was a strong selling 
point.

Don’t be afraid to mention that dif-
ference to your customer. Remember, 
he’s used to paying more, but that 
doesn’t mean he wants to. If he can get 
good quality, dependable service, and 
spend less money, he’ll be thrilled. And 
he’ll be happy to forego the donuts to 
save a few bucks.

Then there’s time. Unless they’re 
farming their transmission repairs 
to you, dealers will usually handle 
transmissions one of two ways: Either 
they’ll tear the unit down and then 
order parts, or they’ll order a factory 
reman from the warehouse. Either way, 
it’ll probably take a few days to a week 
before the car’s ready to be delivered.

If you can get it back to them the 
next day, that’s a huge advantage; same 
day, even more so. Remember, one of 
the biggest considerations for custom-
ers when it comes to auto repair is con-
venience. And nothing inconveniences 
them more than being without their cars 
for days on end. If you can reduce that 
inconvenience, you’ve got a leg up on 
the dealer.

So you’d like to redefine your shop 
as the dealer alternative. Makes sense: 
Those customers have the money and 
are willing to pay to fix their repairs. 
Just the customers you need to remain 
profitable.

But it’ll take a lot more than just 
changing your ads or creating a new 
slogan. You have to want them, and 
you have to be willing to go out and get 
them. Become their friend in the busi-
ness, and make them feel comfortable 
bringing their cars to you. And maybe 
some coffee and donuts…

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

TRANSMISSION
PARTS

Currently available for the following 
makes and models 
(more on the way, call for availability)

Accord 98-07 V6, 4 and 5 speed
Odyssey 99-08 3.5, 4 and 5 speed 
(excluding tag code PGRA) 
TL 99-08, 4 and 5 speed
CL 3.0 96-98, 4 speed 
CL 3.2 00-03, 5 speed
Pilot 03-06, 5 speed 

Try the new “Slausonator” Honda case – It WON’T be back!

All bearing holes fitted with thick sleeves, 
made from 6061-T6 Aluminum 

(stronger than original case aluminum)… and 
precision machined to match OE Honda 

bearing specifications

Screws 
hold sleeves 

firmly in place

EntEr, thE “SlauSOnatOr” hOnda CaSE…

Finally a permanent fix for Honda bearing wobble and gear noise!
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Over the past few years I’ve 
had the pleasure of present-
ing about 40 What’s Working 

seminars around the U.S. and Canada. 
The presentation directly follows the 
technical seminar and lasts about 90 
minutes or so.

Over the years the number of 
people attending the presentation has 
grown. The recent seminar in Houston 
was a great example: When the techni-
cal seminar ended about half the people 
stayed. 

The What’s Working message is 
beginning to resonate and shop owners 
are beginning to see the value in the 
information from the studies.

In the early days of the study a lot 
of the information consisted of “big 
picture” ideas. Over the years we’ve 
been able to synthesize those ideas into 
something more specific or even into 
actions. We’ve learned a lot about shop 
appearance, the importance of having a 
web presence, and that being a special-
ist matters to many consumers.

As more and more shop owners 
become interested in the information 
from the What’s Working study, an 
increasing number of people want to 
know what the most important factor is. 
That is, “What should I focus on first?”

One thing that continues to show 
up in our studies is how long customers 
are without their cars. It even trumps 
price. If you were going to choose just 
one thing to focus on that would make 
a dramatic improvement in customer 
satisfaction, it would be how long it 
takes you to fix their cars.

Let’s look back at one of 
the study results: We asked 
1000 consumers how long they 
thought it should take to rebuild 
their transmissions. The most 
common answer was two days 
(figure 1). At 39.7%, it’s close 
to twice the response of the sec-
ond most common answer; three 
days at 22.3%. We’ve asked this 
question on a couple of surveys 
with practically the same results.

Build It, 
Buy It… or 
Else!

by Dennis Madden
members.atra.com

www.atra.com

WHAT'S WORKING

One thing that 
continues to show 
up in our studies is 

how long customers 
are without  

their cars. It even 
trumps price.

Figure 1

Figure 2
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CALIFORNIA (714) 237-0911
FAX (714) 237-0917

Overhauling, Installing or Servicing an Allison Transmission? 
Call Dartco! We Sell Service!

Reduce Costly Transmission Overhaul
Genuine Parts (New, Used, Remanufactured)

Rebuilt Allison Exchange Units
Military Applications
Allison Cores (On Highway and Off Highway)

Surplus & Obsolete Allison Parts Inventory
Replacement Parts
Associated Accessories (Flex Plates, Coolers, Shifters, etc.)

Oil Coolers (Hayden and Rocore Distributor)

Competitive Pricing

INDIANA (812) 378-9599
FAX (812) 378-9939

TEXAS (866) 355-1786
FAX (972) 722-2140

NORTH CAROLINA (855)-450-3595
Fax 704-376-2613

When I mention this at seminars I 
generally hear a few chuckles or maybe 
a sigh or two in disbelief. Most shop 
owners seem to think it’s an unreason-
able expectation and consumers just 
don’t know how long it really takes to 
fix a transmission. Okay, that may be 
true. But it doesn’t change their beliefs 

or their expectations. And it certainly 
doesn’t change their dispositions after 
having been without their cars for four 
or five days (or even longer).

The fact is it can be done, because 
people are doing it. So what are some of 
the reasons it takes so long? One is that 
many shops no longer stock enough 

parts to be able to fix a transmission 
within that timeframe; they spend an 
extra day or two just to acquire the parts 
they need.

I remember visiting a shop in 
Colorado Springs; Transmission 
Clinic, owned by Don Callender. This 
was around 2008, and we were just  

Build It, Buy It… or Else!

Figure 3
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beginning to get a handle on what con-
sumers were looking for in a shop. As 
Don gave me the tour, we went by a 
shelf of stock units, something I don’t 
usually see during shop visits.

Then we went by his parts inven-
tory and I couldn’t believe how many 
parts he stocked. So I asked him, “Hey 
Don, you don’t see parts stocked like 
this very often. Why do you keep so 
many parts?” His answer, “So my cus-
tomers don’t have to wait.” Don was 
hip to this idea even without the results 
from the study.

Okay, so you want to set a goal 
for two-day repairs. One of the first 
things you’ll want to do is track how 
long it takes now. Some shop soft-
ware includes this feature, so ask your 
software support agent about it. If you 
don’t use shop software, you might 
want to consider it. Don’t forget, we’re 
going to continue focusing on those 
“dealer customers,” and shop software 
lends a level of professionalism to your 
image. Regardless of how you do it, 
start tracking the time it takes to handle 
repairs. 

Next, examine what you’re work-
ing on and which units are most popular 
in your shop. Figure 2 shows a chart 
we used in a presentation a few years 
ago. It’s the actual list from a shop and 
it shows the types of transmission they 
worked on in a single month. There’s 
also a graph of this information in 
figure 3.

This information is five years old 
so it doesn’t reflect what they prob-
ably work on now; even so, you can 
see that 50% of their work came from 
three transmission types. And 75% 
came from seven transmission types. 
This shop could easily stock everything 
needed to rebuild the transmissions of 
50% of their customers, and maybe 
even 75%. 

What about some of the less popu-
lar units; those that you don’t fully 
stock parts for? There are two choices: 
buy a unit or provide your customer 
with a loaner car. The debate over 
reman transmissions has been going 
on for years and there are two basic 
camps: the hard-core rebuilders and  
the people that regularly (if not  

exclusively) use remans.
As an ex-rebuilder, I can certainly 

understand the pride in rebuilding all 
of your units, and if that’s your choice, 
great… just don’t make your customers 
suffer for it. That is, take the rebuild 
and reman debate out of the question 
and think: two days. Build it, buy it, 
or provide your customers with trans-
portation so the two-day issue becomes 
irrelevant. 

I’ve visited with a number of shop 
owners who’ve adopted this approach 
with excellent results. They’re even 
surprised at how excited their custom-
ers are that the shop is providing them 
with transportation while their car get 
fixed. Not only does it eliminate the 
time consideration, but their customers 
are extremely happy. And doesn’t that 
make for a good day?

We’ve learned so much from the 
What’s Working study that answers to 
success are becoming almost automat-
ic. Consumers will tell us what they 
want; all we have to do is listen.   

 
 

    
    
   
   

24371-12
FPV PSD 1036320
FCSD-00018
Magazine Ad
Park PrePress

2012 Power Stroke Ad

E. Luckhardt
N/A
N/A

M. Sasinowski
N/A

6.75" x 4.625"

CMYK

300

100%
FCSD00018_2437112_MAG

N/A
N/A
J. Swartz
N/A

K. Pohl
N/A
N/A
J. Sparrow

C. Talbot
N/A
R. Cassel
N/A

N/A
G. Spens

3 1 03/14/12

Ever wonder what makes a Power Stroke® Diesel engine so dependable?
It’s the combined effort of high-quality components that are specially designed to work with each other to 
ensure long engine life and achieve impressive results.

Don’t mess with that. Demand OE parts.
Using OE-recommended parts for repair makes sense. They  t right the  rst time, help reduce vehicle 
downtime, and are the only parts that come recommended by Ford Motor Company. With a nationwide 
warranty* that is backed by more than 3,000 Ford and Lincoln Dealerships, go with what got you here.

*See dealer for limited-warranty details.

A MACHINE IS THE
SUM OF ITS PARTS.

Visit your local Ford Dealer or FordParts.com to purchase and see PowerStrokeDiesel.com for additional product information. 

GENUINE POWER. GENUINE PERFORMANCE. GENUINE PARTS.

FCSD00018_2437112_MAG_R03.indd   1 3/14/12   1:04 PM

30whatsworkin512.indd   33 5/8/12   5:24 AM



34   GEARS   May/June  2012

Recently, ATRA received notification 
about a member, Paul’s Transmissions in 
Baker City Oregon. Lynette Perry from 

the Baker City Herald says it best. She writes:   
Paul’s Transmission and Repair received the 

Business of the Year award at the Chamber awards 
Banquet. This award is presented annually to the 
business chosen by past winners from nominations 
that are submitted to the Chamber of Commerce 
for the award. Story in January 23, 2012 in Baker 
City Herald

Paul’s Transmission also received the 4th 
quarter of 2011 ESP award for having the most 
nominations of any individual from his customers 
during that time period turned in to the Exceptional 
Service Program award committee.

Paul has also won the ESP award on a month-
ly basis. The monthly winner is chosen from the 
most compelling story written from a customer 
about the service they received from an individual 
person at a business.

