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Become a 
Q u i t t e r

by Dennis Madden
members.atra.com

FROMFROM THE CEOFROM THE CEO

One of the things we all know 
about successful people is 
they don’t give up. After hav-

ing made over 10,000 failed attempts 
at creating a workable filament for 
the electric light bulb, Thomas Edison 
stated, “I have not failed. I have found 
10,000 ways that won’t work.”

Clearly Edison was no quitter, but 
what he did do was realize when some-
thing didn’t work and learned from it. 
He would essentially quit working on 
paths that didn’t work, which allowed 
him to change his focus and look for 
new things to try. So I think another 
part of success is to recognize when 
something isn’t working… and quit
doing it.

I remember as a young man learn-
ing about automatic transmission theo-
ry, thinking I understood how transmis-
sions worked. Today, as I look back at 
those misguided concepts, it’s embar-
rassing to realize how far off track I 
was. The fact that my transmissions 
worked wasn’t an indication that I 
knew what I was doing, even if I 
thought so at the time. 

Justifying misguided beliefs is 
pretty common. After all, when was the 
last time you heard someone confess, 
“I’m usually wrong and my beliefs are 
baseless. I don’t know what I’m talking 
about, so follow my advice at your own 
risk”? Yet, in most every debate, at least 
one of the people is wrong; they just 
don’t know it. In fact, they’re likely 
to come up with wild explanations to 
justify their positions (which are also 
wrong). 

One of the best examples of this is 

the debate over manmade global warm-
ing. I’m not trying to make a political 
point; I just find it fascinating to listen 
to the arguments.

Last December, the Russian ship 
MV Akademik Shoklskiy set out to the 
arctic with researchers to observe and 
report on the effects of global warming, 
when they got stuck in the ice. Two ice 
breakers (one from China and one from 
Australia) set out to rescue the Russian 
vessel… and they got stuck in the ice, 
too. 

The stories that followed weren’t 
an examination of what was happening, 
but, rather, an explanation of how the 
event was evidence of global warming 
(now referred to simply as “climate 
change,” which works regardless of 
whether it’s warming or cooling). What 
we were watching was the defense of a 
position, not a search for answers. By 
the way, you can have fun tweaking 
your friends with a story like this.

The reason I bring this up is we 
can find the same type of justification 
for poor business practices right here 
in our own industry. Old methods and 
beliefs that just don’t work anymore are 
justified and excused.

Many shop owners swear that the 
reason their shops are doing badly is 
outside of their control. Yet, when you 

look around, there are plenty of busi-
nesses doing gangbusters. Like the ship 
stuck in ice, there must be some expla-
nation other than what we’re observing 
with our own eyes.

Rodger Bland, the managing editor 
of GEARS Magazine, recently conduct-
ed a survey where he called car owners 
who had just purchased a transmission 
rebuild from an ATRA Member shop. 
He wanted to know what brought them 
there, and why they made the decision 
to buy from that shop, as opposed to 
somewhere else.

One thing he learned was that not a 
single person looked in the phonebook 
to find a transmission shop. Many peo-
ple figured that out long ago and quit
spending thousands a year for ads that 
nobody looked at. At the same time, 
they no longer had to add “AAAA” in 
front of their names to get top listings!

The point is that the smart business 
owners not only look at what to do, but 
also recognize the things they should 
quit doing. We all have to-do lists, but 
how many of us have a not-to-do list? 
It’s a bigger challenge, since it often 
forces us to recognize that some of our 
cherished beliefs and business practices 
might be wrong.

At this year’s Powertrain Expo, 
we’ll not only explore new ideas and 
processes, but we’ll also look at some 
of the things  you should probably quit
doing. Because, as you’ll discover, 
they’re not helping your business even 
a little bit.

Looking for more success? Become 
a quitter. See you in October.

Like the ship stuck in 
ice, there must be some 
explanation other than 
what we’re observing 

with our own eyes.
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68RFE: Flexing Its Muscle

The 68RFE transmission is start-
ing to make its way into shops. 
Whether it’s a brand new 2013 

Dodge Ram that fell into a lake when 
the ice broke or the hauler with 240,000 
miles on it, if you haven’t seen one yet, 
you will. We’re going to talk about the 
Dodge 3500 6.7L and some problems 
you might build in if you aren’t careful.

Lately there’s been a plague of 
flywheel failures on these units and I 
wanted to set the record straight: the 
installation isn’t causing the problem. 
When I say “problem,” I’m talking about 
flexplate failures, intermediate housing 
failures, and all hell breaking loose.

This problem could be caused by 
several things: Fatigue is the most 
prominent, but there are other possibili-
ties. There’s the converter, a new after-
market flexplate, and a combination 
of both. In this article we’ll cover the 
do’s and don’ts, and how to eliminate 
failures before they occur.

Let’s start with the vehicle: a 2001 
Dodge Ram 3500 4x4 bad boy with 
156,000 miles on it. The vehicle is used 
for transporting other vehicles. It has all 
of the bells and whistles to make it go 
vroom! Now imagine an owner that’s 
always in need of his vehicle. Time is 
of the essence, so there are two ways 
you can help him: rebuild the transmis-
sion or install a remanufactured one.

T

6 8 R F E : 
Flexing Its Muscle
After-rebuild flexplate 
problems are common 
on these high-mileage 
Dodge powerhouses. 
Here are some tips on 
how to avoid them.

by Lance Wiggins
members.atra.com

LET'S PLAYBALL

Figure 1

Figure 2
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68RFE: Flexing Its Muscle
In this case the transmission was 

replaced with a remanufactured trans-
mission and in less than 24 hours the 
truck was back on the road. Here’s 
where things get busy. 

Less than 2500 miles later, the 
flexplate blows up (figure 1), the inter-
mediate housing is destroyed (figure 
2), the starter is hammered (figure 3), 
and the converter is badly damaged. So 
what caused this? If you said installa-
tion error you’d be wrong. It’s fatigue.

There are a couple of things 
that can cause this, misalignment or 
fatigue. Misalignment can be caused 
by a missing dowel pin or the incorrect 
dowel pins installed. Fatigue, well that’s 
hard to justify without signs of it, which 
makes this very difficult diagnose. 

A flexplate is similar to a spring 
(actually, it is a spring), in that it 
allows the torque converter to move 
during operation, preventing alignment 
problems between the converter and 
transmission. Under load, the torque 
converter presses against the flexplate, 
bending it slightly toward the engine.

So, as you’re driving, the converter 
and flexplate are moving back and forth 
as the load changes. Over time, this 
can weaken the flexplate; similar to 
bending a piece of wire back and forth 
until it breaks. You might also think of 
it as a garage door spring: They’re good 
until they break.

It isn’t standard practice to replace 
the flexplate during a transmission 
repair unless it’s cracked or damaged. 
The telltale of a cracked flexplate is 
a sharp scraping (tinny) sound as you 
accelerate, particularly from a stop. 
Generally, this noise is enough to alert 
the driver before a complete failure 
such as this one. That is, the noise is 
annoying enough that the flexplate is 
addressed before it fails completely. 
Here’s what’s important to know about 
flexplate failure:

1. It isn’t caused by an installation 
error. However, we don’t know 
if the installer missed signs of 
failure (hairline cracks) during the 
transmission repair.

2. It isn’t caused by the torque 
converter. It’s normal for the 
torque converter to press and 
bend the flexplate. Its movement 
is limited; after a certain distance 
the converter will bottom out on 

the crankshaft.
And it can’t be caused by converter 

ballooning. Ballooning occurs when 
the converter is exposed to higher-
than-normal pressure. This can cause 
it to expand like a balloon, as the 
term implies. When this happens it’ll 
damage the converter or the pump, but 
not the flexplate.

Here’s why: The converter floats 
back and forth in the transmission, so as 
a converter balloons, the converter hub 
simply moves toward the transmission. 
At some point, excessive ballooning 

will press the converter hub far enough 
into the transmission to break the pump.

In this case the flexplate simply 
failed by natural causes, but there’s 
more. Let’s introduce the billet con-
verter and flexplates:

Installing an HD billet converter in 
a unit like this is normal; we do it all the 
time. Could this be putting more strain 
on the flexplate? 

Most diesel owners will opt for a 
billet flywheel once they crack a stock 
flexplate so it never happens again. 
Especially if they do any searching on 

Figure 3

Figure 4

4lance-68rfe.indd   6 2/21/14   2:33 PM



 
 

    
    
   
   

D19553-0
FPV DP 101736
FPAR-00293

N/A

2010 Motorcraft Powertrain Ad 

Koziara
N/A
McCaffrey

Roth/MM
N/A

7” x 10”
see above
8.625” x 11.125”
CMYK

300
100%
100%
FPAR00293_D195530_R04.indd

N/A

Swartz
Collins

Pohl
N/A
N/A
Sparrow

Pinder
Ostrowski
N/A
N/A

N/A
Boucher

4 1 09/08/10

Trim Sizes:
A. 8.5" x 11" — Fleet Maintenance
B. 8.125” x 10.875” — Gears, Transmission Digest, Police Fleet Manager
C. 7.875” x 10.75” —  Work Truck, Automotive Fleet, Business Fleet, 

Government Fleet
D. 7.875" x 10.5" — Motor

Bleed

Bleed Bleed

Bleed

Live

Live Live

Live

B
le
ed

B
le
ed

B
le
ed

B
le
ed

Li
ve

Li
ve

Li
ve

Li
ve

A

A

C

C C

C

B
A

B
A

B
A

B
A

D

D D

D

A

B

B

B

B

AC,D

C,D

C,D

C,D

A higher level.

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

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

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

For technical questions, contact the Powertrain Assistance Center at 1-800-392-7946 or visit FordParts.com.
*See dealer for limited-warranty details. Remanufactured diesel engines are covered by a two-year/unlimited-mileage warranty.

FPAR00293_D195530_R04.indd   1 9/8/10   5:28 PM



8   GEARS   March  2014

68RFE: Flexing Its Muscle
the internet and see it’s a fairly common 
problem for the stock converter to fail 
after high mileage, or after a program-
mer or chip has been added to a stock 
transmission.

Most converter companies send 
new, shorter converter bolts with their 
new converters, because there are three 
different threaded rings used by the 
manufacturers: standard course thread, 
standard fine thread, and metric thread.

The bolts are shorter because of 
the problem where the converter bolts 
are too long and they dimple the inside 
cover, damaging the TCC lining. The 
symptom would be a TCC shudder or a 
leak from the front that requires replac-
ing the torque converter.

So here you are, installing a billet 
converter and flexplate, with the new, 
shorter bolts. The transmission is bolted 
up and you’re ready for the test drive. 
Next thing you know you’re dealing 
with a noise. A quick examination con-
firms it’s coming from the bellhousing 
splash pan.

Further inspection reveals fine 
metal and aluminum shavings all over 
the bellhousing area, so you pull the 
transmission back out. Here’s the prob-
lem: You have a billet converter and 
flexplate with new converter bolts. The 
bolt heads are touching the intermedi-
ate plate. If you don’t find this problem 
right away, imagine the damage that 
could have occurred. 

The clearances between the stock 
flexplate and billet flexplate on the 6.7L 
diesel are closer than the 5.9L, and it’s 
much more likely to have this problem 
after being worked on. Anytime you 
install a billet HD flexplate, you must 
make sure the bolts are long enough 
that there are plenty of threads holding 
the converter in place, but the bolt heads 
are shorter to leave adequate clearance.

Here’s the fix: You can use the 
bolts provided or make your own; either 
way you must machine or shave the bolt 
head to fit the clearance. The 6.7L stock 
flex plate is 0.083” (2.11mm) thick. The 
billet flex plate is 0.165” (4.19mm); 
that’s a difference of 0.082” (2.08mm) 
(Figure 4).

There are multiple bolt selections 
that can get you into trouble. First you 
have the Metric thread bolts (Figure 
5), then you have the Standard tread 
bolts (Figure 6), and finally the SAE 

Bolts (Figure 7). You can start with the 
stock bolt; it measures 0.380” x 0.600” 
(9.65mm x 15.24 mm). Shave the head 
of the bolt down to about 0.300” x 
0.600” (7.60mm x 15.24mm). Make 
sure that no matter what bolt you use the 
depth is correct! 

Remember, before you put yourself 
in a hole or find yourself looking at a 

comeback, make sure your flexplate-
to-converter combination is good and 
replace the flexplate, for good mea-
sure… especially if the vehicle has a lot 
of miles on it.

Thanks to my friend, Jeff Funk, at 
Specialty Transmission in Brighton, IL, 
for sharing this tip with the industry: 
Good Guys doing good things!

Figure 5

Figure 6

Figure 7
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Transmission Shudder or Engine Performance?

Over the past few years, the 
ATRA HotLine has received 
numerous calls related to 

TCC shudders. Recently we’ve noticed 
that many of those calls haven’t been 
TCC related. In this issue of Keep 
Those Trannys Rolling, we’re going 
to look at some of the possible causes 
and fixes for several perceived TCC 
shudders. 

Diagnosing a Shudder 
Diagnosing a shudder can be dif-

ficult at times. A shudder can be caused 
by several problems, such as an engine 
misfire, an engine performance prob-
lem, a calibration issue with the com-
puter, a slipping clutch, or an actual 
TCC-related condition.

The first step to diagnosing any 
shudder is to check the computer sys-
tem for engine performance or trans-
mission-related codes. Be sure to repair 

all engine performance codes before 
attempting to diagnose a transmission 
shudder. 

The easiest way to determine 
whether the transmission is causing the 
shudder is to monitor TCC slip with 
your scan tool. If the TCC slip increases 
during the shudder, chances are you 
actually have a transmission shudder. 
If the TCC slip doesn’t increase during 
the shudder, chances are your shud-
der isn’t transmission related and may 
be caused by an engine performance 
problem.

Transmission Shudder
Transmission shudder is usually 

caused by a slipping clutch component 
or TCC. Clutch component slip can be 
due to low pressure in the clutch circuit 
or a worn clutch. TCC slip is usually 
caused by a loss of pressure in the TCC 
apply circuit, possibly due to a worn 

TCC apply valve or TCC regulator 
valve, a worn stator support, or a faulty 
torque converter.

By monitoring the TCC slip dur-
ing the shudder, you should be able to 
determine if the shudder is transmis-
sion-related. If the TCC slip increases 
during the shudder, chances are you 
actually do have a transmission prob-
lem. If the TCC slip doesn’t increase 
during the shudder, then you may have 
an engine performance problem caus-
ing the shudder.

Engine Performance
Common non-transmission related 

conditions that can cause a shudder 
while driving are usually related to 
engine misfires, engine performance 
problems, or computer calibration 
issues. Engine misfires are the number 
one cause for non-transmission related 
shudder complaints.

Over the past few years, the all engine performance codes before TCC apply valve or TCC regulator 

Figure 1: 2010 Buick LaCrosse, Ignition Coil Grounds

Transmission 
Shudder or Engine 
Performance?

KEEP THOSE TRANNYS ROLLING

by Pete Huscher
members.atra.com
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Transmission Shudder or Engine Performance?

Always check the computer system 
for engine misfire codes and repair as 
needed. Engine performance problems 
can and will interfere with transmission 
operation.

Specific load input problems, such 
as mass air flow (MAF), manifold 
absolute pressure (MAP), throttle posi-
tion sensor (TPS), and intake air tem-
perature (IAT) can cause problems with 
line rise and TCC duty cycle. So be 
sure to repair any engine performance 
system problems before attempting to 
diagnose a transmission shudder.

Computer Programming
So me of the most recent causes of 

shudder complaints have been related 
to computer programming issues. Most 
manufacturers offer computer pro-
gramming updates to correct engine 
performance and transmission-related 
problems. 

Always check with the manufac-
turer to see if there are any technical 
service bulletins or updates to the com-
puter system before trying to diagnose 
any shudder complaints. 

Technical Service 
Bulletins

Most manufacturers issue techni-
cal service bulletins to resolve com-
mon problems. These bulletins can be 
very helpful when trying to diagnose 
engine performance and transmission 
problems. 

General Motors and Chrysler have 
issued several technical bulletins relat-
ed to shudder. Here are just a couple of 
General Motors and Chrysler technical 
service bulletins addressing shudder: 

General Motors Bulletins
One GM bulletin refers to TCC 

shudder, engine misfires, and possible 
misfire codes. If you encounter a 2010-
2014 6T70/75 equipped vehicle (figure 
1) with a shudder, be sure to check the 
ignition coil grounds (G122 and G123) 
for a poor connection. General Motors 
has determined that a poor ignition coil 
ground can cause TCC shudder and 
misfire. Inspect and repair coil grounds 
G122 and G123 as needed.

General Motors issued another 
technical service bulletin related to 
6T70/75 transmissions, indicating a 
problem with the 3-5-reverse clutch 

   GEARS   March  2014

Figure 2: 4l60e Pump Orifice #238

1
2
3
4
5

68RFE Pump Valve Identification
Converter Clutch Accumulator

Converter Clutch Regulator Control Valve
Torque Converter Limit Valve

Pressure Regulator Valve
Converter Clutch Switch Valve

Figure 3
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the highest-quality product every time. You can always count on expert product support and customer
service when you need it.

