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For almost 20 years, Sonnax has gone about the 
business of making transmissions better. 
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transmissions or solving problems that were 
designed into the unit, when you rebuild a 
transmission using Sonnax products, you are 
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for good!
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Since 2006, through the What’s 
Working study, we’ve discov-
ered a lot about why some 

shops are successful (and some aren’t) 
and what customers are looking for in 
a shop when it comes to automotive 
repairs. This year we’re focusing on 
customers who prefer the dealer, to see 
if there’s a way we can capture some of 
that market. 

But before we go into that, let’s 
take a brief recount of what we’ve 
learned so far. All of this information 
was covered in past issues of GEARS 
and in depth at Expo. Many shop own-
ers have used this information to make 
significant improvements in their busi-
nesses.

So far we’ve learned that com-
munity-based marketing works much 
better than traditional marketing. And 
we learned that shop owners who are 
involved in their communities, such 
as school sports, regional clubs and 
events, etc., have a much better connec-
tion with the people in their communi-
ties, so they’re usually more profitable. 

We learned that consumers are 
desperate to find a shop they can trust. 
Trust in the shop, in terms of both 
honesty and its ability to fix their prob-
lems in a timely manner, was more 
important than price. And shops with 
a focus on customer satisfaction were 
far more profitable than those that 
focused on profits; that is, those with 
strictly a financial basis behind their 
business models. We coined the terms 
Generation II and Generation III to 
describe these different approaches in 
detail and have used them over the past 
several years. 

We also learned from our 2009 
demographics study that it doesn’t  

really matter where a shop is located, 
in terms of any particular city. Factors 
like city population and median income 
aren’t a determining factor in whether a 
shop can succeed.

This left us with one important dis-
covery: The success of a shop is strictly 
based on the owner, not outside influ-
ences — things they can’t control. This 
means everyone can succeed if they 
have it in themselves to do so. 

Knowing this has helped a lot of 
shop owners capture a greater share 
of their potential market and reach 
new levels of profitability. But here’s 
something else we’ve learned… there’s 
an entirely different market we haven’t 
even begun to tap into: consumers who 
prefer the dealer.

And this market is huge; it’s nearly 
identical to our current market. Which 
means, for every car being fixed at an 
independent transmission repair shop, 
there’s another being fixed at the dealer. 

I spoke briefly about this untapped 
market in the January issue of GEARS, 
and Steve Bodofsky wrote an article 
called The Dealer Alternative, in which 
he pointed out the biggest difficulty in 
attracting those customers away from 
the dealer: The simple fact that they’re 
not really looking for an alternative. 

So how do you attract people who 
aren’t looking for what you have to 
offer? That’s what we focused on dis-
covering at this year’s consumer study. 
We surveyed 500 consumers who say 
they’d be more likely to choose the 
dealer for transmission repairs, even 
though their cars are out of warranty. 
And the data’s in: We learned that the 
majority of those consumers would 
consider an independent transmission 
repair shop. All you need to do is…

Oh, wouldn’t that be nice? If only 
there were just one, simple thing you 
could do to attract all those customers 
away from the dealer. Unfortunately, 
it’s more complicated than that. Some 
people are looking for one thing; others 
for something entirely different.

What’s important is that most of 
them might be willing to go elsewhere. 
That’s a lot of cars… a lot of custom-
ers… and a whole lot of money, just 
waiting to make its way into your shop. 

In this issue, Bodofsky’s at it again 
with another installment on some tech-
niques you can use to start capturing the 
attention of those customers. Check out 
his article beginning on page 30.

In the coming months we’re going 
to delve deeper into ways to begin 
attracting this all-so-valuable market 
share. And it’ll be the focus point of 
this year’s What’s Working presentation 
at ATRA’s Powertrain Expo.

This may easily become one of the 
most valuable discoveries in the entire 
What’s Working program. Don’t miss 
out on learning how to capture your 
share of this very large, very valuable 
market. Stay tuned!

by Dennis Madden
members.atra.com

www.atra.com
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Reaching New 
Customers
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A higher level.

That’s what you get with Ford gas engines 
and transmissions.
A higher build level means you’re getting engine and transmission assemblies built to the exacting specifi cations of 
Ford Motor Company. So you not only get the quality build you expect in an assembly from Ford, but also one that’s built by 
using parts that keep it specifi c to year, make and model as well as emissions calibrations.

Introducing the all-new 3-Year Unlimited-Mile Warranty – No Commercial Exceptions
Ford gasoline engines and transmissions are covered by a three-year/unlimited-mile warranty.* All warranties are backed by 
Ford Motor Company. They’re also supported by more than 3,500 Ford and Lincoln Mercury Dealerships nationwide as well 
as at their originating place of service.

Plus, unlike some competitors, the warranty is good for fl eet vehicles. That means you get the same advantages 
and coverage for commercial use, no exceptions.

For technical questions, contact the Powertrain Assistance Center at 1-800-392-7946 or visit FordParts.com.
*See dealer for limited-warranty details. Remanufactured diesel engines are covered by a two-year/unlimited-mileage warranty.
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Ford’s latest truck transmission 
is the Torqshift 6. This trans-
mission is basically a 6R60 on 

steroids… this thing is big!
In front of the transmission is a 

very well-built torque converter. Like 
all other converters built today, it’s a 
lockup converter. But there are few 
things that really set this torque con-
verter apart from its predecessors: 
From the way it applies the clutch 
hydraulically to the way the clutch 
operates mechanically, this converter is 
all different.  

In the past, Ford has used two- and 
three-hydraulic circuit torque convert-
ers. An example of a two-circuit con-
verter would be the 4R/5R55E series. 
This type of converter pushes the con-
verter clutch away from the pressure 
plate with converter charge oil. Then, 
for lockup, the converter charge flow 
changes direction.

Examples of the 
three-circuit converter 
would be the AODE and 
the AX4N. This type of 
converter has a constant 

converter charge in-and-out circuit. The 
converter clutch release oil feeds the 
front side of the converter clutch, forc-
ing the clutch away from the pressure 
plate. When the computer commands 
lockup, release oil is cut off and the 
converter charge side applies the con-
verter clutch.

The Torqshift 6 and this behe-
moth of a torque converter (figure 1) 
use a different method to apply the 
converter clutch. This converter uses 
three circuits to manage the convert-
er: converter charge, converter drain, 
and converter clutch apply. The charge 
(CCL) and drain (COUT) circuits pro-
vide a path for converter charge oil. 
The converter clutch apply valve routes 
oil to the converter clutch apply piston 
(figure 2).

TCC Charge Limit Valve
Converter charge oil comes from 

the TCC charge limit valve, which is 
fed by mainline pressure; this is pretty 
straightforward. What’s interesting is 
that, when the computer commands 
lockup, the TCC charge limit valve 
strokes, which stops the valve from 
regulating. 

FUN WITH TRANSMISSIONS

Ford’s Latest Truck 
Transmission Has One 
Hefty Torque Converter! by Bill Brayton

members.atra.com
www.atra.com

Figure 1

Figure 1A
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COMPONENTS. 

When it comes to Torque Converter Components, nobody does it better than Raybestos Powertrain. 

Our Torque Converter Components are manufactured to meet or exceed OE specifications 
for maximum durability, strength and performance.

 
Raybestos Powertrain Torque Converter Wafers are the best in the industry and are available in various materials – 

premium OE Tan, High-Energy Kevlar®, High Carbon, Power TorqueTM and our new SW Gen2.
 

Raybestos Powertrain is the OE manufacturer of Torque Converter Wafers and the provider of OE Bearings and Races. 
OE is the standard, from our Wafers and 3D Assemblies to our Bearings, Races and Bonding Adhesives. It is what you expect!

711 Tech Drive, Crawfordsville, IN 47933 • Toll Free: 800-729-7763 • Fax: 765-364-4573 • Email: raypt@raybestospowertrain.com • www.raybestospowertrain.com
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TCC Apply Regulator 
Valve

The TCC apply regulator valve 
regulates line pressure to the convert-
er clutch apply circuit. The computer 
pulses the TCC solenoid to move the 
valve to the right for smooth converter 
application.

The TCC apply circuit is fed 
through the input shaft. This is different 
from previous design converters with 
two- and three-circuit apply systems. 
Those converters and systems drain 
apply oil through the input shaft.

TCC Charge Control 
Valve

The TCC charge valve controls 
the converter charge pressure during 
lockup. The computer pulses the TCC 
charge valve to the right. The farther 
the valve is to the right, the more oil it 
exhausts to the cooler bypass circuit. 

Figure 2

Figure 3

Ford’s Latest Truck Transmission Has One Hefty Torque Converter!
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This movement decreases the amount 
of converter charge during lockup.

The system has to reduce converter 
charge pressure for lockup, because if 
the pressure on the release side were the 
same as the apply side, the apply pis-
ton wouldn’t move, so lockup couldn’t 
occur (figure 3).

What this means is that, if you’re 
working on a truck where the converter 

clutch won’t apply, you’ll need to check 
the TCC apply valve and the TCC 
charge valve. If the TCC charge valve 
is stuck closed, converter charge pres-
sure may be too high, so it won’t let the 
converter clutch piston move.

Construction
Now that we know how the con-

verter hydraulics operate, let’s look at 

how this monster is put together:
In general, this converter is 

built like most other converters; 
just not like anything Ford has ever 
built before. This converter incor-
porates features we’d normally see 
from much more exotic transmis-
sion manufacturers. 

Converter Hub
The converter has a splined 

hub like a Honda converter (figure 
4). The hub also has an internal 

spline which drives the PTO gear (fig-
ure 5). 

This method of driving the PTO 
gear is a radical departure from past 
methods. The PTO is splined to the 
engine in this arrangement and spins 
constantly whenever the engine runs. 
This eliminates the need to apply anoth-
er clutch or the torque converter clutch 

Figure 4

Figure 5

Figure 5A

Ford’s Latest Truck Transmission Has One Hefty Torque Converter!
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to engage the PTO gear.

Impeller and Turbine
The impeller and turbine are fur-

nace-brazed, as all heavy duty con-
verters should be. Ford is using some 
pretty substantial bearings between the 
spinning components (figure 6 and 7).

The attachment of the converter 
clutch hub and damper spring assembly 
to the turbine housing is all business 
(figure 7). This weld is very heavy; 
there are no spin or friction welds any-
where in this converter.

This converter is meant for full-
sized trucks and the size of the damper 
springs reflect this.

Captive Clutch Pressure 
Plate

The term “captive clutch” simply 
means that the clutch pack is perma-
nently held in place by the pressure 
plate, which is welded in place from 
the factory.

During the manufacturing process, 
the clutch clearance is set before the 
pressure plate is welded into place. 
This means that, to repair this type of 
converter, the pressure plate must be 
carefully cut away from the housing.

Steel Plates and TCC 
Clutch Plate

The upper and lower plates are 
riveted together with spring steel to 
keep the plates away from the clutch 
when the converter clutch isn’t in use 
(figure 8).

The Cover 
The cover houses the converter 

clutch apply piston (figure 9). This 
piston measures a whopping 50 square-
inches of apply area. This translates to 
about 5000 pounds of clamping force 
on the converter clutch with 100 PSI of 
apply pressure.

The Torqshift 6 and this beast of 
a torque converter are waiting on the 
lot at your local Ford dealership today. 
These units will be in your shops before 
you know it.

As with any new unit that comes 
your way, there will be some trial and 
error to get the repair process correct 
and sound. Once this is done we can 
focus on having fun with transmissions.

Figure 6 Figure 7

Figure 8 Figure 9

Ford’s Latest Truck Transmission Has One Hefty Torque Converter!
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Almost daily, I’m asked ques-
tions that no one has a com-
plete answer to: Where’s this 

technology going to lead, and when 
is it going to stop? I wish I knew: If I 
had the answer to those questions, I’d 
be one of the wealthiest people on the 
planet.

In the auto industry you get to a 
point where you feel like we’ve invent-
ed everything that can be invented… 
but within a week or so, you see some-
thing new that you wish you’d thought 
of. Change isn’t a bad thing; in fact, it’s 
what keeps many of us from getting 
bored.

So what type of changes are you 
going to see in the future? The advent 
of 8-, 9-, and 10-speed transmissions; 
dual-clutch transmissions; hybrid trans-
missions; electric vehicles; and fuel 

cell-powered vehicles are starting take 
off, and from what I’ve seen, these 
technologies will only continue to 
accelerate.

Why are manufacturers pushing 
hybrid, electric, and fuel cell vehicles 
and other technologies? We can answer 
that by looking at a few facts that are 
driving the OEMs:
•	 The world population is growing 

at a rate of five New York Cities 
per month.

•	 By 2050, over 70% of all the 
people on this planet will likely 
live in cities.

•	 At the current rate of consumption, 
the world will use more fossil fuels 
in the next ten years than it has 
since the beginning of recorded 
history.

•	 There’ll be 300 million “new” cars 

by 2025. If parked end to end, cars 
would circle the world 125 times.

Cars like the Chevy Volt and the 
Nissan Leaf looked like science fiction 
just a few years ago. Today the tech-
nology in those vehicles is starting to 
migrate into other vehicles. Let’s take 
a look at one of these segments: hybrid 
applications.