 

ATRA NEWS

ATRA Member Receives 
Award and High Praise

Lynette Perry
Baker City Herald 
Also a representative for the 

LaGrande Observer 
P.O. Box 807, Baker City, OR 97814

Award Winner, Paul Townsend with Lynette Perry
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 For the end of the year Most ESP 
nomination for the entire year for an 
individual and most nomination for 
business, he was edged out slightly 
for the ESP Individual and Business 
Awards by Shannon Davis at Sunridge 
Inn and Sunridge Inn Restaurant (pretty 
hard for an auto repair shop to compete 
with all those cute waitress for the 
MOST nomination in a year for a busi-
ness), but he came close.

ESP winners receive an award cer-
tificate and have their picture taken 
to be put in the monthly ESP Award 
announcement page published in the 
local newspaper, the Baker City Herald.

Rarely does a month go by that the 
ESP committee does not receive a full 
page typed letter from one of Paul’s 
customers raving about his above and 
beyond service and the amazing care he 
gives his customers. Letting tourist that 
have broke down on the freeway use his 
own car so they can go shopping and 
get something to eat; setting them up 
with a motel room if it is an overnight 
job. The list goes on and on of the extra 
miles this savvy business man walks. 

We are proud to call him a Baker 
City Ambassador, a true example of 
what an ESP winner should be.

Kudos to Paul and Debbie 
Townsend for setting a terrific exam-
ple for customer service. Lynette is 
right: we’ve went to the Baker City 
Herald and found many letters to the 
editor form thankful customers. Way 
to go Paul and Debbie. 

  

Congratulations 

Exceptional      Service      Program 
Award  Winner 4th Quarter 2011

Paul Townsend
Congratulations on the Exceptional Service 

you provide at

Paul's Transmission
Award presented by:

Exceptional Service Program – Baker County Chamber of Commerce - Baker City Herald
  Joan Sherman, ESP project president                Debi Bainter, Chamber Director              Lynette Perry, ESP project secretary

From left to right:  James Coles, Bryan Conklin, Debbie and Paul Townsendthe award certificate

5370 Wegman Drive 
Valley City, OH 44280 
Phone  800 274 5001 
Fax  330 273 3522
www.Schaeffler-Aftermarket.us 

Certified to  
ISO 9001:2008

Since 1977, INA has been the trusted 
partner and supplier to vehicle 
manufacturers worldwide, producing 
over 50 million tensioners annually.

From Acura to Volvo, INA belt 
tensioners cover the most extensive 
range of European vehicles and 
a wide range of U.S. domestic 
applications. Our expanding coverage 
of Asian applications reinforces our 
commitment to providing a growing 
line of high quality products to the 
import specialist market.

Insist on INA.  
Uncompromising quality  
from a name you can trust.

The best import tensioner 
program just got even better!
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The final years of the 20th century was a 
dark time for the transmission industry. 
The business was changing: Work dried 

up, and a lot of shops were unable to adapt. Many 
closed their doors forever.

It was certainly no time to open a new shop.
Apparently Tony and Maryann Croce didn’t 

know that, because in 1999 they opened Croce’s 
Transmission Specialists in Norwalk, CT. And, in 
general, they’ve been consistently busy… and con-
sistently successful.

How did they manage to be successful at a 
time when so many other shops were struggling to 
survive? 

“We love what we do. We enjoy seeing our 
customers around town, at the store or the bank. 
And we enjoy being involved in our community,” 
says Maryann.

“We believe we’re providing an important ser-
vice to our customers and our commu-
nity. It goes beyond just fixing some-
one’s car; it’s about helping people.”

Sounds familiar. And it’s obviously 
“what’s working” for Croce’s.

A Look Back
Tony got his start in auto repair by 

taking tech courses while he was still 
in high school. After high school he 
attended a year-long technical school 
in Denver. Then he returned home and 
spent the next 18 years working for a 
local transmission shop, perfecting his 
craft.

Maryann worked as a manager of 
a credit union; her background was in 
accounting and customer service — 
two important components for running 
a successful repair shop. They married 
in 1982.

In 1997 they began to consider 
opening their own shop. But before he 
took that leap, Tony wanted to expand 
his experience, so he went to work at a 
local Lee Myles. Within a couple years,  

SHOP PROFILE

Meet the staff of Croce's Transmissions: L-R: Rich Panton, Herb Jackson , 
Maryann and Tony Croce, Lou Petttinella

Croce's Transmission Specialists:
"We Love What We Do" by Steve Bodofsky

members.atra.com
www.atra.com

Maryann & Tony Croce
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G-CorAutomotive.com
1.877.888.5160

Hard parts…need one? 
Need 100? Can’t 
find what you’re 
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Just  
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TRANS HELP™ 1.888.776.9824
TCIAUTO.COM

The trusted leader in high performance drivetrain 
components since 1968, TCI® offers a full selection 
of high quality parts, many of which are our own 
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in high performance drivetrain 
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PERFORMANCE
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IT’S ALL WE DO.
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the shop’s owner, Jack Sheehan, decid-
ed to retire. So Tony and Maryann took 
the plunge and bought the shop from 
Jack.

“Jack was a good friend and a good 
advisor,” says Maryann. “And he had a 
lot of faith in Tony.” Jack died just two 
weeks after they bought the business.

Their first big decision was to 
drop the Lee Myles affiliation and go 
independent. They joined ATRA almost 
immediately to recover the services the 
franchise provided, and neither Tony 
nor Maryann have ever regretted the 
decision.

When they first opened, they 
weren’t sure there’d be enough trans-
mission work to keep them busy. “I 
went to the library and did a little 
research,” explains Maryann. “I looked 
up how many cars were registered in 
the Norwalk area, the average age of 
the cars, and so forth. I was confident 
the work was there; we just needed to 
give customers a reason to come to us.”

They opened as a general repair 
shop specializing in transmissions. But 
before long they discovered there was 
plenty of transmission work. Today 

Croce’s is primarily a transmission 
shop, although they will do other ser-
vice as a courtesy to their customers.

“People knew Tony from his work 
with the previous owner,” explains 
Maryann. “They liked him, they trusted 
him, and they wanted to continue doing 
business with him. People do business 
with people; that was a big eye-opener 
for us.”

Generally Croce’s builds its own 

transmissions. Occasionally they’ll buy 
a reman if parts aren’t available or if 
the customer is likely to require cover-
age outside the area, but that isn’t very 
common. And they don’t offer used 
transmissions.

Croce’s employs five people, 
including Tony and Maryann. Tony 
works as the shop manager and service 
writer; Maryann handles the office and 
business management, and helps with 

Croce’s Transmission Specialists
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customer contact.
Their technicians are Lou 

Pettinella, head tech and lead diag-
nostician; Herb Jackson, R&R; and 
Rich Panton, swing man.

A New Look
Croce’s operates in an older 

building, so a couple years ago 
they decided to upgrade their 
appearance.

“One day I drove into the 
parking lot, and looked at the 
place from a customer’s point 
of view,” explains Maryann. “I 
walked in and looked at every-
thing from a fresh perspec-
tive, to see what we could 
do to make the shop more 
inviting to our customers.”

The upgrades included 
redesigning the office and 

customer area to improve flow and 
reduce confusion. Parts are now deliv-
ered to a different area, and technicians 
no longer cross paths with the custom-
ers when they come to get their next 
job.

“For the waiting room, we 
installed a new floor, painted the walls, 
and got some new furniture,” explains 
Maryann. “It probably cost less than 
$1000 for everything, but it’s made a 
big difference in the impression we 
make on our customers.

“It was all minor stuff, like labeling 
entrances, adjusting how we arranged 
our waiting room, providing additional 
information for our customers. Nothing 
big, but our customers really like the 
improvements.”

They also rearranged their parts 
area to make better use of the space. 
This allowed them to dedicate an 
area for a small lunchroom for their 
employees, and for use as a meeting 
room when necessary.

ATRA from the Beginning
Tony and Maryann joined ATRA 

almost as soon as they opened, and are 
both enthusiastic about the services it 
provides. They try to attend Expo each 
year, and are looking forward to 2013 
when it’s coming to the East coast. 
They’re planning on bringing their 
entire shop.

“One of the best things about Expo 
is the people we meet there,” says 

Croce’s Transmission Specialists

Croce’s Transmission Specialists Shop

Left: Old Waiting Room, Right: New Waiting Room

A New Look
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Maryann. “They’re so willing to share 
what they’ve learned, what they’ve 
overcome, the ways they’ve learned to 
do things, and they really are happy to 
help each other. I don’t think there are 
a lot of trades — or associations — that 
do that so well.”

Croce’s is also pleased to be able 
to offer its customers the Golden Rule 
Warranty. “It’s great being able to let 
our customers know that, wherever 
they go, if they have a problem, we’ll 
be able to get them to someone who’ll 
help get them back on the road. And 
we’re thrilled to be able to do it for 
other ATRA Members.

Consumer Education
One of Croce’s biggest outreach 

programs involves customer education. 
“It’s amazing how many people still 
don’t know they’re supposed to service 
their transmissions,” says Maryann. 
“They know about changing their 
engine oil, but not the transmission. 
After we explain the need for service, 
they’ll often bring one of their other 
vehicles to have the transmission fluid 
changed.

“ATRA has a lot of terrific bro-
chures and posters that we were able to 
add to our waiting room. They give our 
customers the opportunity to examine 
them at their leisure. They answer a 
lot of the questions that our customers 
have about their cars: the importance of 
proper maintenance, whether to “repair 
or replace,” and more.”

Tony and Maryann also write a 
regular column in their local newspa-
per: You Auto Know. “We cover tips 
about service, repairs… all the things 
they should know about their cars. And 
that brings a lot of new customers in for 
service or repairs.”

Of course, education is a critical 
part of the repair process at Croce’s. 
“After a repair, we go over their repair 
order line by line. ‘This was your prob-
lem, here’s what we found, here’s your 
warranty…’ so they know exactly what 
they’re paying for.

“We even made up a little informa-
tion sheet for customers, explaining the 
service they received, showing them 
how to take care of their new transmis-
sion, and reminding them to come back 
for their two-week recheck. And we 
give them discount coupons for any 

Croce’s Transmission Specialists

Rich Panton, Swingman

Lou Pettinella, Shop Foreman/ Head Builder

Herb Jackson, R&R
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subsequent services after a rebuild.”
When it comes to Croce’s commit-

ment to consumer education, someone 
must be noticing: In 2010, they were 
honored by the Better Business Bureau 
for their commitment to consumer edu-
cation.