This commitment to excellence and confidence in our product is why every valve body we deliver is
backed by a LIFETIME WARRANTY. 

The next time you're in the market for a remanufactured valve body, demand the best. 
Demand VBX. Call (866) 2GET-VBX or visit us online at www.vbxus.com.

VBX_Difference_FullPage_Layout 1  8/9/13  9:41 AM  Page 1
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Transmission Shudder or Engine Performance?

and the 4-5-6 clutch, which may cause a 
shudder. Always check the 3-5-reverse 
and 4-5-6 drums for wear and snap ring 
groove damage. Replacing the drums 
and snap rings will correct this condi-
tion. 

Another General Motors techni-
cal service bulletin is about the 2008 
4L60E with TCC problems. If you 
experience a 2008 4L60E-equipped 
vehicle and the TCC either shudders or 
remains stuck off, General Motors says 
the TCC feed orifice (#238, located 
in the pump body) may be blocked 
(figure 2). Debris can get trapped in 
the TCC feed orifice and cause TCC 
slip, shudder, or prevent the TCC from 
applying at all.

Chrysler Bulletins
Chrysler recently issued numerous 

technical service bulletins about shud-
der problems. One refers to RFE trans-
missions. These transmissions have a 
number of TCC-related problems due 
to pump wear, valve wear, valve bore 
wear, and broken springs in the pump 
(figure 3). If you encounter an RFE 
transmission with a shudder, inspect the 
pump and pump body for wear.

Additional Chrysler bulletins relate 
to the 42RLE transmission: The 2007 
Jeep Liberty may exhibit a shudder 
caused by deteriorated torque converter 
friction material (figure 4). Chrysler 
recommends replacing the torque 
converter with a new design — P/N 
05093944AB — and updating the pro-
cessor with the latest calibration.

Another Chrysler bulletin relates 
to the 2005-2006 Chrysler 300, Dodge 
Chargers, and Magnums, equipped with 
the 42RLE transmission, that shudders 
on the 1-2 shift. Chrysler says this is a 
computer programming issue and rec-
ommends checking the 2/4 clutch CVIs 
(figure 5). If the 2/4 clutch CVIs are 
within specification, Chrysler recom-
mends reprogramming the PCM with 
the latest update.

Still another Chrysler bulletin 
for the 2005 Chrysler 300 and Dodge 
Magnum equipped with the 42RLE 
transmission discusses a shudder that 
may be caused if water seeps into the 
transmission through the transmission 
fill tube (figure 6). Chrysler recom-
mends double-flushing the transmis-
sion and replacing the transmission fill 

tube (2.7L P/N 04591879AD; 3.5L P/N 
04593634AA).

Well there you have it: a quick look 
at some of the causes for a shudder. By 
taking a quick look at TCC slip, engine 
performance, and manufacturer’s 

bulletins, you, too, can tackle those 
shudder problems, and keep those tran-
nys rolling.

Figure 4

Figure 5

tube (2.7L P/N 04591879AD; 3.5L P/N bulletins, you, too, can tackle those 

Figure 6
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As we get older, we tend to look 
back with what some would 
call “rose-colored glasses.” 

Our industry is one that has undergone 
tremendous change in the past few 
years. Some of the changes have been 
for the good; others, I’m sure, have 
left you wondering what someone was 
thinking.

Most of us remember how cars 
used to be and we’re thankful that we 
have some of today’s features. The big-
gest problems with many of the features 
available on today’s vehicles are that 
most customers aren’t even aware that 
they exist, while others don’t know 
how to use them.

One feature that owners tend to 
appreciate once they understand it is 
grade braking. A few years ago I wrote 
an article on the grade braking features 
that were available with the 2007-and-
later Allison LCT 1000. The features 
that used to be available only on Allison 
applications are now available on the 
6L80 and 6L90 transmission families. 

Starting with the 2009 model year, 
grade braking is standard equipment on 
GM trucks and SUVs with the 6L80 or 
6L90. Like the LCT 1000/2000/3000 
series, the GM RWD 6-speeds use 
a clutch layout that works well with 
grade braking software.

In addition, the driver information 
center will typically notify the driver 
when grade braking has been activated 
(Figure 1). A couple programs for grade 
braking being used are:

• Powertrain Grade Braking
• Cruise Control Grade Braking

Powertrain Grade Braking 
6L80/6L90:

Powertrain grade braking is acti-
vated in Tow/Haul mode and your foot 
is on the brake. If your foot isn’t on the 
brake or if you haven’t selected Tow/
Haul mode, grade braking won’t oper-

ate.
Grade braking automatically 

downshifts the transmission, based on 
load during deceleration. Downshifts 
occur at higher speeds than normal dur-
ing decel.

During deceleration, the TEHCM 
activates grade braking; it commands 
the transmission into a lower gear and 
the engine and transmission start to 
hold the vehicle back. Starting with the 
2013 model year, Tow/Haul no longer 
needs to be active for grade braking to 
operate.

Figure 1

by Steve Garrett
members.atra.com

by Steve Garrettby Steve Garrett
members.atra.com

Stop Holding 
Me Back! 
A Look at Grade 
Braking Systems
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Now most of you are probably ask-
ing, “why can’t I just put the transmis-
sion into a lower gear by moving the 
shift lever?” Well you could, but let’s 
face it: Most people barely have enough 
fingers to send out a good cell phone 
text while driving, so expecting them 
to take an active part in controlling 
their vehicle by manually downshift-
ing while they have that 20,000 pound 
trailer behind them may just be too 
much to ask!

Once you step on the accelerator, 
grade braking cancels and the transmis-
sion will upshift into the appropriate 
gear.

Cruise Grade Braking
Like powertrain grade braking, 

cruise grade braking is active when 
the vehicle is in Tow/Haul mode. In 
addition, cruise grade brake operates 
when the cruise control is engaged and 
the engine load indicates the vehicle is 
decelerating.

Before grade braking, many people 
thought that the cruise control system 
would automatically apply the vehicle’s 
brakes if the vehicle speed got too high. 
While that may have been a good idea, 
it didn’t match reality.

Cruise grade braking is a step 
in the right direction. The TEHCM 
will downshift the transmission when 
engine load indicates deceleration, but 
vehicle speed has increased above the 
cruise set speed. A single downshift or 
multiple downshifts may be command-
ed, based on the deviation from the set 

speed. The TEHCM won’t command 
the transmission into a gear that could 
overspeed the engine. 

Unlike powertrain grade braking, 
you can’t apply the brake or the cruise 
feature won’t function (2009-2011 
models). On many 2012-2014 applica-
tions, grade braking will operate if the 
cruise is on, even if the vehicle isn’t in 
Tow/Haul mode.

Cruise grade braking isn’t avail-
able when you select a manual range, 
so the shift lever must be in the OD 
position or grade braking won’t oper-
ate.

The grade braking software uses 
inputs from several different sources to 
determine if grade braking should be 
active or inactive. These inputs include:

• Throttle position/APP
• (Service) brake state and position
• Vehicle acceleration/deceleration, 

MAP/MAF
• Grade/Load
• Vehicle speed, front and rear 

speed sensor input
NOTE: To disable grade braking 

during the current key cycle, apply the 
Tow/Haul button for three seconds or 
more. 

The driver information center is 
designed to alert the driver of the grade 
braking status by displaying one of 
these messages:

• GRADE BRAKING DISABLED 
or GRADE BRAKING 
ENABLED: When displayed, 
grade braking has been disabled 
or enabled with the Tow/Haul 

mode button on the end of the 
shift lever. 

• GRADE BRAKING ON: This 
message will display when grade 
braking has been activated while 
decelerating on steep downhill 
grades. This message will only 
appear the first time the feature 
is activated in an ignition cycle. 
This message won’t display if 
cruise control grade braking 
becomes active. 

Like other vehicle features today, 
education about how this system is sup-
posed to operate is paramount. It isn’t 
uncommon for a customer who doesn’t 
know about this feature to show up at 
a transmission shop with a complaint 
related to grade braking the first time 
they experience it. Typically the com-
plaint goes something like this:

“I thought the transmission was 
falling out of my truck. There was this 
big clunk, and the next thing you know 
the engine was revving to the moon.”

So now’s your chance to make a 
lifelong customer: A little explanation 
of system operation and the customer 
sees you as someone who knows trans-
missions and who didn’t take advantage 
of him. And that’s worth its weight in 
gold.

Well that’s about all the time we 
have, so, until next time, remember: 
“If opportunity doesn’t knock, build a 
door.”

Stop Holding Me Back! A Look at Grade Braking Systems
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T h e  P a r t n e r s h i p  – 
T h e  P l e d g e

What Ever It Takes Trans-
mission Parts… a unique 
name, a unique company. If 

you’re in the transmission industry you 
know the name and the motto, unless 
you’ve been hiding under a rock some-
where for the last 14 years.

If you’re already a customer of 
WIT, you know why they have a unique 
name and how they live up to it, day in 
and day out, with the highest level of 
shop service, competitive pricing, and 
product quality in the industry. 

They’ll do whatever it takes to 
support your business for one simple 
reason: Your shop’s success is directly 
tied to their company’s success. WIT is 
a direct partner with your shop and the 
entire transmission industry. That’s just 
the way they want it, too! 

Partnering is exactly what com-
pany founder and president, Kenny 
Hester, had in mind back in 2000 when 
he formed WIT as one of the indus-
try’s first employee-owned companies. 
Every employee is a partner in the 
company, with the pride of real and 
personal ownership, and they prove it 
each and every day. 

Rodney Peters, vice president of 
sales at WIT, speaks of the drive to 
succeed  that his fellow employee own-
ers provide the transmission shops they 
serve as partners. “If our customers suc-
ceed, we succeed; it’s just that simple.”

Last year, Rodney determined WIT 
needed more time visiting shops. He 
said, “Being in the transmission busi-

ness for years doesn’t mean we know 
everything. Change never ends in the 
transmission industry. To stay on the 
leading edge, we need to know the 
technical and management problems 
transmission shops are experiencing 
today.

“Whether it’s a technical glitch, 
a hard or soft parts problem, a com-
petition problem, or a training prob-
lem, we need that knowledge from the 
shops. There’s only one way we can 
get it; ask our partner shop owners and 
transmission technicians. That means 
face-to-face time with our field repre-
sentatives.” 

It turns out that transmission shops 
wanted to share their technical, com-
petition, and management problems 
because it leads to solutions. It’s good 
for their businesses and their bottom 
line profit margin. More important, it’s 
good for their customers, and that’s 

who really counts. The approach leads 
to end user satisfaction, a term we all 
understand. 

Today WIT has Outside Sales 
Representatives across the country. 
Every one of them speaks transmis-
sions and powertrain. This really 
means, “Your shop has a Personal 
Sales Rep”.  They work for shop own-
ers and technicians as much as they 
work for WIT. Their job is to help solve 
your problems. 

The Regional Reps are in addi-
tion to 29 branch locations and 3 Call 
Centers located across the country. 

Have a technical problem? Tell the 
WIT regional representative, the local 
branch, or the call center about your 
problem. They’ll get you in touch with 
WIT’s Technical Help Center. They 
know the fix you’re looking for. It’s 
an important part of what WIT does 
for you. 

Kenny Hester, President, Whatever It Takes Transmission Parts, Inc.
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But Wait, That’s Not All! 
There’s more to partnering than 

stopping by to see a shop, talking with 
a technician, or making sure a hard-to-
find part is located and delivered in a 
timely manner. You also have to make 
use of the information gathered from 
owners and technicians by delivering it 
to the major manufacturers and suppli-
ers in the industry, so they can do their 
job better.

The good news is manufacturers 
want to do their job better to improve 
products, service and profits. They lis-
ten to WIT, so they’re hearing the 
shops and technicians — that’s you! 

Every little bit of information 
improves the process and profitability 
for everyone. “No distributor in the 
transmission business has a better rela-
tionship with industry suppliers than 
we do,” says WIT Purchasing Director 
Bobby Rich. “We push our suppliers 
for a good price so shops can make 
a competitive, profitable sale. More 
important, we demand quality and will 
accept nothing less.”

Partnering is also about WIT’s 
strong relationship with ATRA and 
other technical and training services 
in our industry. If ATRA or any trans-
mission training company is having a 
regional training seminar, WIT will be 
there, displaying parts, sharing ideas, 
and asking questions. They’re going to 
listen to what you have to say and make 
sure your ideas get to the right people. 

TCRA Annual Meeting 
This year the Torque Converter 

Rebuilders Association’s (TCRA) 
annual meeting will be in Louisville, 
Kentucky, April 25 and 26. Who’s 
the host? WIT: Whatever It Takes 
Transmission Parts, of course. 

Special Delivery Parts Is 
Not the Post Office

There are hundreds of WIT sto-
ries about a local branch manager or 
delivery driver going beyond the call 
of duty for special delivery of a part or 
product that a transmission shop cus-
tomer needed yesterday. In fact, some 
the stories are legendary with shops 
across the country. 

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

Howard Fox Testing a Valve Body with the VBT-8000 from SuperFlow, with 
SuperShifter PRO and the WinDyn Software Upgrade

Vickie Propes Delivering
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And it might not be the delivery 
of a much-needed part. It could just as 
well be giving a jump start to a stranded 
motorist or lending hand to someone 
they meet who needs it.

These stories all have one com-
mon thread: The Golden Rule. Do unto 
others as you would have them do unto 
you. If every business did that, we 
would all live in a better world. 

Night Drop Box Parts 
Delivery

Now there’s something new for 
transmission shops: night drop box 
parts delivery. It’s a service offered 
by all of WIT’s 29 branches across the 
country.

One reason for the service is to 
provide night delivery to a shop that’s 
too distant from the local branch for 
daytime delivery. Shops closer to the 
local branch office warehouse that 
receive daily deliveries can now place 
a late afternoon parts order and have it 
on hand, ready to roll, first thing in the 
morning when they open the door for 
business. That’s service!

To arrange for your drop box 
parts delivery, just call your local WIT 
branch. It’s simple to get the pro-
gram started. The shops in the program 
see improved service speed for parts 
delivery. That improves a shop’s cus-
tomer service and helps clear the rack 
for the next job. Better service equals 
increased profits.

Valve Body Testing
In every transmission rebuilder’s 

work there comes a time when they 
face the decision of buying an expen-
sive rebuilt, new, or used valve body, 
because they’re not 100% sure if the 
one in the car is actually working cor-
rectly. 

Throwing parts at a vehicle prob-
lem when you don’t know the cause is 
a bad business and mechanical practice. 
Everybody in the business knows that 
all too well. It’s what separates great 
builders, diagnosticians, and mechan-
ics from the rest of the poorly trained 
herd of wrench turners. Poorly trained 
people can’t survive in our industry. 

What to do? For customers of 
WIT, a really good answer is to ship 
that questionable, expensive valve body 
off to WIT in Louisville by overnight 
delivery. For a moderate fee, they’ll 
conduct a complete dyno test on the 
valve body for you.

If it’s good to go, they ship it back 
with the dyno report. You just saved big 
money on the job and your customer 
loves you. If the valve body is bad, 
you know and can address the problem 
accurately. 

With the known wear factors and 
questionable metal in today’s trans-
missions, there’s more to checking a 
valve body than attaching an air hose. 
WIT’s process includes a full vacuum 
test, isolated circuit test, solenoid test, 
and a complete valve body dyno test. 

When the job is done, you know if it 
works correctly… or not. 

Call you local WIT branch or rep-
resentative for details on your first test. 
It’s a simple process that’ll make you 
a hero to customers and improve your 
profit margin on the job. 

WIT Sells Reman Units 
There was a time in our industry’s 

history when the word reman would 
make builders and shop owners turn red 
in the face. It was the 800-pound gorilla 
no one wanted to deal with.

Some of the common comments 
were, “We can build them better and 
cheaper,” “Those people are taking 
my business relationship with general 
repair shops away from me,” “They’re 
taking money out of my pocket,” and 
more. It was a war of words with no 
winners. 

Well, in the last 10 years, the 
industry has changed a lot. Some units 
are so complex that shops try to avoid 
giving more than a local, one-year war-
ranty, if that. Shops find themselves 
with so much business they need to get 
cars off the rack faster than the builder 
can get the job done. 

Others have customers from out 
of town staying in a local motel with a 
wife and kids, needing their cars now to 
complete a road trip or vacation. Some 
real transmission shops will exclusively 
use reman units. It’s a business model 
that works well for them. 

Bobby Rich placing an order with RaybestosRodney Peters, VP of Sales

1wit314.indd   22 2/25/14   11:10 AM



GEARS   March  2014 23

TBA

Rodney Peters addressed this issue 
head on when he said, “Sure, we sell 
dyno tested remans, but not to just any-
one. WIT isn’t about to bite the hand of 
the very people we depend on for our 
core business; our partners.