One such area that has seen this 
migration of technology into other 
vehicles is the 2-mode transmission. 
The 2-mode transmission was intro-
duced in 2008 and was developed by a 
consortium of manufacturers including 
GM, BMW, Damiler, and Chrysler. 
Most manufacturers have embraced this 
technology, and some are using what 
they’ve learned to develop a 4-mode 
transmission. 

Technology Today and Tomorrow:
A Closer Look at the GM 
2-Mode Transmission by Steve Garrett

members.atra.com
www.atra.com
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Since the 2-mode unit is the fore-
runner of the soon-to-be-introduced 
4-mode transmission, that’s where we 
should begin our understanding of these 
systems. GM and Dodge introduced the 
2-mode in sport utility applications 
such as the Tahoe and the Durango. 
Let’s look at the GM unit so we’re clear 
regarding 2-mode operation. 

The GM rear drive version is 
known as the 2ML70. It was given an 
RPO identification code of M99. The 
2-mode transmission family is avail-
able in three different configurations: 
T-Rear Drive, U-Upscale Rear Drive, 
and F- Front Drive applications. 

The 2ML70 has many advantag-
es over its conventional transmission 
cousins, such as:
•	 Improved fuel economy  

(25%-50% gain in city driving)
•	 Improved performance
•	 Reduced tailpipe emissions

The key to the 2ML70 is the addi-
tion of two electric motors inside the 
transmission. The motors are used not 
only to drive the vehicle under cer-
tain conditions, but they also start the 

engine. That’s right: the transmission 
starts the engine. 

Let’s take a look at what makes up 
this animal:

The type 2-mode is a continu-
ously variable ratio, electric-hydraulic 
hybrid transmission. Four fixed gear 
ratios, two electric motors (providing 
infinitely variable ratios), with engine 
on/off operational capability.

Gear Ratios:
1st — 3.69:1
2nd — 1.70:1
3rd — 1:1
4th — 0.73:1
EVT #1 — Infinity to 1.70:1
EVT #2 — 1.70:1 to 0.5:1
Reverse — Infinity to 1.70:1

•	 Max engine torque: 380 lb-ft (515 
Nm)

•	 Max engine power: 369 bhp (275 
kW)

•	 Two 65 kW (peak) electric motors 
(Drive Motor 1, Drive Motor 2) 
Y-wound, 3-phase, 300-volt AC 
permanent magnet

•	 Motor cooling accomplished by a 
transmission fluid circulation sys-
tem

•	 Electric motor torque: 242 lb-ft 
(320 Nm)

•	 300-volt, 40-cell, nickel-metal 
hydride battery (located under the 
2nd row seats)

•	 Auxiliary fluid pump keeps the 
transmission clutches applied dur-
ing Auto Stop operation

•	 Vane-style oil pump (three selec-
tive slides and rotors)

•	 Three planetary gearsets
•	 Four multiple disk clutches (two 

holding, two driving)
•	 Two shift solenoids (On/Off 

design): SS1, SS2
•	 Six variable bleed solenoids: PCS, 

PCS2, PCS3, PCS4, PCS5, TCC 
(TCC not used)

•	 Two default actions: If in 3rd or 
4th = 3rd gear; If in 1st or 2nd = 
2nd gear 

•	 Electronic range selection
•	 IMS (range position)
•	 Torque dampener 347 mm (no 

torque converter; limits to 17º 
movement)

•	 Dexron VI required; fluid capac-
ity:
Ø	Fluid and filter — 11.5 quarts 

(10.88 liters)
Ø	Overhaul — 13 quarts (12.30 

liters)

The transmission isn’t the only 
thing to change when a 2ML70 is 
installed into the vehicle. Many other 
systems are also affected. They include:
•	 New engine cam timing and oil 

pump designs
•	 Updated EVAP system
•	 New electric cooling fan system
•	 New engine coolant recirculation 

system

A Closer Look at the GM 2-Mode Transmission

The type 2-mode is a 
continuously variable 

ratio, electric-hydraulic 
hybrid transmission. 
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Powertrain Solutions At Your Fingertips
www.raybestospowertrain.com
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•	 New electric A/C compressor 
design

•	 New brake system design
•	 New electronic power steering sys-

tem design

So what about the transmission, 
how does it work? The 2ML70 contains 
two, 300-volt, 3-phase, 60-65kW AC 
motor/generator assemblies. The two 
permanent-magnet motors are mounted 
from each end of the transmission and 
supported by the shafts/bushings and a 
support assembly.

Six high-voltage (orange color) 
cables are attached to the transmission 
via a rigid conduit around the trans-
mission, which transitions to flexible 
cable to attach the transmission to the 
Drive Motor Generator Control Module 
(DMGCM). Transmission fluid is used 
for normal transmission operation as 
well as to cool the drive motors. 

The motors provide engine crank-
ing, battery charging, transmission 
reverse operation, and two modes of 
Electronic Variable Transmission 
(EVT) operation. The front motor is 
used to start the engine, and it reacts 
to input from the rear motor for EVT 
operation. The rear motor drives the 
vehicle in reverse or when Auto Stop 
is activated and the vehicle operates on 
electrical power.

Modes of Operation
Engine Starting — The 2-mode 

applications don’t use a conventional 
starter. Instead, the system relies on the 
transmission motor/generator to crank 
the engine. The 300-volt, 3-phase, AC 
motor can crank the engine at 800 RPM 
in less than a few hundred milliseconds.

Auto Stop/Auto Start — The 
Auto Stop feature is designed to reduce 
emissions output and engine wear, and 
improve fuel economy in city driving 
conditions. With the engine running, 
the Hybrid Powertrain Control Module 
(HPCM) may operate the engine in the 
Auto Stop/Start modes at any time, as 
long as the correct parameters have 
been met.

When the vehicle is operating in 
Auto Stop/Auto Start modes, the engine 
will typically shut off when the vehicle 
comes to a stop. The engine usually 
remains off as you accelerate unless 
you apply hard throttle or until road 

speed exceeds a predetermined level. 
During auto stop mode, the electric 
drive motor provides the torque that 
drives the vehicle. 

Engine Off modes of operation 
will be displayed on the tachometer. If 
the tachometer indicates AUTO STOP, 
the engine may restart at any time if the 
proper parameters are met.

Auto Stop may activate under 
these conditions:
•	 Engine is running
•	 Hood is closed
•	 ECM isn’t requesting diagnostic 

information
•	 Gear selector isn’t in reverse or 

manual ranges
•	 Hybrid battery state of charge 

exceeds 20%
•	 Engine is warm
•	 Drive motor/generators haven’t 

overheated
•	 Power Inverter Module (PIM) 

temperature limits haven’t been 
exceeded

•	 No hybrid system faults are present
•	 The Hybrid Powertrain Control 

Module has determined that engine 
power isn’t required

The 2-mode system doesn’t require 
the engine to be running to propel the 
vehicle down the road. The Hybrid 
Powertrain Control Module (HPCM) 
may shut the engine off (Auto Stop) 
when it determines engine power isn’t 
required.

If the HPCM determines additional 
power is needed, the Auto Start func-
tion will activate, and Drive Motor 1 
will start the engine. This may occur 
even if the vehicle is in motion and 
operating in electric mode.

Auto Start may activate without 
notice if any of these conditions occur:
•	 Hood is opened
•	 ECM requests the engine to run
•	 Gear selector is placed in reverse 

or manual range
•	 Hybrid battery charge is low
•	 Hybrid battery voltage, tempera-

ture, or power limits have been 
exceeded

•	 Engine coolant temperature (ECT) 
is too low

•	 Drive motor/generator temperature 
limits have been exceeded

•	 Power inverter Module (PIM) tem-
perature limits have been exceeded

•	 The Hybrid Powertrain Control 
Module has determined that engine 
power is required

•	 A hybrid system fault is present

EVT Mode
Three modes of operation are 

available in EVT mode: reverse, low, 
and high. In reverse, PCS 3 is com-
manded on, the 1-2 clutch is applied, 
and rear motor 2 is used to drive the 
vehicle in reverse. 

In high mode, PCS trim solenoid 
3 is commanded off, shift solenoid 1 is 
commanded off, pressure switches 1, 
3, and 4 open, the 2-3-4 clutch applies, 
and front motor 1 drives the vehicle.

In low mode a couple of driv-
ing modes are actually available: Low 
Mode Engine Off and Low Mode 
Engine On. 

During Low Mode Engine Off, 
PCS trim solenoid 5 is commanded on, 
the auxiliary pump is turned on, the 1-2 
clutch is applied, while rear motor 2 
drives the vehicle.

During Low Mode Engine On, 
PCS 3 is commanded on, PCS 5 is com-
manded off, the 1-2 clutch is applied, 
front motor 1 starts the engine, and rear 
motor 2 drives the vehicle if speeds are 
less than 23–25 MPH.

Regenerative Braking/
Blended Braking

During deceleration or coasting, 
the Hybrid Powertrain Control Module 
(HPCM) can switch the system into 
regeneration mode. In this mode the 
motors act as generators to charge the 
hybrid battery while slowing the vehi-
cle.

Blended Braking — When you 
press brake pedal, Drive Motor 2 
switches to generator mode, slow-
ing the vehicle. The regeneration and 
blended braking modes are transparent 
as the Electronic Brake Control Module 
communicates directly with the Hybrid 
Powertrain Control Module.

As you can see, the 2ML70 is quite 
a unit. Next time we’ll look at some of 
the rules of service you must follow 
to repair this transmission. Until then, 
remember: Keep the shiny side up and 
the rubber side down.

A Closer Look at the GM 2-Mode Transmission
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W e all remember that ques-
tion from grade school: 
“If you could have any 

super power, what would it be?” When 
we were kids the answers were pretty 
stock––something along the lines of 
being able to fly, become invisible, or 
have super speed. Simple things.

But what if someone were to pose 
that same question to you today as a 
shop owner or rebuilder? What would 
your answer be? Would it be the power 
to stop the clock, so you could have 
enough time to finish all the rebuild 
jobs on your plate? How about infinite 
knowledge of the ever changing tech-
nology we’re faced with in this indus-
try? Or maybe just the simple ability 
to provide your customers with a high-
quality long lasting transmission when 
they need it, even when your builder is 
on vacation, out sick or the bench is full 
of work waiting to be done. 

While super powers may be out of 
your grasp as an owner/rebuilder, the 
exciting thing to know is that there is 
a unique company out there who can 
address all of these needs and more. A 
company that prides itself on helping 
businesses become...well, super. And 
you don’t even have to wear a revealing 
spandex costume.

Formed in 1942 in Jasper, Indiana 
as a small, remanufacturer of engines, 
Jasper Engines and Transmissions 
has been providing excellent products 
paired with a quality warranty and great 
service for seventy years. 

Since they began producing re-
manufactured transmissions in 1957, 
they have become the nation’s largest 
company of their kind, and have, in 
fact, been selling twenty-five percent 
more transmission units than engines in 
recent years.

Jasper’s commitment to produc-
ing great products for their customers 
stems from their philosophy of constant 
improvement. Their ability to stay flex-
ible––be it in their manufacturing pro-
cess, training procedures, right down to 
their core business model––has made 
them an industry top dog and will likely 
keep them there as the future brings 
more challenges.

Not the  
competition 

But wait a 
minute. Isn’t “re-
man” a bad word 
for transmission 
shop owners? 
Aren’t transmission 
remanufacturers the 
competition? 

Daily Group Leader meeting that is held in front of an Information Board
 used to track anything from safety statistics to production goals and any other 

critical information needed to produce quality products on schedule.
Pictured from left to right:  Melanie Sullivan, Brian Will, Ryan Stiles, Debbie Nicholson, 

Matt Boehm and Scott Wilcoxen

Pride of Ownership

Corporate offices and remanufacturing facility in Jasper, Indiana

Zach Bawel, 
President 
of Jasper
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Don’t they take business away from 
transmission shops? 

That’s not the way Jasper sees 
it––rather, they view the remanufac-
tured transmission as one more tool 
in a mechanic’s arsenal to keep shops 
as efficient and profitable as possible.  
Jasper provides a high quality product 
for shops to use––and there are many 
reasons for shops to do just that. 

“Whether it be on a unit the shop 
doesn’t want to build or a transmission 
that, for whatever reason, they’re too 
busy to build, we fit the need for that 
type of customer,” says Zach Bawel, 
President of Jasper. 

“In addition to that,” he continues, 
“as transmissions are becoming more 
and more complex, I think the oppor-
tunity for us to become a better fit for 
shops is going to continue to grow.” 

The best way for shops to think 
about the remanufactured transmission 
is not in terms of “only”, but in terms 
of “also,” in order to help their business 
flourish. Sometimes the reman is sim-
ply the best, most 
profitable option. 
There are a lot of 
ATRA Members 
using Jasper units 
each and every day. 
There’s a good rea-

son too. Money!
Craig Leuck, Transmission Divi-

sion Manager at the Jasper plant says, 
“It depends on the unit. If it’s a unit the 
builder is very comfortable with and he 
wants to continue to build it, then it’s a 
good fit for him or her. But if it’s some-
thing that’s late model, they may not 
have a lot of experience with, maybe 
that’s where we come in. We can ac-
tually build the unit for them, sell it to 
them, and they can go ahead and do the 
install.”