Communication is Key
What’s the key to their success? 

According to Maryann, it’s about keep-
ing customers in the loop. “You need to 
let them know what you’re doing and 
keep them up to date with the progress 
throughout the repair. If there’s going 
to be a delay, call them, so they can 
make arrangements to keep their lives 
on track.

“The wife of one of our techni-
cians had a baby, so of course he had 

to be away for a couple days. We called 
the customers and explained the situa-
tion… everyone understood. They were 
just happy to know the status of their 
cars, and that we kept them in the loop.

“Listen to your customers: Are 
they going away? Have something 
planned? Make a note of it so they 
don’t become a number. They’re indi-
viduals who have their own lives, and 
we need to help them get their lives 
back on track.”

Community Involvement
Tony and Maryann are very 

involved with their community. 
They’re members of the local Chamber 
of Commerce and work actively with 
the Better Business Bureau. They also 
offer free checkups during National Car 

Care month.
“It’s a great way for consumers to 

learn how to keep their cars in good 
condition, and to get the most out of 
their cars,” explains Maryann. “Too 
many people are postponing mainte-
nance; this gives us an opportunity 
to educate them on the importance of 
maintaining their cars, and to answer 
any questions they may have.”

Most importantly, they’re heav-
ily involved with the Make-a-Wish 
Foundation. “I started as a volunteer 
with the Make-a-Wish Foundation a 
couple years ago,” says Maryann. “I 
helped out in the office, getting ready 
for mailings or whatever they needed.

“I became very impressed with 
what they were doing, and now, every 
year, we pick a month and donate a por-
tion of our proceeds for the month to 
the Foundation. This year it’ll be May.

“I just finished taking the classes 
to become a Wish-Granter, so I get to 
work directly with the children’s wish-
es. I feel so strongly about what they’re 
doing; sometimes I think I get more out 
of it than the kids do.

“One thing I’d like people to know 
about Make-a-Wish is that it’s for chil-
dren with life-threatening illnesses; it’s 
not a last wish. Too often people have a 
family member who should be referred 
to Make-a-Wish, but they hold back 
because they don’t think the situation is 
dire enough.

“I’m glad that our business has 
been successful enough for us to take 
an active role and give something back 
to the community.”

Best of Times
As Tony and Maryann proved, you 

can build a successful business with the 
right attitude and commitment. It’s how 
they managed to turn the worst of times 
into the best of times for their shop. 
Here’s how Maryann explained it:

“If you’re professional… if you 
take pride in your work… if you work 
together as a team… not only are you 
doing something for your community, 
you’re helping to support the industry 
as a whole. I think it’s our responsibil-
ity to do that; to represent the industry 
in a good way.”

Croce’s Transmission Specialists

Hands-on ownership – Tony is the shop manager and service writer

Rich Panton
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All meetings & events 
will be held at

2012 ATRA POWERTRAIN EXPO

OCTOBER 25 - 29

Thursday, October 25
12:00pm - 6:00pm Attendee Registration

2:00pm - 6:00pm Management Seminars
2:00pm - 6:00pm Technical Seminars

Friday, October 26
8:00am - 3:00pm Attendee Registration

8:30am - 12:00pm Management Seminars
8:30am - 12:00pm Technical Seminars
12:00pm - 1:00pm ATRA Member Meeting

1:00pm - 5:00pm Management Seminars
1:00pm - 6:00pm Technical Seminars

Saturday, October 27
8:00am - 3:00pm Attendee Registration

8:00am - 10:30am Management Seminars
7:45am - 10:45am Technical Seminars
11:00am - 1:00pm ATRA Luncheon        sponsored by

1:00pm - 5:00pm Trade Show
5:00pm - 7:00pm Industry Reception    hosted by

Sunday, October 28
11:00am - 2:00pm Attendee Registration
9:00am - 12:30pm Management Seminars
9:00am - 12:30pm Technical Seminars
12:00pm - 5:00pm Trade Show

Monday, October 29
9:00am - 2:00pm Trade Show
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In this talk we will provide an overview of Automatic Transmission Fluids starting from crude extrac-
tion through to finished fluids and answer questions like:  What is base oil?  Where do the additives 
come from?  Is there a difference between mineral and synthetics?  In addition we will explore how 
the continuing evolution of transmission hardware changes the formulation and requirements for 
fluid.

ATF: What’s Beneath the Cap?
Scott Halley, Ed Konzman, The Lubrizol Corporation

2:00pm - 3:30pm

This popular seminar/discussion forum is back again this year to bring techniques and procedures 
used by top builder/owners in the industry to reduce comebacks in their shops. There will be a 
panel of 3 rebuilders/shop owners there to discuss procedures they use on the common units and 
the exotic units that the transmission industry encounters. This seminar will look at late model trans-
mission problem areas and methods used to solve these problems whether it is with a product or a 
procedure that the technicians created to solve his/her particular issue. 

What Are You Doing to Reduce Comebacks?
Bill Brayton, ATRA 4:00pm - 5:30pm

Lance will be introducing the latest improvements to the technical department and what features you 
have as a member of the association. The goal here is simple, “increase profits and reduce come-
backs”.  Lance and the technical department have been pounding the pavement to bring you the 
latest fixes and information guaranteed to “Get ‘em Out the Door”. 

5:30pm - 6:00pmLet’s Talk About Excitement, Drive and Devotion!
Lance Wiggins, ATRA

Thursday
October 25

Friday
October 26

We’ll start this year’s Expo off with a bang! As shop owners and ATRA staff present a wide range of 
topics ranging from social media to the nuts & bolts of discovering your customer’s buying habits – 
All topics will have one common trait – they are all based on What’s Working in our industry today. 
Hear from shop owners and managers who are using techniques and procedures that are proven 
winners that constantly add to their bottom lines! 
Rodger Bland, managing editor of GEARS magazine will host these fast paced, engaging sessions 
that promises to provide you real world solutions that you can begin using as soon as you get back 
in the shop! 
Rodger will reveal a program designed to increase your overall sales by 10% in one year. And 
you don’t have to spend a fortune doing it – in fact, it will cost less than 1% of your current gross 
sales number – Interested?  We thought so! See you Thursday at this year’s What’s Working kick off 
seminar. 

Atra Powertrain Expo Sponsored by GEARS MagazineOctober 25 - 29, 2012

What’s Working Kick-Off Seminar
Hosted by Rodger Bland, ATRA

2:00pm - 6:00pm

BONUS!
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Update on all the latest automatic transmission changes from Chrysler, Dodge, Jeep and Ram 
including the 2012 65/66RFE, 2012 8HP45 8 speed automatic, the Torqueflite 8 in the 2013 Ram 
trucks with rotary e-shift dial and the 2013 Dodge Dart 6 Speed Automatic and 6 speed Dual Dry 
Clutch Transmissions.

2012-2013 Chrysler Automatic Transmission Update
Alan W. McAvoy, Chrysler Group LLC8:30am - 10:00am

Dan’s double-session presentation shows technicians the vital details they need to know to use a 
scope correctly and profitably. This practical info on setting up and hooking up a ‘scope takes the 
fear out of using this important diagnostic instrument.

8:30am -10:00am
10:30am - 12:00pm

Essential Oscilloscope Know-How Part 1 & 2
Dan Marinucci, Communique

We’ve all been there. The transmission is apart on the bench and there’s nothing obvious or 
apparent that’s wrong. This all could have been avoided if a little diagnosis was performed 
before the remove-disassemble-inspect. In this seminar, we’ll discuss what works and what doesn’t 
concerning diagnostics.  
• Learn when it’s worth doing pressure tests
• Don’t have a code? Learn logical methods of approaching diagnostics
• Learn to harness the power of your scan tool

10:30am - 12:00pm
Top Ten Ways to Botch a Diagnosis

Sean Boyle, Southern Illinois University

Thursday
October 25

Friday
October 26

1:00pm - 2:30pm
Tips and Tricks from the Builders Bench 

John Parmenter, Precision International

Covering current repair cause diagnosis and repair jobs in the shop today will cover scan tool and 
diagnostic aids and their relationship to trouble codes.

Atra Powertrain Expo Sponsored by GEARS Magazine atrapowertrainexpo.com
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Late model Ford transmissions including the newer six speeds.  Learn the principles of operation, 
systematic diagnostic routines, repair tips, and the importance of using flash reprogramming strat-
egy revisions in the repair process. There will also be discussion on the latest OEM scan tool as well 
as some of the newer after market tools designed to make your job easier and more profitable. The 
presentation is geared towards helping you to work smarter, not harder! Don’t miss this opportunity 
to make your job easier and more profitable!

CAN BUS vs K-Line BUS. Identifying and testing of Ford 6R series and ZF6HP series Mechatronics. 
Come and see how it really works.

Mechatronic Communications
Dr William (Bill) Henney Ph.D, F.I.M.I.

2:45pm - 4:15pm

Fixing It Right The First Time — Ford Powertrain Systems
Stevie LaVallee, TEST Research 4:30pm - 6:00pm

This presentation will present complete coverage on important safety topics to be of great benefit 
from the owner all the way to the technician on the floor on 10 important safety topics from hazard-
ous fluid usage and disposal to assigning safety representative responsibilities that would ensure 
safe and effective work environment for all employees.   
• Fluids   • Fire Extinguishers
• Flammables  • Exit Strategies 
• Eye Washes  • First Aid
• OSHA  • Rack Inspections
• EPA   • Safety Officer (Representative) Responsibilities

4:30pm - 6:00pm
Keeping Your Shop Safe Makes You Money 
Carl Mustari, Chattahoochee Technical College

Friday
October 26

Friday
October 26

Word on the Street Jatco JF613E 6 speed
Mike Souza, ATRA

2:45pm - 4:15pm

Mike will be introducing the Jatco six speed front wheel drive transaxle.  Mike will cover solenoid 
identification and function as well as internal component application. Understanding the hydraulics 
involved in the reverse inhibit feature with the use of the lockup control circuit and much more.

Atra Powertrain Expo Sponsored by GEARS MagazineOctober 25 - 29, 2012
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Danny Sanchez is a 25-year veteran with dealership experience and knows how to attract dealer 
customers. Penny saver & other conventional advertising won’t cut if you’re trying to attract this 
group. Learn how to create a message that’ll cause this group to pick up the phone and call. 

Attracting the Dealer Customer
Danny Sanchez, Autoshop Solutions10:30am - 12:00pm

Okay, your marketing is working and those dealer customers are beginning to call and stop by with 
their car. They’re a different group with different expectations. You’ll need the right people with the 
right skill to turn these leads into customers. Let Bob show you how!

