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Beyond the 
Next Level

by Dennis Madden
members.atra.com

FROM THE CEOFROM THE CEO

If you’ve ever studied business 
management or have gone to any 
type of business training (espe-

cially if it’s motivational in nature), 
then you’re bound to have heard some 
tired old clichés like, “think outside the 
box” — whatever that means.

Or “give it 110 percent!” How’s 
that possible when 100 percent is all 
there is? Or one that’s really worn out: 
“Take your business to the next level.” 

The term “think outside the box” 
has been with us for about 35 years; 
it came from the solution to the 9-dot 
puzzle. It’s been used by a lot of man-
agement trainers without much in the 
way of definition, but it sounds good.

Okay, so we’ve all gone through 
the “paradigm shift” and have been 
thinking outside the box for over 30 
years. We’ve given it 110 percent and 
have taken our business to the next 
level. And we’re all better for it, right?

So let’s examine the next level as 
we know it today. The next level tells 
us that transmission specialty is a dying 
art. You must expand your business into 
general repair if you have any hope of 
staying in business.

On the plus side, if you’re over 55, 
you can probably hold on a few more 
years and manage your decline till you 
decide to retire. Either way, it’s out of 
your control.

What a load of crap! 
While business has changed and 

the challenges have gotten more com-
plex, there are still opportunities out 
there if you’re willing to look for them. 
So let’s look at a couple simple things 
(I mean really simple) you can do to go 
beyond the next level. 

Based on the What’s Working 
study, we know that every town has 
at least one transmission shop that 
dominates the market. They have a mix 
of new and repeat customers; many of 
them are referrals. They don’t worry 
about low-ballers and are getting paid 
well for their expertise.

They may or may not be doing 
some type of general repair, but if 
they are, it’s not out of desperation or 
because their business is falling off. 
Your town has one of these. If it’s not 
you then find it.

Start by doing a simple Google 
search of transmission shops and pick 
a radius, say… three miles. Write them 
down and then go visit them. Find 
out what they’re doing right and what 
they’re doing wrong, and then commit 
to providing better service and a better 
product (not cheaper) than any other 
business in that radius.

Then expand it. Remember the 
story I shared in the May issue about 
my car purchase? I bought it from a 
dealer over 100 miles away when there 
was the same make dealer about two 
miles away. That’s reach!

Next, change your perspective 
about your business. The image you 
have of your business has most likely 
been corrupted by the negativity of a 
small percentage of complainers.

As the shop owner, you hear 
the complaints from your customers. 
They’re generally a very small percent-
age of the people you do business with, 
but this small group can shape your 
opinion and, worse, cause you to create 
a defensive policy that’s destructive to 
your good customers.

Think about the policies you have 
in place now that limit what your cus-
tomers can do because you’ve had a 
bad experience with one or two people. 
The antidote to this is to reach out to 
your other customers.

Try this: Pick out five or ten cus-
tomers you’ve done business with over 
the past month or so and call them. Ask 
them how your service was. Ask them 
what you could do to improve your 
service. Ask them if there was anything 
specific that they liked and found of 
value.

Don’t spend too much of their time 
and make sure you thank them for shar-
ing their thoughts. You’ll be amazed at 
how much people love to share their 
thoughts and how positive many of 
them will be.

This has the power of changing 
your entire perspective about your busi-
ness. People that complain will have 
less of an effect on you, and you might 
even throw away those negative poli-
cies you’ve created over the years as a 
defense.

Forget the next level: Go beyond it. 
Find out everything you can about your 
business from people that like your 
service and can give you constructive 
ideas on ways to improve it. Commit to 
providing the best service and product 
possible based on customer feedback 
(the people you’ve called, not the com-
plainers).

Establish a perimeter or area and 
dominate it, even if it’s only your block. 
Then gradually expand it. Remember, 
every city has a shop that dominates. 
Go beyond the “next level” and be that 
shop!

1fm ceo813.indd   2 7/26/13   9:21 AM



C

M

Y

CM

MY

CY

CMY

K

SOS_TranstarFINAL.pdf   1   6/13/12   2:20 PM

transtar 712.indd   2 6/15/12   2:51 AM



4   GEARS   August  2013

A Sneak Peek into the Kia A6LF1

Expo is just around the 
corner, so this’d be 
a good time to give 

everyone a sneak peek into 
the Kia/Hyundai six-speed 
A6LF1 transmission.

In the GEARS January/
February issue, we discussed 
clutch and solenoid identifi-
cation along with the apply 
charts. We also examined pre-
mature failure of the under-
drive brake clutch due to a 
worn inner lip seal, caused by 
a rough area inside the under-
drive brake drum. 

Although this transmis-
sion was developed in the lat-
ter part of the 2009 model year, 
the shops that are doing them 
have seen some short-term 
failures. The rubber cooler 
hoses have been known to 
burst, and there have also been 
some engine coolant contami-
nation problems.

Another issue is the side 
or valve body cover may be-
come warped and leak past the 
rubber seal (figure 1). Always 
flat sand the cover and add 
some silicone to prevent any 
leaks.

Solenoid Operation
The two on/off solenoids, 

shift solenoids A and B, are 
normally open (NO) solenoids 
(figure 2). When the solenoid 

by Mike Souza
members.atra.com

The WOrd On The STreeT

Figure 1

Figure 2

A Sneak Peek into 
the Kia A6LF1
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A Sneak Peek into the Kia A6LF1

is turned off, the solenoid is 
open, so pressure in the circuit 
is exhausted.

The diaphragm spring 
at the bottom of the solenoid 
pushes the rod toward the 
valve, opening the exhaust. 
When the solenoid is ener-
gized (source voltage), the 
pressure in the circuit is high 
(71.12 PSI). The solenoid cur-
rent forces the valve against 
the diaphragm spring to close 
the exhaust. Both solenoids 
have about 10-11 ohms resis-
tance. 

The line pressure sole-
noid (LP) is a variable force 
solenoid (VFS). It’s a nor-
mally High (N/H) solenoid 
(figure 3). When the solenoid 
is turned off, the solenoid is 
closed, so the pressure in the 
circuit is high.

The valve inside the sole-
noid is forced away from the solenoid 
by spring tension. This valve position 
blocks the exhaust and allows feed oil 
to enter the pressure circuit (figure 3). 
When the solenoid is energized (50–
850 mA), the pressure in the circuit var-
ies (1.42–72.54 PSI). 

Solenoid current will vary the posi-
tion of the valve, controlling the amount 
of pressure in the circuit. The solenoid 
has about 5.1 ohms resistance. 

The torque converter and 2-6 brake 
variable force solenoids (VFS) are nor-
mally Low (N/L) solenoids (figure 4). 

When the solenoid is turned off, the 
solenoid is open, so the pressure in the 
circuit is exhausted. When the solenoid 
is energized (50–850 mA), the pressure 
in the circuit is high (1.42–72.54 PSI).

Solenoid current will vary the 
position of the valve, controlling the 
amount of pressure in the circuit. These 
solenoids also have about 5.1 ohms re-
sistance. 

The 3-5-reverse, underdrive, and 
overdrive solenoids are also variable 
force solenoids (VFS) (figure 5). These 
solenoids work similar to the line pres-

sure solenoid. They are normally high 
(N/H) solenoids. When the solenoid is 
turned off, the solenoid is closed, so the 
pressure in the circuit is high. When 
the solenoid is energized (50–850 mA), 
the pressure in the circuit is low (1.42–
72.54 PSI).

Solenoid current will vary the 
position of the valve, controlling the 
amount of feed and exhaust pressure in 
the circuit. The solenoid has about 5.1 
ohms resistance.

IMPORTANT: Always mark which 
location each solenoid came from.  

Figure 3

Figure 4

Solenoid 
current will 

vary the 
position of 
the valve, 

controlling 
the amount of 

pressure in 
the circuit.
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A Sneak Peek into the Kia A6LF1

Although the connector color and re-
sistance of the solenoids are the same, 
each solenoid has a different part num-
ber associated with that lo-
cation (figure 6). Generally 
speaking, always place the so-
lenoids back in their original 
location on the valve body.

Transmission Fluid 
Level Check

1. Start the engine but 
don’t step on the brake 
pedal and accelerator at 
the same time.

2. Confirm that the trans-
mission fluid tempera-
ture is 50º–60ºC (122º–
140ºF) with a capable 
scan tool.

IMPORTANT: Always 
verify transmission tempera-
ture when checking fluid level. 
If temperature is too high, the 
fluid level will be incorrect.

3. Shift from park to drive 
and drive to park; hold 
each position for at least 

three seconds.
4. Remove the oil level plug on 

the side cover (figure 7); oil 

should flow at a steady stream. 
 

Figure 5

Figure 6

Figure 7

4tech.indd   8 7/26/13   12:00 AM
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A Sneak Peek into the Kia A6LF1

5. Add ATF (SP-IV) if necessary 
through the fill plug at top of 
transmission (figure 8). Friction 
characteristics are different from 
those of SP-III fluid; mixing flu-
ids will affect transmission per-
formance and durability. 

The transmission drain plug is lo-
cated on the bottom of the case (figure 
9).

Well, that’s about it for this issue 
of GEARS. We’ll be discussing clutch 
and overall unit endplay checks, the 
new type differential, and four wheel 

drive function at the ATRA EXPO in 
Washington, D.C. Hope to see youse all 
there. Oops! The Bostonian in me kinda 
just slipped out there.

Figure 8

Figure 9

4tech.indd   10 7/26/13   12:00 AM
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Nothing But AIR!:  VW 09G

A2005 Volkswagen 
Jetta with a 09G 
transmission came in 

with a complaint of shifting 
1-2-3 then neutral when hot. 
When cold the car shifted okay 
and there were no codes. 

The shop found 
updated software available 
and reprogrammed the 
transmission control module 
but unfortunately, this didn’t 
fix the concern.

Let’s take a look at the 
steps required to confirm the 
problem and repairs necessary 
to fix it.

The 09G transmission 
uses six linear solenoids and 
two on/off solenoids to control 
the shifts. Solenoid N93 is the 
EPC solenoid and the N91 
solenoid controls the torque 
converter clutch.

There are four linear sole-
noids that control four sepa-
rate clutch packs; here are the 
clutch packs and the solenoids 
that control their operation:

K1 clutch — N92 solenoid
K2 clutch — N282 solenoid
B1 clutch — N283 solenoid
K3 clutch — N90 solenoid
There are two on/off solenoids — 

N88 and N89 — that apply temporarily 
and alternately during the 4th to 6th 
gear shifts. 

Now let’s take a look at the clutch 
apply chart (figure 1). In 3rd gear, the 

K1 and K3 clutches are both on. On the 
3-4 shift the K3 clutch has to release 
and the K2 clutch apply. The K1 clutch 
remains on in both gears.

The N282 solenoid turns off to 
apply the K2 clutch. If the N282 sole-
noid sticks, it won’t apply the K2 
clutch, and the transmission shifts back 
to 1st gear. This feels like the transmis-
sion is in neutral because of road speed.

The solenoid apply chart (figure 2) 

shows the solenoids turn off to apply 
the clutches. In 3rd gear, solenoids 
N282 and N283 are on. During the shift 
to 4th gear, the N88 and N89 cycle and 
the N90 comes on to release the K3 
clutch. 

Here’s what we found
Mark the solenoids and their 

locations on the valve body so you can 
return them to their original locations 

TALES FROM THE BENCH

Nothing But AIR!:  
  VW 09G by Jarad Warren

members.atra.com

Figure 1

Figure 2
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Nothing But AIR!:  VW 09G

after the repair. Figure 3 shows the 
solenoid ID and locations. Use an old 
hot plate to heat a pan of ATF to 200ºF 
and drop the solenoid in (figure 4). 
Heating the solenoid lets you confirm 
that the solenoid sticks when hot.

CAUTION: Be careful handling 
the solenoids when they’re hot.

Use a small screwdriver and push 
the valve to the spring side (figure 5). 
Then tip the solenoid end over end; you 
should feel the armature move from 
one end to the other. If not, the solenoid 
bushings are bad or sticky.

Disassemble the Solenoids 
There are many different methods 

and tools available to take the solenoids 
apart and crimped back together. Figure 
6 shows the solenoid taken apart and 
the parts labeled. Figure 7 shows the 
armature stuck in the N282 solenoid 
bushing. This confirms the complaint.

When replacing the solenoid 
bushing you have some choices to 
make. Some kits come with the solenoid 
cans that help the wire connector stay 
in place when the solenoid connector is 
broken. Also some crimping tools work 
better with new cans.

Others come with the bushing 
only, so make sure you know what 
you’re buying and what works best 
with the tools you choose. Some kits 
require no special tools and allow you 
to clean your bushings.

Figure 4 Figure 5

Figure 3

Hold Valve Towards Spring
Flip End to End to Feel 

if Amature is Free

12tech-jarad.indd   14 7/26/13   1:17 PM



800.940.0197 • www.wittrans.com

FOR QUALIFIED TRANSMISSION SHOPS ONLY
WIT offers remanufactured automatic and manual transmissions.  Each 

transmission is fully dyno-tested and includes a 12 month/unlimited 
mile warranty on parts and workmanship*.  Extended 2 and 3 year 

warranties on parts and/or labor available*.  WIT also distributes a 
complete line of quality new, used and remanufactured automatic and 

standard transmission parts.
*Excludes Commercial and Off-Road Vehicles

In stock for YOU, not your customers!
wit plc 1012.indd   2 10/4/12   2:55 AM



16   GEARS   August  2013

Nothing But AIR!:  VW 09G

A few tips about the solenoid 
bushings: 

1. After you get the bushing out, 
make sure there are no nicks or 
burs before you press the new 
bushing into the solenoid.

2. Always press bushings in straight 
with an arbor press or vise.

3. Use a small amount of Loctite to 
help keep the bushing in place.

4. Make sure armature falls out of 
solenoid under its own weight. 
Make sure the cap on the end of 
the snout is tight and isn’t leaking.

Now that you’ve fixed the most 
common problem with the 09G, here 
are a few other issues to check.

The 09G has two solenoid 
modulator valves: One is in the lower 
valve body section and is a very 
active regulating valve. The solenoid 
modulator valves are like a GM 
actuator feed limit valve. Their job 
is to feed the solenoid with regulated 
feed oil. With a worn solenoid 
modulator bore you can have low or 
high pressure, depending on the wear 
location.

There are many different ways to 
check the lower solenoid modulator 
valve: wiggle test, visual inspection, 
wet air test, or vacuum test. Figure 8 
shows the bore and test areas.

To vacuum test this valve (figure 
9), place small amount of transmission 
assembly lube on the test port and 
cover. Notice the low vacuum reading: 
this bore needs to be addressed. I 
prefer the vacuum test because you 
can put a number with the test results 
and compare it to new, but use what 

Figure 6

Figure 7

Figure 8

Solenoid Can Amature Solenoid Snout

Brass Washer

Solenoid Bushing

09G Lower Valve Body

Solenoid Modulator Bore

N89 Solenoid on Other Side

Vacuum Test or Wet 
Air Test Location
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Nothing But AIR!:  VW 09G

you’re comfortable with. The 
most important thing is to look 
for wear. It’s a good idea to 
start a test log for passing and 
failing valve body bores.

The second solenoid 
modulator valve is located in 
the upper valve body, which 
also holds the TCC control 
valve. Figure 10 shows the 
test location for these valves. 
You can test these valves in 
the same manner. 

To wet air test this 
location, pour a small amount 
of oil in the bore and cover 
it with a plate. Apply low air 
pressure; if ATF and air leak 
out the port next to the test 
location, the bore is worn.

If the valve and its bore 
failed one or more of the tests, 
contact your parts supplier for 
the repair.

There are other areas of 
the valve body you may want 
to check for wear, depending 
on miles and customer 
complaint. Lockup valve, 
pressure regulator, and clutch 
control valves have some wear 
issues. We’ll address these 
areas in a future article.

After the repair, fill the 
transaxle with the proper fluid 
and check the fill level with 
the transmission between 95ºF 
and 113ºF (35ºC to 45ºC). 
Check and clear all modules for 
codes. Then reset transmission 
adapts with a capable scan 
tool, as disconnecting the 
battery doesn’t always work.