“That’s why we won’t sell a reman 
unit to a shop, or anyone else, that isn’t 
a trained transmission person. That’s a 
pledge to ourselves and our partners in 
the industry. We’re in this business for 
the long haul. That means supporting 
real transmission people.” 

Cracking the Code
There are a lot of people running 

around in suits and ties, working for big 
companies of every sort, trying to crack 
the code of customer care and service to 
get more business. They seem to think 
its some big mystery. There’s no mys-
tery: Check out that Golden Rule again. 
Mystery solved. 

WIT — Whatever It Takes 
Transmission Parts. They are transmis-
sion powertrain people. 

For more information visit www.
wittrans.com or call 800-940-0197 and 
ask for your representative.

Region #1 – TBA
Commerce, CA (323) 838-6600
San Diego, CA (619) 460-4100
Sacramento, CA (916)388-1142

Region #2 – Kim Stevens
(502) 489-2093
Louisville, KY (502)955-6035
Saint Louis, MO (314)733-0003
Indianapolis, IN (317)471-8790
Denver, CO (303)320-3045
Evansville, IN (800)940-0197
Chicago, IL (630)963-1739

Region #3 – Monty Kemp
(502) 541-3964
Nashville, TN (615)870-0903
Dallas, TX (214)631-1950
Knoxville, TN (865)687-4990
Tulsa, OK (918)437-6444
Fort Worth, TX (817) 222-9122 
Jackson, MS (601)355-0650

Region #5 – Salvatore Morreale
(303) 330-8698
Scranton, PA (570)655-4200 
Cincinnati, OH (513)942-1300
St. Paul, MN (651)484-5080
Dayton, OH (937)262-7452
Cleveland, OH (330) 908-1862

Region #4 – Mark Sodaro
(813) 731-5954
Atlanta, GA (770)433-8317
Tampa, FL (813)247-9200
Florence, AL (256)383-9181 
Orlando, FL (407)522-4417
Birmingham, AL (205)592-2309
Ft Lauderdale, FL (954)941-0671

Region #6 – Jeff Julian
(704) 956-0143
Charlotte, NC (704)716-7272
Raleigh, NC (919)786-2537
Richmond, VA (804)226-7815

Region #3 – Monty Kemp
(502) 541-3964
Nashville, TN (615)870-0903
Dallas, TX (214)631-1950
Knoxville, TN (865)687-4990
Tulsa, OK (918)437-6444
Fort Worth, TX (817) 222-9122 
Jackson, MS (601)355-0650

Region #5 – Salvatore Morreale
(303) 330-8698
Scranton, PA (570)655-4200 
Cincinnati, OH (513)942-1300
St. Paul, MN (651)484-5080
Dayton, OH (937)262-7452
Cleveland, OH (330) 908-1862

Region #4 – Mark Sodaro
(813) 731-5954
Atlanta, GA (770)433-8317
Tampa, FL (813)247-9200
Florence, AL (256)383-9181 
Orlando, FL (407)522-4417
Birmingham, AL (205)592-2309
Ft Lauderdale, FL (954)941-0671

TBA

Region #1 – TBA
Commerce, CA (323) 838-6600
San Diego, CA (619) 460-4100
Sacramento, CA (916)388-1142

Region #2 – Kim Stevens
(502) 489-2093
Louisville, KY (502)955-6035
Saint Louis, MO (314)733-0003
Indianapolis, IN (317)471-8790
Denver, CO (303)320-3045
Evansville, IN (800)940-0197
Chicago, IL (630)963-1739

Region #6 – Jeff Julian
(704) 956-0143
Charlotte, NC (704)716-7272
Raleigh, NC (919)786-2537
Richmond, VA (804)226-7815
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Once, not so many years ago, 
transmission problems were 
easy to diagnose. If the car 

wasn’t shifting right, you checked the 
fluid, adjusted a linkage or two, and, if 
that didn’t fix everything, most times 
you were looking at a rebuild. Easy.

Those days are pretty much a 
distant memory. Today transmis-
sion problems can occur because of 
a broken wire to a sensor that really 
shouldn’t have anything to do with 
the transmission in the first place. The 
trick to diagnosing these seemingly 
random problems is to follow a ratio-
nal diagnostic procedure that includes 
verifying the complaint, understand-
ing the systems, and, sometimes, ask-
ing the right questions.

In this edition of Fun with 
Transmissions, we’ll look at a prob-
lem that showed up on a 2000 E350 
motorhome… a problem that might 
have turned into a nightmare if not for 
a simple observation and a few care-
fully chosen questions.

These motorhomes are a common 
sight during vacation time around the 
country, and many of them are likely 
to find their way into your shop during 
the summer, often just passing through 
town. This one had a Ford drivetrain; 
a 6.8L V-10 in front of a 4R100. The 
customer’s complaint was erratic shifts 
and a blinking OD light.

The scan tool reported four codes: 
P0340 (camshaft sensor); P0503 (VSS 
intermittent); and P0720 and P0722, 
OSS circuit fault or no signal. 

One of the first diagnostic steps 
should always be to clear the codes, 
then road test the vehicle, to try and 
duplicate the customer’s complaint. It’s 
too easy to get bitten when you try to 
fix a problem based on the customer’s 
perception of what’s going on, rather 
than the actual condition. 

The technician performed the road 
test: the customer’s complaint showed 
up and P0340 (camshaft sensor) reset 
immediately. The VSS and OSS codes 
also came back, but not as quickly as 
the camshaft sensor code. In addition, 

the scan tool indicated vehicle speed 
and output shaft speed, even while the 
vehicle was at a full stop.

Because code P0340 came back 
right away, it seemed to be a logical 
place to start the diagnosis, because 
it’d be easy to recheck after any repairs 
or adjustments. A cursory underhood 
inspection revealed nothing out of the 
ordinary. But the technician did notice 
that the fan belt had been replaced not 
so long ago.

Rather than start digging blindly, 
the technician called the customer and 

by Bill Brayton
members.atra.com

FUN WITH TRANSMISSIONS

Figure 1

S o m e t i m e s  t h e 
Smartest Thing Is 
Just to Ask
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asked about the vehicle his-
tory. The customer confirmed 
that the fan belt broke a few 
days ago and he had to have it 
replaced. As he was speaking it 
suddenly dawned on him that 
the problem seemed to show 
up right after he had the belt 
replaced.

So the technician began 
a more comprehensive exami-
nation of the wiring harness 
along the front of the engine, 
right behind the belt (figure 1). 
That’s when he found the cam-
shaft sensor wires were dam-
aged, probably when the fan 
belt broke. One of the wires — 
the sensor ground — was com-
pletely broken. The damaged 
wires explained the P0340 
camshaft sensor circuit code.

But it begs the question: 
What does the cam sensor har-
ness have in common with the 
vehicle speed sensor and out-
put shaft speed sensor?

To answer that, we have 
to examine the wiring dia-
grams (figure 2). The diagram 
shows that pin 91 on the PCM 
is the “signal return” for the 
camshaft sensor; that’s Ford’s 
name for the ground. There 
are almost a dozen circuits that 
ground through pin 91. One 
open ground on this circuit can 
cause any number of problems 
to several circuits. 

This time it was an erratic 
or intermittent VSS/OSS sig-
nal. The camshaft sensor was 
sending an ungrounded sig-
nal to the PCM. This broken 
ground can allow the sensor signal to 
feed back through the harness, creating 
false signals in other circuits. In this 
case it showed up as an OSS reading 
when the vehicle was sitting still. 

This mixed-up signal is also what 
caused the VSS/OSS trouble codes. 
Repairing the camshaft sensor wires 
fixed all the problems: The camshaft 
sensor, VSS, and OSS all worked flaw-
lessly. The transmission shifted prop-
erly and there were no more codes in 
memory.

Any average technician knows 
how to change a sensor and hope for 

the best. It takes a real diagnostician 
to know where to start a proper diag-
nosis when you’re faced with what 
seems like a random selection of codes. 
Sometimes the best place to start is to 
give the customer a call and ask if any-
thing happened to the vehicle recently. 

It could be something as simple as 
an oil change or a new air filter. Things 
are so tight under the hood that even a 
slight misstep can bump a connector 
and break the connection. It doesn’t 
take that many years of experience 
before you run into the ground that 
someone forgot to reattach or a connec-

tor that wasn’t seated properly.
When things aren’t going as 

planned, don’t be afraid to talk to the 
customer. A brief conversation could 
save you a lot of effort by pointing you 
in the right direction. That’ll save you 
time and the customer money. And in 
the end, you’ll both find yourselves 
having fun with transmissions.

Figure 2
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Vehicles these days are fine, 
well-oiled machines, built 
with super high-tech, smart 

systems. They park themselves, turn 
the lights in the direction you’re going, 
brake themselves, and even warn you 
about dangers before they occur. But 
they can’t wash themselves or change 
their oil or drive themselves… yet!

Recently I ran into an interesting 
issue and I wanted to share it with 
our industry. By now most every 
transmission shop has either used or has 
a flushing system. There are a number 
of suppliers out there that offer these 
tools. But, if you’re not careful, it could 
cost you. Here’s why:

On all models equipped with 
an automatic transmission, the 

transmission fluid is routed through 
the transmission cooler, where heat is 
removed from the fluid before returning 
to the transmission. 

On some models the transmission 
cooler has an internal thermostat that 
controls fluid flow through the cooler. 
When the transmission fluid is cold 
(below operating temperature), the fluid 
is routed through the cooler bypass. 

by Lance Wiggins
members.atra.com

For Flushing 
Sake!
A transmission fluid flush can allow you 
to save a transmission, but today’s “smart” controls 
can sometimes outsmart themselves… unless you 
know better!
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When the transmission fluid reaches 
operating temperature, the thermostat 
closes the bypass, allowing the fluid to 
flow through the cooler. In some cases 
the thermostat is serviceable.

What this means is, if your flushing 
system isn’t a machine that warms 
the transmission fluid before the flush 
begins, then you have to have the 
transmission at operating temperature 
before you start the process. Seems 
simple right? 

It can be, but what if you can’t 
run the system for fear of damaging 
the transmission? Here’s the scenario: 
2013 Dodge Ram with a ZF8HP45. 
The customer — “Mr. Cool” — lives 
in Cold Country, USA. He’s the proud 
owner of a new truck that he only has 
1500 miles so far. Like so many other 

guys who live in Cold Country, he goes 
ice fishing. 

So Mr. Cool cruises out to his 
buddy’s ice fishing hole on the other 
side of the lake. He drives right onto the 
lake, because that’s what you do. As he 
rolls up, all proud, his buddy emerges 
from the ice fishing cabin with a big 
grin and waves.

Mr. Cool parks his truck next to 
his buddy’s and gets out to show off his 
new truck. Can you guess what happens 
next?

If you said they caught a huge 

pike, you’d be wrong. Nope, first there 
was the sound of ice cracking, then his 
buddy’s truck disappeared, then Mr. 
Cool’s truck disappeared. Luckily for 
Mr. Cool, his truck landed on top of 
his buddy’s truck, so it was only three-
quarters submerged. 

So if Mr. Cool were to show up at 
your shop and tell you this story, how 
would you flush his transmission? You 
know there’s water in the unit, but you 
don’t know how much. You know the 
vehicle hasn’t been run, so it can be 
saved.

If your flushing sys-
tem isn’t a machine 

that warms the 
transmission fluid 
before the flush 
begins, then you 
have to have the 

transmission at oper-
ating temperature 

before you start the 
process. 
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On a 2013 Dodge Ram with the 
ZF8HP45, there’s a transmission oil 
heater mounted to the right side of the 
transmission case. The purpose of the 
unit is to keep the transmission fluid at 
its optimal temperature.

Any coolant that isn’t required for 
cabin heat is directed to the transmis-
sion heater. Coolant flow is directed 
by a pulse-width-modulated ball valve 
located upstream of the cabin heater 
coolant supply. Coolant first goes to the 
3-way valve inlet port. 

The coolant valve receives a signal 
from the engine controller, directing it 
to adjust the ball valve based on heater 
demand. The transmission heater is 
an assembly containing an oil-to-water 
heat exchanger and a Thermal Bypass 
Valve (TBV). The coolant sent from 
the 3-way valve warms the transmis-
sion fluid to get the fluid up to the ideal 
operating temperature.

Your only options:
1. Run the vehicle until it reaches 

the optimal temperature to open 
the valve and allow flow.

2. Use a flushing system that’s 
heated, so the oil is at optimal 
temperature throughout the 
flushing operation.

3. Remove the heater from the 
transmission and connect it right 
to the case.

Just because vehicles are getting 
smarter doesn’t necessarily mean they 
can adjust to customer-driven failures. 
 There are still times when you need to 
be even smarter than the vehicles!

Any coolant that 
isn’t required 
for cabin heat is 
directed to the 
transmission 
heater.
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February 9th of this year marked 
the 50th anniversary of the 
Beatles’ performance on the Ed 

Sullivan Show. 
Their live performance (the first 

of three successive appearances on the 
show) introduced an estimated 73 mil-
lion U.S. television viewers to four 
mop-headed lads from Liverpool, 
England. To the majority of those view-
ers, the Beatles were an instant hit, an 
overnight sensation. And, in the weeks 
and months to follow, the band cap-
tured the hearts — and wallets — of 
millions of American teenagers. 

But the Beatles were anything but 
an overnight success. Before touching 
down in the States, the group worked 
hard perfecting their skills into the 
polished, professional, and remarkable 
performance millions witnessed 50 
years ago.

A Brief  History
John Lennon, lead singer in a 

band called the Quarrymen, met Paul 
McCartney before a performance on 
July 6th, 1957. The two met afterward 
at a local pub, lied about their ages 
(Lennon was 16; McCartney 15), and 
shared a few pints. That fateful meeting 
began what would eventually become 
the most prolific and celebrated rock 
band of all time, but nobody — includ-
ing Lennon and McCartney — knew 
it then. 

Later, Paul would introduce school 
chum George Harrison to John. George 
auditioned on the top deck of an open-
air, double-decker bus; John was 
impressed and the trio was formed. 
The band’s drummer, Richard Starkey 
(Ringo Starr) would be a late addition, 

replacing Pete Best as their drummer at 
the behest of producer George Martin. 

The boys honed their skills in 
Hamburg, Germany; the epicenter for 
rock ’n roll music (as well as strip 
joints, prostitution, and vice) in Europe 
at the time. Those gigs were brutal: 
8-hour sessions with few, if any, breaks. 
The band performed mainly cover tunes 
from American rock ’n roll artists of the 
time, including Carl Perkins, Buddy 
Holly, and Elvis Presley.

But this is where the Beatles honed 
their music and performance skills. 
Under substandard conditions and 
unruly crowds, the band polished their 
performances. Timing, tempo, stage 
presence — they didn’t realize it at the 
time, but those shows were transform-
ing three unruly and undisciplined kids 
into the foundation of a band that would 
revolutionize pop music forever. 

Brian Epstein discovered the 
Beatles playing the Cavern Club — a 
pub in Liverpool — and quickly went 
about polishing and promoting them.

By the fall of 1963, the Beatles 
were a huge success in the UK, with 
chart-topping original songs and an 
ever-growing fan base, but few in the 
U.S. knew about them when Epstein 
booked the band for the Ed Sullivan 
Show in November, 1963.

The rest is history. 
Okay, the Beatles were a great 

band; you might even have purchased 
one or two of their albums. But what 
does that have to do with What’s 
Working and your business? 

Glad you asked.
So often we look at the success of 

others and attempt to duplicate it. And 
there’s nothing wrong with that. Why 

reinvent the wheel, right? 
The problem is, we tend to jump 

ahead to the success of those we’re 
attempting to emulate without consid-
ering the effort it took to achieve it. 
What we really want to become is an 
overnight success.

But the idea of an overnight suc-
cess is generally a myth… even for the 
Beatles. That doesn’t mean you can’t 
emulate their success; it means you 
need to consider how they earned it.

5 Simple Rules
Here are 5 simple rules taken right 

from the success of the Beatles that you 
can apply today to make your business 
and lives better:

1. Love What You Do! (and 
who you do it with)

In the beginning it was obvious 
that the boys loved what they did. 
By the time the Beatles disbanded in 
April, 1970, it was just as obvious to 
anyone paying attention that the group 
really didn’t enjoy being together any 
longer. Their famous rooftop concert 
was evidence that the most popular and 
influential band of all time had run its 
course. 

The same thing happens in busi-
ness all the time. We call it burnout, 
but what really happens is we fall out 
of love with something we were once 
passionate about. 

This condition can be terminal for 
any business success: the faster you 
recognize it the faster you’ll be able 
to get on with a better quality of life. 
Sorry, but you can’t fix something that 
no longer exists. The best you can hope 
to do is ride it out to the bitter end 
(emphasis bitter).

by Rodger Bland
members.atra.com

WHAT’S WORKING

by Rodger Bland

What Worked for

Tutti Frutti / Shutterstock.com
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Thankfully there are several things you can do to 
avoid burnout: Take a vacation or a break from your 
routine; eat healthfully; learn to delegate — all great 
starts. We’ll cover more on this important issue in later 
articles.