Partners In the Industry
Rather than competition to the in-

dustry, Jasper views themselves as a in-
tegral partner with transmission shops 
to help keep their customers happy –– 
which in turn keeps the transmission 
shop happy. In addition to a high qual-
ity product, Jasper also offers live tech 
support, thirteen hours a day, to answer 
technical questions their customers may 
have.

Customers calling Jasper’s Live 

Tech help line can speak with ASE cer-
tified technicians with resources at their 
disposal to answer most inquiries. “If 
there’s something we know that could 
help them, we’re more than happy to 
give them that advice.” says Bawel of 
the Live Tech support program.

But that’s not all by any means. 
Jasper also provides management and 
point of sale clinics with their Strive to 
Thrive and School of Selling programs 
for shops.  This month’s shop profile is 
on ATC Auto Center in Augusta GA. 
ATC is just one of many successful 
shops to take advantage of these man-
agement and sales programs. The pro-
file story was suggested by Joe McDon-
ald, Jasper’s Regional Vice President 
for that part of the country. Joe says, 
“ATC was picked because of the ex-
tent they see continuous improvement, 
learning and training as integral parts of 
their business.”

Constantly Improving
No great business works in a vacu-

um. Many business 
principles of the 
past are important 
and used every-
day. But we also 
know companies 
today have to be  

Torque converter balancing.

Joe McDonald, one 
of Jasper's Regional 

Vice Presidents

Craig Leuck, Jasper 
Transmission 

Division Manager

Forty-one year Associate Sam Schwenk tests an Allison Transmission.

Transmission POD assembly area with associates (L-R) Ashley Gray, 
Dorothy Fleck, Don Mangel and Matt Byrer.
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adaptable. Con-
sumer demand and 
profit requirements 
force all business 
to look for ways to 
improve their prod-
uct and operations. It’s just good busi-
ness. 

After 70 years, this concept is 
not foreign to Jasper. Indeed, they have 
been willing and able to keep up and 
change with industry trends in every 
facet of their business. They are the in-
dustry leader and plan to stay there by 
always looking for improvements or the 
next step. 

Mike Schwenk, Executive Vice 
President of Manufacturing, states: “We 
have five basic mantras we stand on: 
safety, quality, productivity, customer 
service and a reduction of waste. For 
everything and anything we do, we’re 
thinking about those five things and 
how we can improve on each of them.”

At Jasper, continuous improvement 
isn’t just a lofty buzzword that gets 
tossed around; it is a part of the culture 
of the company. In 2011, over 12,000 
improvement ideas were submitted by 
1700 plus Jasper Associates. More im-
pressive than that, 90 percent of those 
ideas were implemented throughout 
the company. Undoubtedly, this can be 
attributed to the 100 percent associate 
ownership at Jasper.  

“We really encourage our people 
to constantly be evaluating whatever 
they’re doing and see how they can do it 
better, and make improvements.” Says 
Zach Bawel.  “A lot of those might be 
safety related or efficiency related. They 
may be quality related. In some cases it 
may be customer service or presenta-
tion to the customer related, as well. So 
that mentality of making it better today 
than it was two weeks ago is instilled in 

all of our people.”
True to that sentiment, in 2008, 

after noticing the different learning 
curves of new hires was causing disrup-
tion of work flow, Jasper completely 
revamped their training system. Before 
the change, new employees were put 
into the manufacturing environment 
and trained on the job. Jasper found 
that was not the most effective method 
of training. Now all new hires are put 
through “the Dojo” for a well rounded 
training period before setting foot on 
the manufacturing floor.

“Our mission behind the program 
is ultimately preparing the new associ-
ates to know what to expect on the shop 
floor, and what they can expect from 
us,” says Sara Rohleder, head of the 
Dojo Training Programs at each of the 
three Jasper remanufacturing facilities. 
Rohleder, one of the originators of the 
program, has taken it to the next level.

“Dojo”, a Japanese word that trans-
lates to “a place of the way” is used in 
the traditional sense regarding Jasper’s 
program. In Japanese culture, the word 
Dojo was used to define a place to train 
and meditate on the disciplines of mar-
tial arts, ultimately leading to enlighten-
ment. 

At Jasper, the way it works is 
similar to a week long “company boot 
camp”. Immediately after being hired, 
new associates spend a week working 
one-on-one with a trainer away from 
the manufacturing floor. In addition to 
hands on training, new hires learn all 
about Jasper’s culture, computer sys-
tems, safety policies, and more.

“When new as-
sociates go down 
on the floor, they 
can focus solely 
on learning how 
to build their en-

gine or transmission instead of learning 
how to deal with our computer system 
and our phone system and our gauging 
equipment and so on, because we take 
care of that up front,” says Rohleder.

Since the Dojo’s implementation 
four years ago, the consensus from 
managers has been overwhelmingly 
positive. Day one on the job, after train-
ing, they’re ready to go.

Zach Bawel: “Through Dojo train-
ing, new hires get a bunch of informa-
tion about the culture of the company. 
What we have seen is the more we can 
get them to understand the culture, the 
job and the training, the better associ-
ates they will be.” 

“I give the managers a hard time,” 
says Rohleder, “Because when we 
first started the Dojo, it was like pull-
ing teeth to get them to send someone 
upstairs for the training. But now that 
they’ve had a little taste of it, they won’t 
let new associates come in without first 
going through the Dojo. They’ve seen 
the benefits. It works”.  

One Big Happy Family
While excellent customer service 

and a continuous-improvement mind-
set are definitely special things for any 
business to possess, the real secret in-
gredient to this company’s uniqueness 
is simply their people. Ask anyone at 
Jasper what sets them apart from other 
businesses and you will get a pretty 
unanimous answer: The Jasper family. 

 “I think this is a very dynamic 
workforce that works together to get the 
job done,” says Mike Schwenk. 

Mike Schwenk, Exe-
cutive Vice President 

of Manufacturing

Sara Rohleder, 
Dojo Training 

Leader

Dojo Trainer Justin Brown (right) with new associates Kerri Martz (left) 
and Dewayne Bouillon. (center)
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Craig Leuck agrees: “Our people 
are very open-minded to changes, and 
I think that’s really helped us as a com-
pany: people being adaptable to the 
change required by the nature of our 
industry to stay competitive.”

As of 2010, Jasper has been a 100 
percent associate-owned company, a 
move which reinvigorated their contin-
uous-improvement philosophy.

“Now you have that same pride 
of ownership a shop owner has in his 
shop.” says Zach Bawel.  “We have that 
pride of ownership with all 1,700 as-
sociates, so you have them concerned 
about the future. Associates are think-
ing, ‘How can I help our customers 
grow? How can I provide better quality 
products to help us grow as a company 
into the future?’”

About the switch to an employee 
owned company, Mike Schwenk says, 
“It gave not only all of the associates 
a stake in the company, but it also 
gave our midlevel managers and man-

agement team a 
chance to see they 
have more of an 
opportunity to 
grow. It’s not just 
a family-owned 
b u s i n e s s – – i t ’s 
a bigger family 
now.”

From Our Family, To 
Yours

Jasper Engines and Transmis-
sions is committed to leading the pack 
of remanufacturers in the years ahead 
and they are confident in their success. 
They stand by their high-quality prod-
uct, innovative associates, and friendly 
customer service. By constantly look-
ing for ways to improve themselves, 
like seeking out fresh ideas and actually 
implementing them, they have forged a 
new way of doing business that is good 
for the company and for the customer. 
Business, after all, is based around 

meeting your targeted customer’s every 
need and Jasper aims to do just that.

“We have a network of 140 Sales 
representatives calling on shops. Their 
mission is to see how they can support 
and help make the shop more success-
ful,” says Schwenk. 

Jasper’s website: 
www.jasperengines.com has a lot of 
great information for consumers, shop 
owners, installers and technicians. 
Check it out. It’s super!

Tony Hoffman performs a Quality Audit.

Justin Riddle prepares small components for transmission assembly.

Melissa Neyenhaus inspects valve body tolerances during assembly.

Henry Jones gauging pump clearances.

Crawford County Willow Springs
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You’ve just installed a fresh rebuild, 
and now there’s a severe leak at the 
bellhousing. Your first thought? “Is it the seal 

or the converter?” Of course, no one wants to think it’s a 
builder error. Unfortunately, that very well could be the 
case.

In this case, the vehicle is a 2006 Saturn Vue with 
an MDRA or MDPA Honda-type 5-speed transmission. 
Saturn used this Honda-style transmission in the Vue from 
2004 to 2007 behind the V6 3.5L engine. There’s also an 
all-wheel drive version. Later models used the GM 4T45E 
from 2006-2009, then changed to the 6T70 from 2007-
2010 behind the 3.5L engine. In 2010, GM discontinued 
the Saturn line.

by Mike Souza
members.atra.com

www.atra.com

Figure 1

Figure 2

Saturn Oil Leak: 
Is It the Seal or the 
Converter?

With any luck, if this problem 
happens in your shop, it won’t be the 
all-wheel drive version. The leak may 
not appear right away but hopefully it 
occurs before the vehicle is delivered 
to the customer. As we all know, most 
customers will attempt to drive the 
vehicle off the street no matter how 
much throttle it takes. This normally 
happens during a panic while sitting in 
heavy traffic at a busy intersection. 

Scenario 1: Engine 
Rotation

Most of us know that the front 
seal on a Honda- or Acura-type trans-
mission is directional. They’re usually 
marked with an arrow to identify which 
direction engine rotation the seal is 
designed for (figure 1). If you installed 
the wrong seal, it could leak.
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Most Honda and Acura transmis-
sions are on the passenger side of the 
car, some are on the driver's side. The 
difference is based on the engine; gen-
erally 4cyl or 6cyl. 

The engine/transmission orienta-
tion is based on the rotation of the 
engine. Here's an easy way to deter-
mine engine rotation: If the transmis-
sion is on the passenger side then go to 
that side and turn the wheel forward. It 
turns clockwise, the same as the engine.

If the transmission is on the driver's 
side and you turn the wheel in the for-
ward direction you're turning it counter 
clockwise; the same as that engine.

Scenario 2: Seal Depth
Another possibility is you installed 

the correct seal, but pushed it too far 
into the bellhousing, blocking the 

drainback hole (figure 
2). Another cause for a 
blocked drainback hole is 
if the front case bearing 
walks forward when heat-
ed up in the parts washer. 
This happens quite often.

If the drainback hole 
is blocked, oil pressure 
builds up and pushes past 
the seal, or walks the seal 
out toward the converter. 
Either way, you’re going 
to have a leak. It’s always 
best to check the bearing location and 
stake it in place before installing the 
front seal.

Scenario 3: Converter 
Application

In the case of the Saturn Vue, none 

of the normal scenarios was causing the 
leak. The front seal leak was caused by 
a converter mismatch. The converter 
for the Saturn Vue looks almost identi-
cal to the Honda converter (Dacco iden-
tification number HO25). But there’s a 
difference:

Saturn Oil Leak: Is It the Seal or the Converter?

Figure 3

Figure 4

Figure 5

The Saturn 
converter is about 

4.120” tall; the 
Honda converter is 
4.00” tall. There’s 

a difference of 
0.120” between 
them (figure 3), 
from the tip of 
the hub to the 
mounting area 
of the ring gear 

(figure 4).
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Seal Aftermarket Products LLC
2315 S.W. 32 Ave., Pembroke Park, FL 33023

Phone 954-364-2400 • Toll Free 800-582-2760 • Fax 954-364-2401
www.sealaftermarketproducts.com

TM

Included in Seal Aftermarket Products
import application rebuild kits are extra
aftermarket fixes, enhanced component
materials, as well as key Original Equipment
Manufacturer gaskets and seals for example:

Honda kits-  include a full set of drain plugs,
pressure tap washers, main shaft, secondary shaft,
and counter shaft nuts.

Jatco JF506E- include v-shaped sealing rings,
metal pump gasket, and the drain plug.

VW 09G- include molded pan gasket with torque limiters,
9 pressure sensor orings, front and rear planet washers.

AL4/DPO- include enhanced plastic sealing rings and molded pistons.

ZF6HP26- include OEM case gaskets, sealing rings, and metal clad seals
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The Saturn converter is about 
4.120” tall; the Honda converter is 
4.00” tall. There’s a difference of 0.120” 
between them (figure 3), from the tip of 
the hub to the mounting area of the ring 
gear (figure 4). If you installed a Honda 
converter in a Saturn, the shorter height 
prevents the hub from penetrating all 
the way into the front seal. 

The easiest way to identify the 
Saturn Vue converter from the Honda 
is the by ink and metal stamp codes. 
There are two different stamp codes 
for the Saturn Vue converter: one ink 
stamp code GMA located on the smooth 
surface of the converter, with an 04 

metal stamp located between two of the 
dimples located near the hub (figure 5). 

This would be the later model with 
the wide flange impeller hub (figure 6). 
The earlier Saturn Vue converter will 
have an RGW ink stamp and a 10 metal 
stamp in the same locations (figure 7), 
with a narrow flange impeller hub.

