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by Dennis Madden
members.atra.com

FROM THE CEO

Every now and again we get to 
compare businesses that are 
doing really well with others 

that are just doing okay. What we learn 
from these comparisons are practices 
we can often use in our own businesses.

The beauty of comparing 
businesses outside our industry is it 
enables us to remove emotion and our 
own prejudices from the equation. I 
mean, really, how many businesses have 
you criticized as a customer and asked, 
“Why would they do that?” It puts you
in the position of the customer, which 
is harder to do when talking about your 
own business.  

I recently spent some time at 
Disneyland. On the trip home I 
passed another popular theme park: 
Magic Mountain. I like them both but 
I’m  really a fan of only one. Magic 
Mountain, a Six Flags park, is about 
25 miles from my home in Ventura, 
California; Disneyland is about 90 
miles away.

For absolute thrills it’s hard to beat 
Magic Mountain. It’s loaded with some 
of the best roller coasters in the country. 
One of my favorites, Apocalypse, is a 
nail-biter and will leave you catching 
your breath at the end.

But, as good as the coasters are, 
there isn’t much of an experience at 
Magic Mountain. It’s a piece of land 
with a bunch of coasters. The shops 
are okay, the restaurants are fair, and 
the grounds are… unremarkable. I visit 
the park once every fi ve years or so, for 
part of a day. A ticket costs $68 and you 
can get an annual pass for $73.    

Disneyland is different: The rides 
are no match for the thrills at Magic 
Mountain, but it keeps you coming 
back for the experience. I once had the 

pleasure of having lunch with a Disney 
Imaginer and learned that everything 
they do tells a story: the attractions, the 
restaurants, the grounds… everything.

In fact, Disney has only one ride 
in all of their parks: Mr. Toad’s Wild 
Ride. Everything else is referred to as 
an “attraction.”   

They don’t have employees, they 
have cast members. The grounds 
are impeccable and they have some 
really great restaurants. I actually took 
my wife (who’s a bigger Disney fan 
than me!) to Disneyland for our 16th
wedding anniversary. We went to the 
Napa Rose; a 4-star restaurant at the 
Grand Californian resort. That meant 
driving 90 miles for dinner and then 
driving 90 miles home; she was thrilled, 
by the way.

Tickets to Disneyland are $92 and 
an annual pass with no date restrictions 
is $669. The Madden family spends 
over $1,600 per year for annual passes 
and we’ve bought annual passes every 
year for 20 years.

We’ve had a “Disney Christmas” 
every year since 1993 and go there 
for special occasions. And if you think 
that’s fantastic, we belong to the Disney 
Vacation Club (it's a time share at Walt 
Disney World) and go there about once 

a year, and have taken four Disney 
cruises.

So what’s the difference? The 
experience! There’s a terrifi c quote by 
writer and poet Maya Angelou: “People 
will forget what you said. People will 
forget what you did. But people will 
never forget how you made them feel.”

We are all someone’s customers. 
After a hard day’s work you like to go 
to your favorite pub or restaurant, and 
you’ve seen your favorite place go 
downhill to the point that you stopped 
going. We are all fans of a few places, 
customers of a dozen or so, and former 
customers of many. 

The same is true for transmission 
shops: Many people are looking for an 
experience. These aren’t price shoppers 
but the good customers you wish you 
had more of. 

And that experience begins when 
you answer the phone: In a recent 
What’s Working study, we discovered 
that about 20% of the shops didn’t even 
bother to identify their shop name when 
they answered the phone. How’s that 
for building an experience?

Remember, customers generally 
don’t want to come to a transmission 
shop; they have to be there. It’s up to 
you to turn that visit into one they can 
remember fondly… one they’re only too 
happy to share with friends and family. 
The difference may be as simple as how 
you answer the phone or how you greet 
them when they come through the door.

When you look at other businesses 
the reason for their success or failure is 
obvious. The reason for your success 
or failure is obvious to your customers, 
too. Now, where’d I leave my mouse 
ears?