2. Manage or Be Managed
It’s hard to say whether we’d have ever known the 

Beatles if it weren’t for their manager, Brian Epstein. 
Before Epstein discovered their potential, John was the 
band’s manager. But John recognized that, for the group 
to reach the next level, they needed proper management.

It was Epstein who turned the musicians into an act, 
from the clothes they wore, to the synchronized bow 
at the end of a song, to their unique haircuts. Epstein 
organized the talent, managed the bookings, recordings, 
and business contracts and made it possible for the 
world to know the Beatles by booking them on the Ed 
Sullivan Show.

What would have become of the Beatles if John let 
his ego manage the band instead of Epstein? Thankfully, 
we’ll never know.

Too many shop owners let their egos manage 
their shops, believing that no one, no organization, no 
training service, can understand how to get the results 
they need. So they close their minds to new ideas 
and training, only to learn (usually too late) that their 
management styles won’t help them reach the goals 
they once thought possible. Not only don’t they like the 

What Worked for the Beatles

chrisdorney / Shutterstock.com
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management end of the business, they 
fear that no one else could do it to their 
satisfaction.

3. Practice, Practice, Practice
In business we call practice 

training; and here’s the key to training: 
It has to be done consistently.

Just like the Beatles, who 
practiced continuously to perfect their 
act long before their appearance on 
the Ed Sullivan Show, so, too, must 
businesses continually train their staff 
on everything from technical issues to 
proper shop management techniques… 
consistently and continuously Practice, 
Practice, Practice = Train, Train, Train!

4. Assemble the Right People
Pete Best was a good drummer, 

but not a great drummer, according to 
Sir George Martin, who produced the 
Beatles songs at Abbey Road studios. 
Martin told the boys that, if they wanted 
to succeed, they had to replace their 
drummer.

It was a tough decision for John, 
Paul, and George to cut ties with Best to 
make room for a new, potentially better, 
drummer, but that’s what they did.

Brian Epstein ultimately had to tell 
Best of the band’s decision; he claimed 
it was one of the toughest things he ever 
had to do.

We’re often too quick to hire and 
too late to fire. It just seems easier to 
go with the flow, hoping that things 
change. They never do and the business 
suffers.

Your business should be 
constantly recruiting to discover the 
best employees possible. Too often we 
react to employee problems and end 
up settling for less than great. It’s hard 
to imagine the Beatles without Ringo. 
Is there a Ringo waiting to join your 
company?

5. Believe in Yourself and Your 
Product

When Epstein reached out to the 
Ed Sullivan Show, the Beatles were an 
unknown British act. Capitol Records, 
the largest record company in the U.S., 
passed on their first singles, “Please, 
Please Me,” and “From Me to You,” 
rationalizing that the band was more 
of a novelty than a sustainable profit 
center.

Instead, the Beatles were signed 
to a small record deal with Vee Jay 
records out of Philadelphia. There was 
no British invasion, yet Epstein was 
able to secure not just one appearance 
on the largest-viewed show in America 
at the time, but three appearances on 
consecutive weeks! 

How did he do it? By believing 
in his product. Epstein knew that 
the Beatles’ infectious sound, look, 
and style would be a huge success 
in the States, and he knew that the 
boys believed it, too. That’s how he 
convinced Sullivan’s booking agent 
to book them. What do you suppose 
would have happened if Epstein hadn’t 
believed in his product? (Cue: chirping 
birds)

So there you have it: 5 simple 
rules learned from the most popular 
and influential band of all time, to help 
you clear the fog of confusion in your 
business and life. The Beatles might not 
have been the overnight success that 
so many assumed, but, as you can see, 
they gave us so much more than just 
great music.
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by Jim Cathcartby Jim Cathcart

What’s your biggest 
sales challenge? 
   Could it be you? 

Jim Cathcartby Jim Cathcart

Over the past 38 years, I’ve worked 
with 2800 different clients around 
the world. And yet, to this date, 

the number one sales challenge world-
wide is getting the salesperson to do 
what’s needed.

I’m not saying they don’t work, 
or that they don’t work hard. I’m just 
saying that, despite putting in the hours 
and having the best tools, data, and 
opportunities, the biggest challenge of 
all is getting people to make new calls 
to new or existing clients.

To paraphrase Larry Wilson’s defi-
nition of maturity, I’ve coined a defini-
tion of self-leadership:

Self-leadership is the ability to get 
yourself to do what needs to be done, 
when it needs to be done, whether you 
feel like it or not, and still do it well.

At Cathcart Institute, we have a 
slogan: “If you can’t lead YOU, please 
don’t lead others.”

The main job is getting people — 
including you — to do the job beyond 
the obvious tasks of today. We con-
stantly need to be thinking about culti-
vating our next customers and referral 
partners.

Now I get that many shops don’t 
have “sales people” in the traditional 
sense. They don’t hire folks who go out 

and make sales calls or sit at the phone 
and prospect for new business. But 
there’s still a vital sales function going 
on in your business every day.

People inquire about your prices, 
services, etc. Other businesses move 
into your area. Existing neighbors — 
business and residential — see your 
place of business every day. People see 
your ads and signs daily. The world 
knows that you exist and opportunities 
to make a sale await you.

You might challenge this by say-
ing, “Jim, if they don’t need a transmis-
sion serviced then they aren’t prospects 
for us.” That’s true; they aren’t a live
prospect… today. But I wonder how 
many of them have an automobile? 
Sooner or later they’re going to need 
you, and so will the people they know. 
Who will they think of and trust when 
those needs arise?

In today’s marketplace, you’ll find 
virtually every sales resource known to 
man. There are systems, strategies, tips, 
tactics, slogans, checklists, blogposts, 
articles, teleconferences, live confer-
ences, webinars, prospect lists, CRM 
systems, teams of experts, and more. 
But none of these create sales. None.

The only time a sale is created is 
when you or I pick up the phone or 

reach out to connect with someone who 
might need our services.

So if you’d like to put a metric into 
place for 2014 that will make all the 
difference, try this one:

Measure the number of times each 
day that someone from your organiza-
tion asks someone who can buy from 
you if you can help them.

That’s it. Put everything else on 
the shelf for the moment and just start 
checking the new contacts… actual 
outreach to ask for an order.

If you’d like a second measure, 
start tracking how many people you’re 
asking to become your referral partner 
each week.

The more you take an interest in 
others and let them know that you’d 
like to connect with them, the more 
business you’ll see heading your way.

Pogo once told us, “We have met 
the enemy and he is us.” Let’s change 
that to, “We have become our own best 
asset.”

Jim Cathcart, CSP, CPAE is a 
member of the Sales & Marketing Hall 
of Fame and the author of the interna-
tional bestseller Relationship Selling. 
He’s been helping people succeed since 
1976. Contact him at Cathcart.com.
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Up Your Business is an exclu-
sive GEARS Magazine fea-
ture in which I share details 

about real customer disputes that I’ve 
helped settle through mediation and 
arbitration.

This was a particularly difficult 
case because both parties appeared to 
be acting in good faith with honor-
able intentions. Below are the details 
presented in the pre-arbitration written 
statements and subsequent testimony. 
The monetary amounts are for illustra-
tion only.

The Details  
1. While driving home from a week-

end of mountain biking, the cus-
tomer’s van lost all forward and 
reverse movement.

2. The customer called the shop’s 
after-hours number, which was 
forwarded to the shop owner. 
The customer explained that he’d 
heard a loud popping noise, then 
the engine raced like it was in 
neutral and the vehicle stopped 
moving. 

3. The customer was offered a “free 
tow” and advised that there’d be 
no charge for the tow as long as 
the shop performed the necessary 
repairs.

4. The shop owner told the customer 
that the vehicle would be diag-
nosed on Monday, and that he 
would call the customer with an 
estimate.

5. The customer agreed and pro-
vided the shop owner with his 

contact information. He added 
that his wife was picking him up 
and he’d be at work on Monday. 

6. Before noon on Monday, the ser-
vice adviser called the customer at 
work to tell him that the problem 
was in the differential and possi-
bly rear axle. He added that they 
knew this because, when they 
placed the vehicle in reverse or 
drive, the transmission engaged 
and the driveline would spin, but 
there was no power getting to 
the rear wheels. So the problem 
had to lie within the differential 
or axles.

7. He said it would be necessary to 
perform a teardown inspection to 

determine which parts had failed 
and the total price for the parts, 
but he did quote a total maxi-
mum labor charge of $750, which 
covered the inspection and repair 
labor.

8. The customer said he wasn’t sure 
it was worth putting more than 
$1500 into the van and asked if it 
would be more than that. 

9. The service adviser said he 
couldn’t say for sure until after 
the inspection, but it was possible 
that it could run more than $1500. 
He said he’d look into getting a 
used differential if the parts cost 
was too high, but suggested doing 
the inspection first.

UP YOUR BUSINESS

by Thom Tschetter

cognition 

“He Changed 
  His Mind”
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“He Changed His Mind”

10. The service adviser added that, 
without being able to perform 
a road test, he couldn’t predict 
whether any other problems exist-
ed or contributed to the failure.

11. Later that afternoon, the service 
adviser called the customer to 
inform him that the parts to cor-
rect the problem would be $575, 
so the total parts and labor would 
be $1275 plus tax.

12. The customer approved the 
repairs and said he was glad he 
took the service adviser’s advice, 
since it was less than he feared.

Wouldn’t it be great is life was that 
simple? Here comes the surprise:

13. After completing the repairs to the 
differential, the road test revealed 
that the transmission was also 
experiencing serious problems. 
•	 It had harsh engagements.
•	 It slipped and shuddered in 

high gear.
•	 Even though the fluid condi-

tion was normal, the pan and 
filter inspection confirmed 
that the unit had internal dam-
age and needed to be rebuilt.

14. The service adviser called the 
customer to give him the bad 
news. He told the customer that 
it would run between $1500 and 
$2000 to rebuild the transmission.

15. The customer became upset and 
reminded the service adviser that 
he was limited to $1500 or he was 
going to get rid of the van. He felt 
as though he’d been misled and 
that the shop was taking advan-
tage of him.

16. The service adviser explained that 
there was no way they could have 
known the transmission was in 
such bad shape until the differen-
tial was repaired and they could 
road test the van.

17. The customer asked what would 
be the least expensive way just 
to get the van out of the shop and 
take it home (100 miles away).

18. The service adviser said it would 
be $1275 plus tax to release the 
van, but he didn’t think driving it 
with the bad transmission was a 
good idea.

19. The customer said he just wanted 
to try to get it home and that he 

was going to try to sell it with the 
bad transmission. He didn’t want 
to put any more money into it. 

20. Seeing a possible win-win solu-
tion, the service adviser got the 
shop owner involved. The shop 
owner asked the customer how 
much he would take for the van, 
as is.

21. The customer said he would take 
$2000.

22. The shop owner offered to pay 
the customer $725 and cancel the 
$1275 repair bill. He added that 
this would save the customer the 
hassle of trying to sell it and avoid 
the risk of driving it 100 miles 
with the bad transmission.

23. The customer accepted the offer 
and said he would come to the 
shop the following Friday to get 
his bike and personal belongings 
out of the van, get a check, and 
sign the title over. 

At this point it looked like the shop 
had resolved a potentially volatile situ-
ation. But here’s what happened next:

24. The shop owner had a friend 
who was looking for a work van. 
The shop owner immediately con-
tacted him to tell him about this 
one. When his friend came to the 
shop to see the van, he liked it and 
offered to pay $3250 (essentially 
covering the quoted price of the 
repairs) if it could be ready by 
Saturday. 

25. Anticipating that the customer 
would be in to complete the sale 
on Friday, the shop owner had the 
unit rebuilt so his friend could 
have it on Saturday.

26. When the customer came in on 
Friday, he announced that he’d 
“changed his mind.” He’d been 
shopping for a replacement van 
and realized he was better off fix-
ing this one. He wanted to take it 
home for now, and he’d have it 
fixed when he got his income tax 
refund in a few months.

27. The shop owner explained that 
he’d already found a buyer and 
fixed the transmission based on 
the promise the customer made 
to sell the van to the shop. He 
explained that the shop was only 
getting paid the amount of the 

repairs, so if the customer want-
ed to pay for the transmission 
rebuild, that would be fine, but 
now that the transmission was 
rebuilt he couldn’t let it go with-
out getting paid for both repairs 
to the differential and transmis-
sion rebuild (Differential $1275 
+ Transmission $1850 = $3125 
plus tax).

28. The customer stated that he’d 
never authorized the transmission 
rebuild, and since he was still the 
legal owner of the van, the shop 
had no right to do any more work 
than the differential repairs he’d 
approved.

In arbitration, the customer asked 
for relief from having to pay to rebuild 
the transmission. The shop owner asked 
either to be paid for all the work they’d 
performed or be allowed to purchase 
the van because they were acting in 
good faith, based on the verbal agree-
ment to buy the van.

Three Questions
Here are three questions for you to 

consider before I reveal the results of 
this case. 

1. Do you feel the shop did anything 
wrong?

2. What would you have done if you 
were the shop owner?

3. What would you have decided 
if you were the arbitrator in this 
case? 

My Thoughts
As I said earlier, this was a dif-

ficult case because neither party acted 
maliciously or with any unethical 
intent. The real question is whether an 
enforceable verbal agreement had, in 
fact, been reached between the shop 
and the customer.

One of the difficulties in arbitrat-
ing these cases is that my decision 
has to be based on the testimony and 
evidence as presented. Could the shop 
have done a better job of diagnosing 
the van or explaining the possibility 
of additional problems being revealed 
after the repair? Sure. 

Could the customer have made a 
better argument regarding his under-
standing of the repairs necessary? 
Absolutely. If he’d said he expected the 
initial repairs to be adequate to get his 
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van back on the road, I’d have had to 
reconsider my decision.

They didn’t, so I had no choice but 
to decide based on the evidence and 
testimony they provided.

The Decision and 
Reasons

In the end, my decision was split 
between the customer and the shop for 
the following reasons, in no particular 
order of importance:
•	 From a purely practical perspec-

tive, the fact that the parties were 
separated by 100 miles resulted in 
the entire transaction being based on 
verbal commitments. 

•	 By definition, an agreement exists 
if there is an offer, an acceptance, 
and an exchange of value or specific 
performance.

•	 In the case of the differential repairs, 
there was the offer to repair and the 
acceptance (customer’s approval). 
The specific performance was the 
shop doing the repairs, and the cus-
tomer’s promise to pay (a verbal 
promissory note, so to speak) con-
stituted an exchange of value.

•	 In the case of the sale of the van, 
there was no dispute whether the 
customer had agreed to sell the 
van to the shop and the shop had 
agreed to buy it. He only stated that 
he had changed his mind before 
the paperwork was signed and the 
money changed hands. Technically, 
there was no exchange of value or 
specific performance. This was an 
incomplete agreement and either 
party could back out.
But it was my ruling that allowing 

the customer to take the van and not 
pay for the transmission repairs would 
constitute “unjust enrichment.”

So, with respect to the transmis-
sion rebuild, I ruled that both parties 
would share the burden. The customer 
was ordered to pay 50% ($925) for the 
transmission rebuild.

Total settlement for the shop was 
$1275 for the differential + $925 for the 
transmission = $2200 plus tax. 

What Can We Learn?  
Get it in writing whenever pos-

sible. The main reason we have writ-
ten agreements is in case someone 

“changes their mind” or something goes 
wrong. Most agreements are signed, 
filed away, and never read again until a 
problem crops up.

In today’s world, you can, at least, 
exchange emails or faxes expressing 
each party’s understanding of the situ-
ation. 

Anything that would have memo-
rialized the understanding in writing 
would have made this a much easier 
case to resolve.

About the Author 
Thom Tschetter has served our industry for 

more than three decades as a management and 
sales educator. He owned a chain of award-win-
ning 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 calls on over 15 years of experience as 
a certified arbitrator for topics for 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.
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by Nancy Friedman, 
the Telephone 

Doctor 

21 WAYS TO 
Unexpected, Great 
Customer Service

Okay! Okay! Yes, there are 
certainly more than 21 ways 
to provide great customer 

service. But rather than overwhelm 
you, I wanted to start out with a palat-
able number. And 21 sounded like a 
good number to me.

Any one of these tips will produce 
better relations in your customer ser-
vice. The idea is to provide unexpected, 
great customer service… things that 
other folks just don’t do! 
1. Smile! All the time. Don’t kid your-

self: Just as a smile can be seen in 
person, it can be heard on the phone. 
So, as NIKE says, Just Do It!

2. Say something nice at least once a day 
to someone. I was at the St. Louis air-
port a while back and the skycap came 
up to me and said, “Are you going first 
class or does it just look that way?” 
That was over 10 years ago and it still 
seems like yesterday. People remem-
ber nice things, just as they remember 
the not-so-nice things. 

3. Don’t ever argue with a customer. 
You’ll lose every time. Don’t even 
get into the ring with them. “Maybe 
you’re right” is a great saying. 