You need to bring the 
transmission to operating tem-
perature for the relearn to start 
adapting. Drive the car at 20% throttle 
and get the transaxle into sixth gear, 
then slow back down. Repeat this pro-
cedure five to ten times for the com-
puter to learn the up- and downshifts. 

Next it needs to relearn the engage-
ments. Put the transmission into neutral 
and wait five seconds, shift into reverse 
and wait five seconds; repeat five times. 
Do the same for forward engagements.

That should be all there is to it; the 
car should be ready to deliver.

At around 70,000 miles of normal 

driving, the first signs of a problem 
may start to show up. Some of the 
symptoms are a flared shift, neutrals on 
the shift, or delay-bang engagements. 
The transmission will work okay cold 
at times, but the longer you drive the 
worse it gets.

There are a few common problems 
with the 09G valve body and solenoids 
that can cause temperature sensitive 
problems. You should now be able to 
inspect and find the problems with this 
valve body and solenoid. 

Make sure the car has the 
latest updated software. Check the 
transmission fluid level and reset 
transmission adapts. Follow the test 
drive procedure to help the computer 
relearn the engagements and shifts. 
These steps will lead you to a profitable 
repair. Another successful tale from the 
bench.

Thanks to Perfection Plus 
Transmission Parts for the use of the 
valve body.

Figure 9

Figure 10

Solenoid Modulator Valve Test Location

09G Upper Valve Body

Lock Up Test Locations
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Not any more. Today Precision uses
numerous ways to communicate with 
the transmission industry:

Their multi-language website
transmissionkits.com is Precision’s 
fully interactive website. In addition 
to English, it is available in eight other 
languages. The site contains product up-
dates, catalogs and wall charts,
product news and more. It is overseen 
by one of Precision’s Product Engineers, 
Mike Verni, who is responsible for 
keeping the site’s content current and 
accurate. According to Verni,
“Our hope for our website is that
when someone visits they can fi nd
information relevant to their specifi c 
needs. It’s an information source aimed 
at helping them in the shop. It’s less 
about Precision and more about provid-
ing useful information.”

One of the more popular features of 
Precision’s website is the Tech Tips 
function where transmission rebuilders 
anywhere in the world can see relevant 
information about how to work on a 
particular transmission. There’s also a 
helpline where they can ask questions 
and get answers from one of Precision’s 
experienced transmission experts.

Commenting on Precision’s website, 
John Sollazzo said, “Today every
company of every size in every industry 
has a website. It’s really not the big deal 
it was just 10 years ago. The difference 
is, Precision’s site is fully interactive. 
Yes, it serves as an excellent archive of 
transmission-related information, but 
it’s also a destination users around the 
world seek out when they need real-time 
solutions to virtually any transmission-
related problems.

Instructional videos
Precision is currently producing the 
third round of a series of instructional 
videos they host on their website. The 
videos feature transmission expert John 
Parmenter, who discusses new products, 
product changes, repair instructions and 
more. John Sollazzo explains, “Part of 
any 21st century global marketing strat-
egy has to include video components. 
As the old saying goes, ‘Don’t tell 
them, show them.’ That’s the rationale 
behind our instructional videos. We 
show transmission specialists all over 
the world how to handle transmission 
repair issues so they can see for them-
selves how one of their peers handles 
them. And we drive them back to the 
site for subsequent visits by refreshing 
the videos on a regular basis. Producing 
these videos and hosting them on our 
website is what 21st century marketing 
is all about: content rich, highly 
targeted, and completely measurable.”

YouTube channel
Precision International has a YouTube 
channel that currently features more 
than a dozen videos covering a broad 
range of topics. Precision’s YouTube 
videos have a different objective from 
the videos on their website. While the 
content of those videos focuses on
specifi c transmission repair instructions, 
their YouTube videos are designed to 
provide an overview of Precision and 
their processes.

industry receive information. But the 
next generation in the industry will be 
far more likely to want information in 
a digital form. So our print ads act as 
something of a ‘bridge’ between the 
two generations. Which is why we 
create them to be informative and
engaging, while simultaneously adding 
interactive, digital components. That 
way, there’s something for everyone.”

E-Mail marketing
According to John Sollazzo; “We used 
to mail out product updates on a
regular basis hoping they would get to 
the distributor or transmission
rebuilder. We’ve now replaced snail 
mail with e-mail and we have a regular, 
ongoing e-mail program to provide 
product updates, new product
announcements, whatever info is 
needed. It goes out to the industry and 
within moments people all over the 
world have information about the 
latest updates from us. It’s a very 
small world.”

Seminars
As mentioned earlier in this article,
Precision International works with
transmission expert John Parmenter.
In addition to hosting videos on
Precision’s website. Parmenter provides 
unique, insightful seminars to transmis-
sion rebuilders at trade shows throughout 
the U.S. and around the world, with the 
support and encouragement of
Precision International. Parmenter has
presented seminars in Australia,
Europe, China, Japan, and this year he 
is planning to go to Russia. Who’d have 
thought a transmission rebuilder from a 
shop on Long Island would be traveling 
the world? But again, the people at
Precision International saw the need to 
communicate globally and have
committed to Parmenter in a big way. 

Precision’s Founder, Dennis Marshall, 
personally witnessed many of the 
changes the transmission industry has 
experienced since he started working 
in the industry in 1959. “When we fi rst 
started there were ten basic kits with 
very few parts, mostly paper and rub-
ber, and they were all for the domestic 
market. Imports weren’t even on the 
horizon.” 

But Marshall doesn’t like to look
backward. Instead, he keeps his
outlook, and his company’s focus,
on the future. “Today,” he says,
“Transmissions are very complex and 
the transmission marketplace is global.  
In fact, I feel confi dent that much of our 
growth going forward is going to be 
overseas; in Asia, South America, and 
Europe.”

As the transmission industry has 
evolved so have the methods of
communicating with the people within 
the industry. Today Precision’s
communication and marketing efforts 
are keeping up with 21st century
technology.  According to John
Sollazzo, Precision’s Vice President of 
Sales and Marketing;  “Twenty years 
ago you could send out a direct mail 
piece to distributors, insert a fl yer in 
your kits and go to 1 or 2 trade shows a 
year and that was your communication 
program, that was pretty much it.”

Dennis Marshall,
President, Precision International

John Sallazzo, Precision’s
Vice President of Sales & Marketing. 

The Problem Solvers.

This quote from a Greek philosopher is 
more than two thousand years old, and 
it’s true; life moves forward, whether 
we want it to or not! And the notion of 
constant change certainly applies to 
the fi eld in which we all work, the 
transmission industry.

The fi rst manual transmission is thought 
to have been invented by Louis-René 
Panhard and Emile Levassor in the late 
19th century. This type of transmission 
offered multiple gear ratios and, in most 
cases, reverse. The gears were typically 
engaged by sliding them on their shafts 
(hence the phrase shifting gears), which
required careful timing and throttle 
manipulation when shifting, so the 
gears would be spinning at roughly
the same speed when engaged.

Talk about change! From the late 19th 
century on, the evolution, innovations, 
and breakthroughs and that have shaped 
today’s transmission industry are noth-
ing short of breathtaking.

Today, transmissions and transmission 
parts are manufactured and marketed 
globally. Look at one company,
Precision International, and how 
they’ve evolved and grown over the 
years by embracing 21st century
technologies, manufacturing, and
marketing techniques.

 Frank Miller, Precision’s Vice Presi-
dent, explains the strategy behind the 
company’s YouTube channel this way; 
“The future of mass communication is 
digital. You need to develop a multi-
channel approach to marketing that
encompasses the dominant vehicles by 
which end-users are consuming media. 
Our YouTube channel gives us the
opportunity to communicate much 
broader messaging than our website. 
For example, our YouTube videos out-
line Precision’s approach to industry-
wide issues, including Quality Control, 
the Sample Inspection process, Quality 
Engineering, and more.” 

Miller goes on to say that Precision’s 
YouTube channel includes videos from 
the company’s key personnel, providing 
“big picture” insight into the state of 
the transmission industry in general and 
Precision more specifi cally.

QC codes
Even though Precision is fully engaged 
in communicating via digital media, 
they have not abandoned traditional 
media. They still run regular schedules 
of ads in various print trade publica-
tions, including this one. But even those 
print ads contain interactive
components. Precision loads their print 
ads with mobile bar codes (QC codes) 
that provide information to readers 
about Precision’s products 
and services.

Precision’s Vice President, Frank 
Miller, says, “A company like
Precision, that’s been a key player in 
the transmission industry for so long, 
tends to take a broader view of things. 
Of course we are going to do traditional 
print advertising, because that’s how 
many of those who comprise the
current generation of people in the  

PRECISION INTERNATIONAL. 
COMMUNICATING GLOBALLY...ONE CUSTOMER AT A TIME.
“THE ONLY THING THAT IS CONSTANT IS CHANGE.”
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Not any more. Today Precision uses
numerous ways to communicate with 
the transmission industry:

Their multi-language website
transmissionkits.com is Precision’s 
fully interactive website. In addition 
to English, it is available in eight other 
languages. The site contains product up-
dates, catalogs and wall charts,
product news and more. It is overseen 
by one of Precision’s Product Engineers, 
Mike Verni, who is responsible for 
keeping the site’s content current and 
accurate. According to Verni,
“Our hope for our website is that
when someone visits they can fi nd
information relevant to their specifi c 
needs. It’s an information source aimed 
at helping them in the shop. It’s less 
about Precision and more about provid-
ing useful information.”

One of the more popular features of 
Precision’s website is the Tech Tips 
function where transmission rebuilders 
anywhere in the world can see relevant 
information about how to work on a 
particular transmission. There’s also a 
helpline where they can ask questions 
and get answers from one of Precision’s 
experienced transmission experts.

Commenting on Precision’s website, 
John Sollazzo said, “Today every
company of every size in every industry 
has a website. It’s really not the big deal 
it was just 10 years ago. The difference 
is, Precision’s site is fully interactive. 
Yes, it serves as an excellent archive of 
transmission-related information, but 
it’s also a destination users around the 
world seek out when they need real-time 
solutions to virtually any transmission-
related problems.

Instructional videos
Precision is currently producing the 
third round of a series of instructional 
videos they host on their website. The 
videos feature transmission expert John 
Parmenter, who discusses new products, 
product changes, repair instructions and 
more. John Sollazzo explains, “Part of 
any 21st century global marketing strat-
egy has to include video components. 
As the old saying goes, ‘Don’t tell 
them, show them.’ That’s the rationale 
behind our instructional videos. We 
show transmission specialists all over 
the world how to handle transmission 
repair issues so they can see for them-
selves how one of their peers handles 
them. And we drive them back to the 
site for subsequent visits by refreshing 
the videos on a regular basis. Producing 
these videos and hosting them on our 
website is what 21st century marketing 
is all about: content rich, highly 
targeted, and completely measurable.”

YouTube channel
Precision International has a YouTube 
channel that currently features more 
than a dozen videos covering a broad 
range of topics. Precision’s YouTube 
videos have a different objective from 
the videos on their website. While the 
content of those videos focuses on
specifi c transmission repair instructions, 
their YouTube videos are designed to 
provide an overview of Precision and 
their processes.
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next generation in the industry will be 
far more likely to want information in 
a digital form. So our print ads act as 
something of a ‘bridge’ between the 
two generations. Which is why we 
create them to be informative and
engaging, while simultaneously adding 
interactive, digital components. That 
way, there’s something for everyone.”

E-Mail marketing
According to John Sollazzo; “We used 
to mail out product updates on a
regular basis hoping they would get to 
the distributor or transmission
rebuilder. We’ve now replaced snail 
mail with e-mail and we have a regular, 
ongoing e-mail program to provide 
product updates, new product
announcements, whatever info is 
needed. It goes out to the industry and 
within moments people all over the 
world have information about the 
latest updates from us. It’s a very 
small world.”

Seminars
As mentioned earlier in this article,
Precision International works with
transmission expert John Parmenter.
In addition to hosting videos on
Precision’s website. Parmenter provides 
unique, insightful seminars to transmis-
sion rebuilders at trade shows throughout 
the U.S. and around the world, with the 
support and encouragement of
Precision International. Parmenter has
presented seminars in Australia,
Europe, China, Japan, and this year he 
is planning to go to Russia. Who’d have 
thought a transmission rebuilder from a 
shop on Long Island would be traveling 
the world? But again, the people at
Precision International saw the need to 
communicate globally and have
committed to Parmenter in a big way. 

Precision’s Founder, Dennis Marshall, 
personally witnessed many of the 
changes the transmission industry has 
experienced since he started working 
in the industry in 1959. “When we fi rst 
started there were ten basic kits with 
very few parts, mostly paper and rub-
ber, and they were all for the domestic 
market. Imports weren’t even on the 
horizon.” 

But Marshall doesn’t like to look
backward. Instead, he keeps his
outlook, and his company’s focus,
on the future. “Today,” he says,
“Transmissions are very complex and 
the transmission marketplace is global.  
In fact, I feel confi dent that much of our 
growth going forward is going to be 
overseas; in Asia, South America, and 
Europe.”

As the transmission industry has 
evolved so have the methods of
communicating with the people within 
the industry. Today Precision’s
communication and marketing efforts 
are keeping up with 21st century
technology.  According to John
Sollazzo, Precision’s Vice President of 
Sales and Marketing;  “Twenty years 
ago you could send out a direct mail 
piece to distributors, insert a fl yer in 
your kits and go to 1 or 2 trade shows a 
year and that was your communication 
program, that was pretty much it.”

Dennis Marshall,
President, Precision International

John Sallazzo, Precision’s
Vice President of Sales & Marketing. 

The Problem Solvers.

This quote from a Greek philosopher is 
more than two thousand years old, and 
it’s true; life moves forward, whether 
we want it to or not! And the notion of 
constant change certainly applies to 
the fi eld in which we all work, the 
transmission industry.

The fi rst manual transmission is thought 
to have been invented by Louis-René 
Panhard and Emile Levassor in the late 
19th century. This type of transmission 
offered multiple gear ratios and, in most 
cases, reverse. The gears were typically 
engaged by sliding them on their shafts 
(hence the phrase shifting gears), which
required careful timing and throttle 
manipulation when shifting, so the 
gears would be spinning at roughly
the same speed when engaged.

Talk about change! From the late 19th 
century on, the evolution, innovations, 
and breakthroughs and that have shaped 
today’s transmission industry are noth-
ing short of breathtaking.

Today, transmissions and transmission 
parts are manufactured and marketed 
globally. Look at one company,
Precision International, and how 
they’ve evolved and grown over the 
years by embracing 21st century
technologies, manufacturing, and
marketing techniques.

 Frank Miller, Precision’s Vice Presi-
dent, explains the strategy behind the 
company’s YouTube channel this way; 
“The future of mass communication is 
digital. You need to develop a multi-
channel approach to marketing that
encompasses the dominant vehicles by 
which end-users are consuming media. 
Our YouTube channel gives us the
opportunity to communicate much 
broader messaging than our website. 
For example, our YouTube videos out-
line Precision’s approach to industry-
wide issues, including Quality Control, 
the Sample Inspection process, Quality 
Engineering, and more.” 

Miller goes on to say that Precision’s 
YouTube channel includes videos from 
the company’s key personnel, providing 
“big picture” insight into the state of 
the transmission industry in general and 
Precision more specifi cally.

QC codes
Even though Precision is fully engaged 
in communicating via digital media, 
they have not abandoned traditional 
media. They still run regular schedules 
of ads in various print trade publica-
tions, including this one. But even those 
print ads contain interactive
components. Precision loads their print 
ads with mobile bar codes (QC codes) 
that provide information to readers 
about Precision’s products 
and services.

Precision’s Vice President, Frank 
Miller, says, “A company like
Precision, that’s been a key player in 
the transmission industry for so long, 
tends to take a broader view of things. 
Of course we are going to do traditional 
print advertising, because that’s how 
many of those who comprise the
current generation of people in the  

PRECISION INTERNATIONAL. 
COMMUNICATING GLOBALLY...ONE CUSTOMER AT A TIME.
“THE ONLY THING THAT IS CONSTANT IS CHANGE.”
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21st century headquarters
When Dennis Marshall started
Precision International in 1974, there 
were 10 different transmission repair 
kits. That number has grown expo-
nentially. Now Precision inventories 
over one million different parts at their 
65,000 square-foot headquarters,
located in Yaphank, New York. And, 
according to VP Frank Miller, manag-
ing that huge inventory and tracking 
orders internationally requires very
sophisticated technology. “At Precision 
we pride ourselves on our ability to
deliver 99% of orders complete and on 
time. To do that you need to invest in 
your infrastructure. We have.”