The Honda HO25 converter also 
has two identification ink and metal 
stamp codes. These are ink stamp code 
PVJ with an 02 metal stamp, and ink 
stamp code RDJ with an RD metal 
stamp located in the same area as the 
Saturn Vue converter (figure 8).

These subtle differences are easy 
to miss when exchanging the converter 
core for a rebuilt converter. Don’t let 
this mistake ruin your Friday night just 
before leaving for vacation.

Special thanks to Don Randolph of 
Dacco Converters for all his help with 
photos and information for this article.

Saturn Oil Leak: Is It the Seal or the Converter?

Figure 6

Figure 7 Figure 8
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Automatic Transmission Parts
Hard Parts
•	OE	Manufacturer,	Aftermarket	New,	

Remanufactured,	&	Used
•	Clutch	Drums
•	Shafts
•	Front	Pumps
•	Planets
•	Valve	Bodies
•	Complete	Line	of 	Miscellaneous	parts
Torque	Converters
•	Complete	line	of 	CVC	Remanufactured	
Converters

Soft	Parts
•	Master	Kits
•	Banner	Kits	(Less	Steels)
•	Overhaul	Kits
•	Paper/Rubber	Kits
•	Filters	&	Kits
•	Frictions
•	Steels
•	Bushing
•	Modulators
•	Washers
•	Bearings
•	Gaskets
•	Bands
•	Flex	Plates	&	Flywheels
•	Speedo	Gears
•	Mounts
•	Coolers
•	TeckPak	Conversion	Kits
•	Superior	Shift	Correction	Packages
•	Detent	Cables
•	Transgo	Reprogramming	Kits
•	Transgo	Shift	Kits

Standard	Transmission	Parts
•	Rebuild	Kits
•	Bearing	Kits	with	Syncro	Rings
•	Gasket	Sets
•	Gears	&	Shafts
Rebuilt Transmissions
•	Standards
Clutch	Parts
•	Sach’s	&	Valeo	Clutch	Kits	(New)
•	Forks
•	Pilot	Bushings	&	Bearings
•	Clutch	Alignment	Tools
Transfer	Case	Parts
•	Gasket	&	Seals	Kits
•	Overhaul	Kits
•	Chains

Shop	Supplies	&	Tools
•	Additives
•	Assembly	Lubricants
•	Builders	Benches
•	Lifts
•	Parts	Washer	Soap
•	Rough	Service	Light	Bulbs
•	R.T.V.	Black,	Blue,	Clear
•	Technical	Manuals
•	Tools	&	Equipment
•	Threadlock

Remember that Old-Time Service?

Whatever It Takes Does!!!
wit ad placm 112.indd   2 1/5/12   2:04 AM
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It’s no great surprise when a car 
that won’t move forward or 
reverse gets brought into a trans-

mission shop. It’s a little less common 
with Hondas than some other cars, but 
it still happens.

In this case it was a 2007 Honda 
Pilot with 98,000 miles on the clock. 
That isn’t usually a lot of miles for a 
Honda transmission to develop a prob-
lem, but again, it happens.

So the shop technician checked the 
fluid. Hmmm… the fluid looked pretty 
good for a transmission that wouldn’t 
move. A few light metal shavings, but 
nothing to get excited about. Certainly 
not enough to prevent the car from 
going into gear.

Okay, so how about pressures? No, 
they were good too. He couldn’t check 
stall, because, well, it wouldn’t go into 
gear. But there was nothing obviously 
wrong with this unit… except that it 
wouldn’t move.

So the technician pulled the trans-
mission out of the car, pulled it apart, 
and… nothing. There was a little wear 
— after all, it had almost 100k miles on 
it! — but nothing to jump out and say, 
“Over here… here’s the problem!”

Maybe the converter? Honda con-
verters usually hold up really well. But 
there was nothing else showing up in 
the transmission, so… no, everything 
appeared okay with the converter. The 
technician even slid the input shaft into 
place to make sure the turbine splines 
were okay. Everything looked good. So 
where was the problem?

Turns out it was inside the con-

verter all along; and from the looks of 
the broken weld (figure 1), we may be 
seeing a lot more of these Hondas in 
the future.

What happened was the weld that 
holds the splined hub to the turbine 
broke free, so there wasn’t any torque 
reaching the transmission input shaft. 
Everything was working fine, except 
the drive train wasn’t rotating, so of 

course the car wouldn’t move.
The real difficulty was finding 

the problem: Since the turbine turns 
freely inside the torque converter, slid-
ing the input shaft in didn’t reveal all 
that much. The turbine is supposed to 
rotate; there’s really no way to be sure 
whether the entire turbine was rotating 
or just the hub.

Once we got the converter apart 

by Joe Rivera

Torn Turbine Hub 
Weld Leaves Honda 
Pilot Stranded

Figure 1
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Transfer cases available for these European vehicles:

 • Mercedes-Benz  • Volkswagen • Audi  • BMW 

 • Land Rover  • Porsche • Saab • Volvo   

 • And all other domestic and imported vehicles  

Your go-to resource for New,  
Rebuilt, and Used European  
Transfer Cases and Differentials

Save time and money when you call Libson for units and 
parts from brands such as: AAM, Motive Gear, Auburn,  
Eaton and Dana. We also carry one of the USA’s largest 
stocks of hard-to-find AAM, Auburn and Motive Gear parts. 

Libson Twin City Auto & Truck Parts and Service
1218 Central Avenue NE  •  Minneapolis MN 55413  •  612-521-3537  •  www.libsontruck.com

  DRIVELINE HOTLINE…
CALL 888-521-3537

the problem was obvious: The 
weld didn’t hold. And from 
the looks of this weld, we’re 
probably going to be seeing a 
lot more of these Hondas in the 
future with the same problem.

When fixing them, the 
converter rebuilder should 
machine the hub to make sure 
it sits down properly on the 
turbine, and provides enough 
clearance for the mating com-
ponents (figure 2). And I’d 
recommend welding it on both 
sides to make sure it’s secure.

Honda transmissions are 
usually pretty dependable, and 
their converters are all but 
bulletproof. But this problem 
is one that may be showing 
up more and more in shops 
across the country, and it’s one 
that could be difficult to diag-
nose… unless you know where 
to look.

When fixing them, the converter rebuilder should machine the hub to 
make sure it sits down properly on the turbine, and provides enough 

clearance for the mating components

Figure 2
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In the January issue of GEARS, we 
discussed the idea of billing your-
self as the Dealer Alternative. We 

saw that customers who take their cars 
to the dealer for repairs are an attractive 
market segment for one simple reason: 
They can generally afford to pay for 
repairs. So it just makes sense to try 
to lure them away from the dealer and 
into your shop… to become the “dealer 
alternative” for their repairs.

But as we saw, simply adding that 
moniker to your ads or web site isn’t 
going to be very effective for attracting 
those customers. That’s because most 
people who take their cars to the dealer 
aren’t really looking for an alternative: 
They’re satisfied going to the dealer. 
So they’ll probably never see your ad 

or web site.
The only way you’re likely to 

attract those customers will be to get 
out there and have them get to know 
you… become their friend in the busi-
ness.

In the last issue we talked about 
some of the places you’d be likely to 
find those customers. We met my mom 
and my uncle — two classic examples 
of the dealership customer we’re trying 
to attract — and discussed where you’d 
be likely to run into them.

So you’ve pulled the trigger: 
You’ve joined the local business asso-
ciation, got elected to a post in local 
government, and are taking your dog to 
the nearby bark park on a regular basis. 
You’ve started rubbing elbows with 

those elusive dealership customers.

Become Their Friend
Now what? What do you say to 

them to convince them that you’d be 
a better choice for their automotive 
repairs than the dealer?

Nothing. Not a word. At least, 
nothing overt.

Remember, the object is to become 
their friend in the business; not to sell 
them on using your shop. If they believe 
they’re your friend, they’ll gravitate 
toward your shop naturally. But if they 
think you’re there just to sell, forget it: 
They’ll avoid you like the plague.

That’s not to say you don’t tell 
them who you are and where you’re 
from:

by Steve Bodofsky
members.atra.com

www.atra.com
The Dealer 
Alternative 2: 
What Are We Going to 
Talk About?
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be likely to run into them.

So you’ve pulled the trigger: 
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them to convince them that you’d be 
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repairs than the dealer?

Nothing. Not a word. At least, 
nothing overt.

Remember, the object is to become 
their friend in the business; not to sell 
them on using your shop. If they believe 
they’re your friend, they’ll gravitate 
toward your shop naturally. But if they 
think you’re there just to sell, forget it: 
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The Dealer 
Alternative 2: 
What Are We Going to 
Talk About?

by Steve Bodofsky
members.atra.com

www.atra.com
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Leave it to Corteco® to introduce a new, easy 
way to install lip seals and bonded pistons 
that prevents damaging the seal. Introducing 
the Lip Wizard™, available exclusively in 
TransTec® transmission kits. 

This simple device installs lip seals and 
bonded pistons in almost any transmission. 
You no longer have to worry about tearing a 
lip seal or buying expensive installation tools 
that only work on specific transmissions. The 
Lip Wizard™ is flexible, versatile, reuseable 
and recyclable. Best of all, it’s absolutely free. 
You’ll find the new Lip Wizard™ installation 
tool inside virtually every TransTec® gasket 
and overhaul kit. Visit www.TransTec.com/
LipWizard for more information.

A Division of Freudenberg-NOK T: 419.499.2502 • F: 419.499.2804 • Milan, OH

Every so often, 

new technology comes along 

that completely changes  

the way we do things.

Use your smart phone 
to scan this code for 
Lip Wizard installation 
instructions.
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Now they know who you are. From there, let it happen 
naturally. The object is to become their friend first. If they 
want to visit your shop, great; let them know they’ll get VIP 
treatment. But if not, that’s okay too.

Then again, now that they know what you do for a liv-
ing, you may get the doctor treatment. You know how that 
goes:

“Oh, you’re a doctor? You know, ever time I go like 
this it hurts.”

[Answer: Don’t go like that.]
Although in your case, it may be more of an “every 

time I drive up that long hill on Willow Street,” or “when 
I’m backing out of my driveway,” kind of complaint. But 
the concept’s the same. And that gives you an opening to 
invite them to your shop.

“Well, that doesn’t sound too serious, but why don’t 
you bring it by tomorrow at noon? We’ll give it a quick 
check and see if it’s anything worth worrying about. It won’t 
cost you anything for the initial checks.”

Don’t forget to hand them a card, and reiterate the time: 
“So we’ll see you at noon tomorrow. Ask for me; I’ll 

take special care of you.”
And if they don’t ask about their cars, don’t worry 

about it. You’re here to make friends, not sell your shop. Let 
the sales happen on their own.

Making a Presentation
Of course, not every situation is just about mak-

ing friends; some situations demand a presentation. For 
example, you’ve called the local Red Hat’s Society, or the 
VA, or one of the church groups in your area. If you aren’t 
there to join the group, the only other reason to meet with 

The Dealer Alternative 2

“Oh, you’re a doctor? You know, ever time I go like this it hurts.”... ... Although in your case, it may 
be more of an “every time I drive up that long hill on Willow Street,” or “when I’m backing out of 
my driveway,” kind of complaint. But the concept’s the same. And that gives you an opening to 

invite them to your shop.

“I’m Jim; nice to meet you. I own Jim’s Transmissions 
over on 4th and Main. You know the shop… with the big red 
roof across from the Kmart.”
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them would be to offer a presentation 
of some sort.

The first thing to remember is that 
no one wants to sit there and listen to 
a sales pitch. Even your mother would 
get a little antsy listening to that for 
more than a few seconds.

What should you talk about? Think 
current events: What’s going on in the 
automotive world today? Remember, 
you’re the automotive expert: You have 
knowledge to share. 

A couple years ago you’d have 
been golden talking about the “cash 
for clunkers” program. But that’s old 
news now.

So what’s hot in the world of cars 
today? Issues change daily and there 
may be other issues locally, but these 
days there are maybe three subjects that 
are of interest nationwide:

1. Right to Repair legislation
2. Extended warranty programs
3. Gas prices

The Right to Repair legislation 
makes its way in and out of the news 
occasionally. The premise is simple: 
Supporters want the government to 
require manufacturers to share their 
technical data with the aftermarket 
repair industry. The dealers would pre-
fer to keep it to themselves. 

This is a valuable issue, as a loss 
could lead to an auto repair monopoly 
for the dealers. And that would inevi-
tably lead to higher repair prices. But 
while it’s a worthwhile issue, be care-
ful: It could easily be construed as 
self-serving. You want the factory to 
provide information so you can con-
tinue to earn a living.

Extended warranty programs are 
another question being bandied about, 
primarily because just about every 
other TV commercial seems to be offer-
ing another warranty program. And 
they use some effective scare tactics to 
sell their services, including the cost of 
a rebuilt transmission. Never mind that 
the insurance policy will probably only 
pay for a repair or a used transmission.