1:00pm - 2:30pm First Impressions
Bob Spitz, Management Success

You’re attracting these dealer customers and have the right staff to get ‘em in the door. So far so 
good. Now you have to provide the right service. Not just good service but great service. Maylan 
talks about the shop procedures you’ll need to keep these customers coming back for more. 

It’s Not Just Service
Maylan Newton, ESi

Friday
October 26

Friday
October 26

ATRA’s 2011 consumer study showed that an equal number of people prefer the dealer for 
transmission repair as do those who prefer an independently-owned transmission shop. The 2012 
study reveals why these consumers prefer the dealer and offers insight into what these individuals 
look for and expect from an auto repair shop. Dealer customers are better able to pay for your 
services and are willing to spend more for quality work. Make them your customer.  

The Dealer Alternative
Dennis Madden, ATRA8:30am - 10:00am

2:45pm - 4:30pm

Atra Powertrain Expo Sponsored by GEARS Magazine atrapowertrainexpo.com
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The 6T40 family of transaxles represent the most widely used transmission in the world today. The 
6T40/45 applications have undergone massive changes for the 2012 model year.  In this session, 
we will explore which models were updated, what the updates are, as well as the interchange 
issues with those changes. In addition we will explore the current product issues for the 6T40/45 
applications.

Separating Hydraulics from Electronics - an easy to understand rule to make your job easier. Fol-
low Bob as he breaks down the simple-to-understand relationship between the hydraulics and the 
electronics. Then dig a little deeper to identify the hydraulic and/or electronic components that are 
causing the failures. Or the current failures on transmissions that are commonly misdiagnosed due to 
the lack of understanding the circuit. After this class you should be able to take it back to the shop 
with the confidence that you can fix anything. 

6T40-6T45 Updates and Product Issues
Steve Garrett, ATRA

7:45am - 9:15am

The Road Less Traveled
Bob Warnke, Sonnax Industries 9:15am - 10:45am

Saturday
October 27

Saturday
October 27

LarryWinget
GEARS Magazine presents New York Times bestselling author 

and speaker will present 
“The Truth Be Told”

Atra Powertrain Expo Sponsored by GEARS Magazine
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Art is an ex-Aamco owner and consultant to over 500 shops. He currently helps shop owners sell 
their business as they look forward to retiring. Too often though, what were once dreams turn to 
tragedies as the reality of poor business practices catches up with them. Find out how to make and 
keep a top-notch shop and the things you’ll need to do now so you can retire in comfort.   

Creating and maintaining the proper attitude is essential in today’s stressful business climate. Keep-
ing you and your staff in the right attitude is 99% of your potential success in business and life. 
There are fantastic business opportunities today for those with the spirit and drive to reach for them. 
Find out how with Maylan on Saturday morning.

9:00am - 10:30am Attitude Adjustment
Maylan Newton, ESi

Eye on the Prize
Art Eastman, Trans Shop Consultants8:00am - 9:00am

Saturday
October 27

Saturday
October 27

Winget
New York Times bestselling author 

and speaker will present 
“The Truth Be Told”

at the ATRA Luncheon   sponsored by

Saturday, October 27
11:00am - 1:00pm
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Many hybrid transaxle faults can be isolated quickly and accurately, without special tools. In this 
seminar, we’ll practice diagnosing such issues as well as more complex issues, using actual failures. 
Students will learn about scan data, shudder tests, mechanical issues, and motor testing, as well 
as some of the specialized tests unique to hybrid transaxles. We’ll present case studies of hybrid 
transaxle faults that have been correctly diagnosed and repaired by shops around the country.

Hands-On Hybrid Transaxle Diagnosis
Jack Rosebro, Perfect Sky

9:00am - 10:30am

As the hybrid electric vehicle (HEV) vehicle population continues to grow there is more demand 
for accurately diagnosing MGUs in the field.  Whether the HEV is a Ford, GM, Honda, Infiniti, 
Hyundai, Kia, Lexus, Nissan, Porsche, Toyota, Volkswagen, Freightliner, Kenworth, Navistar, or 
others -  it’s vital that a transmission technician know what diagnostic tools and methods will provide 
accurate and repeatable diagnostic data.   
This session will discuss the different tools and methods currently being used in the field by 
automotive technicians and some electric motor service businesses to diagnose MGUs. 

Testing Hybrid Electric Motor-Generators (MGU) in the 
Field:  What Works and What Doesn’t
Mark Quarto, General Motors Corp Global Aftermarket Engineering

9:00am - 10:30am

Sunday
October 28 Exhibitors

Then and Now
Scott Johnson, Profit Boost

9:00am - 10:30am

We’ve talked a lot about the “Dealer Alternative” this weekend – but that’s nothing new to our 
industry. In fact, independent shops have always been the dealer alternative by default. But what 
has changed is the customer base at the dealerships – they used to be your customers!  Time was, 
where the majority of people who chose dealerships did so only if their vehicle was under the 
factory warranty.  That’s not the case today.  What happened from then to now? You’ll find out, and 
discover how to recapture that market share and the profits that come with it. 

Encore presentation of this seminar at 11:00am - 12:30pm

Encore presentation of this seminar at 11:00am - 12:30pm

Breakfast sponsored by                             and       

   8:00am - 9:00am

Ready, Set, Action! 
Dennis Madden, ATRA

11:00am - 12:00pm

Now it’s time to take the information gained from your Expo experience and put it into an 
actionable plan that will begin providing the real results that you can see and measure. 
Follow along as Dennis Madden walks you through a worksheet-driven action plan that you can put 
to use as soon as you and your team are back in the shop!  This is your ROI session and a 
“must-attend” for all. 
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Sunday
October 28 Exhibitors

A & Reds Transmission Parts
Adapt-A-Case

Allomatic
Alto Products Corp.

Amsoil Synthetic Lubricants
ATK and Parts, LLC

ATRA
ATRA BookStore

ATSG
Automotive Research & Design, LLC

Autoshop Solutions, Inc.
BAAN Powertrain Corp.

BorgWarner, Inc.
Carfax

Certified Transmissions
Chrysler-Mopar

Dacco Transmission Parts, Inc.
DCM Tech Corp.

Educational Seminars Institute (ESi)
ETE Reman
EVT Parts

Exedy Friction Technics
Ford Motor Company
Gandrud Parts Center

G-Cor Automotive Corp.
GEARS Magazine

GearSpeed
General Motors

GFX Corp.
G-Tec, Inc.

Hayden Automotive
HGM Electronics

Hot Flush, LLC
Jasper Engines & Transmissions

JDS Worldwide Corp.
KRS International Corp.

KUHLE
Lintex Auto Parts Co., LTD

Lubegard® by International 
Lubricants, Inc.

Management Feedback Systems, Inc.
Management Success!

NATPRO
Northland Transmission Inc

Omega Machine & Tool, Inc.
PDQ Transmission Parts 

PML, Inc.
Power Pusher-Div. of Nu-Star, Inc.

Precision International
Precision of New Hampton, Inc.

ProfitBoost Software
Raybestos Powertrain

Rostra Precision Controls, Inc.
Seal Aftermarket Products
Slauson Transmission Parts

Smart Blend Synthetics by Life 
Automotive Products
Sonnax Industries

STK Transmission Parts Co., LTD
SuperFlow Technologies Group
Superior Transmission Parts, Inc.

Sussex Auto Parts
TRANSBRITE / Allen Woods & 

Associates, Inc.
Transmission Digest

Transmission Rebuilders Network 
International (TRNi)

Transmission Specialties
Transtar Industries, Inc.
Transtec by CORTECO

Valeo Service Aftermarket, NA
Valve Body Pro

VBX - Valve Body Xpress, Inc.
West Coast Standards

Whatever It Takes Transmission 
Parts, Inc.

ZF Services North America

APRA
Auto Suppliers Limited

BPS Cores
Car-Part.com 

D & V Electronics
D & W Diesel, Inc.

DS USA Ltd.
Dixie Electric Ltd.

DuBois Marketing, Inc.
Endural

Guspro, Inc.
Harris International Labs

International Automotive Trading
J & N Auto Electric

Jadausa, LLC
L. R. Miller Company

LKQ Best Automotive Corporation
Lester Catalog Co., Inc.
Lewis Tool & Die, Inc.

Meridian One
Phoenix Automotive Cores
Quality Equipment Sales

R & A Cores, Inc.
Rand Premium Electronics

RCP, Inc.
RIT (Rochester Institute of 

Technology)
Rebuilders Automotive Supply

ReMaTec/ReMaTec News
Romaine Electric Corporation

Shenzhen Meridian Parts Company
Taditel U.S., Inc.

The Recycler Core Company
WAIGlobal

Zerust Corrosion  Solutions

As of 
5/1/2012
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Find out about the latest member benefits and updates on existing ones. The annual ATRA member 
meeting is the perfect place to share your ideas and suggestions on moving the Association 
forward. This meeting is open to all members and those who are considering membership in the 
industry’s oldest and only trade association for the automatic transmission rebuild professional. 
Make plans to join us Friday at 12:00 pm!

ATRA Member Meeting Friday, 10/26
12:00pm - 1:00pm

Saturday, 10/27
5:00pm - 7:00pm

Industry Reception
hosted by Transtar

Registration Options

Transtar Industries, the premier provider of world-class driveline solutions, is delighted to once again 
be the sole sponsor of the Industry Reception at the Powertrain Expo. We’ve been told many times 
that this event is one of the highlights of the show, and we are excited to sponsor this networking 
event. We look forward to seeing you at the show!

ATRA Luncheon featuring Larry Winget
sponsored by Raybestos

Saturday, 10/27
11:00am - 1:00pm

Finish your morning and begin your afternoon at Expo with what promises to be a “life changing” 
keynote address from world renowned speaker and bestselling author Larry Winget as he presents 
“The Truth be Told” then, enjoy a delicious lunch sponsored by the great folks at Raybestos   
powertrain.  With your mind full of ideas and body full of food, you’ll be ready for the official 
opening of the trade show floor – immediately following lunch. 

Special Events

Atra Powertrain Expo Sponsored by GEARS MagazineOctober 25 - 29, 2012
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Registration OptionsSpecial Events

Thursday, October 25 - Monday, October 29 Complete Conference

As a Complete Conference attendee you will have access to all technical & management seminars 
Thursday through Sunday, the Saturday Luncheon & Cocktail Reception, coffee breaks, Saturday, Sunday 
& Monday Trade Show admission, binders containing the Technical Powerpoint printouts, Technical 
seminar program CD and Management worksheet materials. Audio recordings of both the Technical and 
Management seminars will be available to all Complete Conference attendees after the Expo.