Additionally, Precision has commit-
ted to being a good neighbor globally. 
Miller continues; “Our facility features 
a rooftop-mounted solar panel array that 
provides up to 50 percent of the power 
we need to operate. Not only will that 
eventually reduce our overhead (once 
the initial installation costs are amor-
tized) but it’s great for the
environment.” Miller goes on to say, 
“We had a great opportunity when we 

Frank Miller, Precision’s Vice President/General Manager

air compressors, air conditioning units, 
even packaging machinery—are also 
the most energy-effi cient available on 
the market today.

Staying ahead of the curve
Twenty years ago Precision introduced 
new ad messages, which revolutionized 
the advertising you see in transmission 
industry publications like this one.
Precision’s ads were less about a
product and more about grabbing
attention. Visuals included a seal at a 
urinal, spaceships, and a woman carry-
ing a Precision bag. It was a new
approach to industry advertising.

Today and tomorrow as the methods of 
communication evolve, Precision will 
be exploring and embracing those ideas 
that allow them to better communicate 
with transmission rebuilder around 
the world.

The more things change in the automotive industry, the more you need Precision. For over 30 years, we’ve been the technological 
leader in transmission repair. But our greatest strength is looking forward – anticipating what challenges lay ahead and innovating 
fast, reliable, cost-effective solutions to help meet them. Whatever make, model or year vehicle you’re working on (even those just 
now being imagined), you can count on Precision for the best parts and kits to fix them. All are OE quality or better and guaranteed 
to work. Plus, our huge inventory virtually assures immediate delivery. 

Technically superior
Precision also offers outstanding tech support inside our packages 
and on our website – www.transmissionkits.com – which 
includes continually updated video seminars from leading 
transmission expert John Parmenter, question and answer forums, 

and much more. Contact Precision today 
and find out how we’re helping to 
make tomorrow better for you 
and your customers.

14 Todd Court Extension, Yaphank, NY 11980
(631) 567-2000 • Fax (631) 567-2640
Toll Free: 800-872-6649
Florida Office: 
6790 Hillsdale Point, Boynton Beach, FL 33437
(561) 734-2332 • Fax (561) 734-2375
E-mail: sales@transmissionkits.com
www.transmissionkits.com

The Problem Solvers.

WHAT ‘S THE
NEXT BIG

IDEA?
How will we in the transmission
industry be communicating with one another in the future? Give us your predictions by sending an email to sales@transmissionkits.com. Just use the subject line Talk to Me, Precision! Then tell us what you think the next big communication breakthrough will be. Beaming ads directly into your brain? Mobile phones that sense how you feel and send you messages based on your mood? It doesn’t

matter how wild your idea is, we’dlove to hear it!

We have a 
transmission solution 

for any vehicle.

(Well, almost any)

As the technological leader, 
Precision International’s repair kits are truly state of the part.

were designing this building because,
as opposed to retrofi tting an existing 
structure, we built this from the ground 
up. As a result, we were able to use the
most energy effi cient building
materials we could fi nd.”

Miller also explains that, like the build-
ing materials, the majority of the build-
ing’s internal infrastructure—lighting, 

PRECISION INTERNATIONAL. 
COMMUNICATING GLOBALLY...ONE CUSTOMER AT A TIME.
(CONT.)

John Parmenter, Owner/Rebuilder, 
Centereach Transmissions; Techni-
cal Advisor, Precision International
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The 6F35N is standard equip-
ment in the Ford 08-12 Escape, 
10-12 2.0L Explorer, and 09-12 

Fusion, and in the Mercury 09-12 
Mariner and 09-10 Milan. General 
Motors uses the same unit, known as 
the 6T40, which comes in various late 
model vehicles.

These transaxles will be showing 
up in your shops very soon, if they 
haven’t started coming in already, and 
it’s critical to get them right the first 
time. Most of the time they show up 
with customer complaints such as:

•	 MIL illuminated
•	 slips on takeoff
•	 wrong gear starts
•	 binds in reverse
When scanned you may 

have these codes:
P0735 — 5th gear ratio
P0767 — shift solenoid D 

stuck on
P2704 — overdrive clutch 

system fault
Solenoid regulator valve 

wear (figure 1) can cause many 
of these issues and possibly 

by Bill Brayton
members.atra.com

Fun With transmissions

The 6F35N: 
The best job possible 
or a costly comeback?

Figure 1B

Figure 1A and 1B Below: Valve Identification
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Figure 2: The Solenoid Regulator Supplies Oil to All the Solenoids

Figure 3: The updated valve has a longer middle land 
and is nickel plated.

Figure 4

UPDATED
The 4th slot in is filled 
in for better valve 
support.

EARLY

more. If you overlook this critical valve you won’t be doing 
the best job possible and you’ll risk costly comebacks.

There have been changes to this transaxle from the very 
start, including PCM reprogramming with fewer than 6,500 
miles. Perhaps this was to speed up the solenoid pulse so the 
valve wouldn’t oscillate so much. At any rate, it didn’t help the 
valve or casting last much longer.

The solenoid regulator valve feeds all the solenoids, 
which regulates apply oil to all the clutches in the unit (figure 
2). The solenoid regulator valve also regulates oil to the TCC 
and Line Pressure Control (LPC) solenoids.

When the valve wears out it leaks so much pressure that 
the clutches no longer apply correctly, and apply pressure 
diminishes to the point that all the clutches begin to slip and 
eventually burn up. 

The valve was updated early on to repair these concerns. 

The 6F35N: The best job possible or a costly comeback?
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The original valves were standard 
Teflon-coated valves. You can recog-
nize the updated valve by the longer 
middle land, and it’s nickel plated to 
resist wear (figure 3).

The valve body casting was also 
changed. The early valve body has an 
open fourth passage. To better support 
the valve, the fourth passage in from 
the outer edge of the valve body has 
been filled in (figure 4).

You can check valve bore wear 
using a small hole gauge. 

1. Remove the regulator valve and 
insert the hole gauge into the 
innermost partition of the valve 
body bore (figure 5). 

2. Expand the gauge, and rotate it 
until you find the area that has the 
most wear.

3. Remove the gauge and measure it 
with a digital caliper. 

4. Then zero 
the caliper 
and measure 
the valve 
(Figure 6a).

Your readings 
will show the dif-
ference between 
the bore and the 
valve. The valve 
body in this exam-
ple had 0.009” 
wear on the inner-
most partition and 
0.004” outboard 
(figure 6b). That’s 
excessive clear-
ance and is the 
root cause of fail-
ure in this unit. 

Vacuum testing has become popu-
lar lately and it’s another good way to 
inspect this valve body for wear (figure 
7). 

Once you’ve determined that the 
solenoid regulator valve needs replac-
ing, you have a couple options. If it’s a 
later version you can repair it; contact 
your parts distributor. If it’s an earlier 
version you may want to upgrade it. 
The part number for just the valve body 
is BL8Z-7A100-A. 

The 6F35N and the 6T40 will 
be everywhere before you know it. 
In addition to your normal overhaul 
procedures, never let one of these 
leave your shop without correcting the  

 

worn solenoid regulator valve 
bore. Failure to do so can and 
will affect your bottom line with 
preventable comebacks. And the 
fewer comebacks, the more you’ll  
have fun with transmissions!

The 6F35N: The best job possible or a costly comeback?

Figure 5: Insert the gauge to the inner most partition.

Figure 6A: Zero the Calipers
Figure 6B: Your reading will be the difference between the bore 

and the valve.

16 in-Hg of vacuum here
Check for leaks here

Figure 7
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Put the Money in Your Pocket:Reprogramming a Chrysler Computer

In our last issue, we looked at the 
equipment, precautions, and pro-
cedures to follow when installing 

updated software on a GM vehicle. In 
this issue we’re going to discuss how 
to update Dodge and Chrysler vehicles.

With the help of the folks at Drew 
Technologies, you’ll see the actual 
screens and processes you must follow 
to load the software successfully into a 
vehicle computer.

To access the information you’ll 
need to reprogram a Chrysler com-
puter, you must access the Chrysler 
factory site at www.techauthority.com. 
The tools and the precautions that we 
discussed in previous articles are the 
same, so the only difference is how the 
process is laid out.

Like GM, Dodge/Chrysler has sev-
eral different types of subscriptions 
available. They include three days for 
$35, 30 days for $250, or one year for 
$1800.

You’re probably thinking that this 
could get a little pricy, but with the 
Chrysler system you really do get a big 
bang for your buck. 

Subscriptions provide access to:
•	 Technical service bulletins and 

recalls for domestic vehicles; 
1992 to present

•	 Service information for some 
1995 and 1996 to present

•	 Wiring information for some 
1995 and all 1996 to present

•	 Diagnostic information for some 
1995 and all 1996 to present

•	 Body repair information

Put the Money 
in Your Pocket:
Reprogramming a 
Chrysler Computer

by Steve Garrett
members.atra.com

Figure 1

Figure 2
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•	 Vehicle computer reprogramming
•	 Training materials
•	 Flash matrix with flash part numbers, part updates, 

recall, and calibration information
•	 Capability to download flash files for updating the 

vehicle computers. If you’re purchasing a subscription 
only to flash a computer on a vehicle, Chrysler provides 
reference files that identify which updates are available.

•	 Ability to view JTEC-, SBEC-, and FCC-related OBD-
II information

With the Chrysler system, start by accessing the Tech 
Authority web site at www.techauthority.com (figure 1).

After you purchase a subscription, go to the login page 
and log in with your user name and password. On the right 
side of the screen you’ll see the sign in; simply click on the 
sign in and input your information (figures 2 and 3). 

Make sure your popup blocker is turned off; you’ll need 
to allow popups. Click the Start Now button on the right side 
of the screen (figure 4).

A new window will open: make sure you read all the 
information under Application Features. Following the infor-

mation will prevent you from having trouble loading the 
software.

Click Flash from the menu on the left side of the screen 
you’re on (figure 5).

A new screen will pop up giving you instructions regard-
ing the equipment and the procedures to follow (figure 6). 
Click the Download heading and you’ll see another new 
screen pop up. After clicking the Download heading the 
J3524 page will pop up.

If this is the first time you’ve reprogrammed a Chrysler, 
you’ll need to load some software onto your laptop computer. 
Click the link marked J2534. To install J4.04.2 exe, read the 
instructions, then download and save the installer (figure 7).

Run the installer by clicking Run from the display (figure 
8). After the installer finishes running, click the button on the 
screen that follows the installer screen. 

The screen that follows will provide instructions regard-
ing steps you must follow to program a vehicle in case you 
have a previous version of the Flash software on your com-
puter. Since you probably don’t, click the Next button to 
access the next screen.

Figure 4

Figure 6

Figure 3

Figure 5

If this is the first time you’ve 
reprogrammed a Chrysler, you’ll 
need to load some software onto 
your laptop computer. Click the 

link marked J2534. 
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Put the Money in Your Pocket:Reprogramming a Chrysler Computer

Figure 8

Figure 10

Figure 12

Figure 7

Figure 9

Figure 11
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Put the Money in Your Pocket:Reprogramming a Chrysler Computer

The new screen will provide a 
licensing agreement that you must 
agree to; click the button that says you 
agree and then the Next button to move 
on (figure 9).

The page displayed will begin the 
process, so click the Install button to 
move forward and start the installation 
process. The system will show a bar 
indicating the installation progress.

After the process is complete, 
another window will pop up showing 
the J2534 is ready to go. Click Finish.

Go back to the Flash window and 
examine the four topics listed. Select 
the Support the Chrysler J2534 Flash 
application. Click where it says “Click 

Here” at the end of the first sentence 
(figure 10).

This opens the calibration lookup 
page. It provides you with four options 
for finding a calibration. Choose which-
ever you are most comfortable using: 
VIN, TSB, Model/Engine, or part num-
ber. You can only use one method at a 
time (figure 11).

Click the button next to the cal-
ibration you wish to use and click 
Download. Once the process is com-
plete, the system will display that the 
download was successful (figure 12).

Now it’s time to reprogram 
the computer. Choose the J2534  
application from your program menu 

(figure 13).
Choose the year range for the vehi-

cle you’re working on. In this case we’ll 
click the Start Legacy Application, as 
our vehicle is a 2009-or-earlier model 
(figure 14). The next screen lets you 
select the pass thru process, so click the 
Select Pass Thru button.

Select the type of Pass-Thru con-
nector you’re using and click OK (fig-
ure 15). Another screen will pop up; 
select the Start button. You may need to 
cycle the key a few times if the display 
tells you to.

Figure 14Figure 13

Figure 15

Many of the steps we covered 
in the beginning are only 

required the first time you 
perform a recalibration. 

Many of those steps won’t 
be needed once you have the 

J2534 software installed onto 
your equipment.
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Put the Money in Your Pocket:Reprogramming a Chrysler Computer

The application has found a com-
puter that needs an update; click Yes to 
continue (figure 16). The display will 
now indicate it’s loading the software. 

Several key cycles may be required, 
which are indicated by your scan tool/
PC display instructions. Follow the 
instructions until the process is com-
plete (figure 17). Press the Exit button 
when complete.

You may be thinking that this pro-
cess is going to take a long time based 
on the number of steps. Actually, I 
left out pictures of some of the steps, 
although the text details the page infor-
mation you’ll see. Many of the steps 
we covered in the beginning are only 
required the first time you perform 
a recalibration. Many of those steps 
won’t be needed once you have the 
J2534 software installed onto your 
equipment. You’re looking at about 
a quick 15-20 minutes for the initial 
set-up.

As you can see, recalibrating a 
Dodge/Chrysler product isn’t that dif-
ficult. In addition, when you purchase 
your subscription, you’ll have access to 
a lot of other data, such as service infor-
mation, training materials, and more. 

Next time we’ll look at recali-
brating a Ford application. Until then, 
remember: “The man that pays an 
ounce of principle for a pound of popu-
larity gets badly cheated.”

Figure 17

Figure 16
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A Look Inside Chrysler’s CVT

In our last few issues of Keep 
Those Trannys Rolling, we looked 
at the basic operation of Chrysler’s 

Continuously Variable Transmission 
(CVT) and then walked you through 
the diagnostic routines needed to keep 
this unit rolling down the road.

In this issue, we’re going to show 
you what’s inside Chrysler’s CVT.

Getting to Know this 
Transmission

Once you get this transmission 
on the bench, you’ll notice the case is 
made up of three sections (figure 1). 
•	 Rear Case Cover 
•	 Main Case
•	 Bellhousing Case

Rear Case Cover — secures the 
variator pulley system in place. 

Main Case — houses the various 
components of the transmission, such 
as:
•	 Variator pulley system
•	 Valve body assembly
•	 Oil pump assembly
•	 Differential carrier assembly
•	 Forward and reverse clutch 

assemblies
•	 Planetary set

Bellhousing Case — houses the 
torque converter and secures the trans-
mission to the engine.

What’s Inside?
If you’ve never seen inside of a 

CVT, you may be surprised to find 
that it’s actually pretty simple. This 
transmission has a forward and reverse 
clutch system with a planetary set. 
But what makes the CVT different 
from a non-CVT are the two conical, 

Figure 1:  Transmission Case Has Three Sections

Figure 2: Valve Body Assembly

Keep Those TrannYs rollInG

by Pete Huscher
members.atra.com
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or V-type, variably adjustable pulleys 
(variators) and the steel push-type drive 
belt.

Disassembling Chrysler’s 
CVT

The first step when disassembling 
this transmission is to place it on the 
bench, with the transmission pan facing 
up. The transmission is awkward and 
will try to move around on the bench. 
Be sure to secure it, using blocks of 
wood or a bench-mounted holding fix-
ture. Then you’re ready to begin disas-
sembly. There are a few things that you 
want to pay some attention to.