It Isn’t the Ride… 
It’s the Experience

Remember, 
customers generally 
don’t want to come 

to a transmission 
shop; they have to 

be there.
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The Mystery of the Rotating Bearing!

There are days when you spend 
lots of time investigating prob-
lems only to come up short or 

the trail runs dry. Today we’re dealing 
with U660E issues that, until now, were 
a mystery. 

The U660E appeared in the Lexus 
ES350 and the Toyota Camry in 2007 
and were followed by five additional 

models in the U.S. over the next four 
years:

• RX350 2010-13
• Avalon 2008-12
• Highlander 2008-12
• Sienna 2010-13
• Venza 2009-13
About six months ago we started 

seeing Toyotas with multiple com-

plaints: harsh or erratic shifts, engage-
ment problems, and converter clutch 
issues. All of the transmissions were 
torn down for repair. The only prob-
lems found were sticking valves and a 
fine metal in the pan.

Not one component appeared to 
be damaged, but the valve body bores 
and solenoids were clogged with a fine 

Figure 1

STREET SMART

by Mike Brown
members.atra.com

The Mystery of 
the Rotating 
Bearing! Toyota U660E shift problems traced 

back to case wear and damage; the 
fix requires replacing the case.
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The Mystery of the Rotating Bearing!

aluminum. As the investigation went 
from days, to weeks, to months, shops 
were being inundated with this prob-
lem. 

As with any investigation you need 
the facts. Here are the facts of this situ-
ation:
•	 We have metal throughout the 

transmission; fine metal.
•	 We have sticking valves and worn 

bores caused by this metal.
•	 We have torque converter slip and 

ratio codes associated with it.

I made sure that the next time a 
U660E failure occurred I would be 
there. Then it happened: We got a trans-
mission in with the exact conditions 
we were hearing about. It was time to 
interrogate the subject!

During the unit teardown I found 
a very interesting issue with the coun-
terdrive gear double ball bearing in the 
case (figure 1). It moved! It rotated in 
the case, freely, without resistance. But, 
when I attempted to remove the bear-
ing, it felt like something was holding 
it in place. 

Turns out the bearing is installed in 
the case and has a snap ring to secure 
it (figure 2). It’s supposed to be a non-
removable bearing, but Toyota sells a 
replacement.

So the bearing was spinning in 
the case, which created the fine metal, 
which, in turn, caused the shifting 
issues and torque converter slip. But 
we hadn’t discovered why the bearing 
was spinning in the case. It was time to 
dig a little deeper!

Then we noticed something even 
more interesting: Nothing was dam-
aged except the case where the center 
bearing rides. A closer examination 
revealed the front of the case was close 
to specification but the rear was way off 
(Figure 3).

Figure 2

Figure 3

Turns out the 
bearing is installed 

in the case and 
has a snap ring to 

secure it.
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The Mystery of the Rotating Bearing!

So what was happening was sim-
ply a torque issue. The unit is pretty 
beefy for a front wheel drive: The ring 
gear and carrier weigh 45 lbs. and 
the two transfer gears are fairly stout 
(Figure 4). That’s all at the front of the 
transmission. It’s the back half that’s 
having the issue. 

From the center of the case the 
planetary is connected to the transfer 
gear by splines and a lock nut. The 
planetary is then splined to the sun gear, 
direct ring gear, and finally to the end 
clutch (Figures 5 & 6). The sheer torque 
of the unit, especially those mated to 

Figure 5

Figure 4

The ring gear and 
carrier weigh 45 
lbs. and the two 

transfer gears are 
fairly stout. That’s 
all at the front of 
the transmission. 
It’s the back half 
that’s having the 

issue. 

Case Support Point

Case Support Point
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The Mystery of the Rotating Bearing!

3.5L and 3.7L V6 engines, is what’s 
causing the issue. It’s literally flexing 
the case where the bearing contacts it.

As it stands right now there’s no 
aftermarket fix for this condition. It’s a 
costly repair, requiring you to replace 
the case. And there’s nothing to stop it 
from happening again.

For now you can get a used case 
for about $175. Make sure the bearing 
is tight; if the bearing moves, that case 
is bad, too.