This is one where you could share 
your experiences with those compa-
nies, and show how they’re really just 
about spending the money before you 
need the repair. For most customers, 
simply saving that money they’d have 

spent on the warranty will provide them 
with an adequate umbrella in case they 
get hit with an auto repair storm. Not to 
mention that people could avoid many 
of those repairs simply by spending a 
few bucks on maintenance.

Gas prices are one of the hottest 
issues today. Once or twice a week 
there’s a news report about the price of 
gas going up, down, or sideways. And 
since those prices manage to burrow 
pretty deeply into their pockets, most 
consumers would be only too happy to 
learn how to cut those costs.

Your Presentation
Once you’ve chosen a subject, 

you’ll need to work out the details of 
your presentation. You’ll probably be 
limited by time: Most groups will only 
give you from 5 to 15 minutes.

Be brief, be concise, and provide 
handouts that consumers can take with 
them — with your shop name and 
phone number on them. Let them know 
that if they have any questions, they 
should give you a call; you’ll be only 
too happy to help.

And have plenty of business cards 
and free gifts to hand out — things like 
pens, hats, ice scrapers, tire gauges, 
and refrigerator magnets. All the things 
consumers tend to hang onto and use.

After your presentation is when 
you can visit with the attendees and sell 
yourself. Remind them that you’re here 
for them, and you’ll be happy to help 
them if there’s anything you can do for 
them. Let them know that they can ask 
for you by name; you’ll take special 
care of them.

Becoming the Dealer Alternative 
is a terrific idea. Their customers usu-
ally have something that many others 
are often lacking: the ability to pay 
for repairs. The trick is to reach out to 
them, and get them to look at you as 
more than just another shop… you need 
to become their friend in the business. 
From there, you’ll have no problem 
becoming the Dealer Alternative in 
your neighborhood.

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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Since its inception back in 2006, 
ATRA’s What’s Working pro-
gram has focused on gathering 

pertinent data from consumers, through 
surveys and focus groups, and shop 
owners who are willing to share what’s 
working for their businesses. We com-
bine these findings into articles, mar-
ket reports, and presentations to share 
what’s working in our industry today.

This gathering and sharing of 
information is not only the mission of 
our popular What’s Working program, 
it’s what ATRA was founded on back 
in 1954 and represents the true essence 
of trade associations: sharing valuable 
information for the benefit of the indus-
try. 

It’s a simple and effective con-
cept that has helped scores of shop 
owners with the everyday challenges 
of running a successful shop today. 

The program works, not because of 
ATRA’s great ability to gather informa-
tion from consumers; although that’s 
an important component for develop-
ing the desired outcomes. The program 
works because of the willingness of the 
folks in the field who’ve readily and 
willing shared their successes for others 
to consider. 

We’ve presented some of your 
stories right here in GEARS through 
expanded shop profiles and articles 
based on our discoveries, and we’ve 
invited some shop owners to sit on 
panels at our annual Expo. Without 
fail, whenever its Association asked, 
the industry responded with a resound-
ing “Yes.” 

To stay true to the mission of our 
What’s Working program, it’s vital that 
we continue to identify and follow 
the issues facing shop owners today. 
We know that without this input, the 
program could produce information 
that might be less relevant to the real 
needs our industry faces. That’s why 
we developed a What’s Working man-
agement advisory panel.

The panel consists of successful 
shop owners from around the country. 
Some use remans, some don’t; some 
offer general repair as part of their 
overall business strategy, some don’t.

WHAT'S WORKING

by Rodger Bland
members.atra.com

www.atra.com

Advisory Panel: 
Another “Yes” from 
our Industry
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In other words, the panel is as 
diverse as our industry — exactly the 
makeup necessary to evaluate the ideas 
being offered to reshape our indus-
try. To round things out, we’ve also 
included a renowned industry trainer/
consultant to help steer the delivery 
of the valuable information the panel 
brings each time they meet. 

The purpose of the panel is to help 
guide the application of the information 
we’ve gathered, to provide the greatest 
impact at the shop level. Who better to 

make sure that happens than the shop 
owners themselves? We asked if such a 
panel could be formed, and, once again, 
the answer was “yes”! 

It’s truly gratifying to work with 
likeminded individuals for the better-
ment of something greater than the sum 
of its parts. It’s this spirit of paying it 
forward that’s grown the largest-and-
only nonprofit trade association that 
serves our industry. Sharing what’s 
working so that others may follow is 
what ATRA is about. It’s a great con-

cept, but without the willing participa-
tion from its Members, it’d remain just 
that: a concept. Our Members take the 
concept and put it into action.

If you would like to be part of the 
panel and contribute to its success, 
we’d love to hear from you. Feel free 
to contact Rodger Bland at ATRA for 
details on how you can participate.

The ATRA What’s Working advisory panel met recently at the main office of ATRA to discuss future projects.
Pictured L to R: Donnie Caccamise, Maylan Newton, Dave Riccio and Mario Jauregui
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The transmission repair indus-
try as we know it today bears 
little semblance to the indus-

try of just a few years ago. To meet 
the changing tides, shops have had to 
alter the way they do business. This 
is called a paradigm shift — a funda-
mental change in approach or underly-
ing assumptions about their business 
strategy.

Few transmission shops in busi-
ness today have experienced more 
paradigm shifts than ATC Auto Center 
in Augusta, Georgia. That’s not so 
surprising, since the shop owners — 
brothers Brian and Chris Weeks — are 
the third generation of Weeks to own 
and operate their shop.

It began with their grandfather, 
Earl Weeks, when he rented a bay from 
a local shop nearly 60 years ago. He 
worked it for a number of years until 
his sons — Carl, Larry, and Allan, 
took over in 1972. They moved into 
their present location in 1994, where 
they shifted the paradigm from han-
dling strictly transmissions to become 
a full-service shop that specialized in 
transmissions.

SHOP PROFILE

ATC Auto Center, 
Augusta, GA 
A Shifting Paradigm for a Changing Industry

by Steve Bodofsky
members.atra.com

www.atra.com

ATC Auto Center, Augusta, Georgia

Team ATC.  ATC has 10 employees including co-owners, Brian and Chris Weeks pictured L-R;  
Brian Weeks, Pat Casper, Scott Weeks, Kathleen Lariscy, Matt Yount, Chris Weeks, 

Will Delgado,  Kyle Campbell, Mike Miller and David Moore
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As they began to see more and 
more transmission jobs in the early to 
mid-80s, they shifted paradigms again, 
switching back exclusively to transmis-
sion repair.

Brian, Chris, and their cousin 
Michael took over the shop in October 
1998; they purchased the business in 
October, 1999. And in 2003 they began 
the shift back once again to become 
a full-service shop that specializes in 
transmission repair.

ATC Today
ATC has 10 employees includ-

ing Brian and Chris. Chris focuses 
mostly on customer service and does 
some automatic transmission rebuild-
ing. Brian focuses more on business 
management, along with rebuilding 
manual transmissions and performing 
diagnostic work.

“I’m the ‘wanna spend money,’ 
guy and Chris is the ‘no, we can’t 
spend money,’ guy. It keeps us both in 
balance,” Brian says with a laugh. And 
there’s little doubt that the two have a 
close relationship, beyond simply being 
brothers or business partners. “I drove 
the race car; he was the crew chief.”

Around 2006 or 2007, the broth-
ers began to consider switching over 
to remans: “We looked at what it was 
costing us to maintain our tooling, 
the time necessary to keep up with 
technical issues, and the raw cost of 
rebuilding today’s transmissions. Then 

we compared it to the cost of a Jasper 
reman. After crunching the numbers, 
we had no doubt that this was going to 
work.”

So the brothers made their lat-
est paradigm shift, to selling remans 
instead of exclusively rebuilding trans-
missions. “Today about 70% to 75% 

ATC Auto Center, Augusta, GA

The 2nd and 3rd generations – L-R; Larry, Brain, Carl and Chris

David Moore ready to install a Jasper unit 

ATC Building Room

Brain on the bench building a transmission

Kyle Campbell clocking in on a tech sheet 

36shopprof412.indd   38 3/28/12   12:36 PM



2012 Los Angeles Technical Seminar
August 4

at the                                         ®  Resort

Anaheim, CA

Disneyland

FRIDAY

SATURDAY
HOTEL

INFORMATION

RECEPTION
7pm-9pm

SEMINAR
8am-4pm

August 3
August 4

August 3 - 5

Appetizers

Drinks

Disney® Entertainment

Admission included with your 
seminar registration!

GM
Chrysler

Ford
Imports

“Reaching New Customers”
Management Presentation

The Technical Seminar will 
immediately follow the 

Management presentation

Disney’s 
Paradise Pier Hotel

1717 S. Disneyland Drive
Anaheim, CA 92802

(714) 520-5005

Room Rate: $149/night
Cut-off Date: July 6

REGISTRATION

Fees
ATRA Members: $149
Non-Members: $189

On-site: $220

Phone
(800) 428-8489

Online
members.atra.com

DISCOUNT PARK TICKETS
As a seminar attendee, you and your family can 

enjoy great discounts on Disneyland® Park tickets!

Full Day Park Ticket (Adult) $71 ($80 at the gate)
Full Day Park Ticket (Child) $66 ($74 at the gate)
After 4pm Park Ticket (Either) $45 (none at the gate)

Call ATRA for Details
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of our business is remans. There are 
still some we’ll do ourselves: I’ve built 
five manual transmissions this week,” 
explains Brian. “But the majority of our 
work is remans. And we’re happy with 
Jasper transmissions.

Born into the Business
As you might expect, being in a 

family that owned a repair shop got 
them interested in cars at an early age. 
“I spent my summers in the shop for as 
long as I can remember. I did my first 
customer job when I was 12 years old: I 
put a camshaft in an old Monte Carlo,” 
says Brian.

But that doesn’t mean they always 
planned on taking the reins: Both Brian 
and Chris went to college. Brian began 
taking business courses. Then, just two 
semesters away from graduating, he 
shifted gears and both he and Chris 

went to Southern Polytechnic State 
University where they earned mechani-
cal engineering and technical degrees.

“I never planned on taking over the 
business,” explains Brian. “The only 
thing I wanted to do was race.

“In hindsight, having those degrees 
has really paid dividends in the trans-
mission business. It gives us a leg up on 
our competition.”

Even though he stopped a bit short 
on his business degree, Brian is quick 
to admit the value of that education in 
their day-to-day shop operations. “You 
spend more time looking at numbers 
and spreadsheets than you do turning 
wrenches these days!” says Brian.

That business background was a 
valuable asset when deciding to shift 
their business model from rebuilds to 
remans. “So many people told us we 
were crazy for making the change. But 

we’re looking at some of the best num-
bers we’ve ever seen, thanks in a large 
part to the changeover to remans.”

Of course, as with any change, 
not everyone can get onboard: “Our 
cousin, Michael, was a partner when 
we first took over the business. He quit 
school when he was 16 and became 
a rebuilder. But when we decided to 
make the transition to remans, he felt 
like the odd man out.” Brian and Chris 
eventually bought out Michael’s share 
of the business, and he went into pip-
efitting and welding.

Ongoing Education
Even with his business education, 

Brian is always interested in learning 
new ideas and techniques for bring-
ing more work into the shop. He and 
Chris took part in Jasper’s Strive to 
Thrive management program, and in 
2010 they closed the shop for three 
days, and brought their entire staff out 
to Expo. Brian and Chris attended the 
management program, and their techni-
cians spent their time in the technical 
seminars. According the Brian, it really 
paid off.

“Years ago ATRA was strictly 
about tech,” says Brian. “But a few 
years ago they ‘shifted gears’ and start-
ed teaching shop owners how to be 
more effective and more profitable. 
They’re really doing a great job; we’re 
planning to make it back to Expo again 
this year.”

Brian is also an avid GEARS read-
er: “I wait for the new issue to come in 
and I read them cover to cover. I learn a 
lot from them.”

One of the things Brian and Chris 
did a few years ago was set a few goals 
for themselves. One of those goals was 
to be profiled in GEARS Magazine. 
Looks like they can check that one off 
their list.

A Start in Racing
Like so many people in the auto 

repair business, Brian and Chris began 
with an interest in racing. They started 
racing go-carts when they were kids, 
graduated through dirt track to short 
track asphalt, and up into the touring 
series for NASCAR.

But that was about the same time 
they started to take over the family 
business, so racing had to take a back 

ATC Auto Center, Augusta, GA

Full Bays at ATC

Will and Matt at the tech desk
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seat. They did a bit of driving for other 
folks, but these days the brothers con-
centrate more on their business, and 
have generally left the racing in the 
dust.

“We still build gearboxes for some 
of the guys on the racecar circuit, and 
still get to drive a car here and there,” 
says Brian. “The last full season we 
drove was ’06; we drove for the Rolex 
Endurance Points Championship, and 
lost by about two points overall.”

Focusing on the Business
So why did the brothers stop rac-

ing? “We finally paid off the business 
and became debt-free in August of 
’09,” explains Brian. “So we started 
looking at rebranding, with a new mar-
keting campaign to help get our name 
out there. Till then, all of our marketing 
was strictly word of mouth.”

They hired a local marketing com-
pany and began to reinvent themselves. 
“The name of our business was Augusta 
Transmission Clinic,” explains Brian. 
“That name locked us into the Augusta 
area, and presented us as a shop that did 
strictly transmissions.