When you remove the valve body 
assembly, be careful not to allow the 
ratio control link, valve, or spring to fall 
out of valve body assembly (figure 2).

After you remove the bellhousing 
case, you should be able to see the dif-
ferential assembly, transfer gears, and 

oil pump assembly (figure 3). You’ll 
need to use a bearing splitter and a pull-
er to remove the primary transfer gear.

With the oil pump cover removed, 
you’ll be able to see the forward clutch 
and input shaft assembly (figure 4).

After you separate the main case 
you’ll be able to see the variator pulleys 
and belt system (figure 5). Remove the 
six retaining bolts located on the back 
of the rear case cover (figure 6). 

You should remove the variator 
pulleys and belt system from the rear 
case cover as an assembly and set the 
variator pulleys and belt system assem-
bly aside.

Individual Components
Now that the transmission case is 

disassembled, it’s time to look at the 
individual components that make this 
CVT operate. These are:
•	 Oil pump assembly 

•	 Valve body assembly
•	 Variator pulleys and push-type 

belt system
•	 Forward clutch
•	 Reverse clutch

Oil Pump Assembly — provides 
system pressure to operate the trans-
mission. Inspect the oil pump housing, 
rotor, and vanes for wear; repair or 
replace as needed.

Valve Body Assembly — controls 
the hydraulic operation of the transmis-
sion, using solenoids, an actuator, and 
pressure sensors (figure 7). These sole-
noids and actuators consist of:
•	 Primary line pressure control 

solenoid
•	 Secondary pressure control sole-

noid
•	 Lockup/select switch valve sole-

noid
•	 Lockup solenoid

Figure 4: Forward Clutch

Figure 6: Variator System Retaining Bolts

Figure 3: Differential Assembly, Transfer Gears And Oil Pump

Figure 5: Variator Pulleys And Belt System

Pump Cover
Oil Pump Differential 

Assembly

Transfer Gears

Forward 
Clutch 

Assembly
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A Look Inside Chrysler’s CVT

•	 Stepper motor
•	 Primary pressure sensor
•	 Secondary pressure sensor
The valve body uses eleven valves 

to control transmission operation 
(figures 7–11).

Variator Pulleys and Belt System 
— The heart of the CVT is the varia-

tor pulleys and belt system, which 
consists of primary and secondary vari-
ably adjustable pulleys (variators) and a 
steel, push-type belt.

Figure 8: Upper Valve Body

Figure 7: Valve Body Assembly

Upper Valve Body 
Identification

#1 Solenoid Regulator 
Valve

#2 Select Control Valve

#3 Select Switch Valve

#4 Lock-Up Valve

#5 Clutch Reducing 
Regulator Valve

#6 Secondary Pulley 
Control Valve
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A Look Inside Chrysler’s CVT

The variably adjustable pulleys 
have two sheaves: One sheave is 
fixed to a shaft and the other floats 
on the shaft. The floating sheaves 
incorporate a hydraulic chamber, 
which moves the sheave back and 
forth as pressure changes in the 
chamber.

Changing the distance between 
the two sheaves forces the drive belt 
to move up and down in the pulley, 
which, in turn, changes the trans-
mission’s overall drive ratio. The 
variator system relies on friction and 
pressure to transmit torque between 
the two pulleys. 

Primary Variator — consists 
of the primary pulley, an input shaft, 
a floating pulley with a hydraulically 
controlled chamber, and nine (9) 
steel balls (figure 12). The hydrauli-
cally controlled chamber controls 
the depth of the primary floating 
pulley, which allows the transmis-
sion to change ratios.

To disassemble the primary varia-
tor:
•	 Compress the hydraulic chamber 

cover and remove the retaining 
ring.

•	 Remove the hydraulic chamber 
cover.

Figure 9: Lower Valve Body

Lower Valve Body 
Identification

#1 Manual Valve

#2 TCC Regulator Valve

#3 Pressure Regulator Valve #2

#4 Pressure Regulator Valve #1

#5 Secondary Pulley Regulator
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•	 With the hydraulic chamber cover 
removed, you’ll be able to remove 
the floating pulley snap ring and 
remove the sliding pulley from 
the input shaft, being careful not 
to lose the nine (9) steel balls on 
the input shaft.

•	 Once the primary variator is disas-
sembled, clean and inspect each 
component, and replace or repair 

worn components as needed.
•	 Reassemble the primary variator 

and set it aside.
Secondary Variator — consists of 

the secondary pulley, an output shaft, 
a floating pulley with a hydraulically 
controlled chamber, and nine (9) steel 
balls (figure 13). The hydraulically 
controlled chamber controls the depth 
of the primary floating pulley, which 

allows the transmission to change 
ratios.
To disassemble the secondary variator:
•	 Compress the hydraulic chamber 

cover and remove the retaining 
ring.

•	 Remove the hydraulic chamber 
cover.

•	 Remove the secondary variator 
piston and spring.

Figure 10: Plunger, Screens And Check Balls Figure 11: Separator Plate Filter
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Figure 13: Secondary VariatorFigure 12: Primary Variator

Figure 14: Forward Clutch Components

•	 With the hydraulic chamber cover, 
piston, and spring removed, you’ll 
be able to remove the second-
ary floating pulley snap ring and 
remove the sliding pulley from 
the output shaft, being careful not 
to lose the nine (9) steel balls on 
the output shaft.

•	 Once the secondary variator is dis-
assembled, clean and inspect each 
component, and replace or repair 

worn components as needed.
•	 Reassemble the secondary variator 

and set it aside.
Steel, Push-type Belt — trans-

fers torque from the primary variably 
adjustable pulley to the secondary vari-
ably adjustable pulley. Inspect the belt 
for signs of wear, misaligned segments, 
or damage. Replace the belt as needed.

Forward Clutch — engages for-
ward gear. The forward clutch consists 

of a forward clutch drum, piston, return 
springs, clutches, plates, a pressure 
plate, and an internal gear (figure 14). 
Disassemble and inspect the forward 
clutch, planetary set, and sun gear for 
wear. Repair as needed.

Reverse Clutch — engages 
reverse gear. The reverse clutch con-
sists of a reverse piston, return spring, 
clutches, and a pressure plate (fig-
ure 15). Disassemble and inspect the 
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reverse clutch for wear. Repair as needed.

Reassembling the CVT
Reassembling the transmission is quite simple:

•	 Install the variator pulley and belt system into rear case 
cover.

•	 Install the sheave position sensor, 
shaft, and return spring.

•	 Install the main case onto the rear 
case cover.

•	 Install the main case components.
•	 Install the bellhousing case onto 

the main case.
•	 The next step is to install the 

valve body assembly. To install 
the valve body:
Ø	 Connect the valve body wir-

ing harness to the case con-
nector harness.

Ø	 Align the ratio control link to 
the sheave position sensor.

Ø	 Install the valve body assem-
bly, being careful to attach 
the ratio control link onto the 
sheave position sensor.

Ø	 Install the valve body-to-case 
retaining bolts and torque to 
specification.

•	 Install the manual valve lever.
•	 Install a new oil strainer and seal.

•	 Install a new pan gasket and install the transmission pan 
assembly.

Well, there you have it; with this look inside Chrysler’s 
CVT, you should have no problem keeping these CVTs rolling. 

Figure 15: Reverse Clutch Compoinents
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There are two kinds of people in 
this world: reactive and proac-
tive. Reactive people are the 

ones who sit back and wait for some-
thing to happen. When it does, they 
scramble around, trying to catch up, 
struggling to keep afloat.

Then there are the proactive types. 
These are the people who plan ahead… 
they see the changes coming down the 
pike and they prepare for them. They’re 
rarely taken by surprise because they’ve 
geared up for most contingencies.

On September 19-22, the proac-
tive folks will be in Washington, D.C., 
at the Washington Marriott Wardman 
Park Hotel, where they'll be taking a 

first look at their future at ATRA's 2013 
Powertrain Expo.

If you’re a regular GEARS reader, 
you’ve probably already heard a lot 
about the exciting management track 
at this year’s Expo. Make no mistake 
about it: This year’s management pro-
gram will set the bar pretty high. If you 
own or manage a shop, you need to be 
there.

But that’s only half the equa-
tion. Because your ATRA Technical 
Department has been working night and 
day, scouring every corner of the globe 
to bring you not just the latest tech, but 
to give you a look ahead, so you can get 
a leg up on what’s coming your way.

Look into Your Future 
at ATRA’s 2013 
Powertrain Expo Tech Program

by Steve Bodofsky
members.atra.com
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... your ATRA 
Technical 

Department has 
been working night 
and day, scouring 
every corner of the 
globe to bring you 
not just the latest 
tech, but to give 

you a look ahead, so 
you can get a leg up 
on what’s coming 

your way.
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Think that sounds like an exag-
geration? Not hardly: We’ve got Niel 
Speetjens from Speetjens Transmission 
Service, and Coen van Beek from 
CVT Pushbelt BV, straight from The 
Netherlands, each doing their own sem-
inars.

Niel will be putting the ZF8HP 
“under the microscope,” to give you 
a firsthand look at this groundbreak-
ing transmission. Why look to some-
one from halfway around the world? 
Because they’ve already seen the ZF 
8-speed unit in their shops, and they 
have seen your future. And this isn’t 
just a rarity you’re likely to see in a 
few European models: Chrysler has 
licensed the ZF8HP, so you can be sure 
it’ll soon be a mainstay in your shop, 
too.

Of course, we all know that the 
future will include CVTs from a wide 
variety of manufacturers. That’s why 
Coen will be discussing pushbelt tech-
nology: how to assemble them, how to 
align them, and how to keep them on 
the road after a repair. These are two 
seminars that anyone who plans to con-
tinue fixing transmissions in the years 
ahead needs to attend.

We’ll also be getting a double 
dose of Jack Rosebro from Perfect Sky. 

He’ll be discussing another upcoming 
transmission adventure: hybrids. He’ll 
start by presenting you with the theory 
behind these strange creatures lurking 
right outside your shop. Then he’ll give 
you a firsthand look at the diagnostic 
process, to help you examine them in 
their natural habitat.

Alan McAvoy from Chrysler will 
be presenting another glimpse into your 
future with a look at the Chrysler 
948TE 9-speed transaxle. Yes, you read 
that right: nine speeds! Alan will cover 
the basics behind this new unit, includ-
ing the internal components and the 
electronics that make it work. 

Maura Stafford from Sonnax will 
be presenting a seminar on late model 

valve bodies and their similarities and 
differences. And she’ll go over some of 
the more common problems and diag-
nostic techniques that can help you in 
the shop right away.

We’ll also hear from Scott Halley 
of Lubrizol, discussing the ins and outs 
of transmission fluid, and what makes 
one fluid “better” than another. And 
John Eleftherakis of Filtran will be 
talking about aftermarket transmission 
filters: Why some don’t meet factory 
requirements and how that can affect 
your rebuilds.

Then there are the return-
ing favorites, like Dan Marinucci of 
Communiqué, who’ll be presenting his 
seminar on scope know-how. If you 

 Niel Speetjens

Coen van Beek

Jack Rosebro

Alan McAvoy

 Maura Stafford

Scott Halley

John Eleftherakis

Dan Marinucci
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aren’t using a scope for diagnosis, 
you’re missing valuable data… and just 
plain working too hard. Dan will show 
you what you’re missing, and how to 
take advantage of this “voltmeter on 
steroids.”

John Parmenter from Precision 
International will present his tips and 
tricks from the builder’s bench, cover-
ing cause-and-effect diagnoses using 
scan tools and other common diagnos-
tic tools.

Sean Boyle, from Southern Illinois 
University, will be presenting an in-
depth look at the Honda 6-speed; anoth-
er transaxle that, if it hasn’t already 
darkened your door, you can be sure 
it will soon. Sean will cover this unit 
inside and out, to make sure you know 
how to deal with this soon-to-be-com-
mon visitor.

And Dr. Bill Henney of BlueReach 
Automation & Control, will be discuss-
ing the CAN Bus versus the K-Line 
Bus, and how to test these increasingly 
common control systems.

Of course, no Expo tech seminar 
would be complete without appearanc-
es from our own ATRA HotLine, and 
this year’s program has them in spades. 
Mark Puccinelli will be covering some 
of the more common calls reaching the 

HotLine, with special attention to GM’s 
4L60E 3rd accumulator issues.

Perennial favorite Bill Brayton 
will present additional highlights from 
the ATRA Tech Department, along 
with new transmission previews, parts 
updates, and computer reprogramming. 

Mike Souza will be taking you on 
another step into your future with a look 
at the Kia A6LF1 6-speed transaxle; the 
most compact 6-speed transaxle in the 
market today, and one you may already 
have begun to experience.

And Steve Garrett will be pre-
senting the updates and issues facing 
the GM 6T70 series; the most widely 
used transaxle in today’s market. You’ll 

learn the changes for the 2013 model 
year and interchange issues, plus much 
more.

Whew! That’s one staggering line-
up! And it’s been laid out in a single 
track, so if you’re here, you don’t have 
to pick and choose which seminars to 
attend and which to miss. You can sit 
front and center at every one, and you 
won’t miss a thing.

So which one are you, reactive 
or proactive? Are you going to scurry 
about, reacting to each problem as 
it shows up in your bays? Or are 
you going to take a proactive view of 
your business, and prepare for the days 
ahead, so you can view the tech that’s 
coming your way as opportunities? The 
option is yours… the choice is clear… 
and the benefits are obvious.

This is your chance to prepare for 
the future of the industry… your indus-
try. Forewarned is forearmed, and this 
year’s Expo is your big chance to arm 
yourself for what’s heading your way.

Don’t find yourself having to react 
to the changes on the horizon; reserve 
your place at this year’s Expo, and get 
ready to meet your future head on! Do 
it today… and we’ll see you at Expo!

Sean Boyle

Dr. Bill Henney

Mark Puccinelli

Bill Brayton

Mike Souza

Steve Garrett

John Parmenter

Look into Your Future at ATRA’s 2013 Powertrain Expo Tech Program

46tech-expo.indd   48 7/30/13   1:09 AM



WWW.MEMBERS.ATRA.COM

When you’re battling with transmission issues, call for back up.  

Just call 1-866-GO-4-ATRA 8 a.m. to 7 p.m. EST, and one  

of our 11 expert technicians will help you solve any problem. 

Let ATRA’s gang of repair specialists be your first line of defense.

Adtemp.indt   2 6/19/13   10:48 PM



50   GEARS   August  2013

Chances are you’ve seen it: the 
YouTube video “Shift It” has 
gone viral, with over three 

million views to date… and counting. 
If you’re one of the few who’ve missed 
it, you can see it at www.youtube.
com/watch?v=1gYE5TyijxE. Or just 
Google it by searching for “shift it 
music video.”

And once you saw it, you probably 
formed an opinion about it and how it 
portrays the industry. 

The fact is, the star of this video, 
Gorgen Zargarian, owner of Arlen’s 
Transmission in Burbank, California, 
didn’t do it as a joke. He’s extremely 
earnest about his work as a transmis-
sion professional, as well as his second 
career as a TV host and singer. And, to 
hear his fans tell it, he’s actually pretty 
good.

Unfortunately, talent is often cul-
turally based and may not translate into 
different generes. For example, few 
would argue that Luciano Pavarotti was 

one of the greatest vocalists of the 20th 
century. But his attempts at American 
pop music were less than stellar.

So what made Gorgen come up 
with the idea of doing a music video to 
promote his shop? Let’s face it: most 

of a transmission shop’s business is 
local. A YouTube video may get a lot of 
attention around the globe, but no one’s 
bringing their car from Philadelphia to 
Burbank for a transmission repair, no 
matter how much they liked the song!

“Shift It” No Joke for 
Shop Owner Gorgen Zargarian

by Steve Bodofsky
members.atra.com

Gorgen Zargarian, Owner of Arlen's Transmission poses in front of Yellow VW Thing 
Featured in his Shift It Video.

1gorgon shift it_finalx.indd   50 7/30/13   3:04 PM



GEARS   August  2013 51

The music video was the brain-
child of advertising and production duo 
Rhett and Link. They conceive and pro-
duce videos specifically designed to get 
them to go viral, which, in turn, helps 
them sell more clients. It was Gorgen’s 
sign — with the picture of him as both 
a mechanic and a singer — that caught 
their attention in the first place.