If a good used case isn’t available, 
you’ll need a new case from the dealer, 
part #35141-07011, at a cost of nearly 
$1,200. You’ll also need a bearing for 
about $110, part #90369-72001, and a 
new snap ring for another $2.43; part 
#90520-99110. 

The Toyota service manual says 
you can press the bearing out and 
replace it with a one. You can’t! We 
tried to cut it out with die grinders but 
that didn’t work. So we used a cutting 

torch to cut it out, just to check the case, 
measure it, and report the information 
to the industry. 

When the bearing starts to rotate, 
it sends metal throughout the unit, 
solenoids, valve body bores, planets — 
everywhere you look, it’s there. That’s 
followed by a flare on the shift because 
the solenoid is clogged with metal from 
the planet. 

Book ’em Dan-O! We found the 
answer to our mystery… well the cause 
at least. I’m sure it won’t be long before 
the aftermarket comes up with sleeves 
or boring tools with a new sleeve and 
bearing, but, until then, be aware of 
this issue. If you miss it, it’ll cost you 
a comeback. 

Case closed!

Figure 6

As it stands right 
now there’s no 
aftermarket fix 

for this condition. 
It’s a costly repair, 

requiring you 
to replace the 

case. And there’s 
nothing to stop it 
from happening 

again.

Center
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Keeping Cool: A Cooling System Primer

Over the last few decades, 
we’ve watched as more and 
more vehicle operating sys-

tems have crossed over into the trans-
mission world. Today you can’t just be 
a transmission specialist: You have to 
understand the whole car.

But one area that has always had a 
lot of impact on transmission health is 
the car’s cooling system. That’s because 
the cooling system not only cools the 
engine; it’s also critical for keeping the 
transmission cool.

And heat has always been the 
transmission’s biggest enemy. In fact, a 
faulty cooling system will affect trans-
mission life long before the engine 
overheats.

So, with the summer months upon 
us, now’s the perfect time to give your 
customers’ cooling system a once-over, 
to make sure they’ll be able to keep 
their transmissions in tiptop condition 
as temperatures begin to soar.

The Cooling System
Today’s cooling system consists of 

these basic components (figure 1):
Radiator — transfers heat from the 

engine and transmission to the 
outside air.

Heater core — transfers heat from the 
engine to the passenger compart-
ment.

Radiator cap — keeps the cooling sys-
tem pressure balanced properly.

Overflow tank — maintains the coolant 
level in the system at all tempera-
tures.

Thermostat — brings the system to 
operating temperature quickly 
and keeps it there.

Cooling fans — moves air past the radi-
ator to transfer heat at low road 
speeds; may be either mechanical 
or electric.

Water pump — moves the coolant 
through the system.

Hoses — connect the cooling system 
components.

Belts — keep the water pump and fan 

operating (some vehicles).
And finally, the coolant. While 

coolant was once just water with a little 
alcohol added to keep it from freezing, 
today’s coolant is a marvel of chemical 
technology. And it needs to be checked 
and maintained to keep it working 
properly.

Start with Why
As with nearly any vehicle service, 

your first step should always be to talk 
to the customer. Ask if they’ve noticed 
any problems. Then ask again.

KEEPING 
COOL: 
A Cooling System Primer

Figure 1: Here are a few of the main components that make up 
the basic cooling system on today’s cars.

by Mark Puccinelli 
and Steve Bodofsky

members.atra.com

KEEPING KEEPING 
by Mark Puccinelli 
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Keeping Cool: A Cooling System Primer

And be specific: If the customer’s 
noticed the engine getting too hot, find 
out when. If the engine overheats while 
driving on the expressway, you know 
you aren’t dealing with a fan prob-
lem, because the fan isn’t necessary at 
speeds over about 40 MPH.

On the other hand, if it’s heating 
up in traffic but not on the open road, 
you’re probably looking at an airflow 
problem, such as a faulty fan or even a 
damaged or missing fan shroud.

Low temperatures (not much of a 
problem in the summer!) usually indi-
cate a thermostat problem.