“We changed the name to ATC 
Auto Center. We changed the logo and 
started advertising, including coupons 
and a series of six TV commercials 
airing locally.” And while it’s still a 
bit early to judge, it looks like their 
response is strong. 

They have a beautiful web site 
at www.atcautocenter.com. Customers 
can ask questions about their cars, learn 
valuable driving and maintenance tips, 
and even make appointments on line. 
And the brothers are beginning to take 
their message into the world of social 
media.

In Their Spare Time…
As their racing career wound 

down, the brothers took up golf, and 
like to spend what free time they can 
muster walking the links.

Another interest they share is in 
old Mustangs. “We have four buildings 
on the grounds,” says Brian, “and every 
day, Dad comes around at 10 or 10:30 
— often with his brother Larry — and 
says ‘let me know when it’s lunchtime.’ 
Then they go out to the back shop and 
restore classic cars.”

Between the two brothers and their 
father, they own about 14 Mustangs, all 
in various stages of restoration. They 
prefer the 1965–66 fastback models. 
“No matter how old they get, they still 
turn heads.”

While their dad tries to stick with 
restoring their own cars, he has a lot of 
friends. And someone is always stop-
ping by asking him to take on a job. 
He has a hard time refusing: “He tries 
to tell them ‘I just don’t have time,’ but 
they still bring it, he still works on it, 
and charges them hardly anything. But 
he’s having a good time.

“He’s working on a ’63 split-win-
dow right now; it’s the only Chevrolet 
in the bunch, and it’s the only Corvette 
that was worth restoring,” explains 
Brian.

So what’s the secret to their suc-
cess? “We’re just a couple of regular 
guys, trying to do the best we can. We 
try to treat people the way we’d want to 
be treated.” Humm… do unto others… 
sounds vaguely familiar. Not much of a 
paradigm shift, but it could work.
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Remember when you were a 
kid and it came time to pick 
the team during PE class? 

Football, baseball, it really didn’t mat-
ter: Everyone lined up and each team 
captain would begin choosing team-
mates until everyone was on one team 
or the other.

Each team consisted of a variety 
of people: You had the jocks, who were 
good at every sport, all the way down 
to the kids who wound up in the least-
likely position to get the ball. When it 
was McLean’s turn, you knew a home 
run was likely. The worst scenario was 
bases loaded with two outs and have 
Wilbur at bat. You were already reach-
ing for your glove because you knew 
that three strikes were inevitable.

This may seem cruel, but we all 
remember those days; that’s how it was. 
The outcome of the game had a lot to 
do with the team members the captain 
chose. This reminds me of a What’s 
Working presentation I made last year. 
I was nearly through my presentation 
when someone asked, “What do you 
do when your customer doesn’t have 
any money?” The answer was to attract 
better customers. A better way to phrase 
that question might have been: “Why 
are you attracting people who can’t 
afford your services?”

One thing we know for certain is 
that there are people out there who can 
afford to pay for quality services — 
even in today’s economy. So let’s think 
about our current market like a “team.” 
But this time it’s the players that chose 

the team, not the captains. 
From our 2011 consumer study, we 

learned that about 24.6% of the 1000 
people surveyed preferred taking their 
cars to an independent transmission 
repair shop if they needed a transmis-
sion, while 24.4% preferred the dealer. 
That’s almost a perfect 50/50 split; just 
right for two teams. So let’s take a look 
at the lineup:

Up first are the people without the 
means to fix their cars. They begin by 
looking for the cheapest shop in town. 
They’re a great bunch of people and 
you even enjoy their company for the 
most part, but when it comes to get-
ting their cars fixed, they may have to 

park them for a while until they can put 
enough cash together to have you do 
some of the work they need.

They might even have you work 
on their cars but not be able to pick 
them up for financial reasons. Their 
cars wind up sitting in your lot until the 
storage charges eat them up and you 
take ownership their car. These folks 
take their cars to the transmission shop.

Up next are those who can afford 
to get their cars fixed but need addi-
tional financing. Their credit cards are 
maxed out, but they’re working and 
really want their cars fixed. They’re 
also looking for bargains and begin 
their discussions by talking about price.

What’s Working

Picking Your 
T e a m by Dennis Madden

members.atra.com
www.atra.com

The key to being successful is a lot like building a 
winning team: You have to get the right players on your 
team if you expect to win.
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They never call the dealer because 
they already know it’ll cost too much. 
There are a couple independent shops 
they know that do good work, but these 
customers are pretty sure they're also 
too expensive.

After a lengthy discussion you 
convince them to come in and they 
tell you their situation. Fortunately for 
you, you’ve seen this type of customer 
before and have already contacted third 
parties that offer creative financing 
plans. In most cases you’ll get paid 
within 60 days, and only a couple go 
bad. And like I was saying, they’re not 
going to the dealer either.

The next group is the largest group. 
They don’t like to spend money for car 
repairs — who does? — but they also 
don’t like the inconvenience of being 
without wheels. And they’re willing to 
spend a little more for someone they 
trust.

They’ll most likely use a credit 
card for payment but they either pay off 
the balance every month or may spread 
a large expense like a $3500 transmis-
sion repair over the next three months. 
For the most part this is the group that 
keeps you in business. 

Right then the dealer stands up 
with a bunch of signs and makes a lot 
of noise to get their attention. Right in 

front of your eyes you see this group 
drive past your shop, headed to the 
dealer. “They get all the good work” 
you say.

Fortunately for you, you’ve been 
working in your community, raising 
awareness about your ability to fix 
cars in a timely manner at a reasonable 
price. People see you as a professional 
so a few of these guys pull into your 
parking lot; enough to keep you going. 

Then there’s the final group: These 
are the ones who go to the dealer for 
everything, even to have their tires 
inflated. Their cars are no longer under 
warranty but that doesn’t matter. They 
still expect a loaner car for every ser-
vice, and get one. They know they’re 
paying more, but they can afford it, and 
they figure the extra cost is worth the 
special treatment and quality service.

There’s the lineup: For the most 
part the people that choose independent 
shops or dealers do so out of habit. 
We’ve accepted this over the years and 
do our best with the team we have.

What we’ve recently discovered 
is there are a lot people who take their 
cars to the dealer, but aren’t married 
to it. They’d consider an independent 
shop, if they found one they could trust. 
They’d still like to be pampered, but 
they might be willing to forego some 

of those extras in exchange for saving 
a few bucks.

The problem is, these customers 
won’t come looking for you. You have 
to reach out to them. For the most part 
they’re comfortable with the dealer or 
aren’t interested in the hassle or risk to 
go somewhere else.

So what are the top three reasons 
people choose the dealer?

1. Trust 
2. Well trained / knowledgeable  

professionals
3. Reliable service

Above shows a chart of all but a 
few of their reasons for selecting a deal-
er. This is from our most recent study of 
people with a preference for the dealer. 
As you can see, there’s not much here 
you can’t do to make the impression 
that you’re the professional who’ll look 
after their automotive needs.

Over the next few months, as we 
get closer to Expo, we’ll discuss more 
of our findings from the latest study. 
We’ll also talk about ways you can 
reach them and get them to play for 
your team. Play ball!
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Gold Sponsors:

Plant tour: Friday, April 20th 
Technical presentation and plant tour at Exedy America’s 
state-of-the-art facility in nearby Mascot, TN will take 
place on April 20th. 

Seminar: Saturday, April 21st  
A full day of seminars is scheduled with some of the 
industry’s best speakers. Breaks and a luncheon will 
be provided as well. In addition to the seminar you 
will have the opportunity to meet with many of your 
favorite suppliers.

Host Hotel:  
Holiday Inn World’s Fair Park Downtown 
Room rates: $99. plus tax 
When booking, reference TCRA to get the  
reduced rate until March 29th.

Seminar fee: 
Includes transportation to Exedy tour, admission to 
seminar and exhibits, breaks and luncheon.

Tuition/Fee:
Members – first attendee:  $250

Members – subsequent attendees:  $150

Non-members – $295

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

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

Platinum Sponsors:

Exedy America has announced they will be 
hosting the 2012 TCRA Seminar
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Lifting, pushing, and overreach-
ing are common causes of 
strains and sprains. Any job 

that requires you to sit or stand bent in 
an awkward position for long periods of 
time can cause excess stress and strain 
on muscles. Most strains and sprains 
affect the back, arms, and shoulders. 
However, there are some very simple 
things you can do to prevent or mini-
mize body strains and sprains.

Many strains and sprains occur 
because of poor material handling. 
Workers lift things that weigh too much 
or they lift incorrectly. Lift correctly 
by bending your knees, not your back. 
Carry loads close to your body. Injuries 
can occur when workers try to pull or 
lift a heavy or awkward object without 
help, or lifting an object while twisting 
from the waist. When carrying a load, 
avoid bending or lifting upward unnec-
essarily. Always keep as much of the 
load as you can at waist level.

Get Help! 
Get help with heavy loads. Don’t 

try to move or lift an object you can’t 
handle. Instead of lifting a 75-pound 
load, break it down into smaller parts. If 
you are working with a 75-pound torque 
converter you can’t break it down, get 
help from a mechanical device or lift it 
with another worker. Make sure mov-
ing equipment works properly or it will 
cause you to strain unnecessarily just 
trying to get it to work. If the wheels 
on a cart or a transmission jack are 
not aligned properly, you could strain 
your arms, shoulders, and back trying 
to move it.

Change your working positions 
frequently. Chronic strain due to an 
unchanging work position can weaken 
your back, arms, and shoulders. Adjust 
working heights to prevent slumping 
or excessive reaching. A vicious cycle 
develops when chronic strain contin-
ues; muscles become less able to with 

 
stand strenuous activity and grow more 
prone to injury of all kinds. Stretch dur-
ing the day to increase your flexibility. 
Take body relaxation breaks by letting 
your shoulders and neck muscles go 
limp; swivel your head or arms or flex 
your hands and fingers.

Stay Healthy – In Shape
Take care of your whole body with 

exercise, proper posture, a sensible diet 
and adequate rest. If your muscles or 
ligaments have weakened over time 
from lack of exercise or age, you are 
more apt to get a strain or sprain than if 
you are physically fit. 

Preventing Strains 
and Sprains by The California State Fund

members.atra.com
www.atra.com
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LOCATIONS

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
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JOIN TODAY AT
MEMBERS.ATRA.COM AUTOMATIC TRANSMISSION 

REBUILDERS ASSOCIATION

GET  ‘EM OUT!
GET ‘EM IN

ATRA helps you increase new customer traffic and get vehicles fixed quickly, meaning payday 
comes faster and more frequently. Our technical department’s massive library and other resources 
offer you unlimited access to the information you need right when you need it.

ONLINE
The ATRA website contains more than 70,000 pages of material, including bulletins,  
seminar manuals and Gears Magazine articles. Just insert a keyword and the answer  
is a click away. 

As an ATRA member, you have access to the industry’s top three automotive databases:

HOTLINE
Have a transmission problem? The answer is just a phone call away. Receive one-on-one assistance 
from an ATRA transmission-repair expert, Monday – Friday, 6:30 a.m. – 4 p.m. PST.

GET IT FIXED, GET PAID! 
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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
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Trade Show
co-hosted with

OCTOBER 25 - 29

2012 ATRA
POWERTRAIN

EXPO

Las Vegas, NV

atrapowertrainexpo.com
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Paris Las Vegas
Las Vegas, NV

(877) 796-2096
Reserve before July 9: $139/night

Reserve after July 9: $150/night
Cut-off Date: 10/1/12

Limited Rooms • Connected to Bally’s

Bally’s Hotel & Casino
Las Vegas, NV
(877) 603-4390
Reserve before July 9: $89/night
Reserve after July 9: $105/night
Cut-off Date: 10/1/12
Host hotel

Choose 
Your

Destination!
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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

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

saturday, october 27
8:00am - 3:00pm Attendee Registration

8:00am - 11:30am Management Seminars
8:00am - 11:30am Technical Seminars
12:00pm - 1:00pm ATRA Luncheon        sponsored by

1:00pm - 5:00pm Trade Show
5:00pm - 7:00pm Cocktail Reception    sponsored by

sunday, october 28
8:00am - 10:00am Exhibitor Meeting & Booth Drawing
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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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.

Sonnax Super Hold Servo 
Improves GM Powerglide 
Performance in Drag 
Racing

Performance of GM Powerglide 
transmissions can now be improved 
with a new Super Hold servo assembly 
from Sonnax Industries. The new servo 
provides 30% more apply area than the 
original. 

The larger apply area increases 
band apply force at existing line pres-
sure, or allows for reducing line pres-
sure by 20% to 30% while maintaining 
the same apply force. Designed for drag 
racing vehicles seeking positive trans-
brake engagement, the Sonnax Super 
Hold servo reduces vehicle rocking and 
increases stability.

The Sonnax Super Hold servo 
assembly addresses burned band 
problems commonly associated with 
Powerglide servos used in high-perfor-
mance applications, caused by residual 
apply force in high gear when the band 
is supposed to be released. At higher 
pressures this residual force can over-
power the return spring; the band won’t 
release fully, which burns the band and 
robs power in high gear.