4. If you’re sending something to a cus-
tomer via any method, consider adding 
a short, personal note. Items received, 
without any note or mention of the 
transaction, are perceived as cold and 
rude. A simple “thank you” on compa-
ny notepaper will do the trick. It says 
you stopped to do something special.

5. Use “we” statements when possible 
rather than you. “We” is consultative 

and feels friendlier. And it’s far less 
confrontational.

6. See someone walking into your 
store, branch, location, or office? Say 
“hello” loud and clear. Ignoring peo-
ple, even fellow employees, isn’t good 
customer service.

7. Keep the fences in your organization 
low. We all know there need to be 
rules, guidelines, and policies. But 
when there are so many of them, they 
can make doing business difficult. It’s 
not worth it. 

8. Be a double-checker. We can easily 

miss something or not know all the 
details. Most people appreciate hear-
ing, “The last time I checked, we 
were out of stock on that, but let me 
double-check for you.” That particular 
statement is so comforting. Everyone 
loves a double-checker. 

9. We can’t do two things well at once. 
If you’re working with a customer, on 
the phone or in person, then focus on 
that person. Trying to type, file, or do 
paperwork while you’re communicat-
ing with a customer is dangerous and 
rude.

(continued on page 60)
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The chance or severity of an eye 
injury can be reduced when 
workers recognize possible 

eye hazards, are trained to correctly 
use and care for eye protection equip-
ment, and if they know what first aid to 
administer in the event of an eye injury.

Warning signs should be posted 
near any work area, machine, equip-
ment or process area that requires 
industrial-quality eye protection. To 
assure optimum eye protection, the 
appropriate protective equipment 
should be selected – safety glasses, 
goggles, face shield, or helmet – and 
must meet Occupational Safety and 
Health Administration (OSHA) and the 
American National Standards Institute 
(ANSI) requirements. Personal pre-
scription eyeglasses should only be 
worn in conjunctionwith OSHA/ANSI-
approved eye protection equipment.

Below are basic first 
aid instructions for common 
eye injuries.

Foreign Particles 
such as dust, dirt, metal or 
wood chips, and even an 
eyelash can cause eye abra-
sion and damage.

Lift upper eyelid out-
ward and down over the 
lower lid to remove the par-
ticle or let tears wash the 
particle out. If neither action 

removes the particle, keep the eye ban-
daged loosely to stop eye movement 
then seek professional medical treat-
ment.

Do Not Rub The Eye
Chemical Contact from sol-

vents, paints, hot liquids, or other haz-
ardous solutions can cause serious eye 
pain and damage.

Go immediately to the nearest 
emergency shower or water source. 
Hold the eye open as wide as possible 
with fingers and look directly into the 
stream of water. If a contact lens is in 
the eye, begin flushing over the lens 
immediately. This may wash away the 
lens. Flush the eye continuously and 
gently for at at least 15 minutes then 
seek professional medical treatment.

Do Not Bandage The Eye.
Do Not Use An Eye Cup. 

Cuts and Punctures to the 
Eye or Eyelid 
Cover the eye with a rigid shield 

without applying pressure to stop eye 
movement (the bottom half of a paper 
cup can be used), then seek profes-
sional medical treatment.

Do Not Wash The Eye With 
Water Or Other Liquid.
Do Not Rub/Press/Remove 
The Embedded Object.

Bumps and Blows can result 
in eye pain and swelling. Apply a 
cold compress for at least 15 minutes 
without putting pressure on the eye. 
Crushed ice in a plastic bag can be 
taped to the forehead to rest gently on 
the injured eye. If experiencing contin-
ued pain, reduced vision, or discolor-
ation (black eye) which could indicate 
internal eye damage, seek professional 
medical treatment.

Light Burns from exposure to 
welding, laser, or other radiant light 
may not be felt until hours later when 
the eyes begin to feel gritty or become 
red, swollen, and sensitive to light. 
Keep eyes closed and seek professional 
medical treatment.

Nothing can replace the loss of 
sight. Workers can protect their eyes 
and preserve their eyesight by wearing 
and caring for appropriate, approved 
protective eyewear and following prop-
er first aid procedures when an eye 
injury occurs.

First Aid for Eye 
Injuries
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6L80 & 6L90
The Manliest Damn Remanufactured Transmissions. Period.

Updates &
Upgrades

These are only a few of the 

updates and upgrades that ETE 

REMAN makes to its 6L80 and 

6L90 families of transmissions.

FluidFluid pump is fully detailed with 

resurfaced pump rotor mating 

surfaces and machined pump 

body mating surfaces to 

maintain correct fluid pressures. 

LateLate style stator support shaft 

with updated seal rings used 

exclusively in all units to 

eliminate seal leakage.

Upgraded 38-element low sprag 

installed in all units to increase 

holding capacity.

TransmissionTransmission Control Module 

(TCM) is reflashed and 

recalibrated to latest available 

factory-specific OEM calibrations 

based on VIN.

NewNew ETE-spec bushings 

improve internal fluid flow 

control and pressures.

FullyFully remanufactured torque 

converter is tested for leaks, 

lockup, concentricity, and 

balance. Upgrades exceed OE 

requirements and eliminate the 

possibility of front seal leaks, 

premature bushing wear, and 

vibration.vibration.

Complete road simulation 

testing using ETE’s very own 

dynamometer testing program 

called CARS (Computer-Aided 

Road Simulation). Every 

transmission is cold- and 

hot-tested while using ETE’s 

fullyfully SynthETEcTM transmission 

fluid and filtration system.

As transmission technology evolves, so does the transmission 

remanufacturing industry. This shift – no pun intended – is no more 

apparent than in the 6L80E.

Introduced in 2005 by General Motors, the 6L80E seamlessly combines 

brawn and brains. 

Previously,Previously, GM had relied upon retrofitting its hydraulically controlled 

transmissions of yore with increasingly sophisticated electrical elements. 

From its inception, the 6L80E was developed as a fully integrated 

hydraulic-electronic controlled modern transmission.

TheThe 6L80E, along with its heavier duty counterpart the 6L90, easily fills the 

duty gap between its 4-speed predecessors, like the 4L60 and 4L65, and 

Allison transmissions, while being able to handle the increased horsepower 

produced by V8 engines.

With all of the strides that GM has made in performance and technology 

with the 6L80E, it still provides an opportunity for remanufactures to 

improve upon OE design and quality.

InIn the latest installation of its product update video series, ETE REMAN, one 

of the largest and most diverse transmission remanufacturers in the 

automotive aftermarket, highlight the updates and upgrades made to this 

increasingly popular family of transmissions. Proving that, like rock-hard 

abs and ice-cold brews, good things come in sixes – speeds, that is.

See for yourself at http://bit.ly/GEARS-6L80E.

ForFor more information about ETE REMAN, visit www.etereman.com or call 

855.870.9284.

Paid Advetorial
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Horsepower for an Hour

If you’re a regular GEARS read-
er, the name Donny Caccamise 
should be a familiar one: A long-

time ATRA Member and ATRA Board 
Member, his shop, DMC Transmissions, 
was profiled in our July, 2009 issue. 
He’s also the “man behind the curtain” 
for the Southern California Car Show 
(October/November, 2011), and the 
focus of our article on respect (January/
February, 2012).

No doubt about it: Donny likes to 
keep busy! But it seems he discovered 
a couple extra hours he wasn’t using 
every week. So, three years ago, he cre-
ated Horsepower for an Hour: a weekly 
talk radio show that reports on trends 
and news in the automotive industry.

Horsepower for an Hour
“The Hottest Automotive Talk Radio 
Show in the Nation” by Steve Bodofsky

members.atra.com

Horsepower for an Hour

Tom Spence
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Horsepower for an Hour

This isn’t a show for your average 
car owner; they’re not trying to replace 
the now defunct Car Talk. This is a 
hard-hitting news and editorial program 
that’s targeted at “car folk” — from the 
shade-tree mechanic to the professional 
technician or engineer, and everyone in 
between. Their tag line is, “We are your 
ultimate stop in automotive radio.”

ATRA and HP4H
“So what?” you say. “Why should 

I care about some local, public-access 
radio show?” Well, HP4H is anything 
but: It’s a well-produced, professional 
show that’s now syndicated in 38 mar-
kets across the U.S. and even parts of 
Australia. And by the time this issue 
hits the streets, they’re expecting to 
have increased that to about 50 mar-
kets! Which means there’s a good 
chance that people are listening to it in 
your home town.

What’s more, Donny dedicates a 
substantial amount of his airtime to 
improving ATRA name recognition and 
reputation. ATRA is one of the show’s 
many sponsors, and he regularly rec-
ommends that consumers seek out an 
ATRA Member shop when faced with 
a car problem.

He’s even had ATRA CEO Dennis 
Madden and GEARS Managing Editor 
Rodger Bland on the show as guests. 
They’ve spread the word about Expo, 
ATRA training programs, and con-
sumer outreach programs. And Dennis 
lent his extensive technical expertise to 
discussing such systems as dual-clutch 
automatics.

One of the most valuable assets 
of ATRA Membership is name recog-
nition. It’s one of the things that can 
help your shop compete with the large 
franchises. So putting ATRA’s name 
out and building the reputation of its 
Members on the radio each week can 
be extremely helpful for bringing cars 
into your shop… and dollars into your 
register!

That’s been one of Donny’s goals 
since beginning the HP4H radio show: 
to help improve the recognition of that 
black-and-gold symbol of excellence 
that says “you brought your car to the 
right place.”

“I’ve been a part of the Association 
since 1978, back when I first got into 
this business,” explains Donny. “I 

believe in its goals… I believe in what 
it stands for. And anything I can do to 
help further those goals is worthy of my 
support. I want to see ‘ATRA’ become 
a familiar name to everyone who owns 
a car.”

Meet the HP4H Staff
Around the GEARS or ATRA 

offices, we tend to think of HP4H as 
“Donny’s radio program.” But the fact 
is, Horsepower for an Hour is anything 
but a one-man show. A lot of effort 
goes into producing each program from 
some very dedicated people. Without 

them, the show would never have got-
ten off the ground.

Tom Spence; co-host — Just call 
him Spence; he’s Donny’s on-air part-
ner, and, according to Donny, “In many 
ways he contributes more than I do to 
the program. 

“Spence got into radio in 1979. 
Since then, he’s been a program direc-
tor at several stations for news talk pro-
grams, classic rock, and classical music. 
He’s very experienced behind the mic. 
When we’re at live performances and 
things don’t go as planned, it’s no prob-
lem for Spence: He’s unflappable. 

NHRA Drag Racer, Courtney Force at the mic during a recent broadcast

Spence and Donny chat with NHRA 16-time Funny Car champion, John Force 
during a remote broadcast of Horsepower for an Hour
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WHY NOT BUILD YOUR OWN 
CONVERTERS?  

CONTROL YOUR
• COST
• QUALITY
• TURN-AROUND

ATI’s CW3 Converter Welding and Overhaul 
System has been manufactured in 
Baltimore, Maryland for over 25 years 
by the same people who invented it. Our 
converter rebuilding machines are designed 
specifi cally to increase precision and 
production in your shop. We know what you 
work on and we address your needs. No 
other manufacturer offers you the same 
level of personal service. At ATI we focus 
on just a few machines. Our systems come 
complete with many options available and 
they will make you money. Talk to an ATI user 
then order your new profi t center today.

(877)298-5003
www.cw3welder.com

6747 Whitestone Road • Gwynn Oak, Maryland 21207

All equipment carries a one year parts warranty

FAMILY OWNED  •  AMERICAN MADE

Clutch Piston 
Bonder

Quick Test Converter 
Leak Tester

Accu-Balance 
Converter Balancer

ATI’s CW3 Converter 
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the cover lip over the 
pump!
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Horsepower for an Hour

“Spence understands the listener; 
he’s the one who knows the best way to 
deliver a program, how long to remain 
on a single subject, and how to keep 
listeners interested.

“We recently had an engineer from 
Chevrolet on the program to discuss the 
2015 Corvette. I was more interested 
in the powertrain, while Spence was 
concerned with the dash cam. He really 
excels with the electronics… the “gad-
getry” I guess you’d call it.”

Jeff Morgulis; media coordina-
tor — “Jeff is the one responsible 
for putting the show in 20 states. He 
analyzes the demographics by state, 
region, broadcast region, and the broad-
cast network operator. He maintains 
regular contact with station owners, so 
when the station needs content, they 
have HP4H in their hands and ready 
to go.

“He’s made the show easy to plug 
right into their broadcasting timeslot at 
a moment’s notice, so if a show drops 
out of their schedule, they have a pro-
gram to take its place.”

Jim Naylor; motorsports corre-
spondent — “Jim owns the Ventura 
Raceway, and, when it comes to auto-
motive competition, racing, and motor-
sports, there’s no one who’s more 
knowledgeable or better prepared. 
I’m continually amazed at the depth 
and scope of his expertise in automo-

tive performance and history. 
“He provides a regular a race report 

and discusses all of the race events 
from around the country. We took on a 
new level of professionalism when Jim 
came on board.”

Chris Caccamise; videogra-
pher, tech support, editor — Chris 
is the show’s program editor; he’s also 
Donny’s son. Not that has any effect 
on what Donny had to say about him: 
“Chris is brilliant and creative; his 
video skills and his ability to edit the 
weekly audio segments of the show 
have become the foundation on which 
the entire program rests.

“He’s spot-on every time, spit-and-
polish till it shines. He makes sure the 
show is on time not only with FTP files 
but also to Cumulus for our satellite 
delivery. He’s the one who makes sure 
all the content fits into very precise 
windows of time, confirms the vari-
ous ads are rotated for freshness, and 
verifies the content flows well without 
mistakes.

“His skills at video production are 
equally impressive: Our local sponsor-
ship now depends exclusively on his 
video talents. It was his skill and con-
tribution alone that earned the sponsor-
ship from Southern California Porsche.

“One of our competitors dropped 
by the station to congratulate us for 
‘one of the top-produced programs in 

the country.’ He even agreed to be a 
guest on our show; something he’s 
never done before.”

Glenn and Julie Eldridge; Auto 
Adix online magazine — “Glenn and 
Julie prepare our weekly Events Report. 
Glenn is not only a true friend, but also 
an automotive enthusiast. He’s analyti-
cal, logical, and very well structured. 
His in-studio presence is excellent and 
he’s a great commentator; it’s always a 
treat when he’s behind the mic.

“Julie is one of the kindest, most 
sincere people I know… and she’s a car 
girl! She puts a national events report 
together every week; she gathers infor-
mation from all over the country and 
creates a two-to-three-minute synopsis 
that’s as informative as it is entertain-
ing. And she has a great voice that 
really gives the show some variety.”

And there are others work-
ing behind the scenes; too many to  
mention individually. It’s their work 
and dedication that have led to HP4H’s 
success.

About the Show
Horsepower for an Hour is a two-

hour program that’s recorded every 
Monday, and then delivered via 
Cumulus Satellite Radio to its various 
affiliate stations. The show is broadcast 
on both AM and FM bands, by 38 sta-
tions covering 20 states.

You can visit their web site and 
hear streaming versions of the show at 
www.horsepowerforanhour.com. 

Some stations only broadcast the 
first hour, which consists of news, 
views, and headlines. The second  
hour is more for the “dedicated  
‘gearhead,’ where we talk about hotrods 
and high performance issues.” This is 
where you’ll learn about dual-clutch 
versus single-clutch transmissions, 
torque converters, direct injection, and 
more.

There are several regular segments 
on the show: Every week they do a seg-
ment called Automotive News, Views, 
and Headlines, which covers the most 
pressing news to the automotive indus-
try and car owner.

“Every 4 to 6 weeks, we pres-
ent Donny’s Garage, where we answer 
three or four questions from listeners,” 
says Donny. Since it isn’t a live pro-
gram, they can’t take calls on the air.  

Donny with 2012 Top Fuel Funny Car World Champion, “Fast Jack” Beckman” 

(continued on page 52)
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and ours is to help you do it. As the world’s largest and strongest  

trade organization of transmission rebuilders, ATRA is your  

premier source for transmission problem-solving and repair  

information. A partnership with ATRA means profit for you. 