And let’s not forget heater core 
leaks; these can show up as a drip on 
the passenger’s shoe or as steam that 
fogs the windows and won’t dry up. It’s 
usually accompanied by a sickeningly 
sweet smell or taste.

Once you have the customer’s 
observations in hand, you’re ready to 
check the car.

Initial Examination
WARNING — Cooling systems 

can get very hot; over 300ºF (150ºC)! 
That’s hot enough to cause serious 
damage. To avoid injury, always per-
form your initial checks with the engine 
cold. And always make sure the engine 
is off when reaching into the engine 
compartment.

Begin your checks with a simple 
visual examination. Look around for 
anything obvious, like a stain that indi-
cates a leak, or a puddle of coolant.

If the water pump is exposed, 
check it for any wobble or looseness in 
the shaft. Any movement indicates the 
water pump is worn out. And check the 
pump vent hole from underneath for 
indications of a leak.

This is also a good time to reach 
in and check the hoses and belts. Make 
sure the hoses are firm and pliable. If a 
hose is too hard or too mushy it should 
be replaced. Check the belts for loose-
ness, glazing, cracks, breaks, and so on. 
Adjust or replace as necessary.

Coolant Checks
Now you’re ready to check the 

coolant. Start with the overflow tank; 
it should be full to the cold level. Any 
lower may indicate a leak in the system.

Next remove the radiator cap (or 
system cap on some vehicles). The 

coolant should be full and reasonably 
clean and clear. Any debris or con-
taminants indicate a problem that you’ll 
need to check carefully.

Once you’re sure the coolant looks 
okay, you should test it. Sounds simple, 
right? Maybe not, because there are a 
lot of different coolants on the market, 
and that simple, specific-gravity gauge 
you bought 25 years ago won’t work 
for all of them.

You could buy a refractometer (fig-
ure 2), which will allow you to check 
nearly every type of coolant, but a sim-
pler — and cheaper! — test is to use a 
coolant test strip. There are several on 
the market; the folks at CAT Products 
(www.run-rite.com) offer the Acustrip 
brand (figure 3).

These strips allow you to check the 
coolant for a wide range of issues:

•	 freeze point protection

Figure 2: A refractometer is a great tool for checking the protection level for just about every 
type of coolant. It’s easy to use, but can be a bit pricey.

Figure 3: A less-expensive way to check the coolant is a test strip. Acustrip makes strips for 
checking a wide range of conditions.
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Keeping Cool: A Cooling System Primer

•	 boil-over protection
•	 alkalinity 
•	 pH level
There are also strips available for 

checking other conditions, such as chlo-
ride and sulfate contamination. These 
corrosive elements are often introduced 
when water was added and can damage 
the system. So it’s a good idea to check 
for them.

The strips are cheap — only a few 
cents a test — and easy to use. Just dip 
the strip into the coolant (figure 4), 
wait a minute or two, and compare the 
colors on the strip with the ones on the 
bottle.

And because they’re so easy to 
read, they provide a great sales tool for 
showing the customer why he needs the 
system serviced.

You can address alkalinity or pH 
problems with an additive to neutralize 
the acids. Low protection will require 
adding fresh coolant or even replacing 
the old coolant completely.

[CAUTION] — Engine coolants 
are considered a hazardous material; 
never pour used coolant down the 
drain. Always dispose of used coolants 
through a proper hazardous materials 
handler.

Pressure Tests
Cooling systems operate under 

pressure; about 15 PSI on most vehi-

cles. This pressure is important because 
it raises the boiling point about 3ºF 
(1.7ºC) for every PSI added. So 15 
PSI raises the boiling point about 45ºF 
(25ºC).

When combined with the boil-over 
protection of the coolant, that means a 
good working system can reach tem-
peratures of around 250ºF (121ºC) 
without boiling over.

But because the cooling system 
operates at about 15 PSI, it means that 
leaks may not show up unless the sys-
tem’s under pressure. So it’s important 
to check the system for leaks while 
pressurized.