They created the video in just two-
and-a-half weeks. Gorgen provided the 
music and they shot and produced the 
video. Whether they really considered 
the benefits to their client while doing 
it, well, you’d have to ask them about 
that.

All of which leads to the question, 
who is Gorgen Zargarian? Turns out the 
answer to that is far more interesting 
than the video that introduced him to 
the world in the first place.

Meet Gorgen Zargarian
Gorgen was born in Iran in 1951. 

He began learning transmission repair 
from his father while growing up in 
Tehran.

Back then, most of his work was 
on manual transmissions; that was what 
most cars had in Iran. But that became 
a problem for vets returning from the 

Iran/Iraq wars who’d lost a limb. So 
Gorgen became expert in converting 
cars and trucks equipped with manuals 
to automatics.

Of course, Iran isn’t the U.S. — 
Gorgen didn’t have the sources for parts 
that we take for granted on this side of 
the ocean. So he often had to fabricate 
his own parts for those conversions. 
But somehow he made it work.

In the early ’80s, shortly after 
the Shah of Iran was exiled, Gorgen 
became a refugee. He immigrated to 
the U.S. by way of Spain and settled in 
the Glendale/Burbank area of Southern 
California, in an area that had a large 
Persian/Armenian community that 
mainly spoke Farsi.

Back then, the language barrier 
kept him from getting a job in the 

During our visit business was booming at Arlen's 

Gorgen's wall of fame
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transmission industry. So he supported 
his wife and two young children by 
delivering pizza.

After a time, he met a man through 
the Farsi community who agreed to 
rent him a bay in North Hollywood, 
where Gorgen was able to start rebuild-
ing transmissions. He served mostly 
the Farsi-speaking community, a niche 
market that was sadly in need of this 
type of repair service from someone 
they could trust and communicate with.

His business grew and he rented 
more space. Then, in 1996, his pres-
ent location in Burbank became avail-
able. He worked out a lease/purchase 
arrangement with the owner and bought 
the building.

Gorgen named his business Arlen 
Transmission after his son, Arlene, who 
he hoped would follow in his father’s 
footsteps. Arlene, however, has made 
other plans for his future and has cho-
sen not to go into transmission repair.

TV and Music Career
Gorgen began singing when he 

was in the third grade. But his profes-
sional career didn’t begin until after he 
came to the U.S.

He started his TV show — the 
Gorgen Show — about 13 years 
ago. It’s broadcast on the Charter 
Communications cable channel 30 in 
Glendale and Burbank, Saturdays and 
Sundays from 8 to 9 PM. It’s basically 
a variety show where he interviews 
Persian and Armenian personalities and 
sings in his own music videos.

To learn more about the 
Gorgen Show, visit them on line at  
www.gorgenshow.com.

He’s also recorded an album, titled 
Gofteh Goo; Farsi for Conversation. 

The album consists of 
eight songs: seven Persian 
and one English.

He writes much of his 
own music. He collabo-
rates with a songwriter, 
who writes the words for 
his songs. Then Gorgen 
adds the music. From 
there he records the songs 
and produces his own 
music videos.

Most of his songs are 
in Farsi, because it’s the 
language he was raised 
on, and the one he’s most 
comfortable with.

At the prodding of his 
fans, Gorgen has released 40 
other songs on three CDs.

In addition to his per-
formance work, Gorgen also 
wrote and produced a song 
for his daughter, Helga, who 
works part time at the shop. 

She used to be a compet-
itive figure skater, so Gorgen 
created an original song for 
one of her routines. He keeps 
a video he produced of her 
performance to his music in 
his shop library, to share with 
special visitors. He’s seen it 
many times, but it always 
brings a tear to his eye as he 
watches Helga glide across 
the ice to his music. 

Since the Release
So how has going viral affected 

Gorgen? Since then he’s had guest 
appearances on the Ellen DeGeneres 
Show, TMZ, and Access Hollywood. 
He’s been interviewed by the BBC and 
other international news organizations, 
including a few Middle Eastern, Farsi-
speaking networks.

No doubt about it: Gorgen has 
enjoyed his “15 minutes of fame.” And 
he’s very proud of the attention it’s 
brought to the industry that he loves. 
But has it had any effect on his busi-
ness?

Not so much. 
He still gets calls for service and 

repairs from the folks in the Farsi-
speaking community. They love him 
because they can communicate with 
him, and he offers good work at a fair 

price. They were his customers before 
the video and they’ll probably be with 
him long after Shift It is just a memory.

In fact, there’s a good chance that 
not many of his customers have even 
seen the video. Three million hits is a 
lot of attention, but in a world of seven 
billion people, it’s just a smattering; a 
little over four-tenths of one percent of 
the population… or a little over four out 
of every thousand people. 

But that’s okay; Gorgen is happy 
doing the work he loves, and he keeps 
on fixing cars, doing his show, and 
singing.

He could do worse.

But has it had any effect on his       
business? Not so much. 

Gorgen Zargarian and Ron Brattin-Online Editor
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As a guy who speaks to over 
a hundred thousand people 
per year about success, I get 
asked this question a lot.  

Rarely are the people pleased with my 
answer:  Work.  Yep, that’s it.  Work.  
It’s not attitude or passion or loving 
what you do.  Those things help, but 
they aren’t the key.  It’s good old-fash-
ioned work.  How do you know you 
are working?  When you are breaking 
a sweat, either mentally or physically. 

Now don’t automatically think that 
working hard will make you successful.  
It won’t.  I know lots of people who 
work very hard, much harder than I do, 
and don’t really find any financial suc-
cess.  On the other hand, I don’t know 
of anyone who has experienced real fi-
nancial success who hasn’t worked hard 
to achieve it.  And don’t offer me lottery 
winners or people who have inherited 
their money – they don’t count.  I’m 
talking about regular people like you 
and me.  For us, it takes work.

“But Larry, I go to work every 
day and work hard!”  I doubt it.  Most 
studies say that workers waste at least 
two hours a day goofing off.  They ad-
mit to doing less than their best on the 
job and less than their best for the cus-
tomer.  Work is just that place where 
you dress slightly better than you do at 

home.  And those people you work with 
– they aren’t co-workers, they are only 
co-goers.

We have become a nation of spec-
tators.  It’s easier to watch Friends on 
TV than it is to be a friend in real life.  
It’s easier to watch people lose weight 
on TV than it is to get off our huge butts 
and lose it ourselves.  It’s certainly  
easier to watch people paint a 
room or clean out their clos-
ets then to do it ourselves.  
And it’s even easier to 
watch someone else 
correct their out-of 
-control children 
than to disci-
pline our own.  
I find this sad.

Most people 
settle for much less 
than they have to be-
cause they are just too 
lazy to work for what 
they really want.  They do 
a half-assed job when they 
are on the job and then put 
little effort into living their 
dream when they go home.   
Life, happiness, prosperity 
and success all take effort.  
If it feels easy, you are go-
ing the wrong direction.  Re-

member:  It’s called work for a reason.
Larry Winget is a five-time New 

York Times/Wall Street Journal best-
selling author. He is a member of the 
International Speaker Hall Of Fame. He 
has starred in his own television series 
and appeared in national television com-
mercials. Larry is a regular contributor 
on many television news shows on the 
topics of money, personal success, busi-
ness and parenting.  Find out more at  
www.larrywinget.com and follow
him on facebook at Larry Win-
get Fan Page and on twitter  
@larrywinget.

The Real  
Key To Success?

by Larry Winget

Make plans now to see Larry 
live Friday September 20th at 

this year’s Powertrain Expo 
during  the ATRA luncheon  

sponsored by 
Raybestos Powertrain 
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Systems — the processes and 
tools you use to do what you do 
— are the ‘habits’ of your busi-

ness. If your shop opens at 7am and 
closes at 7pm, that habit tells people 
when they can access your services. 
They plan around that expectation and 
adjust their schedules to accommodate 
your practices.

Likewise, if you use a set of forms, 
either on line or in print, the informa-
tion they capture becomes a habit pat-
tern for managing your shop. The same 
is true in how you communicate, keep 
records, manage projects, solve prob-
lems, and care for your tools. 

Habits simplify our lives and allow 
us to do things by rote or routine instead 
of stopping to think them through. 
Habits are great when they serve us 
well and awful when they don’t.
 
First You Form Habits;
Then They Form You

My son once requested more free-
dom; I explained, “Here’s how that 
works, Son. For me to let go and allow 
you more freedom, first I have to be 
sure you’ll be safe and make smart 
choices. So if you want more freedom, 
prove you’ve formed the right habits 
of decision-making, self-management, 
and safe behavior. Once I see reliable 
patterns of good choices, I’ll let go and 
give you more freedom.” 

That applies to your coworkers 
too. If someone wants more freedom 
at work, they must first prove they’ve 
formed the habit of being a thought-
ful, responsible professional. Freedom 
always follows responsible perfor-
mance. 

What about trust? That, too, is 
earned. I can only afford to trust others 
to the point where the risk becomes too 
high. If I trust them beyond that, I’m 

behaving irresponsibly.
In a business, this is the role that 

systems, policies, and standards play. 
When every customer is enrolled with 
the same form or data sheet, the busi-
ness can rely on having proper contact 
and payment information, insurance 
data, etc. If you don’t collect the data 
or if it varies from one customer to 
the next, there’s no assurance for those 
handling it.

When you establish standards or 
checklists for problem-solving or han-
dling predictable challenges, you’re 
bringing your best skills and thinking 
to the table. 

At home, you’ll never lose things 
if you form the habit of putting things 
in fixed locations. For example, if you 
always put your car keys in the same 
spot, mail in the same place, etc., you’ll 
never wonder what you did with them.

Others find this too restrictive, so 
they spend time looking for ‘lost’ items 
while you relax. Either way you will 
form a habit. Either it’s a habit you 
want, or it’s one that just formed on 
its own. 
 
Forming a Habit

To form a habit, do it repeatedly 
over time. No matter what it is, that’ll 
become your habit. If you never plan 
your lunch, you’ll waste time every day 
trying to decide where and what to eat. 
If you keep your tools and information 
in random locations, you’ll waste hours 
each month looking for what you need.

Think about the outcomes you 
want, then backward-plan the habits 
and actions you should take. If you 
want to save money for a new coffee 
machine, form the habit of keeping 
loose change in a ‘coffee machine fund’ 
jar. In a short time, the change will add 
up to dollars and you’ll achieve your 

goal.
If you want your team to learn new 

skills, set up systems that reward them 
for taking a course, reading a book, 
or mastering a technique. The policies 
encourage the behaviors, the systems 
standardize the performance, and the 
habitual nature reduces your stress.

Habits can be your best friend 
when you create the ones you want; 
they can be your worst oppressor if you 
let them form on their own. 

Ask these questions each day: 
“Why do we do that? Why do we do it 
that way? Is there a better way? Are we 
getting the outcomes we’re hoping for? 
What habits would help us most?”

A vital habit of winners is life-
long learning. At this year’s Expo in 
Washington, D.C., you’ll be immersed 
in a learning environment with your 
most successful colleagues. You’ll 
learn even when you don’t notice it, 
in hallway discussions, as people chat 
over dinner or coffee, or as you ride to 
and from events or the airport.

In the seminars we’ll grab your 
attention, open your mind in new ways, 
and give all these great ideas an easy 
path to becoming habits.

So don’t wait: reserve your place 
to attend what may be the most valu-
able four days of your business career. 
Start your new habits by joining us at 
this year’s Expo, September 19–22. See 
you there!

Systems Are the Habits 
of Your Business

by Jim Cathcart
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A t the ATRA and GEARS offic-
es, we’re pretty much all of 
one mind when it comes to 

attending the annual Powertrain Expo, 
this year being held at the Washington 
Marriott Wardman Park Hotel in 
Washington, D.C., September 19–22.

We’re in favor of it.
Big surprise, right? After all, we’re 

the ones putting it on every year; you 
kinda have to expect us to support it.

Okay, but what about your col-
leagues? The shop owners and techni-
cians who make it a point to attend 
Expo, year after year. Some of those 
guys and gals are among the most suc-
cessful shop owners in the world. How 
do they feel about Expo? Why do they 
keep coming back? They’re already 
“doing it right”… right?

Well, yeah. But, as it turns out, part 
of what they consider “doing it right” 
includes attending Expo every year. 
They keep coming back because they 
believe it pays dividends… and keeps 
on paying, long after this year’s Expo 
is just a memory.

In some cases, those same shop 
owners actually credit the information 

and training they received at Expo for 
their successes. More than one was 
beginning to search for an escape hatch, 
until they took the plunge and made 
their first trek to Expo. They took what 
they learned to heart and turned their 
businesses around.

So what is it? Is it the fantastic 
seminars? The once-in-a-lifetime deals 
on the show floor? What keeps them 
coming back, year after year?

Maybe we should ask them: Let’s 
hear what they have to say about com-
ing to Expo, in their own words.

Specialized Education
One of the things that everyone we 

talked to recognized was that no other 
event provides a more highly special-
ized education in one place over just a 
few days. And that education has had 
quite an impact on the shop owners 
and technicians who make it a point to 
attend.

Why Expo… 
in Their Own 
Words

“Five years ago I was strug-
gling to sell $20k a month; 
today I’m disappointed if we 
don’t sell $100k to $110k.”

by Steve Bodofsky
members.atra.com
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Like Zach Evans, owner of Zach’s 
Transmission and 4X4, in Longmont, 
Colorado. Zach credits what he’s 
learned at Expo with saving his busi-
ness. His first year coincided with the 
beginning of the What’s Working pro-
gram, and what he learned there “blew 
my mind; it completely turned me 
around. I came back and implemented 
a bunch of changes because they made 
so much sense.”

The changes Zach implemented 
turned his business around, and today 
he’s one of the true What’s Working 
success stories. “Five years ago I was 
struggling to sell $20k a month; today 
I’m disappointed if we don’t sell $100k 
to $110k.”

That first year at Expo was a real 
eye-opener for Zack. “I was amazed 
by how many things I knew how to 
do right, but was doing them wrong 
because I’d been steered that way by 
one of my mentors. I came back with 
a whole new attitude. I got rid of one 
of my employees who’d been causing 
problems, brought another guy in, and 
the place just took off.”

Zach isn’t the only one who credits 
Expo with helping him keep his busi-
ness afloat. Here’s what Teri Johnson, 
co-owner of Guaranteed Transmission 
Service, in Lafayette, Indiana, had to 
say: “I don’t know where I’d be without 
it. If it weren’t for Expo, I’m not sure 
we’d still be in business.

“I like knowing the trends for this 
industry, and at Expo I get to hear 
where the folks at ATRA and other shop 
owners think we’re headed.”

One thing we all recognize is how 
quickly the industry is changing, and 
how important it is to keep up with 
those changes. Here’s how Dave Duste, 
owner of Dusty’s Transmissions, in 

Central Point, Oregon, explained it: 
“Back in the ’70s, I hung a sign out in 
front of a buddy’s shop. Within an hour 
I had my first 350 rebuild. But today, 
with all the changes facing this indus-
try, if you don’t stay on top of things, 
you’re done.”

And the education doesn’t end 
at the seminars; not by a long shot. 
Just ask Larry Bloodworth, owner 
of Certified Transmissions, in Draper, 
Utah. As Larry points out, “The semi-
nars are great, but there’s a lot of learn-
ing that goes on outside, in the halls 
and at the buffets. That’s something you 
can’t get from a bulletin or webinar.”

Teri Johnson agrees with Larry: 
“The seminars are terrific, but I also 
learn things while walking in the halls, 
or while sitting at the table during the 
luncheon. Sometimes that’s the most 
valuable part of the event.”

“blew my mind; it 
completely turned me 
around. I came back and 
implemented a bunch 
of changes because they 
made so much sense.”

1their own words.indd   59 7/31/13   2:48 PM



60   GEARS   August  2013

Building Valuable 
Relationships

The educational aspect of Expo is a 
valuable asset, but it’s only one part of 
the complete Expo package. Another is 
about building relationships. 