Thursday, October 25 - Monday, October 29 
Technical or 

Management Conference
Attend either the Technical or Management seminars Thursday through Sunday, the Saturday Luncheon 
& Cocktail Reception, coffee breaks, Saturday, Sunday & Monday Trade Show admission, and binders 
containing the Technical Powerpoint printouts, Technical seminar program CD or Management work-
sheet materials.

Saturday, October 27 - Monday, October 29Trade Show Pass

Your Trade Show Pass will give you access to three full days in both of the exhibit halls, including two 
shows at one location! ATRA & APRA have joined forces once again to bring you more than 100 ex-
hibitors!

Atra Powertrain Expo Sponsored by GEARS Magazine atrapowertrainexpo.com
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Frequently 
Asked Questions

Can I register at the door?

Yes. The following are the dates and times for On-Site 
Registration:

Thursday, October 25: 12pm- 6pm
Friday, October 26: 8am - 3pm
Saturday, October 27: 8am - 3pm
Sunday, October 28: 11am- 2pm

 

What are the hotel rates?

Hotel Before July 9 After July 9

Bally’s Hotel & Casino
Host hotel
(877) 603-4390

$89 $105

Paris Las Vegas
Limited Rooms. 
Connected to Bally’s
(877) 796-2096

$139 $150

Does ATRA make hotel reservations or is it included 
in the cost of registration?

All attendees make their own hotel accommodations directly 
with by calling (877) 603-4390 for Bally’s and (877) 796-
2096 for Paris. Mention ATRA to receive your discount room 
rate. Room reservations are not included with your conference 
registration.

What are the registration cut-off dates for Expo?

The early registration cut-off date at the discount price is 
9/1/12. The late registration cut-off date is 10/10/12. Any 
registrations made after 10/10/12 will need to be done on-site 
at the event.

Did you receive my registration? Am I registered?

Your confirmation will automatically be emailed to you 
immediately after your registration is processed. Please contact 
ATRA at (800) 428-8489 if you have not received your 
confirmation.

Does my guest need to register?

Yes, everyone attending the seminars or trade show must have 
an official badge and registration - except babies in strollers. 
Spouses and children of conference registrants may be eligible 
to receive free trade show access. Please call for details.

Can I change one of my paid registrations from one 
person to another?

Yes, you can switch the name on one or more of your 
registrations before 10/15/12. Any changes made after 
10/15/12 will be charged $10 each. Call (800) 428-8489 
with any changes you’d like to make.

What if I want to attend more than one seminar in a 
session?

Audio recordings of both the Technical and Management 
seminars will be available to all Complete Conference 
attendees after the Expo.

4 Easy Ways to Register
Call: (800) 428-8489 or (805) 604-2000
Online:   www.atrapowertrainexpo.com
Send Reg 
form by fax: (805) 988-6761

Send Reg 
form by mail:

ATRA Powertrain Expo Registration
2400 Latigo Ave
Oxnard, CA 93030

Registration Information
Enrollment is on a first-come, first-serve basis. Seating is limited 
by room size. Seminars start promptly at their scheduled time. 
Arrive early to be sure of good seating, and to meet with 
instructors and other seminar attendees. 
Recording is not permitted.

What’s Included
Complete Conference: admission to all technical & 
management seminars Thursday through Sunday, Saturday 
Luncheon & Cocktail Reception, coffee breaks, Saturday, 
Sunday & Monday Trade Show admission, binders containing 
the Technical Powerpoint printouts, Technical seminar program 
CD and Management worksheet materials. Audio recordings of 
both the Technical and Management seminars will be available 
to all Complete Conference attendees after the Expo.

Technical or Management Conference: admission to 
either the Technical or Management seminars Thursday through 
Sunday, Saturday Luncheon & Cocktail Reception, coffee 
breaks, Saturday, Sunday & Monday Trade Show admission, 
and binders containing the Technical Powerpoint printouts, 
Technical seminar program CD or Management worksheet 
materials.

Trade Show: admission to both trade show exhibit halls for 
ATRA and APRA.

Cancellation Policy
All cancellation requests must be made in writing and mailed to: 
ATRA’s Powertrain Expo Registration, 2400 Latigo Ave, Oxnard, 
CA 93030 or FAX to (805) 988-6761. Cancellations received 
before August 10, 2012 will be subject to a 5% cancellation 
fee. Cancellations received between August 11, 2012 and 
October 15, 2012 will be subject to a 15% cancellation fee. 
Cancellations received after October 15, 2012 will be subject 
to a 25% cancellation fee.

There will be no exceptions to this policy.

Atra Powertrain Expo Sponsored by GEARS MagazineOctober 25 - 29, 2012
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Frequently 
Asked Questions

Company Name                                            ATRA Account Number

Contact Person: (will receive all correspondence)

Address 

City  State   Zip

Country

Area Code Phone No.  Fax No.

Email Address

(               )                             (               )            

Registration Form 
October 25th - 29th, 2012 • Las Vegas, NV

TO REGISTER:  Call toll free 1-800-428-8489 or FAX this completed form to 805-988-6761

   Before Sept. 1st      Sept. 1st - Oct. 10th   ALL 

REGISTRATION FEES Qty Member    Non Mem     Member    Non Mem   ON-SITE   SUBTOTAL

Complete Conference Registrant* _____ $ 395 $ 495 $ 445 $ 545 $ 595 $____________

Technical or Management Conference* _____ 345 445 395 495 545 $____________

Trade Show  _____  10 10  10  10  30 $____________

Extra Luncheon Ticket _____ 45 45 45 45 65 $____________
(Included with Complete, Tech & Management Conferences)

                                         

      TOTAL  $____________

PAYMENT INFORMATION
* Check enclosed payable and mail to:  ATRA, 2400 Latigo Avenue, Oxnard, CA  93030 Check # ___________________  
Charge to: * MasterCard * Visa * AMEX * Discover

Card Number __________________________________________________________  Expiration Date                                            Security Code

Print Name on Card ___________________________________________________________________  Signature _________________________________________________

Discount for current ATRA Members only.  Join or renew today and enjoy the member discount right away!       

Badges will be issued from this list. Use a separate sheet for additional registrations.*

PLEASE PRINT CLEARLY
    
  Complete   Trade      
  Conference Technical Management Show Luncheon

NAME ______________________________________________________________________________   £ £ £	 £	 £	

NAME ______________________________________________________________________________  £ £ £ £	 £

NAME ______________________________________________________________________________   £ £ £ £	 £

NAME ______________________________________________________________________________   £ £ £ £	 £

NAME ______________________________________________________________________________   £ £ £ £	 £

CONFERENCES
(Includes Luncheon and Trade Show)

I do not wish to receive any advertising or promotional material from Exhibitors.

*Conference Registrants may be eligible to receive Trade Show Passes for spouse and/or 
children by contacting ATRA Registration at 1-800-428-8489.

Other 
Categories

Every 5th Conference attendee is free! 
Call ATRA for details

Atra Powertrain Expo Sponsored by GEARS Magazine atrapowertrainexpo.com
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Trade Show
co-hosted with

OCTOBER 25 - 29

Las Vegas, NV • atrapowertrainexpo.com

2012 ATRA
POWERTRAIN

Management Skills to Bring Customers in Your Door!
The Dealer Alternative
Find out what dealer-preferred customers want in a repair shop and how you can provide it. We’ll look at 
marketing to this group and what you can do in your shop to provide exceptional customer service and 
attract these customers.

All the Tech You Need to Get ‘em Out the Door!
Every year brings new technology and new problems.  6 Speeds, hybrids, computer system; all bring new 
challenges, but with them come greater profits. Get the fixes now so you can save time, get your customer 
on the road and get paid.   

Plus these great events!

Transtar Reception
Saturday Night

ATRA Member Meeting
& Lunch Friday

Sunday Management Breakfast
Sponsored by

Larry Winget
Saturday Luncheon Keynote 

with New York Times best-

selling author and “Pitbull 

of Personal development” 

Larry Winget.
Sponsored by
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INDUSTRY NEWS  
New products and services 
in the transmission industry.

FIX-IT FORUM  
Get industry advice and  
opinions from transmission 
shop owners, managers  
and certified professionals.

���GEARS BLOG 
Industry-specific articles,  
hot topics, events and more.

���GEARS ARCHIVE 
An archived collection of  
printed transmission topics.

���GEARS MAGAZINE 
 The latest and greatest issue 
online at your fingertips.

ONLINE  
BUYER’S GUIDE  
Trusted suppliers to help you 
find the right transmission part.

We’ve Got a Tool for That.
Visit the one-stop shop of the transmission industry. GearsMagazine.com has all the tools 

you’ll need in one box. Go where the industry gathers. Go to Gears.

Register for your FREE subscription at

www.GearsMagazine.com

© 2012 Gears Magazine

gears aad412.indd   2 5/9/12   10:02 AM
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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.

TransTec Introduces  
New GM 4T80E  
Transfer Plate Gaskets

The General Motors 4T80E trans-
mission is assembled with bonded 
transfer plates which have commonly 
been replaced during the rebuilding 
process. For the past several years, 
Corteco has offered these plates to the 
aftermarket both individually and in 
TransTec® kit number 2289.

Feedback received from the field 
has indicated an interest to service 
the gaskets rather than replacing the 
bonded plate. As a result, Corteco will 
now offer the gaskets for model years 
2003-up.

Effective immediately, TransTec® 
overhaul kit number 2484 (previously 
without bonded plates or gaskets) will 
contain both the upper and lower trans-
fer plate gaskets, to be used in place of 
any of the four bonded transfer plates. 
These gaskets can also be ordered indi-
vidually by requesting the part numbers 
shown.

For more, visit TransTec on line at 
www.TransTec.com.

Sonnax Introduces 1-2 
Shift Valve for GM 4T65-E

1-2 shift valves in 4T65-E valve 
bodies frequently become stuck due to 
finish flaking and degradation. 

Common complaints of 1-2 shuttle 
shifts, 2nd gear starts or no 1-2 shift 

are easily corrected with 
Sonnax 1-2 shift 

valve, 

84754-62. This hardcoat anodized 
valve eliminates the sticking problem, 
offers increased durability and valve 
life, and installs quickly and easily 
without special tools or reaming. 