JOIN TODAY AT
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What You’ll Learn
GENERAL MOTORS

ALL GM
Reprogram

6T30
Slip/No 3rd Gear, Possible P0752
6T40/41
Bimp or Surge when at a stop
Generation III Updates
6T70/75
TCC Shudder, Engine Misfire, Misfire Codes
Shudder, No 3rd/5th/Reverse and/or 4-5-6 Apply
TCC Slip, Shudder or Engine Stalls After Rebuild
Lack of Power, Shift
6L45/50/80/90
Hard Shifts, No Shift
6L80/90
Slips in All Forward Gears, Slow Engagement, Fwd and Rev.
Planetary Noise, Planetary Damage
Unigear Planetary and Speed Sensor Design Change
No Fwd, Slips Moving Fwd, Neutrals on the 1-2 Shift, Check 
ball Location and Identification
Updated Spacer Plate and Added #8 Check Ball
1-2-3-4 Pressure Plate Identification and Installation
4L60E Hybrid
P2797
4L60/65/70E
No 2-3 Shift, Failsafe has 3rd Gear, After Overhaul

Service 4wd Message, DTC C0327
LCT 1000
Pump Bushing Damage, Radiator Failure, Vibrating Sound 
After Repair
Burnt 3-5 Reverse and 2-6 Delayed Reverse Engagement, 
Double Bump Reverse Engagement, Bang in Reverse
Shift Solenoid Command Specifications
TL-80SN (8 Speed) Introduction
Shift Solenoid and Speed Sensor Identification
Clutch and Brake Application and Ratio Chart
Self Learn Procedure
CVT-7
Introduction
Fluid Level, Line Pressure and Pulleys
Clutches and Brakes, Oil Pump, Aux Gear Box, Reduction 
Gear Set, Valve Body, Solenoids, Sensors and Valves
1ET35
Introduction

FORD

6R60/80/90
Valve Body Separator Plate Changes
6R80
Starts in High Gear
4R70/75E/W
Dragging Sensation
Check Ball Identification
5R55S

Registration: 7am - 8am 

Seminar: 8am 

Lunch: 12pm - 1pm

SCHEDULE

HOW TO
REGISTER

Toll-free:

(800) 428-8489 

Fax 
Fax your payment & 
registration information to: 

(805) 988-6761 

Online
http:// members.atra.com 

Mail
Mail your payment to: 

ATRA Seminar Registration 
2400 Latigo Avenue 
Oxnard, CA 93030

Atra Members: $165
Non-Members: $210
4th person FREE 
On-site registration: $240

FEES

LOCATIONS

March 8 - Boston, MA
March 15 - Phoenix, AZ
March 22 - Biloxi, MS

March 29 - Coeur D’Alene, ID
April 5 - Minneapolis, MN
April 12 - St. Louis, MO
April 26 - Concord, CA
May 3 - San Antonio, TX

May 10 - Denver, CO
May 10 - Des Moines, IA

May 17 - Salt Lake City, UT
May 31 - Vancouver, BC

June 7 - Tulsa, OK
August 9 - Albuquerque, NM
August 23 - Los Angeles, CA
September 6 - Atlanta, GA
September 13 - Billings, MT
September 20 - Chicago, IL

September 27 - Clark-Newark, NJ
November 8 - Baltimore, MD
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Intermittent Hard Shifting
Harsh Reverse Engagement, Harsh 3-4 Shift
5R110W/Torqshift
Chatter in Reverse
Pressure Specifications
6R140W/Torqshift 6
Clutch Application and Stall Speed Charts
Gear Ratio and Solenoid Application Charts
Clutch Clearances
Fluid Specifications and Pressure Test Charts
Front and Rear Selective Shim Charts
Fwd, Dir, Inter and OD Selective Snap Ring Charts
Shift Speed Charts
Torque Specifications
Perameter Identifications
Solenoid Identification and Type
2-3 Flare, DTC P0733, Delayed Reverse Engagement
Excessive Column Shift Efforts, Feels Frozen
DPS6
Shudder on Light Acceleration
Fluid Level
CFT30
Pressure Testing 

CHRYSLER

41TE
DTC P0750, Multiple Solenoid Codes
45RFE
DTC P0888
Erratic TCC Operation
DTC P1791, Delayed Engagements
45/545/68RFE
Stalls the Engine in Forward and Reverse
545RFE
Wrong Gear Starts, P2706
DTC P0750, Multiple Solenoid Codes
High Speed Momentary Bind
68RFE
Updated Separator Plate, Solenoid Body and Check 
Ball Location
Clank Noise from Drive to Neutral
DTC P0871, OD Clutch Failure
DTC P0876, 2C Clutch Failure
48RE
#2 Check Ball Eliminated
62TE
Harsh Shifts
8HP45/W5A580
DTC P0730
722.6/NAG1
DTC P0748
DTC P0730, Limp Mode or Neutral Condition
Adaptation and Repair Verification
AS69RC
Introduction
Valve Body
Input Shaft, Gears, Bearings and Speed Sensor Loca-
tion
F1 Roller Clutch and B2 Clutch
948TE
Introduction
Specifications
Clutch Application Chart
Valve Body and Solenoid Identification
Dog Clutch Identification

IMPORT SECTION

Acura MDX
No Reverse

Odyssey B7TA/B7YA
All Solenoid Codes Set
Odyssey BYBA/BGRA
No 3rd or 4th Gear After Overhaul
MDX, MDKA
Bearing Noise While Driving, In Park and Neutral, 
Goes Away in Gear at a Stop
722.9
Check Ball Identification and Location
No Movement
Binds on the 3-4 Shift
Stuck in Failsafe
Stuck in Failsafe, Arratic Shifts, No 1-2 Shift
2-3 Flare After Rebuild
RE5F22A
Harsh Delayed Forward Engagement
Harsh Downshift
Erratic, Harsh, Soft or Rough 1-2 Shift
RE0F09A
AWD Noise, Damaged Gears, Cracked Case
Codes, Erratic Shifts, Harsh Engagements, Harsh 
3-4 shift
ZF4HP16
Neutralizing in 1st and 4th, P0705
A6LF1
Introduction
Fluid Level Check
Fluid Contamination and Cooler Hose Damage
Side Cover Leaks
Component Identification
Solenoid Identification
A and B Shift Solenoid Function
Line Pressure Solenoid Function
Torque Converter and 2-6 Brake Solenoid
3-5-Reverse, Underdrive and Overdrive Solenoid 
Function
Transmission Range/Inhibitor Switch
Internal harness and connector Pin Identifica-
tions
Valve Body removal
Transmission Temperature Sensor (TOT)
Valve Body Circuit Identification
Input and Output Speed Sensors
Case Air Checks
Low/Reverse Sprag Rotation
Valve Body Exploded View (Outer)
Valve Body Exploded View (Middle)
Valve Body Exploded View (Inner)
Valve Body Exploded View (Outer Small Parts)
Valve Body Exploded View (Middle Small Parts)
Valve Body Exploded View (Inner Small Parts)
2-6 Brake Clutch Endplay Checks
2-6 Brake Clutch Endplay Checks (Alternate 
Procedure)
Low Reverse Brake Clutch Endplay Checks
Overdrive Brake Clutch Endplay Checks
Delay or Slips in Drive
Unit Endplay Specifications (Front)
Unit Endplay Specifications (Rear)
Diagnostic Trouble Code Definitions
TCM Relearn Procedure
Specifications
A4CF2
Solenoid Identification
Valve Body Identification
Adaptive Learning
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Horsepower for an Hour

“I try to answer all emails directly, even 
if I don’t have time to answer them on 
the air, and I try to direct them to an 
ATRA Member shop or AAA Approved 
shop when possible.”

About Their Success
To what does Donny attribute the 

success of HP4H? He was curious 
about that, too, so he got a small 
focus group together, had them listen 
to an episode, and then asked them a 
few questions. One thing he learned: 
Several guys said the show made them 
feel like they “knew more about cars 
than they actually did.”

That’s a valuable attribute, because 
guys want to know about cars. They 
consider car knowledge to be an exten-
sion of their masculinity. Which makes 
listening to the show empowering to 
those guys who aren’t so familiar with 
the workings under the hood.

“Most guys want to be more 
knowledgeable about cars,” explains 
Donny. “They don’t necessarily want to 
be trans technicians or engine rebuild-
ers, but they want to know what a 
MacPherson strut suspension is, and the 
difference between a dual clutch and 
a single clutch. People want to know 
more about these things, and we want 
to provide them with the information 
that’ll help them be more comfortable 
talking about their cars.”

Their target audience is the 35-60 
year old automotive enthusiast, pre-
dominantly male… the same guy who 
reads Car and Driver or Road and 
Track.

One thing Donny never does is to 
promote DMC Transmissions on his 
radio show. DMC is one of the show’s 
sponsors, and Donny may recom-
mend that a person who wrote 
in with a problem come by to 
let his technicians try to help out. 
But, other than the plugs for ATRA 
Member shops, he doesn’t try to 
use the show to bring customers into 
his shop.

“It’s not about the money… it’s 
not about the sponsors… it’s about 
the excitement that comes from doing 
something so special that we feel like 
a 9-year-old on Christmas morning.”

DMC does benefit when the radio 
show takes part in a local live event; 
then Donny will use DMC banners as 

part of his backdrop along with other 
sponsors’ items. “The only people who 
really know are the ones from Ventura, 
because, let’s face it, no one’s going to 
drive hundreds of miles to come to my 
shop just because I’m on the radio.

“That’s not to say it doesn’t hap-
pen; customers who hear my show 
learn that I own a shop and they may 
be more likely to come in. But I don’t 
intentionally sell that on the program.”

One of the show’s regular guests is 
“Fast Jack” Beckman, Top Fuel Funny 
Car World Champion in 2012. Here’s 
what he had to say about the show:

“I’ve been on many radio pro-
grams, and you guys are the hottest talk 
radio program in the nation.”

Enough said.

But, other than the plugs for ATRA 
Member shops, he doesn’t try to 
use the show to bring customers into 

“It’s not about the money… it’s 
not about the sponsors… it’s about 
the excitement that comes from doing 
something so special that we feel like 
a 9-year-old on Christmas morning.”

DMC does benefit when the radio 
show takes part in a local live event; 
then Donny will use DMC banners as 

One thing Donny never does is to 
promote DMC Transmissions on his 
radio show. DMC is one of the show’s 

grams, and you guys are the hottest talk 
radio program in the nation.”

Enough said.

 2-time NHRA Champion, Cruz Pedregon with Donny at a recent broadcast
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*Free for everyone on the day of the webinar. ATRA 
Members have access to all pre-recorded webinars.

This and other technical webinars were made possible by;

FREE 
WEBINAR
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FREE 
WEBINAR
FREE 
WEBINARWEBINAR
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FREE FREE FREE FREE 

REGISTER NOW!

Seal Aftermarket Products engineers and manufactures the 
Toledo Trans-Kit brand, the most trusted and complete kits 
in the industry for the past 25 years. NEW WEB ADDRESS  www.sealsap.com

Join ATRA as we boldly leap into 
the future of professional online 
training with industry trend-setting 
technical content you can access 
anywhere.  

A special ‘Thank You’ to Seal 
Aftermarket Products, a driving 
force behind innovative education 
and for their continual support in 
promoting the betterment of the 
industry. 
 
HOW TO PARTICIPATE:  
Login at http://members.atra.com 
and click on the webinar schedule. 
Once registered, you will receive an 
email confirming your registration 
along with information you need to 
join the webinar.

March 11 & 12
Chrysler CVT2

March 25 & 26
Honda New Gen 
Transaxles and 

CVT

ATRA web ad plcd.indd   2 2/25/14   11:32 AM



The Curtain Goes Up October 30!
Registration Opens in March!

The Rio All-Suite Hotel & Casino
3700 W. Flamingo Rd, Las Vegas, NV
(888) 746-6955 | CODE: SRATR4
Early Bird Room Rate Until July 11: $99

ATRA Luncheon 

sponsored by...
Cocktail Reception 
hosted by...

Best strip view in town!
Great entertainment 

choices!
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POWERTRAIN
OCTOBER 30 - NOVEMBER 2, 2014
RIO HOTEL & CASINO, LAS VEGAS, NV

Hosts the

OCTOBER 30 - NOVEMBER 2, 2014

The Curtain Goes Up October 30!
Registration Opens in March!

Great entertainment 

choices!
It’s a Carnival everyday at the Rio!

Room Rates starting as low as $99/night!

Top Notch Training!
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The history of humanity has 
been underscored by power-
ful and innovative partnerships 

whose fame and notoriety has withstood 
the test of time: Butch and Sundance… 
George and Gracie… Lester and Earl… 
Bert and Ernie…

These distinguished unions have 
endured because of the synergy they 
created, providing a unique balance 
that neither individual could have built 
individually.

But the enduring impact of these 
collaborations pales by comparison to 
the business relationship between the 
Automatic Transmission Rebuilders 
Association (ATRA) and the Torque 
Converters Rebuilders Association 
(TCRA). 

And no wonder: Have there ever 
been two business models that have 
shared a greater interest in a single 
goal? Even the combination of choco-
late and peanut butter is enfeebled 
by contrast. For what is an automatic 
transmission without a torque convert-
er? A really large, incredibly complex 
door stop.

Similarly, what’s the point of a 
torque converter without an automatic 
transmission? Maybe it’d be useful as 
a curling stone (look it up!), but that’s 
about it.

No doubt about it: Automatic 

transmissions and torque converters are 
quite literally two halves of a greater 
whole. So it’s probably no surprise 
that these two influential associations 
would join forces to provide support 
and education to their respective, inter-
twined industries.

And nowhere is that unity more 
evident than at the upcoming TCRA 
Seminar program, this April 25 and 
26, in Louisville, Kentucky, at the WIT 
Transmission Parts distribution center.

A Packed Schedule
The program will begin bright and 

early on Friday morning for a tour of 
the Corvette assembly plant and the 
Corvette museum in Bowling Green, 
Kentucky. Busses will leave the hotels 
promptly at 7AM EST. Show up a min-
ute late and you might miss all the fun.

Once they arrive in Bowling Green, 
half the group will take the tour of the 
assembly plant, while the other half 
will visit the museum. Then, at about 
10AM CST, everyone will pile back 
onto the busses to switch places.

At the assembly plant, you’ll get to 
watch firsthand as they assemble a new 
Stingray from a pile of nuts and bolts; 
like a phoenix rising from the ashes. 
The museum will take you down mem-
ory lane, presenting Corvettes through 
the ages… from the first Corvettes to 

grace the American landscape back in 
1953, to the latest Stingrays and the 
new Z06 Corvette; the most powerful 
production car ever built.

At about 12 noon CST, you’ll 
have lunch nearby, courtesy of WIT 
Transmission Parts. Then, right after 
lunch, it’s back onto the busses and 
back to Louisville, to the WIT distribu-
tion center. There you’ll have a tour of 
the facility, followed by a TCRA mem-
ber meeting at about 5PM EST.

The meeting should wrap up about 
5:30PM EST, and will be followed 
immediately by the Sonnax reception, 
with an open bar and hors d’oeuvres. 
Kick back and get acquainted with 
other, like-minded folk; this is the time 
to touch base with old friends in the 
business… and make connections with 
new ones.

There’ll be vans waiting outside to 
take you back to the hotel; make sure 
to get a good night’s sleep, because the 
program cranks back up again early 
Saturday morning.

Seminar Programs
The vans will be outside Saturday 

morning by about 6:30AM EST, to 
shuttle you back to the WIT facility 
for a continental breakfast, sponsored 
by TCRA. The vans will keep running 
every 15 minutes or so until about 7:30, 

    ATRA 
and TCRA, 
 Together Again 
         for the TCRA Seminar 
                 this April

by Steve Bodofsky
members.atra.com
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APRIL 25TH, 26TH  
TCRA 2014 
 

The 2014 TCRA Seminar will be hosted by WIT 
Transmission Parts in Louisville, KY.  
 
Book and register today for discounted room rates!   

Be a part of an exciting day of tours on Day 1, 
courtesy of Whatever It Takes Transmission Parts, 
and don’t miss an energized seminar on Day 2.   

Registration is easy and secure.   Call or Fax 
your registration information to reserve today 

Don’t forget to enter your innovative ideas for a 
chance to win a Grand Prize of $10,000 from 
Raybestos Powertrain! 
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Industry Experts 
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so you should have no problem getting 
to WIT before the seminars begin.

The first seminar fires up right after 
breakfast, and man, did they assemble 
an impressive lineup!

For the management seminars, 
there are two industry leaders who are 
always worth listening to:
•	  Rodger Bland — managing editor 

of GEARS Magazine
•	  Bobby Mace — publisher of 

Transmission Digest

The technical seminars include 
several well-known industry profes-
sionals:
•	  Jeff Stuck — president of TCRA 

and torque converter depart-
ment manager for Certified 
Transmissions

•	  Vinny Soviero — engineering/
technical manager at Precision 
International

•	  Mike Souza — senior technical 
advisor for ATRA

•	  Bob Warnke — VP of techni-
cal development for Sonnax 
Industries, Inc.

•	  Ed Lee — TCRA director and 
technical specialist for Sonnax 
Industries, Inc.

•	  John Parmenter — shop owner 
and rebuilder, and technical advi-
sor for Precision Industries

There’ll be a morning break at 
about 10 AM EST, sponsored by 

Transmission Specialties. Then it’s 
back to work until about noon, when 
you’ll enjoy a sumptuous lunch, spon-
sored by Raybestos Powertrain. 

Raybestos always provides a won-
derful spread, and this one will be 
capped off by a presentation of its 
innovation award: Shops and techni-
cians have been asked to present their 
best ideas to help improve the torque 
converter industry. Those ideas were 
judged by a panel chosen by Raybestos, 
and the winners may be awarded up to 
$10,000!

After lunch it’s back to the grind, 
with another break at about 2:30PM 
EST, sponsored by TCRA. Then the 
last few seminars will continue till 
about 4:00PM EST. Before closing out 
the program, there’ll be door prizes 
announced, including a new iPad, but 
you must be present — early exits will 
forfeit their opportunity to win.