The Super Hold servo’s positive 
sealing prevents leakage that can reduce 
band force or prevent full release. The 
return spring in the Super Hold servo is 
tunable to ensure full servo release even 
at higher line pressures. 

The Super Hold servo’s patented 
design fits completely inside the case 
in the same space as the original equip-
ment servo assembly. This simplifies 
installation and avoids external cover 
clearance problems found with over-

sized servo assemblies.
The Sonnax Super Hold servo 

assembly 28821-09K is available at 
leading transmission parts distributors 
and is priced significantly less than 
other oversized servos. For more infor-
mation, visit www.sonnax.com/super-
hold/powerglide or call toll-free (800) 
843-2600.

Also from Sonnax® Solenoid 
Regulator Valves for Ford and GM

Low clutch pressure, slipping or 
harsh shifts, and loss of 4th through 
6th gears are some common complaints 
associated with the Ford 6F35 and GM 
6T40 transmissions. These symptoms 
are frequently caused by a worn sole-
noid regulator valve.

Sonnax now offers solenoid regu-
lator valves 144740A-01 for the Ford 
6F35 and 144740-01 for the GM 6T40. 
The hard coat anodized valves restore 
solenoid regulator function and clutch 
pressure control.

Tool kit 144740-TL makes it pos-
sible to prepare the bore and replace 
the worn components in either of these 
two units.

For more, visit Sonnax on line at 
www.sonnax.com.

Precision International  
Introduces 59950 Ford 
Overdrive Drum Bushing

Precision International’s 59950 is 
an overdrive drum bushing that fits all 
years of the AXOD, AXOD-E, AX4S, 
AX4N and 4F50N transmissions.

Since this bushing supports the 
driven sprocket support, it’s under is 
enormous stress; the original bushing is 
susceptible to severe wear on the inner 
diameter. 

The Precision bushing is made to 
Ford OEM specs, with a bronze inner 
lining, six lube slots, and an oil groove 
through the center of the inner diam-
eter. It’s also chamfered to help ease 
installation.

Precision recommends replacing 
this bushing on each rebuild.  

For more information visit www.
transmissionkits.com.

TransTec Introduces New 
RE4F03A Pan Gasket

In 2007, Nissan revised the case 
on the RE4F03A transmission, found in 
both the 2007-up Versa and Tiida. The 
change resulted in a new pan gasket 
design.

© 2012  Freudenberg-NOK  

11617 State Route 13 • Milan, Ohio 44846 • T:  419-499-2502 • F:  419-499-2804 • www.TransTec.com 

2/23/12

RE4F03A PAN GASKET

In 2007 Nissan revised the case on the RE4F03A transmission found in both the 
2007-up Versa and Tiida which resulted in a new design for the pan gasket.  
As of February 1, 2012 all TransTec® RE4F03A overhaul kits include a Duraprene® 
pan gasket for use on these vehicles. The gasket can also be ordered separately 
by requesting item number B11579.

Along with this change the direct clutch balance and apply pistons converted to 
a bonded design.  Although theses pistons are not available to the aftermarket 
they can be purchased from your local Nissan dealer. For convenient reference 
the Nissan part numbers are 31577-3CX00 (Balance) and  31544-3CX00 (Apply).

Duraprene® is a registered trademark of Freudenberg-NOK Sealing Technologies

CURRENT RE4F03A 
PAN GASKET

VERSA/TIIDA 2007-UP 
PAN GASKET

Technical 
Bulletin

A Division of Freudenberg-NOK

144740A-01 Ford6F35

144740-01 GM 6T40

Current RE4f03A 
Pan Gasket

Versa/Tiida 
2007-Up 

Pan Gasket
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POWER INDUSTRY NEWS
As of February 1, 2012 all 

TransTec® RE4F03A overhaul kits 
include a Duraprene® pan gasket for 
use on these vehicles. You can also 
order these gaskets separately by 
requesting item number B11579.

Along with this change the direct 
clutch balance and apply pistons con-
verted to a bonded design. Although 
these pistons aren’t available to the 
aftermarket, you can order them from 
your local Nissan dealer. For conve-
nient reference, the Nissan part num-
bers are 31577-3CX00 (Balance) and 
31544-3CX00 (Apply).

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

Sun Capital Partners, Inc.  
Sells Raybestos 
Powertrain to Monomoy 
Capital Partners

Sun Capital Partners, Inc., a lead-
ing private investment firm specializing 
in leveraged buyouts and investments 
in market-leading companies, today 
announced that its affiliated portfolio 
company Raybestos Powertrain LLC 
has been acquired by Monomoy Capital 
Partners and combined with portfolio 
company Steel Parts Manufacturing, 
Inc. Terms of the transaction were not 
disclosed.

Raybestos Powertrain, headquar-
tered in Crawfordsville, Indiana, serves 
the automotive, off-highway, construc-
tion, agricultural and industrial mar-
kets. The company was formed by the 
combination of two wet friction origi-
nal equipment manufacturers (OEM) 
and aftermarket businesses operated 
by Raytech Corporation which were 
acquired by an affiliate of Sun Capital 
in 2008. 

Transforming Raybestos 
Powertrain required a complete 
restructuring of the business, includ-
ing rebuilding the OEM division into 
a viable ongoing business, divesting 
underperforming segments and product 
lines, and driving synergies between 
the two businesses to better serve the 
OEM/heavy duty market. Despite these 
restructuring initiatives, revenue has 
increased since the acquisition while 
focused cost reduction efforts and pro-
ductivity improvements delivered fur-
ther improvement. As a result, EBITDA 
has more than quadrupled since 

Raybestos Powertrain was acquired in 
2008. 

“Raybestos Powertrain has really 
been transformed as a business after 
successfully completing a deep restruc-
turing, growing sales, and significantly 
improving efficiency,” said Jonathan 
Borell, vice president at Sun Capital 
Partners. “As a result, the company 
has gained prominence across multiple 
platforms. We believe the combination 
with Steel Parts is a great strategic fit, 
and we are confident that Monomoy 
will grow the company’s stellar reputa-
tion and service capabilities.”

NAPA Introduces New 
Platinum Master  
Overhaul Kits

NAPA Auto Parts has introduced a 
new line of Platinum Master Overhaul 
Kits that include innovative materi-
als and sophisticated production meth-
ods to achieve superior performance 
to meet the demanding environments 
faced by today’s transmissions.

Each of NAPA Auto Parts’ Platinum 
Master Overhaul Kits are packaged 
by Precision International and include 
premium Raybestos friction and steel 
clutch plates, along with a Farpack pan 
gasket.  

Contact your local NAPA Auto 
Parts Store for ordering information, or 
visit them on line at www.napaonline.
com.

High Performance  
Transmission Parts 
from A & Reds 

Summer is right around the corner, 
and with it will come racing, off-
roading, and vacationing. And each one 
can mean customers for your shop.

To help you get prepared for the 
summer onslaught, A & Reds has put 
together a full line of performance parts 
from leading manufacturers, including 
Sonnax, Transgo Performance, Red 

Eagle Clutch Plates, Fairbanks Power 
Tow by Superior, Raybestos, Dacco 
Performance Plus Converters, and other 
quality suppliers.

All are available with one quick 
phone call, making it easy for you to 
get the parts you need.

For more information, call Leroy at 
800-835-1007 ext. 126. 

VBX’s Kristin Evans 
Employee of the Year

VBX-ValveBody Xpress is proud 
to announce and honor Kristin Evans as 
its 2011 Employee of the Year.

Kristin began working for VBX 
in 2007 and quickly proved to be an 
incredible asset to its team. Kristin is one 
of VBX’s senior valve body technicians 
and is responsible for building their 
most intricate valve bodies. Her 
attention to detail is impeccable, as is 
her focus and dedication to task.

Kristin is greatly respected by 
both management and co-workers. In 
addition to her daily responsibilities, 
Kristin is also responsible for training 
new members of VBX’s growing team, 
all of whom appreciate her patience and 
thorough teaching skills. 

For all these reasons and more 
that Kristin was chosen as the recipient 
of this award. Please join us in 
congratulating her on a job well done!

Visit VBX on line at 
valvebodyxpress.com, or call them, toll 
free, at 1-866-2GET-VBX.

ALLDATA and AutoVitals  
Sign Agreement to 
Enhance Business 
Solutions Suite

ALLDATA LLC, the leading 
provider of manufacturers’ automotive 
repair information and solutions for the 
professional automotive service and 

VBX Kristin Evans, Employee of the Year
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collision repair industries, has entered 
into an agreement with AutoVitals to 
help repair shops attract and retain 
customers.

“ALLDATA has selected 
AutoVitals as the best solution in 
the industry for helping customers 
reach a wide audience of interested 
consumers,” said ALLDATA President 
Jeff Lagges. “We’ve always been about 
helping shops succeed, and this is a 
proven tool to help them get the results 
they want.”

The collaboration of ALLDATA 
and AutoVitals offers immediate 
benefits to repair facilities through 
ALLDATA’s suite of market products 
that leverage web technologies and 
social media. By deploying AutoVitals’ 
marketing platform, which is specific 
to the independent automotive industry, 
shops can inexpensively reach a wide 
audience. AutoVitals can tailor search 
engine optimization technology to 
significantly improve a shop’s ranking 
and visibility, which can translate to 
higher profits. Additionally, customer 
reviews are solicited to build an online 
reputation.

AutoVitals’ products easily 
integrate with ALLDATA Manage, 
ALLDATA’s popular shop management 
system. Pairing the programs can result 
in cost-effective business strategies, 
further extending the benefits of 
AutoVitals.

“Twenty-five years ago, ALLDATA 
was the first to market electronic repair 
information,” adds Lagges. “Today, our 
products are used by more than 80,000 
shops. AutoVitals is a great fit for us. It 
perfectly complements our tradition of 
innovation and the direction we have 
been going.”

For more information about 
ALLDATA and AutoVitals, visit www.
alldata.com/getmarket or call 800-697-
2533.

Valve Seat Concentricity
When it comes to gas engine 

remanufacturing at Jasper Engines & 
Transmissions, valve seat concentricity 
is taken very seriously.   

JASPER is moving toward seat 
and guide machines with a “dead pilot” 
design that remains stationary in the 
guide as the cutting head rotates around 
it. This design will replace machines 

with a “live pilot” setup that spins with 
the cutting head in the guide. 

Concentricity, as discussed here, 
is the relation between the centers of 
the valve guides and the centers of the 
valve seat surfaces. “If two circles, 
one within another, share the same 
center, they’re considered concentric,” 
says Randy Bauer, JASPER gas engine 
division manager. “The circles are non-
concentric if one of the circles has a 
center that isn’t aligned with the other.”

Valve seat concentricity is calcu-
lated by the variance between the two 
centers. “JASPER’s valve seat con-
centricity specification is 0.002” for 
every 1½” of valve seat diameter,” says 
Bauer. “The dead pilot setup has proven 
to give JASPER concentricity values 
into the tens of thousandths of an inch, 
well within our specifications.”

If the valve seats aren’t concen-
tric to the valve guides, the valves 
won’t seal effectively. “Non-concentric 
valves affect proper heat transfer from 
the valve to the valve seat and put 
undo stress on the valve head itself,” 
added Bauer. “Over time, the valve will 
fatigue as it tries to conform to the seat. 
Eventually, the valve stem will break, 
dropping the valve into the cylinder.”

For more information on Jasper’s 
remanufactured gas engines, please call 
800-827-7455, or log onto www.jas-
perengines.com.

Rostra Precision Controls  
Launches New Web Site

Rostra Precision Controls, Inc. 
has launched a dynamic new web site 
(www.rostratransmissions.com) sched-
uled to go live this week. They’ve com-
bined their internal resources to develop 
a comprehensive web site offering sev-
eral new features which will benefit its 
distributors.

Navigation will be simplified with 
dropdown menus by product category. 
A comprehensive search engine will 
allow quick access to information, 
offering a choice of searches by appli-
cation or subject matter.

Detailed, color installation manu-
als, currently in PDF format, will be 
available by part number. Rostra will 
also release HTML-formatted manuals 
soon which will allow easier download 
to cell phones for mobile installers. 
In addition, multiple language formats 

will be available. 
For media support, customers will 

have access to high resolution prod-
uct photos and product announcement 
formats to create their own marketing 
campaigns.

Rostra Precision Controls is a 
leading supplier, worldwide, with two 
divisions serving the automotive after-
market and original equipment manu-
facturers. 

Tom Eibel, V.P. of sales and mar-
keting, said, “We’re very fortunate to 
have the type of customers that offer 
valuable input into the content of our 
web site and are very excited about 
the direction we are headed with our 
online presence, including future com-
munications through FaceBook, Twitter 
and YouTube. We are committed to 
supporting our customers and building 
upon Rostra’s strong foundation by 
continuously improving our products 
and services, as well as bringing new 
products to the market.”

For questions, contact Tom Eibel, 
VP of sales, Rostra Precision Controls 
at (910) 291-2500.

TJ Reilly Joins  
Elite Worldwide 

Elite Worldwide has announced 
that TJ Reilly, a world class shop owner 
with 35 years of industry experience, 
has joined the company as its newest 
business development coach.