Here’s how Kiran Mancodi, owner 
of Quality Transmission, in Wichita 
Falls, Texas explained it: “Expo lets me 
see all of the ATRA staff in one place. 
It a chance to meet with the people I 

depend on face to face.
“Even more, it’s a great place 

to meet people with similar back-
grounds… technicians and shop owners 
who deal with the same situations I do 
every day. These are the people I’ll be 
talking to on the forums when I have a 
problem. Expo gives me a chance to put 
a face to the name, and lets me know 
who I’m working with.”

Larry Bloodworth agrees with that 

assessment: “Maybe the most valuable 
part of Expo is the contacts we make. 
They remind my guys that they aren’t 
alone; there are a lot of people out there 
facing the same problems they do.”

According to Zach Evans, “Expo 
gives us the chance to build relation-
ships in a way that we can’t over the 
phone. The folks from ATRA’s home 
office, the suppliers, and the other shop 
owners and technicians — these are the 
people we all depend on to help keep 
us profitable. It’s nice having those 
contacts across the country.”

Teri Johnson agrees: “I’ve been 
going for so many years that Expo 
seems like a family reunion. These are 
the people who can relate to what I go 
through every day in my business. I 
have more things in common with my 
Expo friends than I probably do with 
some of my family members.”

And, according to Dave Duste, 
those relationships can easily translate 
into more money at the end of the 
month: “Over the last six years we’ve 
doubled our sales, and a lot of that was 
brought about by the relationships we 
built at Expo.”

“I can’t 
afford not 
to go...”

“Maybe the most valuable part of 
Expo is the contacts we make. They 
remind my guys that they aren’t 
alone; there are a lot of people out there 
facing the same problems they do.”
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Renewed Sense of 
Purpose

While the training and relationship 
building are hugely valuable, there’s 
one benefit from attending Expo that’s 
hard to quantify: a renewed sense of 
purpose that makes you want to dig in 
your heels and work that much harder 
when you get back.

Think that’s overstating the ben-
efit? Larry Bloodworth doesn’t. Every 
year, Larry closes his shop and takes his 
whole team to Expo. This year he has 
about 12 people scheduled to attend, 
including the spouses of several of his 
employees.

With about a dozen people com-
ing with him, Larry will be spending a 
pretty penny to take part in this year’s 
Expo. How does he justify the cost? “I 
can’t afford not to go. I probably sell 
more transmissions the month after 
Expo than in any other month. That’s 
because everyone comes back with 
their batteries charged; we all have a 
brighter outlook on the business.”

Teri Johnson’s another one who 
believes in the rejuvenating powers of 
Expo: “I try to take a few employees 
with me; the year Expo was at Disney 
World, we shut down and took the 
whole shop with us.

“I feel refreshed when I come 
back. I bring back new ideas and new 
ways to handle things, such as new 
management techniques and new mar-
keting ideas.”

Dave Duste agrees with that senti-
ment: “There’s something about get-
ting together with the guys and getting 
the juices flowing again that makes it 
important for me to attend Expo. After 
35 years in the business, it’s easy to get 
stale. But if I can bring back just one 
new idea, it’s worth the trip.”

Worth It
So there you have it: All terrific 

reasons why you should be at this 
year’s Expo, right from the folks who 
show up like clockwork every year. 
And whatever their individual reasons 
for coming, they all agree on one thing:

Coming to Expo is worth it.
It’s worth the time, it’s worth the 

effort, and it’s worth the money. And 
that’s not from those of us who put the 
show on year after year. That’s from 
technicians and shop owners just like 
you. They spend the time and money 

because they’re thoroughly convinced 
it’s worth every second… every penny 
they invest.

So don’t wait: There’s still time 
to learn something new, build valuable 
relationships, and reinvigorate your 
business… and yourself. Take it from 
the folks who consider attending Expo 
each year a vital part of their business 
model. 

There’s still time to make your 
plans to attend this year’s Expo. Sign 
up now and get started on your path to 
a brighter future. Do it today!“I can’t 

afford not 
to go...”

“After 35 years in the 
business, it’s easy to get 
stale. But if I can bring 
back just one new idea, 
it’s worth the trip.”
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Up Your Business is an exclu-
sive GEARS Magazine fea-
ture. In past as well as in 

upcoming issues I share details about 
real customer disputes that I’ve helped 
settle through mediation and arbitra-
tion. However, this month I’m sharing 
another way to up your business.

By the time this issue of GEARS is 
published, Powertrain Expo will be just 
around the corner. While I assure you 
that there are tons of reasons to attend 
every EXPO, there is one great reason 
to be at this one… Dave Riccio. 

Dave is the owner of Tri-City 
Transmission Service, a second-gen-
eration transmission center in Tempe, 
Arizona. This transmission-only shop 
was already very successful when Dave 
purchased it from the original owners. 
Since purchasing Tri-City about 6 years 
ago, Dave and his team have more than 
doubled sales and profits. 

Dave and the Tri-City team totally 
reinvented the business by challenging 
our longstanding industry traditions. 
Nothing was considered sacred.

Dave’s background was from out-
side the transmission industry. This 
gave him a different perspective than 
most of us and made it easier for him 
to think outside the box to question 
and, as needed, reengineer virtually all 
aspects of the business, including mar-
keting, sales, service, and production 
systems and procedures. 

Dave is quick to say, “We didn’t do 
it alone; we did our research, and con-
sulted with ATRA, other shop owners, 

and a couple trusted industry trainers 
and consultants.” Dave emphasizes his 
team’s involvement in all aspects of the 
business makeover, which he claims 
fostered in a totally “customer-centric 
service culture.”

Last year, Dave shared his uniquely 
creative approach to running a success-
ful transmission specialty shop in these 
challenging and, yes, often confus-
ing times. The title of his presentation 
was “Avoid the Commodity Trap… 
Create an Extraordinary Customer 
Experience.” Those of you in atten-
dance rated his presentation as one of 
the best, and spot on with respect to 
delivering ideas for taking your busi-
nesses to the next level.

This year, Dave will expand on last 

year’s message by sharing his perspec-
tive on providing value… real value. 
The presentation’s tile is “Pixie Dust or 
Real Value… What Are You Providing 
to Your Customers?” 

You’ll discover the difference 
between perceived value and real value 
as Dave explains what he calls his 
“value creation process.” Dave pulls 
no punches in this no-holds-barred pre-
sentation. If you aren’t inspired to take 
immediate, decisive action after attend-
ing this presentation, you better check 
to see if you have a pulse. 

Why am I talking about Dave’s 
seminar? This column is called Up Your 
Business. Those of you who’ve read 
it know that I share stories about cus-
tomer disputes, and often mistakes, that 
shops make in dealing with customer 
issues. I do this hoping to spare you 
costly lessons by learning from other 
peoples’ mistakes.

Last month’s story involved the 
question regarding how to warranty a 
warranty repair. If you didn’t read it, 
rather than reviewing it in this article, 
I recommend you to go back and have 
a look.

The reason I bring this up is 
because, as part of his value cre-
ation process, Dave has reinvented 
the concept of warranty. Tri-City uses 
“Warranty Supplementation” to create 
a customer-for-life relationship. The 
ATRA Golden Rule Warranty is the 
backbone of the Tri-City warranty pro-
gram, but it’s fortified with their truly 
customer-centric warranty program 

Up YoUr BUsiness

by Thom Tschetter

Pixie Dust or 
Real Value?

By the time this issue 
of GEARS is pub-
lished, Powertrain 
Expo will be just 

around the corner. 
While I assure you 

that there are tons of 
reasons to attend every 

EXPO, there is  
one great reason  

to be at this one…  
Dave Riccio.
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supplements. You’ll see why I say with absolute confidence 
that the incident in last month’s article would never happen at 
Tri-City Transmission Service.

“Warranty supplementation” is just one of the many 
aspects of the value creation process that Dave will share 
with you for providing real value. If you implement only one 
of the ideas Dave presents, your trip to this year’s EXPO will 
be cash flow positive!

So my message this month is simple: the best way to up 
your business is to attend this year’s Powertrain Expo, attend 
all the management sessions you can squeeze in, and don’t 
miss Dave Riccio’s presentation, “Pixie Dust or Real Value… 
What Are You Providing to Your Customers?” Dave’s mes-
sage provides the shoe-leather you need to implement the new 
concepts you’re sure to learn from the great lineup of speakers 
that ATRA has in store for you.

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

He also has served the Better Business Bureau as a certi-
fied arbitrator for nearly 20 years and is using that combined 
experience for topics in this feature column.

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

If you implement only 
one of the ideas Dave 
presents, your trip to 
this year’s EXPO will be 
cash flow positive!

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

www.atrabookstore.com

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

New Products

New 
Pricing

TECHNICAL BOOKS
General Motors •Ford • Imports • Chrysler
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Over the past year 
we’ve made a 
concerted effort 

to expand the reach of 
GEARS Magazine into 
the European mar-
ket. We began last 
September by exhibit-
ing at Automechanika 
in Frankfurt, Germany. 
More recently we 
attended the ReMaTec 
show in Amsterdam, 
The Netherlands.

Why put all that 
time and effort to expand 
into the European mar-
ket? Three reasons:

1. To increase the 
exposure of current 
GEARS advertisers 
into new markets.

2. To discover new 
technologies and 
methods from 
Europe and bring 
them to our North 
American audience.

3. To develop a European audience 
for both marketing groups. 

Over the past several years it’s 
become apparent that the line between 
foreign and domestic transmissions has 
blurred, maybe to the point that it no 
longer exists.

Many of the problems we see 
today with vehicles like Mercedes and 
BMW are as commonplace in Europe 
as Chevy and Ford problems are to 

the North American market. And many 
of those European-made transmissions 
have begun finding their way into the 
domestic-built automobiles. 

During our visits we found a range 
of new products designed to work on 
transmissions and systems that we 
struggle with. We’ve also seen a grow-
ing interest by the European market in 
the technologies we find so common 
place here.

As the trade publication for the 
largest and oldest association dedicated 

to the transmission-rebuilding industry, 
it only seems natural to look every-
where for information that’ll help our 
readers fix the transmissions they might 
otherwise have to farm out to the dealer 
or some other source. It’s a perfect 
win-win. 

So what about the ReMaTec show? 
ReMaTec is primarily a remanufactur-
ing organization, but, as I’ve learned 
from my recent visit, they have a large 
following of transmission specialty 
businesses.

ReMaTec 
Roundup by Dennis Madden

members.atra.com
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ReMaTec 2013 was a three-day 
show. They had over 3500 attendees 
and 187 exhibitors from 63 countries. 
There was virtually “something for 
everyone.” You can learn more about it 
at www.rematecnews/exhibition.

I attended the event with Mike 
Souza, who delivered a technical pre-
sentation hosted by Sussex Auto from 
Sussex, England. Mike was joined by 
two other speakers: Dr. Bill Henney 
from Bluereach Automations and 
Control, and Coen Van Beek from CVT 
Pushbelt BV. (Each of these seminars 
will be presented at ATRA’s Powertrain 
Expo in Washington, D.C., in case you 
were feeling left out!) 

It was a terrific show; proof that 
you can still find growth in the trans-
mission rebuilding industry 
if you’re willing to look 
for it.

I’d like to thank 
Alan Gadd of Sussex 
Auto Parts for distribut-
ing GEARS Magazine 
from their booth, and 
Niels Klarenbeek from 
Amsterdam RAI, whose 
staff helped make our visit 
simple and memorable. 

NEW PRODUCTS AND NEW PRICING FOR 2013

TECHNICAL BOOKS
General Motors

Ford • Imports • Chrysler

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

www.atrabookstore.com
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1Intro

HYBRID
Hybrid Warnings
Hybrid Tools 17
Toyota Power Down
GM Power Down
Honda Power Down
Ford Power Down
GENERAL MOTORS
ALL GM
Transmission Identification
4L60/65/70E
3rd and/or 4th Slips, VSS DTC’s, No Forward
or Slips Forward
Shift Feel and/or Timing Concerns, Possible DTC’s
Ticking Noise in 3rd and/or 4th
No 2nd Gear, Shifts 1-3-4
TCC Shudder in Hybrid, DOD or AFM Vehicles
4L80E
Intermediate Clutch Failure, 1-2 Slide Bump
Slips in Reverse
Case Failure w/ Emergency Brake Drums
6L80/90
1-2-3-4 Slip Condition, Possible No Movement Forward
4T65E
High Line Pressure, Harsh Shifts, After Rebuild

6T40
Intermittent Hard Shifts
P0723 Set
6T40/45/50
No 3rd, 5th or Reverse Gears
Hard Shifts, Broken 3-5-Reverse Wave Plate, 
Possible P0766
Binding on the 3-4 and 4-3 Shift, Possible P0797 Set
6T70/75
Control System Changes and Updates 
Clutch Pulse Learn
Redesign TEHCM
Redesigned Spacer Plate and Gaskets
Accum Feed, Accum Pistions and Springs
Check Ball Addition
Valve Body Changes
Low/Reverse Clutch 
1-2-3-4 Clutch
3-5-Reverse Clutch
3-5-Reverse  and 4-5-6 Clutch Housing
4-5-6 Clutch Housing
4-5-6 Clutch Piston
Turbine Shaft
End Cover
Case 

Automatic Transmission
Rebuilders  Association  
Technical Seminar

2013

GET ’EM OUT THE DOOR!

August 10
August 10
August 17
August 24
August 24
October 5

October 12
October 19

Albuquerque, NM
Los Angeles, CA
Cincinnati, OH
Atlanta, GA
Billings, MT
Portland, OR
Chicago, IL
Newark, NJ

What You’ll Learn

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

(800) 428-8489
members.atra.com

REGISTER TODAY! LOCATIONS

The list goes on and on....
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6T40
Intermittent Hard Shifts
P0723 Set
6T40/45/50
No 3rd, 5th or Reverse Gears
Hard Shifts, Broken 3-5-Reverse Wave Plate, 
Possible P0766
Binding on the 3-4 and 4-3 Shift, Possible P0797 Set
6T70/75
Control System Changes and Updates 
Clutch Pulse Learn
Redesign TEHCM
Redesigned Spacer Plate and Gaskets
Accum Feed, Accum Pistions and Springs
Check Ball Addition
Valve Body Changes
Low/Reverse Clutch 
1-2-3-4 Clutch
3-5-Reverse Clutch
3-5-Reverse  and 4-5-6 Clutch Housing
4-5-6 Clutch Housing
4-5-6 Clutch Piston
Turbine Shaft
End Cover
Case 

2-6 Wave PLate
Torque Converter Installation
LCT 1000
Harsh Downshifts
Burnt 3-5-Reverese and 2-6 Clutches Burnt
Stuck in Neutral, Will Not Shift, Hard Shifts
Clunk, Reduced Engine Torque, DTC’s
Fluid Venting From the Transmission
Pump Whine
MIL “ON”, Shift Inhibit Mode Message “ON”, 
Slams into Reverse
No Movement, PRNDL Lights Flashing, No Codes
TCC Cycling
MAGNA TRANSFER CASE
Updates for Models 1222, 1225, 1226, 1625, 
1626, 3023, 3024
Programming After a Repair BW 4474
FORD SECTION
4F27E/FN4A-EL/FNR5
Low Line Pressure
6F50/55N
No Line Rise
4R70/75E
Slips or No 2nd Gear After Rebuild
TCC Cycles w/ O/D Cancelled Only
AODE/4R70W
TCC Code P0740 After Rebuild
TCC Apply On Top of 2nd Gear
1995-2001 4X4 Trucks
Misdiagnosed TCC Cycling
6R60
Torque Converter Cycling
6R80
Toque Converter Shudder 25-45 mph
5R110W
Bind in Reverse, D3 and Reverse, D2 is Okay
5R55W/S
Erratic Transmission Operation
Harsh Shifts/Engagements, Erratic Shifts
CFT30
Oil Pump Noise
Oil Pump Breakdown and Assembly Tools
Valve Body
Pressure Codes P0701, P0871 and P0961
Variator Seals
CVT
Universal Pulley Tool
CHRYSLER
ZF8HP45
Clutch and Solenoid Application Charts
Clutch Identification
P1 and P2 Planet Assemblies
P3 and P4 Planet Assemblies
Valve Body Breakdown
Oil Pump Breakdown
41TE/42LE/42RLE
P0740 Before and After Repair
Engine Stalls in Drive and/or Reverse
Engine Stalls in Drive Only, Reverse is Okay