No doubt about it: This seminar 
program schedule is packed from the 
first moment to the last. And, accord-
ing to TCRA Executive Director Chris 
Horbach, this is primarily thanks to 
the efforts of WIT Transmission Parts. 
“This year’s seminar program has come 
together without a hitch, and it’s all 
because of the time and efforts of the 
folks at WIT,” says Chris. “We can’t 
thank them enough for their support.”

Traveling through Time
You may have noticed that some 

of the times scheduled are listed as 
Eastern Standard Time (EST), while 
others are in Central Standard Time 
(CST).

There’s a reason for that: Louisville 
is right on the edge of the split between 
the Eastern time zone and the Central 
time zone.

At the hotels or the WIT facility, 
you’ll be on Eastern Standard Time. 
But when you travel to the Corvette 
assembly plant and museum in Bowling 
Green, you’ll be crossing into the 
Central time zone.

So, while it may seem to take an 
eternity to reach the Corvette assembly 
plant and museum, on the way back to 
the WIT facility, if traffic is good, you 
may get there a little before you left!

There you have it… this program’s 
got it all: partnerships, fun, education, 
and even time travel! Which begs the 
question: Why haven’t you registered 
yet?

For details, hotel information, and 
seminar reservations, visit the TCRA 
web site at www.tcraonline.com. Or 
call 775-815-1867; if no one’s avail-
able, leave a message and someone will 
get back to you.

So don’t wait: reserve your place 
at the TCRA seminar program, and get 
ready for the first big industry event of 
the year. Call today… and we’ll see you 
in Louisville.

ATRA and TCRA, Together Again for the TCRA Seminar this April
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For more information and to apply visit www.raybestospowertrain.com/innovationaward

Raybestos Powertrain, in partnership with TCRA, looks to increase industry dialogue and provide a forum to share real-world, innovative ideas for the betterment of all 
torque converter rebuilders. In sharing these solutions, Raybestos Powertrain wants to improve the service we can provide to TCRA members, which in turn improves 
service to each member’s customer and the driving public. As part of its commitment to supply and support the torque converter rebuilding industry, Raybestos 
Powertrain is offering the Innovation Award, with a value of up to $10,000. Innovative ideas include; a solution to a specific or widespread technical or rebuilding 
problem, modifications or re-design of common rebuilding equipment or tooling, process-flow improvements, inventory control or production planning improvements that 
improve member profitability, innovative action that contributes to customer satisfaction or the advancement of the torque converter rebuilding industry as a whole.

Register to attend the 2014 TCRA Seminar
in Louisville, KY at www.tcraonline.com.3

w w w . t c r a o n l i n e . c o m

Develop an innovative solution that
benefits the torque converter industry.1

innovation
R A Y B E S T O S

award

R A Y B E S T O S

Share your solution with Raybestos
Powertrain by February 28, 2014.2

Entries will be anonymously scored 
and you could win up to $10,000.4

FOR YOUR INNOVATIVE TORQUE CONVERTER REBUILDING IDEA

YOU COULD WIN UP TO $10,000 
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10. If your attitude stinks, change it. No 
one — absolutely no one — wants to 
be connected with someone with a bad 
or negative attitude. 

11. Respond rapidly. When you receive 
information from a client, it’s a good 
thing to let them know you received it 
and will be working on it. That’s good 
communication.

12. Extend a firm handshake when being 
introduced to a customer. And firm 
is the key word. That loose, fish-like 
handshake isn’t a sign of confidence. 
Firm is key.

13. Thank you notes are still thought of as 
great. Take the time to jot off several 
each day to new, or better yet, older 
clients. Email thank you notes are just 
okay. A personal note is unexpected. 

14. Use your name when you answer the 
phone. Everyone likes to know who 
they’re speaking with. 

15. Use your listening skills more often. 
We all like to talk, mainly to show off 
how much we know. But listening to 
what the customer knows is much bet-
ter. Let others have the stage.

16. It shouldn’t take two people to give 
good customer service. Learn how to 
handle the situation yourself rather 
than trying to get rid of it by shipping 
it off to a coworker or supervisor. 

17. Show some empathy or sympathy 
when a customer complains. Doing 
or saying nothing when they feel they 
have a problem will put you in the 
doghouse fast. 

18. Learn to say, “I apologize for what 
happened.” Do something that will 
allow the customer to feel that you 
are apologizing. That quick, “Sorry 
’bout that” statement sounds as though 

you’re throwing the statement away. 
19. Be prepared. If you’re in customer ser-

vice, or any frontline position, expect 
things to happen. “Be prepared” isn’t 
just for the Boy Scouts. It’s for anyone 
who works with customers. Prepare 
for the unexpected.

20. When in doubt, leave it out. Writing 
a letter or calling a client? If you’re 
in doubt about using a certain word, 
leave it out or use something else. 

21. This is reserved for you to put in your 
own customer service tip. 
There you have it: 21 great ways 

to provide unexpected, great customer 
service. How many more can you think 
of? And how many can you put to work 
right away? 

Nancy Friedman will be a featured 
speaker at the November 2014 Expo in 
Las Vegas. She has an automotive speak-
ing background on sales and service with 
SEMA, Midas, Grease Monkey, Big O 
Tires, Goodyear, and dozens more. Find 
her at www.nancyfriedman.com or call  
314-291-1012.

21 Ways To Unexpected, Great Customer Service
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BRAND ONE Synthetics 
offers the Next 
Generation of Synthetic 
Lubricants

BRAND ONE Synthetics offers 
the Next Generation of Synthetic 
Lubricants for the Professional 
Automotive Installer with over 20 years 
experience. New Products Include

BRAND ONE Synthetic Universal 
ATF Protectant. The product is for use 
with virtually all automatic transmis-
sion applications. BRAND ONE ATF 
Protectant prevents overheating,sludge, 
converter shudder, and oxida-
tion. BRAND ONE Universal ATF 
Protectant  eliminates ATF confusion 
with out having to stock a wide variety 
of ATFs or different color bottles to 
do conversion services. BRAND ONE 
Synthetic Universal ATF Protectant is 
fortified with premium anti oxidant 
technology. 

BRAND ONE will Increase your 
profitability, reduce comebacks and 
insure customer satisfaction. Brand 
One has one of the most experienced 
and knowledgeable staff in the lubri-
cants field.

For more information or distribu-
tion contact BRAND ONE Synthetics 
info@brand1lube.com www.brand-
1lube.com Toll Free 855-880-5823 
International 901-754-7923

Sonnax Announces  
New VP of Sales and  
Account Director

Seth Baldasaro has been named 
director of strategic accounts. He’s been 
with Sonnax for 13 years, most recently 
serving as sales manager and director of 
North American sales. Before that, he 
was a sales rep and product line man-
ager for Sonnax’s transmission special-
ties. In his new position, Baldasaro will 
meet regularly with Sonnax business 
partners to explore opportunities for 
better service and strong customer rela-
tions.

“Sonnax is fortunate to have such 
a great relationship with its customers,” 
said Baldasaro. “I’m excited about the 
new opportunity to be working directly 
with customers at their locations and 
finding ways to develop and support 
their growth.”

Taking on the responsibility for 
all Sonnax sales activity and personnel 
will be Vice President of Sales Craig 
Stark. 

“I’m looking forward to being a 
contributing member of a company 
with a customer-centric mission and 
powerful culture of ‘can-do-ism,’” said 

Stark. “Sonnax is a market leader with 
a passion for developing high-quality 
products, providing outstanding techni-
cal support, and being responsive and 
friendly with customers.”

Stark most recently served as 
vice president of sales for Prestolite 
Performance in Clevelend, Ohio, the 
parent company of many performance 
brands including Mr. Gasket, Mallory, 
ACCEL, and Hays.

Prior to Prestolite, Stark served 
the transmission market as director of 
sales with Freudenberg NOK Corteco 
(TransTec). He has significant heavy-
duty experience with Bendix and 
STEMCO Truck Products, and began 
his automotive career selling drive-
line and suspension parts for Dana 
Corp. Stark is a graduate of Western 
Michigan University.

Visit Sonnax on line at www.son-
nax.com.

TransGo Introduces  
SK® U660E Shift Kit

TransGo is proud to announce 
another problem-solving product for the 
Toyota family of vehicles. Following 
on the proven success of the SK® 
750-WT and the SK® U151, the new 
SK® U660E Shift Kit was designed to 
correct, prevent or reduce the following 
common complaints:

•	 shuttle shift
•	 flare on 2-3 shift
•	 slips with throttle in 3rd or 4th
•	 TCC slip codes
Installation is easy with no boring 

or reaming tools required. Our drop-
in valve body repair parts restore key 
valve functions to ensure your repair 
efforts are successful the first time!

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.

Seth Baldasaro

Craig Stark
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The new SK® U660E Shift Kit 
fits the 2008 Avalon 3.5L, the 2007-09 
Camry 3.5L, and the Lexus 2007-08 ES 
350 3.5L, and is available from your 
distributor now!

For more, visit TransGo on line at 
www.transgo.com.

Raybestos Introduces 
New Impeller Hub for 
GM Transmissions

Raybestos Powertrain introduces 
its newest addition to their torque con-
verter parts line: the 245mm impeller 
hub for GM TH200C and TH700-R4 
torque converters, and the 300mm hub 
for 4L60E torque converters.  

Features and benefits of this new 
hub include industry hardness, concen-
tricity, and surface finish standards. Ask 
for Raybestos part number RGM90-
13G at your local Raybestos distributor.

For more, visit Raybestos on line at 
www.raybestospowertrain.com.

Mohammad Nazir Haque 

March 1, 1941 - November 13, 2013

Nazir Haque, one of the most rec-
ognized, effective International Sales 
people in the Transmission Aftermarket 
Industry passed away suddenly on 
November 13, 2013. 

Nazir was born in India on March 

1, 1941. He was a bright young man 
growing up and always knew he wanted 
to be a Salesman someday.  His father, 
however, had different ideas. Nazir 
granted his father’s wishes by going to 
college in Germany to be an Engineer. 
After graduating with an MBA, he 
went straight to sales, using education, 
attention to detail and personality to 
excel in his work. He spoke 9 different 
languages as he traveled the world vis-
iting his customers in the International 
Automotive Aftermarket. 

In 2009 Nazir retired after many 
years of services to our industry, but 
it was premature for a man with his 
vitality and energy. Realizing he missed 
his customers, in the International 
Automotive Aftermarket and the 
excitement of selling he called Kenny 
Hester, President of Whatever It Takes 
Transmission Parts and asked to work 
for them. Kenny immediately said yes 
and Nazir jumped back into his love 
of work in International Sales with 
enthusiasm. A large part of the excite-
ment when he came out of retirement 
to work for WIT was the opportunity to 
train his brother Sam Haque as a great 
International Salesman for WIT, who 
will now carry on the family tradition.  

Nazir was a family man first.  He 
leaves behind to cherish his loving 
memory: his wife, Talet of over 45 
years, a large close knit family, includ-
ing 5 grand children and a large group 
of worldwide friends. 

Nazir was an official “Good Guy” 
who touched people in a positive way 
with everything he did and everywhere 
he went.  He will be truly missed by 
his work family at Whatever it Takes, 
customers, and friends worldwide.

Changes to Jasper 
Production Leadership

After 17 years of leading the Jasper 
Transmission Division, Craig Leuck 
has accepted a new opportunity with 
the Jasper Production System (JPS) 
team, where he will support workshop 
and event teams, and teach and sup-
port continuous improvement activities 
throughout the company.

Craig began his career with Jasper 
19 years ago, spending two years in 
facility maintenance prior to joining the 
Transmission Division.

“I’m looking forward to the oppor-
tunity to join our Jasper Production 
System team,” said Leuck. “This change 
allows me to further my knowledge of 
our overall production system, support 
our Associates, and drive improvement 
throughout our organization.”

Sara Schmidt has been named the 
new Jasper Transmission division man-
ager. Sara joined Jasper eight years ago 
working in People Services. Sara has 
worked in the Crawford Transmission 
Division, transmission division man-
ager at Willow Springs, Missouri, 
DOJO manager, and most recently, 
division manager of Jasper Certified 
Components. 

“I’m both honored and excited 
to join the transmission team as we 
continue building upon its longstand-
ing reputation of remanufacturing high-
quality products,” said Schmidt.

“As Jasper continues on its journey 
to be the brand of choice to our custom-
ers, and the company of choice to our 
current and future Associate-Owners, 
we look for leaders with cross-func-
tional experiences willing to develop 
processes, develop people and lead 
change,” said John Schroeder, Jasper 
vice president of drivetrain remanu-
facturing. “Both Craig and Sara have 
proven track records of success and we 
are confident they will do well in their 
new roles.”

Mohammad Nazir Haque

Craig Leuck

Sara Schmidt
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For more, visit Jasper at www.jas-
perengines.com.

Tri Component 
Introduces Chrysler 
Press-on Race

Tri Component announces avail-
ability of the late Chrysler press-on 
inner race for A727, A518, and A618 
transmissions with the 14-roller clutch; 
part number 22750L. 

The early race, part number 22750, 
will continue to be available for prior 
drop-on applications.

Both races feature OE level engi-
neering, design, materials, and heat 
treatment. Parts are available from 
stock.

These races are an example of Tri 
Component’s ability to solve industry 
challenges by manufacturing compo-
nents that provide solutions to problem-
atic issues. 

To learn more please contact Tri 
Component at 718-402-2400 or visit 
their web site www.tricomponent.com.

Sonnax Named a Best 
Place to Work in Vermont

The employee-owned company of 
Sonnax Industries, Inc. was recently 
named one of the Best Place to Work 
in Vermont by the Vermont Business 
Magazine. Sonnax previously won 
this honor in 2012, the first time it 
participated in the annual statewide 
survey and awards program.

“The entire team at Sonnax is 
very proud and honored to receive 
this award,” said Sonnax President and 
CEO Tommy Harmon. “I believe this 
award represents success in executing 
one of the strategies of our mission 
statement: ‘provide our employees with 
a rewarding career experience that is 
respectful and challenging.’”

The awards program is designed 
to identify, recognize, and honor the 
best places of employment in Vermont, 

benefiting the state’s economy, its 
workforce, and businesses. 

Companies from across the 
state began the two-part process in 
2013 to determine the Best Places 
to Work in Vermont. The first part 
consisted of evaluating each nominated 
company’s workplace policies, 
practices, philosophy, systems, 
and demographics. The second part 
consisted of an employee survey to 
measure the employee experience.

The combined scores determined 
the top companies and final rankings. 
Best Companies Group managed 
the overall registration and survey 
process, analyzed the data, and used 
their expertise to determine the final 
rankings. Twenty seven companies in 
all made the 2014 list.

“We already believed we were one 
of the best places to work in Vermont, 
and receiving this recognition confirms 
that belief,” said Harmon.

For more information on the Best 
Places to Work program, visit www.
bestplacestoworkinvt.com.

Also from Sonnax, They 
Expand Toyota/ 
Lexus Solutions

Sonnax offers numerous, high-
quality solutions for Toyota/Lexus 
U660E/F and U760E units. Their prod-
uct selection was recently expanded to 
include:
•	 3 boost valve kits (47740-06K, 

47740-17K, 47740-19K)
•	 2 accumulator piston kits (47740-

11K, 47740-12K)
•	 Oversized B2 apply control valve 

kit (47740-27K)
•	 O-ringed end plug kit (47740-

21K)
…with more coming soon. These 

innovative kits are specifically designed 
by Sonnax experts to tackle multiple 
issues in these popular units.

Visit www.sonnax.com for details.

Tri-City Transmission  
Earns 2013 Angie’s List  
Super Service Award

Tri-City Transmission has earned 
the Angie’s List Super Service Award, 
reflecting an exemplary year of service 
provided to members of the consumer 
review service in 2013.

“We live to make our customers 

happy and are honored to have earned 
this award,” says Dave Riccio, owner 
of Tri-City Transmission.

“Only about five percent of the 
companies Tri-City Transmission 
competes with in the Phoenix area are 
able to earn our Super Service Award,” 
said Angie’s List Founder Angie Hicks. 
“It’s a mark of consistently great 
customer service.”

Angie’s List Super Service 
Award 2013 winners have met strict 
eligibility requirements, which include 
an A-rating overall plus recent and 
review periods; be in good standing 
with Angie’s List; have a complete 
profile; pass a background check; and 
abide by Angie’s List guidelines.

Angie’s List updates service 
company ratings daily. Companies are 
graded from A through F in areas from 
price to professionalism to punctuality. 
Members can find the 2013 Super 
Service Award logo next to company 
names on angieslist.com.

Tri-City Transmission is a family-
owned business that’s been providing 
transmission service and repair to the 
Phoenix, Arizona area since 1972.

Tri-City Transmission has an A+ 
Accredited Business rating from the 
Better Business Bureau (BBB) and is a 
member of the Automatic Transmission 
Rebuilders Association (ATRA).