In his new role, Reilly will use 
his experience as a shop owner in 
Clackamas, OR, along with the 
information he attained as a past 
president of the Automotive Service 
Association of Oregon, to provide 
one-on-one guidance to shop owners 
throughout the U.S. to help them build 
more successful businesses.

In addition to owning a AAA-
Approved auto repair business with 
one of the industry’s highest customer 
retention rates, Reilly is a recipient 
of the coveted AAM degree from the 
Automotive Management Institute, and 
is a featured columnist in the ASA’s 
monthly magazine, Autoinc, where his 
column, What Would You Do?, asks 
difficult ethical questions regarding 
customer service.

“I’ve known TJ for a number of 
years now, and am absolutely thrilled 
to be working with such an amazing 
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shop owner and all-around wonderful 
person. It’s always a pleasure to work 
with people like TJ, who not only 
know how to run a remarkable auto 
repair business, but who are heavily 
involved in their communities and 
support a number of local charities as 
well. There’s no doubt in my mind that 
TJ will be a great addition to the Elite 
Coaching Program,” said Bob Cooper, 
president of Elite Worldwide.

Visit Elite on line at www.
eliteworldwidestore.com, or call, toll 
free at 1-800-204-3548. Outside the 
U.S. call 1-858-756-3102.

TransTec Introduces New 
Toyota AB60E/F Kit

TransTec is pleased to announce 
the release of overhaul kit number 
2572, which covers the rear wheel 
drive, six-speed Toyota AB60E/F 
transmission.

This unit is commonly found in 
the 2007-up Toyota Tundra, and 2008-
up Landcruiser and Sequoia models.

Featured components:

This kit has genuine front and 
rear NOK seals along with premium 
valve body paper.

Available separately:

Available from your local dealer:

Kit number 2572 is in stock and 
availablefor immediate delivery.

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

Freudenberg Launches  
MySeal App for Instant 
Access to Tech Data

What sealing materials are resistant 
to mineral transmission oils? Which 
elastomer isn’t affected by ozone or UV 
light? What rubber material can weath-
er temperatures from 150ºC to –30ºC? 

Version 1.1 of MySeal, the free 
materials application (app) for devices 
using Android™ and Apple® operat-
ing systems, lets engineers and techni-
cians answer these questions instantly. 
Developed by Freudenberg Sealing 
Technologies, the app can be down-
loaded in English and German, and 
provides users with immediate access 
to a database of seal materials, to evalu-
ate the best material for a particular use. 

Freudenberg-NOK Sealing 
Technologies (FNST) is a leading pro-
ducer of advanced sealing and elas-
tomeric technologies for a variety of 
industries. 

MySeal was first introduced by 
Freudenberg Sealing Technologies as 
a mobile resource for Apple’s iPhone, 
iPad or iPod devices. It was expand-
ed in 2012 to support the web-based 
Android operating system. 

Response in Germany to MySeal 
has been good, notes Luis Lorenzo, 
vice president, Advanced Product 
Engineering, FNST. “Freudenberg pur-
sues innovation in everything it does, 
and MySeal is no exception,” Lorenzo 
said. “This mobile app offers engineers 

and technicians immediate access to 
specifications and data that will help 
guide engineering and design decisions 
as they unfold.”

“The MySeal app is a great way 
for us to improve customer service,” 
agreed Jeff Michalski, global director 
of automotive marketing for FNST. “It 
allows us to hold a wealth of knowl-
edge about sealing materials at our 
fingertips.”

You can download MySeal free 
from iTunes, the Apple app store, or 
by visiting FST.com and accessing the 
MySeal link.

Syncro Free Shifting  
for Hardcore Drag Racers 

Developed and manufactured 
strictly for you hardcore eighth- and 
quarter-mile guys and gals, this shift 
mechanism upgrade from Rancho 
Performance Transaxles provides for 
slick, quick shifting without the need 
for syncros.

The kit as shown includes 1st and 
2nd Pro Slider, 2nd gear Pro Ring, 
Slick Shift Rings, and Slick Shift 3rd 
and 4th Slider. The conversion is com-
patible with VW Type 1 and 2 and 
Mendeola MD series transaxles, and 
can be installed with minor machining 
on second gear to remove teeth.

While each of the highly special-
ized components can be purchased 
separately, Rancho retails the entire kit, 
ready to install, at just $475.

For complete details, call toll free 
800-304-8726, local 714-680-6737 and 
be sure to visit their web site at www.
ranchotransaxles.com. Dealer inquiries 
welcome.

© 2011  Freudenberg-NOK  
11617 State Route 13 • Milan, Ohio 44846 • T:  419-499-2502 • F:  419-499-2804 • www.TransTec.com 

NPA 11/3/11

A Division of Freudenberg-NOK

New Product 
Announcement

We are pleased to announce the release of TransTec® overhaul kit number 2572. Kit 
2572 covers the rear wheel drive, six speed Toyota AB60E/F transmission. This unit 
is commonly found in the 2007-up Toyota Tundra as well as 2008-up Landcruiser 
and Sequoia models. 

Kit number 2572 is in stock and available 
for immediate delivery

Featured Components

 Molded rubber pan gasket  B33446

 Converter (front) seal B37185

 Extension (rear) seal B37186

 Adapter housing seal B29606

 Sealing ring kit 3552

 Valve body gasket kit 4790

                      Description   TransTec® Number 

Toyota AB60E/F 

This kit has genuine front and rear NOK seals along with premium valve body paper.

Available Separately

Coast clutch (C4) bonded piston  B82447

Direct balance clutch (C2) bonded piston B82448

                      Description                   TransTec® Number 

Available From Your Local Dealer

Forward piston / coast drum  35602 - 34010

                      Description           OEM Number 

Description TransTec® 
Number

Molded rubber pan 
gasket B33446

Converter (front) seal B37185

Extension (rear) seal B37186

Adapter housing seal B29606

Sealing ring kit 3552

Valve body gasket kit 4790

Description TransTec® 
Number

Coast clutch (C4) 
bonded piston B82447

Direct balance clutch 
(C2) bonded piston B82448

Description OEM Number

Forward piston / 
coast drum 35602-34010
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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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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

Largest inventory of used 
automatic transmission 
hard parts in the USA!

Just Ask!

1.877.888.5160

gcor-td-225x3-B.indd   1 1/17/12   6:48 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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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  

This cd contains over 1200 pages of Gears 
technical articles, there are 4 years, 260 articles 

and 45 issues all on this on cd!

Please mention this ad when placing your order. Place your order before 
12pm PST and receive same day shipping. 

Award Winning Gears Magazine Acticles 
For Sale 

Call Now!!!

(800)-428-8489

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325
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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: Califor-
nia – Transmission and General 
Repair for sale. Owner is retiring, 
20 years in the same location with 
great reputation. Located in sunny 
Southern California. Call (714) 
675-8271 for more information.
  ATRA Mbr

BUSINESS FOR SALE: Connecti-
cut – 48 years of excellent trans-
mission and general repair ser-
vice. 4,000 square foot building, 
six bays, six lifts, separate rebuild-
ing area and stock areas. Same 
owner and location. Owner ready 
to retire, Email: transman91557@
gmail.com.  ATRA Mbr

HELP WANTED: AAMCO Cali-
fornia High Lead Shop – (CSM) 
Wanted Service Manger ($15k 
weekly average year to date). 
Nice low cost of living desert com-
munity area. Hour and a half east 
of Los Angeles. Good crew and 
owner. Nice clean 40 year old cen-
ter. Ready to move on with your 
life? Art Eastman (714) 325-7777 
TransShopConsultant@msn.com.

HELP WANTED:  Tulsa Oklahoma 
- Center Manager needed. Shop 
hours 8am to 6pm Monday through 
Friday. Weekly pay plus commis-
sion, shop has a full crew with 
years of experience. 7 lift shop, 
clean, good reputation and busy. 
Please email replies/resumes to: 
dbland@atra.com SUBJECT: BB# 
0112-1.  ATRA Mbr

HELP WANTED: Technician want-
ed for Diagnostics Rebuilding and 
R&R salary negotiable  401k, in-
surance. Growing community of 
Bismarck /Mandan North Dakota 
great environment for raising a 
family 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

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).

April 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

HELP WANTED: Busy Northern 
NJ transmission shop seeking ex-
perienced transmission rebuilder. 
Great opportunity for the right indi-
vidual, 5 day work week.  Forward 
work history with references to fix-
intrannys@gmail.com.
 ATRA Mbr

HELP WANTED: Portland, Oregon 
- Seeking an experienced full-time 
transmission parts counter per-
son. Applicants must have excel-
lent communication skills, product 
knowledge, and ability to multi-task 
in a fast paced sales environment. 
Sales experience in transmission 
parts is required. Competitive wag-
es, paid holidays, and great ben-
efits! Interested parties please call 
1-800-640-0970.    ATRA Mbr

HELP WANTED: Immediate open-
ing for experienced, detail oriented 
rebuilder. Clean, organized shop, 
top pay. Visit www.certifiedtrans/
employad.html. for video tour and 
see what we’re all about. Email re-
sume to info@certifiedtrans.com 
or call (801) 523-1313. 
 ATRA Mbr

HELP WANTED: Experienced 
Technicians, Rebuilders, R &R, Di-
agnostic Technicians and Service 
Writers. Minimum of three years 
experience references a must and 
work history and certifications. Top 
pay, medical insurance, paid vaca-
tion and a 5 day work week. Lo-
cated in the center of the Texas Hill 
Country.  Please e-mail resume 
to edoyle@transmissionsionsker-
rville.com or mail to Personnel 
Dept., P. O. Box 2339, Kerrville, 
TX. 78029-2339. ATRA Mbr

HELP WANTED: AUTOMOTIVE 
TRANSMISSION PRODUCT CO-
ORDINATOR (Automatic Trans-
mission). Product Coordinator 
sought by the Aftermarket Divi-
sion of a leading Transmission/  
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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

xxx

Don't Miss the ATRA SEMINAR Near You!

Powertrain Manufacturer  (EXEDY Globalparts 
Corporation).
The Role:
•	 Develop the company’s Automatic Transmis-

sion product range
•	 Lead the new product introduction process
•	 Lead	range	infill	and	outsourcing	activity
•	 Input into packaging solutions
•	 Competitor range/proposition analysis
•	 Input and development of catalogue alongside 

Marketing
•	 Analysis and development of catalogue data
•	 Generation of marketing product sales data
•	 Input of product sales forecasting
•	 Compile and manage competitor pricing matrix
•	 Qualities Sought:
•	 IT literate  (Word, Excel, PowerPoint, Access)
•	 Automotive aftermarket knowledge/experience 

in	the	Automatic	Transmission	field
•	 Must have knowledge of Automatic Gear Box 

range in U.S. market
•	 Must be available to travel if necessary
•	 Desirable skills would be a plus:
•	 Product Management Experience
•	 Cataloguing Experience
•	 Project Management Experience
•	 Scheduling/Forecasting
Please send resume to HumanResources@
exedyusa.com

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

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

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
Check http://members.atra.com for

more dates and locations to come!
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2012

ADVERTISERS
Name  Page Name Page 

Atra Seminar ........................................................ 39, 47
 http://members.atra.com
ATRA's Powertrain EXPO .....................................50-52
 www.atra.com
Certified Transmission .................................................. 9
 www.certifiedtransmissions.com
ETE Reman ................................................................ 13
 www.enginetrans.com
EVT Parts ..................................................................... 7
 www.evtparts.com
Exedy Globalparts Corporation .................................. 45
 www.exedyusa.com
Florida Torque Converter Corp. .................................. 41
 www.floridatorque.com
Ford Customer Service Division ................................... 3
 www.fordparts.com
GEARS Magazine ...................................................... 49
 www.gearsmagazine.com
Jasper Engines & Transmissions ............................. IBC
 www.jasperengines.com
Libson Twin City Auto & Truck Parts And Services .... 29
 www.libsontruck.com
Lubegard® by International Lubricants, Inc. ........... OBC
 www.lubegard.com
Precision European Inc .............................................. 63
 www.PEIus.com
Precision International ................................................ 11
 www.transmissionkits.com

Precision Of New Hampton Inc .................................. 32
 www.gopnh.com
Raybestos Powertrain ............................................ 5, 15
 www.raybestospowertrain.com
RMP Powertrain Solutions Inc. .................................. 37
 www.powertrainsolutions.com
Seal Aftermarket Products.......................................... 25
 www.sealaftermarketproducts.com
Slauson Transmission Parts ....................................... 33
 www.slauson.com
Sonnax Industries ..................................................... IFC
 www.sonnax.com
Superior Transmission Parts ...................................... 23
 www.superior-transmission.com
Torque Converters Rebuilders Assoc.(TCRA) ............ 44
 www.tcraonline.com
Transtar Industries, Inc. .............................................. 17
 www.transtar1.com
TransTec By CORTECO ............................................. 31
 www.transtec.com
Tri Component Products Corp. ................................... 41
 www.tricomponent.com
VBX - ValveBody Xpress, Inc. .................................... 35
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. ............... 27
 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 39, 47 or at:
http://members.atra.com/?page=Technical_Seminars
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