Intermittent Code P1740
42RLE
TCC Shudder After PCM Replacement
62TE
Shudder Feeling During the Shifts
Loss of 3rd, 4th and/or 6th Gear After Repair
No Reverse After Repair
No Movement Condition
JEEP RE UNIT
No TCC Command
48RE
Slips or No 3rd and Reverse, High Line Pressure
68RFE
Overheating Condition, Fluid May Catch Fire
Binds in 3rd, P0871 Set
IMPORT SECTION
MDRA or MDPA
Bellhousing Leak After Repair
01M
TCC Cycling
HONDA
1-2 Flare, 1-2 Neutral
Kills the Engine in Drive, No Reverse
TCC Shudder or Moan
TCC Shudder
ZF
Accumulator Piston Installation
Shift Complaint Caused by EMI
Jaguar Code P0741
AW55-50/51SN
TCC Cycling
Forward Engagement Problems
RE5F22A
Harsh 2-1, 3-1 Downshift During Throttle
Up After Repair
722.6
Leaks Out of the Vent
722.9
Pump Failure
JF613E
Introduction
Component Identification and 
Apply Chart
Solenoid and Pressure 
Switch Identification
Solenoid Application Chart
Pressure Switch Function and Application Chart
Lock Up and Reverse Clutch Hydraulic Control
Main Line Pressure Control
Input and Output Speed Sensors
Park Neutral Position Switch
Valve Body Removal7
Case Air Checks
Pressure Testing
“E” Torx Shallow Head Case Bolts
AWD Left Axle Stub Shaft Removal
Sprag Rotation

Albuquerque, NM
Los Angeles, CA
Cincinnati, OH
Atlanta, GA
Billings, MT
Portland, OR
Chicago, IL
Newark, NJ

LOCATIONS
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Trade Show Days

Friday
September 20

2pm-7pm

Technical
Thursday, September 19 - Sunday, September 22

ATRA has always been about providing the very best in technical in-
formation and training. And, as this year’s technical seminars are sure 

to prove, that isn’t about to change anytime soon.
With nearly 30 hours of all-new technical training and hot-off-the-
presses subject matter, this is the largest, most diverse seminar 

program ever created to support the transmission repair industry. 
Nowhere else in the world will you find as much valuable technical 
material under one roof, and all orchestrated to provide you with 

an experience that you’ll never forget. If you’re someone who takes 
pride in calling yourself a “professional technician,” then this is the 

one program that you have to attend.

Check out ATRA’s full lineup of Technical Seminar Speakers:

John Parmenter
Mark Puccinelli
Jack Rosebro
Mike Souza

Niel Speetjens
Maura Stafford
Coen van Beek

Sean Boyle
Bill Brayton

John Eleftherakis
Steve Garrett
Scott Halley

Dr. Bill Henney
Dan Marinucci
Alan McAvoy

ATRA    DC
POWERTRAIN

SEPTEMBER 19-22

Take 
Your 

Shop

to th
e Top

!

powertrainexpo.com

Register Now!
Call: (800) 428-8489

Online: www.powertrainexpo.com
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Trade Show Days

Saturday
September 21

12pm-5pm

ATRA    DC
POWERTRAIN

SEPTEMBER 19-22
Hosted by
2013

Take 
Your 

Shop

to th
e Top

!

Management
Thursday, September 19 - Sunday, September 22

This year ATRA pulled out all the stops, for a management program 
that’ll change the way you do business. We’re meeting some new 

faces, like management speaker Jim Cathcart, whose techniques for 
relationship selling offer a fresh perspective on successful interactions 

with potential customers. Don Hutson is another new face to 
the automotive industry. He’s a recognized expert on business 

negotiations, entrepreneurship, and selling value: All critical skills for 
today’s transmission shop owner or manager.

If you’ve never been to Expo, this is the year you need 
to make plans to attend. 

Jim Cathcart
Bill Haas

Don Hutson
Scott Johnson
Maylan Newton
Jordan Olivas
Dave Riccio

Danny Sanchez
and more!

Don Hutson

Jim Cathcart

expo813.indd   2 7/30/13   3:15 PM



2013 ATRA Powertrain Expo
THURSDAY
September 19

7:00am-5:00pm Attendee Registration

Technical Seminars
9:30am-11:00am

11:00am-12:30pm
11:00am-12:30pm
1:30pm-3:00pm
1:30pm-3:00pm
3:00pm-4:30pm
4:30pm-6:00pm

Hot Tech Calls from the Hot Line - Mark Puccinelli (ATRA)
ATF: What’s Beneath the Cap? - Scott Halley (The Lubrizol Corporation)
Essential Oscilloscope Know-How Part 1 - Dan Marinucci (Communique)
Essential Oscilloscope Know-How Part 2- Dan Marinucci (Communique)
All Filters Are Not Created Equal - John Eleftherakis (Filtran)
Highlights from the ATRA Tech Department - Bill Brayton (ATRA)
The Ins & Outs of Kia’s Very Own 6 Speed Front Wheel Drive - Mike Souza (ATRA)

Management Seminars
3:00pm-4:30pm
4:45pm-6:00pm

Confident Selling - Maylan Newton (ESi Seminars)
Branding Brings in the Bucks!™ - Danny Sanchez (Autoshop Solutions)

FRIDAY
September 20

7:00am-5:00pm Attendee Registration

Technical Seminars
7:30am-9:00am
9:00am-10:30am

10:30am-12:00pm

2014 Chrysler 948TE 9 Spd FWD & AWD Auto Transaxle - Alan McAvoy (Chrysler Group LLC)
Hydraulically Speaking - Maura Stafford (Sonnax Industries)
Tips & Tricks from the Builders Bench - John Parmenter (Precision International)

Management Seminars
8:00am-9:00am

9:00am-12:00pm
Providing Your Customers with REAL Value! - Dave Riccio (Tri-City Transmissions)
Sell Value-Not Price! - Don Hutson

12:00pm-2:00pm ATRA Luncheon featuring Larry Winget          Sponsored by

2:00pm-7:00pm Trade Show

Technical Seminars
4:00pm-5:30pm Hands-On Hybrid Transaxle Diagnosis - Jack Rosebro (Perfect Sky)

7:00pm-9:00pm Cocktail Reception          Hosted by

SATURDAY
September 21

8:00am-4:00pm Attendee Registration

7:00am-8:00am ATRA Member Meeting

Technical Seminars
7:30am-9:00am
9:00am-10:30am

10:30am-12:00pm

Inside & Out of the Honda 6 Speed - Sean Boyle (Southern Illinois University)
6T70-6T75 Updates and Product Issues - Steve Garrett (ATRA)
The ZF 8HP & Torque Flight 8 Speed “Under the Microscope” - Niel Speetjens (Speetjens Transmission Service)

Management Seminars
8:00am-11:00am Relationship Selling™ - Jim Cathcart (Cathcart Institute)

12:00pm-5:00pm Trade Show

Technical Seminars
2:00pm-3:30pm Learn More About the CVT - Coen van Beek (CVT Pushbelt BV)

4:00pm-5:00pm Longtimer’s Meeting

7:30pm-11pm “Discover DC” Moonlight Group Tour

SUNDAY
September 22

Technical Seminars
8:00am-9:30am
9:30am-11:00am

Fundamentals of Series-Parallel Hybrid Transaxles - Jack Rosebro (Perfect Sky)
Mechatronic Communications - Dr. William (Bill) Henney Ph.D., F.I.M.I., (BlueReach Automation & Control LTD)

Management Seminars
8:00am-9:00am
9:00am-10:30am

10:45am-12:00pm

Fighting Resistance - Scott Johnson, ProfitBoost
Marketing Automotive Service to Generations X and Y - Bill Haas (Haas Performance Consulting LLC)
A Millenial’s Approach to Marketing - Jordan Olivas (Budget Transmission Masters)

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by

Sponsored by
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REGISTRATION OPTIONS
COMPLETE 

CONFERENCE
Thursday - Sunday 

(Sept. 19 -  Sept. 22)

TECHNICAL
CONFERENCE 
Thursday - Sunday 

(Sept. 19 -  Sept. 22)

TRADE SHOW 
PASS

Friday - Saturday 
(Sept. 20 - Sept. 21)

MANAGEMENT 
CONFERENCE
Thursday - Sunday 

(Sept. 19 -  Sept. 22)

Access to Technical Seminars • •
Access to Management 

Seminars • •
Expo Tech Manual • •

Expo Tech Program CD • •
Expo Management worksheets 

with leather binder • •
Expo Management 

Program CD • •
Coffee Breaks • • •

Friday Luncheon • • •
Friday Cocktail Reception • • •

Friday & Saturday Trade Show • • • •
Audio recordings of both the 

Technical & Management 
seminars

•

As low as
$10

As low as
$345

As low as
$345

As low as
$395

TIP
As a Complete Conference 

attendee you’ll receive 
access to the audio tracks 
of both the Technical and 
Management seminars!
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www.transtar1.com

Friday | Sept. 20, 2013        7:00 p.m. - 9:00 p.m.

Washington Marriott Wardman Park Hotel Washington, DC

TRANSTAR INDUSTRIES & ATRA
Cordially invite you to attend the 

Powertrain Expo 2013 opening night  
industry reception.

transtar recep813.indd   2 7/30/13   9:14 AM
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POWERTRAIN INDUSTRY NEWS
GEARS does not endorse new products but makes this new information available 
to readers. If you have a new product, please email the press release information 
with applicable digital photo or drawing to fpasley@atra.com or send by mail to 
GEARS, 2400 Latigo Avenue, Oxnard, CA 93030.

Mill-Rose Introduces  
New Line of Brushes  
for Auto Maintenance

A new line of brushes specifically 
designed for automotive maintenance 
and repair is now available from 
The Mill-Rose Company, the largest 
manufacturer of twisted-in-wire brushes 
in the United States.

Transmission and engine rebuilders 
will appreciate the comprehensive 
selection of abrasive brushes used to 
clean valve bodies and holes in engine 
blocks. These brushes are designed for 
hand or power use and make fast work 
of cleaning, removing dirt and sludge, 
and reaming the inside diameter of 
holes.

Brushes are available with nylon, 
carbon steel, or abrasive silicone-
carbide bristles, depending on the 
application required.

A broad selection of cup and wheel 
brushes are available to remove scale 
and rust from machined surfaces and 
edges. Parts cleaning brushes, spoke/
grill brushes, and sidewall brushes are 
also included in the new product line 
for automotive maintenance and repair.

The Mill-Rose Company offers the 
most extensive line of twisted wire 
brushes used in virtually every industry 
throughout the world. Brushes are 
offered in thousands of standard and 
not-so-standard sizes and shapes, and 
the company specializes in custom-
designed brushes used in new and 
unique applications.

For more information visit 
millrose.com/automotive-brushes.php 
or call toll-free 800-321-3533.New line 
of brushes specifically designed for 
automotive maintenance and repair is 
introduced by The Mill-Rose Company.

Corteco Eliminates 
Plates; Includes Gaskets 
in Ford 6R60/75/80 Kits

Since the 6R60/75/80 series was 
first introduced in 2006, the valve body 
separator plate was screen printed. 
Starting with the early 2010 models, 
Ford began producing the valve body 
separator plate with gaskets bonded to 
the plate.

Corteco will no longer supply the 
screened or bonded separator plate 
design in TransTec® kits 2495 and 
2546. Instead, they’ll include valve 
body gaskets to service the 2006-up 
separator plate.

To remove the screen printing or 
bonded gaskets from the original plates, 
submerge the plate in a hot parts washer 
reservoir. This will help loosen the orig-
inal screen printing or bonded gaskets.

TransTec® overhaul kits 2495 and 
2546 made after 3/14/13 include these 
new valve body gaskets.

For more, visit Corteco at www.
TransTec.com.

Motorcraft and AAA 
Groom Tomorrow’s Techs 
in Skills Competition

America’s top young automotive 
minds were on display as two-student 
teams representing all 50 states engaged 
in a race against the clock — and one 
another — for the title of National 
Champion at the 64th annual Ford/AAA 
Student Auto Skills National Finals. 
The event, sponsored by Motorcraft, 
was held at Ford World Headquarters 
on June 11.

When the dust settled, the duo of 
Logan Boyle and Cody Collins from 
Vale High School in Vale, Oregon, 
claimed the crown, registering the day’s 
top score under the guidance of instruc-
tor Drew Barnes.

“Motorcraft is proud to be the 
official sponsor of a competition that 
engages young people who are inter-
ested in becoming the technicians of 
tomorrow,” said Lori Dunn, national 
Motorcraft marketing manager. “As 
automotive technology becomes more 
and more advanced, it’s critical that we 

excite and inspire these kids to get the 
training they need to compete for jobs 
in the future.”

With nearly $12 million in scholar-
ship prizes in the balance, state winners 
gathered in Dearborn to solve “real-
world” automotive challenges — both 
digital and mechanical — in a timed 
competition that required a quick mind 
and steady hands as top auto students 
worked with wrenches and computers.

In addition to scholarships, the 
National Champion Oregon team will 
enjoy a weeklong shadow experi-
ence with 2011 Daytona 500® winner 
Trevor Bayne and his Wood Brothers 
Racing team as they prepare the No. 21 
Motorcraft®/Quick Lane® Ford Fusion 
for the Coke Zero 400 in Daytona 
Beach, Florida.

For additional information, visit 
www.autoskills.aaa.com.

Prolong Sponsors 
Jr. Dragster Sisters, 
Wounded Warrior Project

Retired Marine and former street 
stock and drag racer Richard Severance 
is so impressed with Prolong’s prod-
ucts, that when his daughters began 
participating in the IHRA’s Jr. Drag 
Racing League, he insisted on nothing 
but Prolong products in the engines and 
tanks of the girls’ Jr. Dragsters.

Impressed with the girls’ potential 
and passion for drag racing, Prolong 
became their sponsor in January of 
2013. The Severance family will donate 
all the monetary proceeds from the 
girls’ winnings throughout 2013 to The 
Wounded Warrior Project (WWP) on 
behalf of Prolong.

Richard, who is a wounded warrior, 
joined the Marines in 1983 and retired 
from a military career in 2004. His 
daughters, Treasure, 14, and Angelica, 
13, were both born in Okinawa and are 
proud to be able to support the WWP.

“I truly appreciate Prolong giving 
me the opportunity to race and I’m 
proud to be able to showcase Prolong 
as my sponsor,” said Treasure. “Prolong 
allows us to do what we love and sup-
port our favorite organization at the 
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Wendy Ritz Moves From 
SAP Sales to Prof. of 
Marketing

Seal Aftermarket Products 
announced that Wendy Ritz, interna-
tional sales manager, resigned from 
her position effective July 12, 2013, 
to begin her new position as profes-
sor of marketing at Fayetteville State 
University in North Carolina.

Wendy has been a part of the auto-
matic transmission aftermarket for 29 
years. 

Her colleagues at SAP and her 
many friends throughout the industry 
wish her every success in her future 
endeavors.

Larson Electronics 
Releases Portable Metal 
Halide Light Tower  

Larson Electronics has announced 
the release a metal halide light tower 
with three lamp fixtures and a wheeled 
and adjustable tower assembly, designed 
to provide full power illumination in an 
easy-to-deploy portable package.

The WAL-C-3XM Quadpod Mini 
Light Tower uses a four-leg tower 
design for high stability, and a triple 
metal halide lamp assembly to provide 

enough power to illuminate 114,000 
square feet of work area, yet can be 
quickly broken down for transport and 
just as easily reassembled.

The tower assembly is constructed 
of powder coated steel for high strength 
and has a base fitting with two, 10-inch 
wheels to allow operators to simply 
tilt the tower back and roll it into the 
desired position once set up.

The mast on this heavy duty light 
tower is adjustable and can be extended 
from 7 to 12 feet high using an includ-
ed hand winch, allowing operators to 
achieve maximum coverage of large 
work areas.

An included control box contain-
ing the lamp ballast is mounted to 
the tower base and features a built in 
on/off switch, line circuit protection, 
and a power indicator light. The lamp 
assembly atop this tower features three, 
1000 watt metal halide lamps, produc-
ing 110,000 lumens each, for a total of 
330,000 lumens of light output. 