Tri-City owner, Dave Riccio, has 
been in the automotive business for 
over 20 years. He’s co-host of Arizona’s 
number one car show, Bumper to 
Bumper Radio, every Saturday from 
11:00am–12:00pm on 92.3 FM KTAR 
in Phoenix. For more, visit www.
tricitytransmission.com.

Precision International 
Introduces New Kit for 
Ford 6-Speed

Precision International now offers 
an Overhaul Kit K10900B for Ford 
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6DCT250 and DPS6.
Applications:

Ford (USA): Fiesta 2011-13,  
Focus 2012-13

Ford (Non-USA): B-MAZ,  
C-Coupe 2012-13

C-MAX, EcoSport  
2012-13

Fiesta, Focus/C-MAX,  
Fusion 2010-13
For more, visit Precision on line at 

www.transmissionkits.com.

Tri Component Products 
Adds Abraham Lopez to 
Its Executive Staff

Tri Component Products announc-
es the addition of a new executive 
member to its staff: Abraham Lopez. 

Mr. Lopez has a degree from SUNY 
in Buffalo and extensive experience in 
marketing, sales, and business develop-
ment. Lopez has worked on product 
development and financial planning in 
a variety of different industries, includ-
ing director of sales in connection with 
an international high tech company. 

Lopez will be working with Tri 
Component’s staff to increase its mar-
ket share. He’ll bring his skills and 
experience to assist Tri Component in 
building a stronger bond with its cus-
tomers.

In addition, Lopez will be work-
ing on strengthening customer sup-
port, enhancing product planning and 
dealing with logistical issues to insure 
customer satisfaction.  Lopez repre-
sents the hiring of local talent that has 
advanced experience in fields critical to 
Tri Component. 

For more information on Tri 
Component Products, please visit www.
tricomponent.com.

Standard Transmission &  
Gear, Inc. Celebrates  
30 Years in Business

Standard Transmission & Gear, 
Inc. (STG), a Fort Worth-based stan-
dard transmission, transfer case and dif-
ferential parts wholesaler, will celebrate 
its 30th anniversary in 2014. 

STG is a complete stocking ware-
house with a focus on wholesale dis-
tribution. STG offers a full line of 
products and services, with over 10,000 
part numbers in inventory including 
transmissions, differentials, an exten-
sive clutch line, transfer cases, new and 
used parts, high performance to OEM 
replacement clutches and flywheels, 
repair of all one-ton and under standard 
transmissions, and is the only TREMEC 
Elite distributor in North Texas.

“Our mission is to provide our 
customers with the type of custom-
er service you can only receive at a 
family-run business: quality, honesty 
and efficiency,” said Bert Thompson, 
president of Standard Transmission & 
Gear, Inc. “We are always focused on 
expanding our product lines and offered 
services to offer our customers the best 
quality we can.”

To demonstrate commitment 
of quality, STG focuses on specialty 
transmission repairs rather than typical 
transmission shop offerings. With three 
new product lines coming in 2014 and a 
secondary shop that opened in Tucson, 
Ariz. in 2012, STG plans to continue 
expansion beyond two locations in the 
coming years.

STG will celebrate its 30th anni-
versary throughout 2014, including a 
special customer appreciation day, spe-
cial pricing, and deals and offers.

For more information on STG, 
please visit www.standardtransmission.
com.

49 New Part Numbers 
Added by ZF Services, 
LLC to the Sachs Clutch 
Line in 2013

• 49 new clutch part numbers added 
to the Sachs clutch product line by ZF 
Services, LLC

• Company has 75 new parts 
planned for 2014.

ZF Services, LLC, the strate-
gic aftermarket business unit of ZF 
Friedrichshafen AG in North America, 

is pleased to announce the launch of 49 
new parts added to the Sachs passenger 
car and light truck clutch product line 
during the course of 2013.

The new part numbers added 
throughout the year included 24 new 
complete clutch kits, 11 flywheels and 
14 hydraulic SKUs. One of the top 
clutch kits released during the past year 
fit the 2013-2006 Audi A3 and VW CC, 
EOS, GTI, Jetta and Passat. Sachs is the 
original equipment clutch supplier for 
these applications.

ZF Services, LLC has planned to 
add 75 new parts to the line in 2014. 
Numbers are announced on a monthly 
basis and the new number form is 
uploaded to the ZFSPU page at www.
zf.com/us/sachs.

For more information about Sachs 
clutch components, contact your near-
est Sachs authorized distributor, Sachs 
sales representative today or visit www.
zf.com/us/sachs. 

Capital Core Introduces 
New Branding and Image 
Campaign

Columbus, OH – Capital Core, 
Inc., a leading supplier of transmission 
components serving the Midwestern 
United States, has introduced a new 
branding campaign to communicate the 
company’s diverse product line and 
personalized customer support.

The new branding includes refin-
ing the company’s logo by adding 
“Business Made Personal,” a position-
ing line that spells out Capital Core’s 
emphasis on customer service. Capital 
Core has also introduced new packag-
ing, product line literature and advertis-
ing in key automotive aftermarket pub-
lications to promote their  “Business 
Made Personal” philosophy.

“As Capital Core expands through-
out the Midwest, we recognize our 
success comes from offering great cus-
tomer service.  Our ‘Business made 
personal!’ philosophy really separates 

Abraham Lopez
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us from other distributors,” said Neil 
Shingala, Vice President of Capital 
Core.

“We also offer premium brands 
and the widest selection of transmis-
sion parts needed to complete any job,” 
noted Jay Shingala, President of Capital 
Core. “Quality, service and parts avail-
ability are critical,” he added.

     For more information call 
800.223.1884.

New Product Introduction 
- Suzuki A174

Now available TransTec® over-
haul kit DP2624 which services the 4 
Speed Suzuki A174 transmission. This 
transmission is found in the following 
models. 

Featured Sub Kit and Components

Kit DP2624 is in stock and avail-
able for immediate shipment!

TransTec® and Duraprene® are 
registered trademarks of Freudenberg-
NOK Sealing Technologies.

For more information: T: 419-
499-2502 • F: 419-499-2804 • www.
TransTec.com

Sonnax Expands Toyota/
Lexus Solutions

Sonnax offers numerous, high-
quality solutions for Toyota/Lexus 
U660E/F and U760E units. Product 
selection recently expanded to include:

• 3 Boost valve kits (47740-06K, 
47740-17K, 47740-19K)

• 2 Accumulator piston kits (47740-
11K, 47740-12K)

• Oversized B2 apply control valve 
kit (47740-27K)

• O-ringed end plug kit (47740-
21K)
and more coming soon. These 

innovative kits are specially designed 
by Sonnax experts to tackle multiple 
issues in these popular units. Visit 
www.sonnax.com for details.

JASPER 
Remanufactured  
Late GM 5.3L Engines  
Are Now Available

Jasper Engines & Transmissions 
offers an extension to a current 

remanufactured gas engine line.  
The late-model General Motors 
5.3L V8 engine is available for the 
following 2010-2013 applications:
•	  Chevrolet Avalanche, Tahoe, 

Suburban, Colorado, and 
Express

•	  GMC Yukon, Canyon, and 
Savanna

•	  Hummer H3

The JASPER remanufactured 5.3L 
engine has several advantages:
•	  Installed and 100% tested Variable 

Valve Timing gear.

•	  A tighter piston-to-wall clearance 
to prevent “cold piston slap.”

•	  Cylinder heads are pressure tested 
to ensure quality

•	  Latest-design OE lifters are 
installed to reduce lifter noise.

•	  100% new head bolts are installed 
to ensure proper clamp load.

JASPER remanufactured engines 
are subject to strict, high-quality 
processes:
•	  Disassembly, meticulous 

inspection, and cleaning of 
components.

•	  Precise machining for reliable 
performance.

•	  Head surfaces statistically 
monitored to assure proper sealing 
with the block.

•	  JASPER’s research and product 
development ensures inherent 
problems in OEM design are 
corrected.

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

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

Each engine is covered by 
JASPER’s 3-year / 100,000 mile 
nationwide transferable parts and labor 
warranty. Full warranty disclosure is 
available on our web site or upon 
request.  

For more information on the 
remanufactured gas engines from Jasper 
Engines & Transmissions, call 800-
827-7455, or visit www.jasperengines.
com.

© 2014  Freudenberg-NOK Sealing Technologies  

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

Suzuki A174

Kit DP2624 is in stock and available for immediate shipment!

Now available TransTec® overhaul kit DP2624 which services the 4 Speed 
Suzuki A174 transmission. This transmission is found in the following models.

TransTec® and Duraprene® are registered trademarks of 
Freudenberg-NOK Sealing Technologies.

Featured Sub Kit and Components

 3576 Sealing ring kit 00-UP

 B11599 Duraprene® pan gasket 00-UP

 B29746 Rear extension housing seal 00-UP

 B37254 Converter hub seal 00-UP

 B29898 Manual lever seal 00-UP

Description   TransTec® 
Number   Years

  MODEL ENGINE TYPE/SIZE YEARS
EVERY L3 0.7L, L4 1.3L 00-07

JIMNY L3 0.7L, L4 1.3L 00-04

LANDY L4 1.4L 07-11

CARIBIAN L4 1.3L 00-06

E-RV L4 1.3L 01-03

ESCUDO L4 1.3L 00-05

MODEL ENGINE TYPE/SIZE YEARS
EVERY L3 0.7L, L4 1.3L 00-07
JIMNY L3 0.7L, L4 1.3L 00-04
LANDY L4 1.4L 07-11
CARIBIAN L4 1.3L 00-06
E-RV L4 1.3L 01-03
ESCUDO L4 1.3L 00-05

TransTec® 

Number Description Years

3576 Sealing ring kit 00-UP
B11599 Duraprene® pan gasket 00-UP

B29746 Rear extension housing 
seal 00-UP

B37254 Converter hub seal 00-UP
B29898 Manual lever seal 00-UP
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Our Machine Shop rebuilds pumps, 
converters… repairs drums… 

and welds aluminum... 

Mention this ad and receive a 10% discount off 
any ticket $500-$1000. One time use. Thru nov 2013 

We are a full line supplier  
with 3 locations to serve  you. 
Automatic, Standard, Transfer 

Case Parts. New & Used. 

1-800-835-1007 

www.areds.com 

Ansermatic Tested Dyno Tested 

Remanufactured 
Transmissions                     
with Converter                      

IN STOCK 
1-800-369-6601 

silverstartransmission.com 

It’s a good one! 

Mercedes 

Sprinter
s 

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

ECM  TCM  PCM  BCM
Foreign & Domestic

AUTOCOMP

One Year Warranty

Computer Module Specialist

A/C COMPRESSORS
A/C PARTS

A/C Parts Specialist

Off Vehicle Flash Programming Transmission Control Module (TCM)
Engine Control Module (ECM)

Accept Major Credit Cards 

Technologies, Inc.

8515 North Freeway, Houston, TX 77037

COMPUTERS

888-217-4072

COMPUTERS
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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?

G-CorAutomotive.com

find what you’re find what you’re find what you’re 
looking for?

Just  
Ask!

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

QUALITY. KNOWLEDGE. SERVICE.QUALITY. KNOWLEDGE. SERVICE.

• Light duty manual 
transmission parts for both 
foreign and domestic

• Transfer case component parts
• Fully dyno tested 

remanufactured transmissions 
and transfer cases

• Superior Technical Knowledge
• Give us a call TODAY!

1-855-972-22301-855-972-2230
8933 NE Marx Dr Ste A1 • Portland, OR 97220-1472

QUALITY. KNOWLEDGE. SERVICE.

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

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

* 1 YR Warranty*
*Tech Support*

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

NOW OFFERING
*SONNAX Updated Pumps*

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

600 Bruckner Road
Spartanburg, SC

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

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

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net

SPRINTER Transmissions

1shoppers 314.indd   69 2/26/14   1:20 PM



70    GEARS   March  2014

of our shop and job application. (805) 
852-7700.   ATRA Mbr

HELP WANTED: Why freeze up north! 
Paradise Transmission in Key West 
Florida is looking for a general mechanic 
with diesel experience and an R&R man. 
Best fi shing and diving in this part of 
the world and great climate. Enjoy the 
laidback keys life. Experienced 
techs only need apply. E-mail 
paradisetransmissi@att.net or call 
(305) 293-0923. ATRA Mbr

HELP WANTED: Positions Available in 
Oregon - INSIDE PARTS SALES: 3 years 
minimum transmission parts experience.  
Must be knowledgeable in hard parts, 
soft parts, and torque converter sales.
TORQUE CONVERTER BUILDER:  3 
years minimum torque converter expe-
rience.  Must be knowledgeable in all 
phases of converter rebuilding. GEN-
ERAL MANAGER:  Minimum 6 years 
experience managing a production facil-
ity.  Candidates for this position would 
possess a lot of general business and 
transmission knowledge with experience 
in management, customer service, sales, 
computer usage. Portland Torque Prod-
ucts offers competitive wages and bene-
fi ts.  Please send your resume to Dave@
portlandtorque.com.  If you would like to 
talk, please e-mail your phone number or 
call me at 800-640-0970 and leave me a 
message and I will return your call in the 
early evening if you like.  All inquiries will 
be strictly confi dential.           ATRA Mbr

BUSINESS FOR SALE: 12 Bay Trans-
mission Shop with 7 lifts and over 
$200,000 worth of equipment and inven-
tory includes modern 12 camera DVR , 
large waste oil heater , customer list go-
ing back 10 years and much more ask-
ing $180,000. Also available 9800 sq. ft. 
building for sale or rent located less than 
half a block from one of the busiest 4 lane 
highways in Chattanooga, Tennessee. 
Call Lucy Sane (706) 979-1287.
 ATRA Mbr 

EQUIPMENT FOR SALE: TCRS Auto 
Alinger Welder, electronic balancer.low 
volume. Call to make an offer, pictures 
and more info available via email: kings@
birch.net or Kings Transmission Phone: 
(931) 388-0964. ATRA Mbr

EQUIPMENT FOR SALE: TCRS single 
gun torque converter welder. Works good 
with all adapters. For information or pho-
tos please contact Marcin at (239) 707-
8054. ATRA Mbr

HELP WANTED: Due to increased 
sales, we have an opening for an expe-
rienced, detail oriented rebuilder. Clean, 
organized shop, top pay. Visit: www.certi-
fi edtrans.com/employad.html for more in-
formation. Follow the links for video tour 

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

March  2014

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325
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

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Innovative 
Solenoid 
Solutions 

Innovative 
Solenoid 
Solutions 

Maxx Fluxx™

Bushings
Maxx FluxxMaxx Fluxx™

Bushings
Minimal or No Adjustment Required

For The Ford 5R55N/W/S

Get Shop 
Insurance 
Now!
Available 
Nationwide.
(Restrictions may apply)

heffins.com/atra
License #0564249

Pushes 18,000 lbs up a 5% grade.
Safe for use on plastic bumpers.

powerpusher.com | 800-800-9274
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3/8/2014 – Boston, MA 3/15/2014 – Phoenix, AZ 3/22/2014 – Biloxi, MS

3/29 – Coeur D’Alene, ID 4/5 – Minneapolis, MN 4/12 – St. Louis, MO

4/26 – Concord, CA 5/3 – San Antonio, TX 5/10 – Des Moines, IA

ATRA'S POWERTRAIN EXPO 2014  •  Oct 30- Nov 2, 2014

Don't Miss the ATRA SEMINAR Near You!

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

to come!

2014 ATRA TECHNICAL SEMINARS 

800.428.8489
http://members.atra.com

MEMBERS.ATRA.COM

2

HELP WANTED: Large 12 bay shop searching for a driveability 
/ diagnostic technician in the Jacksonville, FL area. Experience 
required, w/ good leadership skills. Locally owned and operated, 
looking for a new addition for our team to continue to grow in 
the future. Shop is located approx 30 minutes from the beaches, 
mild winters, and within minutes of the St. Johns river, world fa-
mous for its great fishing! Great relocation opportunity for the 
right technician, no state or local income taxes! Contact Jason 
for more information: aamco356@gmail.com. ATRA Mbr

HELP WANTED:  Experienced Installer/Swingman who wants 
to learn to rebuild from a master rebuilder.  Must have cur-
rent references, 40 hours per week, no weekends, A/C in the 
summer and Waste oil heat in the winter, 401k plan, one week 
paid vacation after one year. Call Jay at (860) 646-0022 - 24/7,  
Manchester CT. ATRA Mbr

HELP WANTED: Inside Sales – International clutch plate manu-
facturer seeking an inside sale position. Good Technical skills 
and experience in automatic transmission parts is preferred. 
Send resume to: hr@altousa.com. ATRA Mbr

HELP WANTED: Well established transmission shop with mul-
tiple locations looking Service Writer, R&R Technician and Train-
ee/Driver. Contact (818) 823-8685 or (714) 552-6608. ATRA Mbr
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CALENDAR ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2013 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule 
on page 71 or at:
http://members.atra.com/?page=Technical_Seminars
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SPECIALS
A340 O/D Planet Set  V6  $ 125
 V8  $ 175
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