Also From 
Sonnax, Named Best 
Place to Work in 
Vermont

Sonnax Industries, 
Inc. recently accepted 
the Vermont Business 
Magazine award as 
one of the 2012 Best 
Places to Work in 
Vermont. This was the 
first time Sonnax, a 

100% employee-owned company, par-
ticipated in the annual statewide survey 
and awards program, which this year 
honored 22 companies for workplace 
excellence.

Learn more at www.sonnax.com.

Alto Announces New  
Hi-Performance Division  
Vice President

Alto is pleased to announce the 
appointment of Robbie Ferguson as 
vice president of the Hi-Performance 
Division of Alto Products Corp. Robbie 
will lead the sales and marketing efforts 
in the company’s Hi-Performance 

Division while actively working in the 
area of product development. 

Robbie previously served as Alto’s 
technical director before being promot-
ed to this position. He has over 20 years 
experience in the automotive business 
and has previously owned and operated 
a transmission repair facility. 

For more information please visit 
www.altoUSA.com. 

G-Cor Hires Collin 
Brendemuehl for Catalog 
Development

Stanley Greenblott, president of 
G-Cor Automotive Corp, is pleased 
to announce that Collin Brendemuehl 
has been hired for the new position of 
Catalog Development.

Collin brings more than 25 years of 
technical expertise in imaging, business 
workflow, and software development.  
Bringing him to this position will allow 
the development of new cataloging, 
reference, and fulfillment solutions for 
G-Cor’s customers.

G-Cor Automotive supplies hard 
parts for wholesale, export, and the 
rebuilding industry; just ask! For more, 

Sonnax Executive Assistant Jamie Scott 
accepts a 2012 Best Places to Work in 

Vermont award on behalf of the company 
during an awards ceremony on April 5. 
Joining Scott (left to right) are Vermont 
Chamber of Commerce President Betsy 

Bishop, Vermont Lt. Governor Phil 
Scott and Vermont Business Magazine 

Publisher/President John Boutin.

OEM Ref Corteco P/N Description

8683184 B10017 Bonded transfer plate

24201193 B10020 Bonded transfer plate

24213957 B10045 Bonded transfer plate

24225286 B10095 Bonded transfer plate

B36555 Upper transfer plate gasket

B36556 Lower transfer plate gasket

Robbie Ferguson, vice president of 
Hi-Performance Division

Collin Brendemuehl, 
Catalog Development
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visit G-Cor on line at www.g-cor.com 
or call them at 1-877-888-5160.

Trans-Tool Presents  
the Partscrubber and  
Partscrubber-X

As Trans-Tool continuously strives 
for the best, built-tough, American-
made products at the best price while 
eliminating costly maintenance, we 
proudly present two new parts washers: 
the Partscrubber and the Partscrubber-X.

The Partscrubber is a low-cost 
cleaning machine ideal for cleaning 
parts and cases up to and including a full-
sized E4OD or Allison. It’s designed 
without sprockets, bearings, seals, 
shafts, or belts to maintain. Almost 40 
sprayers, coupled with a 2-HP, sealess, 
Gusher pump, completely drench and 
clean the dirtiest parts.

The larger Partscrubber-X has 
40+ spray nozzles and a 3-HP, sealess, 
Gusher pump, making it an affordable 
machine ideal for cleaning larger parts 
and cases.

Call 1-800-531-5978 or go to 
www.PartScrubber.com or www.
PartScrubberX.com for more 
information.

Adapt-A-Case Introduces 
the New Every Buddy 
Return Spring 
Compressor

Adapt-A-Case is proud to announce 
a new return-spring compressor that’s 
engineered to handle just about any 
situation you’ll run into.

Made in USA, the Every Buddy 
comes equipped to help you do your job 
more efficiently. Why waste precious 
time trying to get something to work? 
Infinite configurations give you the 
power to get the job done now! Every 
Buddy presses and pulls to quickly 
tackle what comes your way.  

A robust tool designed by a sea-
soned builder and shop owner, Every 
Buddy is available as a bench-mount 
(#T-0158PAC) with optional stand 

(#T-0158SAC), or as a complete set 
with stand (#T-0158PSAC).

Available through most transmis-
sion parts suppliers in the USA and 
Canada, see www.Adapt-A-Case.com 
for more details.

E-Zee VB PRO 
Valve Body Machine  
Control System 

E-Zee VB PRO is a new controller 
and interface for your valve body tes-
ter. And it’s the only system to feature 
actual OE shift specifications. E-Zee 
VB PRO picks up on faults that other 
controllers miss.

E-Zee VB PRO features all the on-
screen tools you need to control a range 
of valve body machines and effectively 
diagnose troublesome valve bodies. 

Unlike other systems, E-Zee VB 
PRO doesn’t use off-the-shelf hard-
ware components or 3rd party VI’s. We 
use our own, specifically dedicated, 
microprocessor-controlled technology 
to make sure our system comes second 
to none.

For more information please con-
tact BlueReach or your BlueReach 
distributor. www.bluereachautomation.
co.uk.

Precision Updates 
Honda/ Acura  
Rebuild Kits

Honda transaxles may exhibit a 
1–2 slip or flare, or a neutral on the 1–2 
shift. This could be caused by a worn 
or damaged O-ring under the aluminum 
sleeve on the second clutch drum. The 
sleeve supports the secondary shaft 
where the sealing rings ride to apply the 

second clutch drum.
After removing the bearing, you 

can remove the sleeve to gain access to 
two O-rings. If these O-rings are torn or 
damaged, they can cause any of these 
conditions, without setting a code.

Precision kits now include these 
O-rings in their rebuild kits for these 
transaxles: 
•	 Acura RSX, TSX, Honda Accord, 

CR-V 5-Speeds: MRMA, MCTA, 
MCLA, BCLA, MKZA, MKYA, 
GPPA, GPLA.

•	 Honda CR-V, Element 4-Speed: 
MCVA, BZKA (2WD), MRVA, 
MZKA (AWD).

Whenever you are rebuilding one 
of these Honda transaxles, always 
inspect the sleeve for grooves where 
the rings ride and remove the sleeve to 
replace the O-rings. Honda offers the 
replacement sleeve, without O-rings; 
P/N 23235-PRP-000.

For more, visit Precision on line at 
www.transmissionkits.com.

Transtar Industries Inc.  
Acquires D & E 
Automotive 

Transtar Industries, Inc., the pre-
mier provider of world-class driveline 
solutions, announced that it has acquired 
the assets of D & E Automotive, a sup-
plier of original equipment and after-
market transmission replacement parts. 
The combined entity will be based at 
Transtar’s home office in the Cleveland 
suburb of Walton Hills, Ohio. 

“We’re very excited about this 
acquisition and what it means to our 
company, our customers and our indus-
try,” said Greg Gyllstrom, chief execu-
tive officer of Transtar. “Our organiza-
tions have shared the same values, and 
we look forward to combining forces to 
better serve even more customers.” 

For more, visit Transtar on line at 
www.transtar1.com. 

DEDICATED VB MACHINE INTERFACE. 

IMPROVES VALVE BODY MACHINE 
RESULTS FROM 
HYDRATEST, AIDCO, SUPERFLOW 
MUSTANG AND MORE… 

A COMPLETELY UNIQUE INTERFACE FOR THE INDUSTRIES LEADING CONTROLLER… 

THE ONLY SYSTEM TO FEATURE ACTUAL OE SHIFT SPECIFICATIONS. 

AS USED BY THE PRO’S 

PICKS UP ON FAULTS THAT OTHER CONTROLLERS DO NOT! 

THE ULTIMATE VALVE BODY MACHINE CONTROL SYSTEM 

E-Zee VB PRO features all the on-screen tools you need to control a range of valve body machines and   
effectively diagnose troublesome valve bodies. “ Yet another free upgrade for E-zee shift Users “  ; ) 

Designed from the ground up for the job in mind.  
Unlike other systems, we don’t use off the shelf hardware components or 3rd party VI’s 
We use our own specifically dedicated microprocessor controlled technology to ensure that our system  
comes second to none. 

We guarantee that our system gives more accurate control and reports than any other available to the industry.  
We know what components other systems use and its safe to say that we are still light years ahead of the rest. 

How do you control your solenoids?  
For years now companies have been working with old fashioned relay controlled technology.  
You will see it on some common control boards. What sets us apart from the rest is our custom designed  
ceramic heat dissipated circuitry as used by the OE. (Look at any Mechatronic unit)  This allows us to  
emulate actual vehicle conditions. 
 
 
 
 

With E-Zee Shift Automotive Technology… 

FEEL FREE TO ASK FOR A DEMO 
9 OUT OF CUSTOMERS PURCHASE OUR SYSTEM AFTER A SINGLE DEMONSTRATION. 

 STILL NOT CONVINCED? JUST HAVE A LOOK AT SOME OF THE TESTIMONIALS ON WWW.BLUEREACHAUTOMATION.CO.UK 

For more information please contact BlueReach or your BlueReach distributor. 

If you need results, You need E-Zee VB Pro 

SUBSTANTIAL DISCOUNT FOR NEW USERS. 
Trade in your old system for a discount when you upgrade your valve body machine controller. 
Your old system will then be recycled into something useful.  

FREE UPDATES FOR LIFE AS STANDARD. 
All registered BlueReach users get free software updates for life. 
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47RE/48RE Converter 
Update from JASPER

Jasper Engines & Transmissions, 
the nation’s leader in remanufac-
tured drivetrain products, has made 
the following update to the Chrysler 
47RE/48RE transmissions commonly 
found in Dodge RAM pickups. 

The torque converter is a criti-
cal weak point of these transmissions, 
especially around the inner seal of the 
lockup piston. “JASPER has noticed 
the piston will wear on one side of the 
inner seal, but not the other,” says Craig 
Leuck, JASPER Transmission division 
manager. 

JASPER’s extensive research and 
development ensures the repair sleeve 
is centered to the damper assembly, 
eliminating the wear issues in the pis-
ton. 

For more information on remanu-
factured transmissions from Jasper 
Engines & Transmissions, please call 
800-827-7455, or log onto www.jas-
perengines.com.

BAAN Powertrain  
Appoints Ron Daniels  
Powertrain Sales 
Manager and Opens  
New Warehouse Location  
in Pickering, Ontario  

BAAN Powertrain Corp. is pleased 
to announce the appointment of Ron P. 
Daniels, as Powertrain Sales Manager, 

Central Canada Region. Many Canadian 
customers know Ron through his 35 
years of experience both in Ontario and 
Quebec in the automotive repair and 
parts industries. 