To view the entire Larson 
Electronics line of industrial grade 
lighting solutions, visit them on the 
web at Larsonelectronics.com, or call 
1-800-369-6671 (1-214-616-6180 for 
international inquires).

Lista Offers All-Purpose 
Workbench 

Lista International Corporation 
announces its All-Purpose Workbench, 
a high-quality, versatile, general pur-
pose workbench, at a list price as low as 
$350 each on orders of ten or more. The 
value comes along with the superior 
quality for which Lista is well known. 
With its durable design, the high-quali-
ty bench is capable of supporting 1000 
lbs, evenly distributed.  

Dozens of choices for storage, 
adjustability, and configurability, avail-
able accessories and options, mobility, 
and colors, give you a bench system 
with superior workspace productivity 

same time.”
In March, Treasure won her first 

race at Kinston Dragway, running in 
the Jr. Drag Racing League Advanced 
Class. Angelica graduated from Doug 
Foley’s Racing School at the age of 
12 and is now running in the Masters 
Division. 

To learn more about Prolong, visit 
www.Prolong.com.

Sierra Magazine Rates 
Top Plug-In Hybrids

For eco-conscious drivers who also 
want the freedom of the open road, 
the July/August issue of Sierra, the 
official magazine of the Sierra Club, 
reveals which plug-in hybrids go the 
extra mile. The annual Electric Vehicle 
Guide reviewed six vehicles: Chevrolet 
Volt, Ford C-Max Energi, Ford Fusion 
Energi, Honda Accord Plug-In, Fisker 
Karma, and Toyota Prius Plug-In.

In addition to Sierra’s feature arti-
cle, there is also a new, complementary 
online Electric Vehicle Guide. The new 
EV Guide brings together, for the first 
time in one place, a buyer's guide, links 
to Sierra Club’s Go Electric campaign, 
information on EV incentives and emis-
sions, and current specs for available 
EVs — all based on where you live.

On the heels of last month’s UN 
report recommending an increase in 
consuming insects for dietary purposes, 
Sierra’s cover story, “Eat Your Bugs!,” 
looks at edible bugs as a healthy, nutri-
tious — and environmentally friendly 
— alternative to mainstream staples 
such as chicken, beef, pork, and fish.

To celebrate the arrival of high 
bicycling season, Sierra also presents 
several stories to inspire two-wheeled 
adventures. The July/August issue has 
something for cyclists of every activity 
level.

TV actress Emmanuelle Chriqui 
spoke with The Green Life about her 
passion for environmental activism and 
how an electric vehicle inspired her to 
get more involved. The Green Life also 
identifies environmentally responsible 
car products for drivers with an EV, a 
hybrid, or even a gas guzzler.

Visit www.sierraclub.org/EVGuide 
for the complete Electric Vehicle Guide.

Wendy Ritz
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for a wide range of industries, applica-
tions, and environments. All-Purpose 
Workbenches in the Lista Xpress pro-
gram ship within 3 to 5 days of order.

For more information, please ask 
for a copy of Lista’s new color bro-
chure, which features photographs, 
ideas, and a configuration chart guaran-
teed to help you select a solution from 
among Lista’s five families of work-
bench and workstation systems to meet 
your particular needs. Or take advan-
tage of Lista’s demonstration program, 
in which they arrange for a no-charge 
demo product to be shipped to your site 
for testing.

Call or write to Lista International 
Corporation, 106 Lowland Street, 
Holliston, MA 01746 USA; TEL 1-800-
722-3020; FAX 508-626-0353; email 
sales@listaintl.com. Visit Lista’s web 
site at www.listaintl.com. 

Precision International 
now has available 
Overhaul Kits, Banner 
Kits, and Master Kits for 
Ford 6R140

Year Coverage 2011-12
Overhaul Kit:  KP36900V
            KP36900VX
Banner Kits:  KP3600VW/O
          KP3600VXW/O
Master Kits:  KP3600V
          KP3600VX
Application
Ford F-250 Super Duty 2011-12*
Ford F-350 Super Duty 2011-12*
Ford F-450 Super Duty 2011-12*
Ford F-550 Super Duty 2011-12*
Ford F-650 Super Duty 2011-12 

6.8 liter Diesel (Some Models)
*6.2 liter Gasoline / 6.7 liter diesel

Ford Customer Service 
Provides Dream Come 
True for Young Race Fan

Thirteen-year-old Blake Lillicraf 
won the experience of a lifetime when 
his car paint scheme design debuted 
at the Route 66 National Hot Rod 
Association (NHRA) Nationals race, 
June 28-30, in Joliet, IL. Lillicraf’s 
design was featured on the Motorcraft®/
Quick Lane® Ford Shelby® Mustang 
Funny Car, driven by Bob Tasca III.

 

With “Help us extinguish diabetes” 
emblazoned across the hood, Tasca 
joined an elite group of drivers on the 
circuit to break the four-second barrier 
at the race.

The experience was the culmina-
tion of the Ford Customer Service 
Division (FCSD) “Our Everyday 
Heroes” race car design contest for 
JDRF, which, for the sixth consecutive 
year, has given a child living with type 
I Diabetes (T1D) the chance to compete 
and see their winning car design in real 
life.

“There is something really spe-
cial about seeing children, who are 
struggling with a disease like this to 
express themselves in such a fun, cre-
ative way,” said Mary Lou Quesnell, 
director of marketing for FCSD. “Blake 
was just diagnosed with T1D last year, 
and, in just a short amount of time, has 
made a difference, raising $6,550 for 
much-needed research.”

To date, Ford Motor Company has 
contributed $42 million to JDRF, more 
than $3 million annually for the last 10 
years. Ford is the largest global sponsor 
of JDRF.

For more information on the com-
pany and about Ford products, please 
visit www.corporate.ford.com.

Renault-Nissan Alliance 
Sold 100,000 Zero-
Emission Cars

Electric cars from Renault and 
Nissan have driven about 841 million 
zero-emission kilometers — enough to 
circle the earth more than 20,000 times. 
Together, they represent 53 million 
liters of oil saved and 124 million kg of 
CO2 that hasn’t been emitted.

“The age of the mainstream zero-
emission vehicle is here,” said Renault-
Nissan Alliance Chairman and CEO 
Carlos Ghosn. “We expect demand to 
keep growing as the charging infra-
structure develops — and we remain 
100% committed to zero-emission 
technology for the long term.”

Renault-Nissan has sold more 
zero-emission cars than all other major 
automakers combined.

The very first EV from the Alliance 
is a Nissan LEAF owned by engineer 
Olivier Chalouhi in California’s Silicon 
Valley. He bought the LEAF when it 

debuted in December 2010.
The 100,000th customer was 

American graduate student Allison 
Howard, who became a Nissan LEAF 
owner earlier this month and drives the 
car to Kennesaw State University in 
Atlanta, Georgia.

“It just drives perfectly. It’s so 
cool. I love it!” said Howard. “The fact 
that it’s all electric and I don’t have to 
spend money on gas as a college stu-
dent, that’s great.” 

Mid States Transmission 
Introduces Reman 
Transfer Cases and 
Transmissions

Mid States Transmission Parts has 
served the U.S. and abroad with quality 
transmission parts since 1988.

Their experienced sales staff and 
the company’s loyal employees are 
always striving to improve customer 
service. They are continuously add-
ing to their inventory of over 16,000 
parts housed in their 16,500-square-
foot warehouse. So they’re confident 
that they’ll be able to help you get the 
right parts the first time.  

In its continuing efforts to meet 
customers’ needs, Mid States has 
recently introduced remanufactured 
transmissions and transfer cases: dyno 
tested for superior quality and free 
delivery!

For more information on 
the company and the new and 
exciting projects they’re work-
ing on, check out their web site at: 
www.midstatestransmissionparts.com.

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.
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**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

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

 

 

Ansermatic Tested Dyno Tested 

Remanufactured 
Transmissions                     
with Converter                      

IN STOCK 
1-800-369-6601 

silverstartransmission.com 

It’s a good one! 

Mercedes 

Sprinter
s 

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325

ERIKSSON INDUSTRIES

•MEchaTRONIcS - Programmed•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

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

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

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

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

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

G-CorAutomotive.com
1.877.888.5160

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

Just  
Ask!

gcor-td-225x3-blue.indd   1 2/28/12   9:32 PM

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

$4,995.00 
In Stock 
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WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

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

www.servobore.com 

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

No machine
shop required. 

 

HARD PARTS FOR 
Domestic and Foreign 

AUTOMATIC TRANSMISSIONS 
Late and Early models   

 
WE HAVE OVER 500,000 PARTS IN STOCK  

CALL 602-971-0477 
getithardparts.com 

 
WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

  
   

  

 

 
 

www.kbcores.com

www.QUALITYGEAR.com
Visit Us Online Today!

* 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

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

$4,995.00 
In Stock 
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1285 Embarcadero
Oakland, CA

600 Bruckner Road
Spartanburg, SC

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

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

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net

SPRINTER Transmissions
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HELP WANTED: Industry Supplier seeks 
sales manager for new territory devel-
opment. Offering Industry competitive 
salary, Bonus package, and Travel sti-
pends. Sales experience in the Automo-
tive Aftermarket required. Please send 
resumes to: dbland@atra.com  - Subject 
line:  BB# 0813-1. ATRA Mbr

HELP WANTED: Experienced rebuilder 
for busy transmission and gr shop in Red 
Deer, Alberta Canada. Work with a great 
team and shop reputation, great wages, 
health benefits and possible retirement 
package with long-term commitment. 
Fax resume to: (403) 347-9644 or call 
Dave or Scott at (403) 347-9595.
 ATRA Mbr

BUSINESS FOR SALE: Very profitable 
transmission and auto repair business 
in the Monterey Bay area of California.  
Thirty three years at the same location, 
4,000 + sq.ft., 9 bays, 7 lifts, large office 
and build room.  Located on the busiest 
main road in a affluent town just minutes 
to the beach, mountains with the best 
weather in the country.  The shop has an 
excellent reputation within the community 
and other repair shops.  The business 
has experienced over 15% growth for the 
last 5 years, 1mm gross sales with strong 
growth in general auto repairs.  Tools, 
hoists and diagnostic equipment is the 
latest available.  The business is valued 
at close to $500k, asking $250k, some 
owner financing.  SBA loans are far more 
available!  Owner to retire. Please con-
tact us at ctrans1969@gmail.com. 
 ATRA Mbr

BUSINESS FOR SALE: Canada - Very 
successful Automatic Transmission shop 
for sale. Located on the Lake Huron, in 
southwestern Ontario, Canada. Popula-
tion over 80,000 with only two transmis-
sion shops. Established in 1973, grosses 
$400,000 annually. Building with 2400 
sq. ft., 4 bays, 3rifts. Shop with excellent 
long standing reputation and established 
clients. Owner desires to retire. Call for 

more information (519) 381-0607, email: 
djelavic@live.ca. ATRA Mbr

BUSINESS FOR SALE: California – You 
need to take a look at this one! 40 years 
of excellent business transmission & gen-
eral automotive service. Same great lo-
cation, central California, this is not your 
ordinary shop. Large building with latest 
equipment, owner ready to retire. Contact 
(209) 602-7250. ATRA Mbr

BUSINESS FOR SALE: Cape Cod, Mas-
sachusetts - Great location, 40 year busi-
ness for sale, will lease property and all 
equipment or sell same 4800 sq ft build-
ing, 4 bays office and stock room, 4 lifts 
flywheel machine, etc. Wanting to retire 
asking 100,000 for business. Contact 
owner Jack at (508) 922-1731. 

BUSINESS FOR SALE: Mister Trans-
mission business located in Regina, 
Saskatchewan, Canada. Perennial Top 
10 franchise sales achiever for over 25 
years. Very profitable. Owner retiring. 
Long term assistant manager in place. Fi-
nancial information available upon sign-
ing of confidentiality agreement. Contact 
Jeff Sackville or Art Ingleby at (306) 359-
9799, email: jsackville@ay-sk.com, ain-
gleby@ay-sk.com. ATRA Mbr

EQUIPMENT FOR SALE: 2001 T.C.R.S. 
Auto aligner welder, electronic balancer, 
leak tester.  low volume. Call to make se-
rious offer, pictures and more info avail-
able via email: transunlimited@cros.net 
or Transmissions Unlimited: (419) 734-
5345. ATRA Mbr

EQUIPMENT FOR SALE: TCRS single 
guy torque converter welder. Works good 
with all adapters. For information or pho-
tos please contact Marcin at (239) 707-
8054. 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).
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Highest Quality
Remanufactured 
Valve Bodies 

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

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

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

Innovative 
Solenoid 
Solutions 

Minimal or No Adjustment Required

For The Ford 5R55N/W/S

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

GEARSGEARS
ThiS Could be 

your ad!
call (805) 604-2000 

and find out how!

FOR THE TRAnSmISSIOn REbuILDIng InDuSTRy
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HELP WANTED: Transmission hard parts business in the Mid-
west is in need of person with experience to help with sales, in-
spection and cleaning of hard parts. Wage based on experience 
and knowledge gained in the industry. Must be willing to work 
over time as needed. Please respond to : atraadd@gmail.com

HELP WANTED: Premium Transmission Shop in western Mon-
tana, is looking for a seasonal transmission rebuilder. Great op-
portunity for a retired transmission rebuilder or ex-shop owner. 
The position includes free room with all utilities, internet and ve-
hicle provided while on the job. The job package also includes a 
$5000 dollar guided big game hunt, with deer and elk or bear and 
lion available. Compensation is per unit built, approximately 60 
cores, and the time frame should be around 90 days of work. We 
can work around your schedule. We are a 45 year old established 
family business that is all about quality work. Candidates need 
to have the utmost confidence in their ability to produce a qual-
ity product. Resume and references required, Must be able to 
pass a background check. Contact Kurt or Brett for more info at  
(406) 542-0171 or email jerrys.mt@hotmail.com.

HELP WANTED: Looking for an experienced Automatic Trans-
mission Rebuilder. Must be capable of rebuilding all makes and 
models. Must speak English, have own hand tools and must be a 
team player, willing to work with co-workers to make any neces-
sary improvements. Monday through Friday 8:00am to 5:00pm. 
Competitive pay and benefits. Contact e-address: 
trans1958@aol.com.            ATRA Mbr

Don't Miss the ATRA SEMINAR Near You!

Aug 10–Albuquerque, NM Aug 10 – Los Angeles, CA Aug 17 – Cincinnati, OH

Aug 24 –  Atlanta, GA Aug 24 – Billings, MT Oct 5 – Portland, OR

Oct 12 – Chicago, IL Oct 19 – Newark, NJ

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

to come!

2013 ATRA TECHNICAL SEMINARS

800.428.8489
http://members.atra.com

MEMBERS.ATRA.COM

ATRA'S POWERTRAIN EXPO 2013  •  September 19-22, 2013
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 www.jasperengines.com
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 www.smartblend.com
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Precision European Inc ....................................................... 79
 www.PEIus.com
Precision International ...................................................23, 29
 www.transmissionkits.com
Raybestos Powertrain ......................................................... 19
 www.raybestospowertrain.com
RMP Powertrain Solutions Inc. ............................................. 7
 www.powertrainsolutions.com
Seal Aftermarket Products................................................... 11
 www.sealaftermarketproducts.com
SEMA...................................................................................37
 www.sema.org
Slauson Transmission Parts ................................................ 43
 www.slauson.com
Sonnax Industries .............................................................. IFC
 www.sonnax.com
Superior Transmission Parts ................................................. 5
 www.superior-transmission.com
Transmission Exchange Co. ............................................... 45
 www.txchange.com
Transtar Industries, Inc. ...................................................3, 70
 www.transtar1.com
TransTec By CORTECO ...................................................... 35
 www.transtec.com
VBX - ValveBody Xpress, Inc. ............................................. 27
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. ........................ 15
 www.wittrans.com
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CALENDAR ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2013 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule 
on page 79 or at:
http://members.atra.com/?page=Technical_Seminars
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SPECIALS
A340 O/D Planet Set  V6  $ 125
 V8  $ 175
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