“Ron’s years of experience and 
training have made him recognized as 
a person of integrity, and he is well 
recognized for his outstanding ability 
to communicate and treat his custom-
ers with the respect and professional-
ism they deserve. BAAN Powertrain is 
very pleased to have Ron Daniels join 
our company and help spearhead our 
growth in the Ontario and Quebec mar-
ketplace,” said Jordan Schlamp, presi-
dent of BAAN Powertrain Corp.

Ron Daniels can be contacted at 
(416) 566-0155 / (877) 633-2780 or 
ron@baanpowertrain.com.

BAAN Powertrain Corp is also 
pleased to announce their warehouse 
expansion in the Greater Toronto Area 
with the opening of their new location 
in Pickering, Ontario.   

“This new location will improve 
our service capabilities to our existing 
customers and support our continued 
growth in Central and Eastern Canada,” 
commented Ron P. Daniels, recently 
appointed BAAN’s powertrain sales 
manager, Central Canada Region. 

Baan Powertrain is Canada’s fast-
est growing powertrain distributor. 
BAAN stocks over 2000 transmissions 
and 1000 transfer case units including 
the harder-to-find, late-model units. For 
more information please visit www.
baanpowertrain.com.

Dartco Transmission  
Opens New Location

Dartco has opened a new transmis-
sion rebuilding plant and parts ware-
house in Charlotte, N.C. The 12,500 
square foot facility is located at 3601 
Graham Street, and is serving custom-
ers in the southeastern states area.

The Charlotte store stocks rebuilt, 
dyno-tested, Allison transmissions 
ready to ship. The parts department’s 
inventory consists of new, used, reman-
ufactured, and replacement parts for 
both on- and off-highway applications. 
Associated accessories such as oil cool-
ers, shifters, cables, filters, and flex-
plates also are in stock.

The toll free number for the new 
facility is (855) 450-3595. 

Also from Dartco, Used 
Allison Transmission 
Parts

Dartco Transmission offers used 
hard parts for on and off highway 
Allison transmissions. 

Solenoids & Speed Sensors For 
Allison Wt Series

Dartco now offers new solenoids 
and speed sensors for the Allison LT, 
MD, and HD transmissions, both 
retarder and non retarder models.

The company supplies new, used, 
remanufactured and replacement parts 
for Allison transmissions for on and off 
highway applications.

Overhauling, installing, and servic-
ing an Allison transmission? Call (800) 
371-7957 or visit us at www.dartcotran-
mission.com. 

Jasper, Indiana Facility  
Earns VPP Star Safety 
Certification

The Indiana Department of Labor 
has announced the Star Certification 
of Jasper Engines and Transmissions’ 
Jasper, Indiana, remanufacturing facil-
ity in Indiana’s Voluntary Protection 
Program (VPP).

JASPER Safety Director Jason 

Ron P. Daniels, Powertrain Sales Manager, 
Central Canada Region
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Pieper told associates that VPP is all 
about management commitment and 
associate involvement. “Thank you for 
the safety practices you have put into 
Jasper Engines & Transmissions. You 
were able to reduce injuries 50% in 
2011 along with maintaining produc-
tion and quality goals.”

VPP, Indiana’s Voluntary 
Protection Program, was established 
to recognize and promote safety and 
health management programs through-
out the state. All companies, regardless 
of size or business, can participate in 
VPP, where management and employ-
ees work together to create and main-
tain a healthy working environment.

“I just wanted to congratulate 
each and every one of you on becom-
ing a Star Participant in our Voluntary 
Protection Program,” said Lori Torres, 
commissioner of labor for the Indiana 
Department of Labor. “What we have 
clearly seen with our VPP program is 
it’s the associates believing that the 
program is for their benefit and their 
contributions to workplace safety.”

“Though we should be very proud 
of our accomplishment, we shouldn’t 
rest on our laurels,” JASPER Chairman/
CEO Doug Bawel told Associates. 
“Safety is everyone’s responsibility.

The Jasper, Indiana, remanufac-
turing facility earned its initial Merit 
Certification in 2008. JASPER’s 
second remanufacturing facility in 
Crawford County, Indiana, achieved 
VPP Merit Certification in September 
2010. There are only 58 Indiana com-
panies to achieve VPP Certification at 
either level. 

Heat’s Worst Enemy =  
Your Trans’s Best Friend

LAT Automatic 
Transmission/Torque 
Converter Fluid 
is hands down the 
most effective and 
sought after high 
performance ATF 
on the market today. 

Developed specifically to address high 
heat and friction encountered by Pro 
Mod and other automatic and converter 
equipped race vehicles, LAT PRO ATF 
provides rapid heat dissipation, mini-
mizes friction, and provides a smooth 
fluid, low heat environment for internal 
ATF components.

Working closely with professional 
race teams, LAT has been able to iden-
tify, blend, and manufacture a unique 
ATF lubricant using multiple synthetic 
base oils and an aggressive additive 
package.

This new ATF has been proven in 
real-time track and road conditions to 
reduce fluid and internal component 
operating temperatures, minimize wear, 
and provide more consistent pressure 
readings.

Contact LAT directly at 888-528-
6457 or visit them on line at www.
latracingoils.com.

New Precision Kits 
for the AA80E Lexus

Precision International has released 
overhaul, banner, and master kits for 
the AA80E Lexus. The kits fit:
•	 2007-11 LS 460/470 and LS 470L
•	 2008-11 GS 460/470 and IS-F

For more information visit 
Precision International on line at www.
transmissionkits.com.

Brian Bowersock Joins 
Elite Worldwide as Bus-
iness Development Coach

Elite Worldwide has announced 
that Brian Bowersock, a world-class 

shop owner with two decades of indus-
try experience, has joined the company 
as its newest business development 
coach.

In his new role, Bowersock will use 
his years of experience as a shop owner 
in San Diego, CA, along with the infor-
mation he attained as a board member 
for the AAIA’s Car Care Professionals 
Network, to provide one-on-one guid-
ance to shop owners throughout the 
U.S. to help them build more successful 
businesses.

Brian owns an extremely success-
ful, AAA-Approved auto repair shop, 
and has built his business without ever 
using any form of price advertising. 
Through his brand-awareness market-
ing campaigns, Brian’s name and the 
name of his shop are household names 
throughout San Diego County, and he 
now serves as the Fox News auto expert 
on local Fox television channels.

“Brian is a longtime friend and a 
truly a remarkable shop owner, so it’s 
an absolute honor to have him join the 
Elite team. He’s a guy who never puts 
money ahead of people, so I know he’ll 
fit in well with the culture of Elite, and 
will be very successful in helping shop 
owners build more profitable business-
es,” said Bob Cooper, president of Elite 
Worldwide.

For more, visit Elite on line at 
www.eliteworldwidestore.com.

Transtar Industries, Inc. 
Acquires Cadco Products

Transtar Industries, Inc., the pre-
mier provider of world-class driveline 
solutions, today announced that it has 
acquired the assets of Cadco Products, 
a supplier of original equipment and 
high performance transmission parts. 
The addition of the Cadco location in 
Columbia, South Carolina, increases 
Transtar locations in North America to 

Precision P/N Kit

k86900f Overhaul kit

k8600fw/O Banner kit

k8600f Master kit

Brian Bowersock, 
Business Development Coach
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more than 755. 

“We’re glad to welcome Cadco 
into the Transtar family,” stated Neil 
Sethi, president of Transtar’s Driveline 
Distribution Group. “This partnership 
allows us to provide same-day delivery 
to customers who we previously served 
only through next-day service.” 

Cadco co-owners Dolph Varner 
and Jim Gordon are excited about what 
the future holds. “We’re both con-
fident that this venture is beneficial 
for our customers,” said Mr. Varner. 
“We believe that Transtar has the most 
expansive product offering in the indus-
try, and are glad to be able to provide 
our customers with solutions for all of 
their driveline needs.” 

“We’ll be working closely with the 
Transtar team to ensure a seamless tran-
sition for our customers,” Mr. Gordon 
continues. “This is a very exciting 
time in the transmission industry, and 
we’re proud to be joining forces with 
Transtar.” 

From their home office in Walton 
Hills, a suburb of Cleveland, Ohio, 
Transtar distributes its comprehensive 
product line through their local delivery 
network to almost every major metro 
area in the United States.   

For more, visit Transtar on line at 
www.transtar1.com.

Precision, K98900D 
Overhaul Kit  Honda 5 
speed fits models  
(2006-12 Honda Civic 
SPCA, MPCA)

• 2007-12 Honda Fit SMMA, 
        SPAA, SP5A, MP5A)

• K9800DW/O Banner Kit  ( 2006-11 
Civic)

• K9800DBW/0 Banner Kit   (2012 
Civic)

• K9800D Master Kit (2006-11 Civic) 
– (Covers 2007-12 FIT and Civic 
up to 2011)

• K9800DB Master Kit (2012 Civic)
• K9800DA Master Kit ( 2007-12  

Fit)
 For more information visit 
Precision International on line at www.
transmissionkits.com

With Sadness and 
Admiration

By Bobby Mace
Transmission Digest Publisher

It is with great sadness and sense 
of loss that I report the passing on 
April 26 of M D Publications President 
and co-founder Carol Langsford at the 
age of 79. Carol and her late husband, 
Les, formed the parent company of 
Transmission Digest in 1976. 

Memorial contributions may be 
made to the MD Anderson Cancer 
Clinic, Houston, Texas. Many in our 
tight-knit industry segment have come 
to know Carol as both friend and asso-
ciate. All of us here will truly miss 
Carol’s unique blend of management 
and mothering tempered by her equally 
focused determination and good humor. 

Makco Transmission 
Parts is pleased to 
announce the availability 
of the SL solenoid bush-
ings

Makco Transmission Parts is 
pleased to announce the availability of 

the SL solenoid bushings for transmis-
sion type AW 55-50SN, TF60 (09G, 
M, K) TR60 (09D), TF80 , TF81, 
AF40, AW21. Research has shown that 
the OE bushings are causing the sole-
noids to fail under high temperatures. 
These NEW industry approved alloy 
composite bushings are available as a 
“Starter Kit” consisting of 12 Bushings, 
a Reamer and an Installer tool or bush-
ings may be packaged separately in 
packs of 12.  Now with the help of AW 
SL Solenoid Repair Tool you can fully 
remanufacture the SL solenoids. 

For more information please visit 
www.MakcoTransmissionParts.com or 
call Roger Archer at 1-877-91-MAKCO

Napa Auto Parts now 
offers GM 6L50, 6L80, 
6L90 Filters

Napa Auto Parts now offers com-
prehensive coverage of Direct OEM 
replacement Filters and Filter Kits for 
the GM 6 Speed family of transmis-
sions. The complete offering, includ-
ing 4 individual filters & 5 filter kits, 
is fully supported by vehicle specific 
application look-up in NAPA’s industry 
leading electronic catalog system. 

Through their alliance with 
Raybestos Powertrain LLC, NAPA 
Auto Parts is happy to offer Filtertek 
filters designed specifically to the OEM 
requirements. Contact your local NAPA 
Auto Parts Store for ordering informa-
tion. www.napaonline.com

photos courtesy of MD publications
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ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

•Remanufactured Units              * DYNO TESTED*
•5HP30, 5HP24, 5HP19, 5HP18, 4HP24, 4HP22, 
 4HP18, 4HP14
•Specializing in SAAB 900/9000 5SP, 
 as well as T-37 A/T

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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

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

**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
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.

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325
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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.

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

www.partsbyweller.com

D
R
I
V
E
L
I
N
E

ONE SOLUTION  ONE SOURCE

•COMPLETE UNITS OR TRANSFER CASE PARTS
•NEW AND REBUILT TRANSMISSIONS
•OVER 1,000 AXLES IN STOCK
•REBUILD KITS IN STOCK
•UPS DAILY
•DAILY DELIVERIES TO YOUR DOOR
•S•STANDARD, EXTENDED & LIFETIME
  WARRANTY OPTIONS

(800) 822-2375

For our Canadian 
Subscribers

Some of the 800- toll free numbers 
listed in the shopper ad section do 
not work In Canada. Therefore, as a 
service to you we have listed direct 
line phone numbers to our shopper 

advertisers:

www.atra.com

A&REDS Transmission Parts has multiple 
locations

Eriksson Industries (860) 388-4418

Transmission Exchange Co. (503) 284-0768

Autocomp Technologies (713) 697-5511

Precision of New Hampton Inc (641) 394-5955

Lory Transmission Parts (305) 642-4621

Miami Transmission Kits (305) 885-7355

ART Auto Sport Unlimited 
Remanufactured Transmissions (616) 748-5725

Weller Auto Trucks Has many different 
shop locations

Instaclean (928) 680-4445

Silver Star Transmission (405) 330-9300

Trans-Pac Motor Parts (310) 637-9156

Transfer Case Express has multiple 
locations

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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INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

w
w

w
.instaclean.com

800-331-6405    800-331-6405

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 

TORQUE CONVERTERS 
TRANSFER CASES 

 
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

GEARSGEARS
This could 

be 
your ad!

call 
(805) 604-2000 
and find out how!

For The Transmission rebuilding indusTry
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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.

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

ONE PIECE SOLID STEEL WELD
We take your cores and machine you a stronger drum.

Never worry about the snap ring failing again.

PrO TraNS ParTS
right Parts, right Price, right Time

Contact us for details: 630.521.1700 phone 630.521.8890 fax

877.PrO.TraN
Matt@ProTransmissionParts.com

CD4E Double Drum & ZF5HP24 "a" Drum

  
        

      
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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USED, NEW AND REBUILT
FOREIGN AND DOMESTIC
RETAIL AND WHOLESALE
ONE CALL DOES IT ALL!

•
•
•
•

 WE STOCK
VT25E,6L80E,6R60E,5R110W
   USED & REBUILT PARTS 
 We offer a complete machine shop 
for ALL of your rebuilding needs!

800-461-5396

* 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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BUSINESS FOR SALE: Cali-
fornia – Transmission and Gen-
eral Repair for sale. Owner is 
retiring, 20 years in the same 
location with great reputation. 
Located in sunny Southern Cal-
ifornia: Call (714) 675-8271 for 
more information. 
 ATRA Mbr

BUSINESS FOR SALE: Con-
necticut – 48 years of excel-
lent transmission and general 
repair service. 4,000 square 
foot building, six bays, six lifts, 
separate rebuilding area and 
stock areas. Same owner and 
location. Owner ready to retire, 
Email: transman91557@gmail.
com.  ATRA Mbr

Wanted to Buy: Transmission 
Shop with 100% Owner Financ-
ing. I will buy your shop today
25 years Transmission Shop 
Management - Owner. Good 
Credit and references, Call 
Steve (918) 933-8737. 

HELP WANTED:  Tulsa Okla-
homa - Center Manager need-
ed. Shop hours 8am to 6pm 
Monday through Friday. Weekly 
pay plus commission, shop has 

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).

May/June 2012

Remanufactured 
Valve Bodies 

from Valve Body Pro
We are now capable of testing and 
re-calibrating ALL Aisin 5 & 6 
Speed Transmission Valve Bodies.
  Each Valve Body is tested and 
re-calibrated on our New State-
of-the-Art Test Machine to verify 
proper operation of the pressures 
and control circuits.
  Most Valve Bodies now include 
NEW or SolPro Remanufactured 
Solenoids.
•Pro-Proven Best in the Industry
•Pro-Proven Best Warranty
•Pro-Proven Best Product Support 

bob@valvebodypros.com
www.valvebodypros.com
408-287-4500

a full crew with years of expe-
rience. 7 lift shop, clean, good 
reputation and busy. Please 
email replies/resumes to: db-
land@atra.com SUBJECT: BB# 
0112-1.  ATRA Mbr

HELP WANTED:   Technician 
wanted for Diagnostics Re-
building and R&R salary nego-
tiable  401k, insurance. Grow-
ing community of Bismarck /
Mandan North Dakota great 
environment for raising a fam-
ily plenty of outdoor activities if 
that’s your thing. Contact Mark 
or Jerome at S&S Transmission 
(701) 667-0888 or fax Resume 
to (701) 663-9090. ATRA Mbr

HELP WANTED: Busy North-
ern NJ transmission shop seek-
ing experienced transmission 
rebuilder. Great opportunity 
for the right individual, 5 day 
work week.  Forward work his-
tory with references to fixintran-
nys@gmail.com. ATRA Mbr

HELP WANTED: Experience 
Torque Converter Rebuilder 
– PORTLAND, OR. Must be 
experienced in all phases of 
Torque Converter Rebuilding. 
Fully equipped shop, excel-
lent working conditions, ben-
efits, holidays/weekends off, 
and competitive pay. Please 
send resume and references to 
dave@portlandtorque.com or 
call (800) 640-0970.  ATRA Mbr

TEMCO
Simply The Best

www.washparts.com

1-800-245-1869
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LOCATIONS

3/3/12 St. Louis, MO
3/10/12 Boston, MA

3/17/12 Dallas, TX
3/17/12 Phoenix, AZ

3/24/12 Biloxi, MS
3/31/12 Minneapolis, MN

4/14/12 Salt Lake City, UT
4/28/12 Walnut Creek, CA

5/12/12 Denver, CO
5/19/12 Council Bluffs, IA

5/19/12 San Antonio, TX
5/26/12 Vancouver, BC

8/4/12 Los Angeles, CA
8/11/12 Albuquerque, NM

8/18/12 Cincinnati, OH
9/8/12 Atlanta, GA

9/15/12 Chicago, IL
9/22/12 Billings, MT

10/6/12 Portland, OR
11/17/12 Baltimore, MD

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

2012 ATRA TECHNICAL SEMINAR

TRANSMISSION OVERVIEW

A CHANGING INDUSTRY

REGISTER TODAY!

There was a time — not so long ago — when tomorrow’s 
transmission was pretty much the same as yesterday’s. 

Today you’re lucky if a whole day goes by without something 
new reaching the streets. If you’re going to remain profitable, 

you need to keep on top of that ever-changing technology.
ATRA’s technical specialists spend their lives evaluating the 

latest trends, to provide you with everything you need to remain 
current… and profitable. So don’t let today’s technology leave you 

in the dust. Register for ATRA’s Technical Seminar today, and hold 
on tight: It’s your pass into the future!

Pre-paid Registration Costs:
ATRA Members: $149
Non Members: $189

On-site registration: $220
One free registration with every 4 paid.

800.428.8489
http://members.atra.com

GM:
4T65E
4T40
6T40/45/50 
6T70/75 
AF40/TF80SC
4L60E, 6L50/80/90
LCT 1000
Magna 3023/3024
Magna 1222/1225/1226
NV 236/NV 136
4L30E

CHRYSLER:
42/46RE
68RFE
545RFE
62TE
ZF8HP45
41TE
42LE
48RE
722.6 NAG 1

FORD:
6F35N
6F50/55N
AX4S
Torqshift
ZF CFT 30
Torqshift 6

IMPORT:
Honda 5 Speed
722.6 / 722.9
U241E
AW55-50SN
RE5R05A
4EAT/5EAT
RE5F22A

Don't Miss the ATRA SEMINAR Near You!

5/12/12 Denver, CO
5/19/12 Council Bluffs, IA

5/19/12 San Antonio, TX
5/26/12 Vancouver, BC

6/2/12 Tulsa, OK
8/4/12 Los Angeles, CA

8/11/12 Albuquerque, NM
8/18/12 Cincinnati, OH

9/8/12 Atlanta, GA
9/15/12 Chicago, IL

9/22/12 Billings, MT
10/6/12 Portland, OR

11/17/12 Baltimore, MD
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ATRA's Powertrain EXPO ..............................................43-58
 www.atra.com
BorgWarner Automotive ...................................................... 13
 www.borgwarner.com
Certified Transmission ......................................................... 25
 www.certifiedtransmission.com
Dacco Transmission Parts................................................... 31
 www.daccoinc.com
Dartco Transmission ............................................................ 32
 www.dartcotransmission.com
ETE Reman ........................................................................... 9
 www.enginetrans.com
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 www.evtparts.com
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 www.fordparts.com
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RMP Powertrain Solutions Inc. ........................................... 15
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Seal Aftermarket Products................................................... 39
 www.sealaftermarketproducts.com
Slauson Transmission Parts ................................................ 29
 www.slauson.com
Sonnax Industries .............................................................. IFC 
 www.sonnax.com
Superior Transmission Parts ............................................... 19
 www.superior-transmission.com
TCI Automotive .................................................................... 37
 www.tciauto.com
Transmission Specialties ..................................................... 28
 www.transmission-specialties.com
Transtar Industries, Inc. ....................................................... 23
 www.transtar1.com
TransTec By CORTECO ...................................................... 11
 www.transtec.com
VBX - ValveBody Xpress, Inc. ............................................. 34
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. ........................ 17
 www.wittrans.com

20
12

CALENDAR
ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2012 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule 
page 71 or at:
http://members.atra.com/?page=Technical_Seminars
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