To check the system and the radia-
tor cap, you’ll need a cooling sys-
tem pressure test kit. There are several 
available on line for prices ranging from 
about $70 to $250. The more expensive 
ones generally included more adapters, 
to allow them to fit more cars.

Your first step should be to check 
the cap rating. It should say how many 
PSI it’s designed to hold (figure 5). 
Connect the cap and apply pressure. 
The cap must hold pressure close to 
its rating, and it should release pres-
sure instantly as you continue to try to 
add pressure. If the cap fails either test, 
replace it.

Next check the cooling system 
(figure 6): Attach the pressure tester 
to the radiator and pump it up to the 

pressure cap rating. Then leave it sit for 
about 10 minutes or so.

While the system has pressure 
applied, check for any sign of leaks. 
That includes the radiator, heater core, 
water pump, engine block, and so on.

After about 10 minutes, check the 
gauge; pressure shouldn’t have dropped 
more than about one PSI. Any more 
than that indicates a leak you didn’t see. 
You’ll need to keep looking to identify 
those leaks. In some cases, fixing them 
may be as simple as tightening a hose 
clamp.

If you have to add or replace the 
coolant, make sure you know how to 
fill the system. Many cars today have 
the radiator mounted lower than the 
engine. These cars have bleeders on 
the engine to bleed air from the cooling 
system and let it fill completely.

Failure to bleed the air out of the 
system will cause overheating prob-
lems. So check your shop service data 
for any specifics for bleeding the cool-
ing system.

Warmup Checks
Once you’re sure the rest of the 

system is okay, you’re ready to check 
its operation. Close the system and start 
the engine. 

Monitor the temperature as it 
warms up; you can connect a scan tool 
to keep an eye on the temperature.

Check the thermostat by checking 
the temperature of the upper radiator 
hose; the hose should remain fairly 
cool until the thermostat opens. Then 
it should heat up almost immediately. 
Compare when it opens to the tem-
perature shown on your scan tool; the 
thermostat should open around 180ºF to 
195ºF (80ºC to 90ºC) on most vehicles.

If the thermostat opens too early, or 
if the hose warms up slowly, the ther-
mostat is faulty; replace it with a new 
one. And make sure you use the one 
recommended for the vehicle; never use 
a colder one. That’ll just cause perfor-
mance problems, reduce gas mileage, 
and increase vehicle emissions.

Another way to monitor tempera-
ture is with an infrared thermometer. 
These things are great: Just point and 
measure. And their cost has come way 
down in recent years. Harbor Freight 
has one on sale for just under $30!

Figure 4: A test strip is easy to use; just dip the strip, wait for a few seconds, and then com-
pare the strip color pads with the colors on the label.
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Check the Fans
Once the engine warms up, check 

the cooling fan operation. If it’s an 
electric fan, on most cars the fan should 
start running at about 220ºF to 230ºF 
(105ºC to 110ºC). The fans should shut 
off when the temperature drops about 
5º to 10º.

If the fan won’t start, look for an 
electrical problem at the fan, its control 
relay, or, on some vehicles, the control 
switch. If the fan runs but the cooling 
system temperature won’t drop, suspect 
a radiator problem.

While the fans are running, consid-
er checking for AC noise in the electri-
cal system. Connect your digital meter 
to the battery terminals and set it to 
measure AC Volts. Then check the AC 
when the fans start running; it shouldn’t 
jump more than about half a volt.

Any more than half a volt indicates 
a fan motor problem, which can affect 
engine and transmission operation. 
While some fans have a capacitor to 
eliminate this electrical noise, in most 
cases you’ll have to replace the fan.

Of course, not every car uses elec-
tric fans. If the car or truck has a 
mechanical fan clutch, here’s an easy 
check:

With the engine idling, watch the 
fan. Then turn the engine off and start 
counting: “one-Mississippi, two-Mis-
sissippi…” If the fan doesn’t stop by the 
time you reach the second Mississippi, 
suspect a faulty fan clutch.

Trans Cooler
There’s one more check you’ll 

want to make on the cooling system: 
the transmission cooler. These coolers 
have to provide adequate flow and they 
have to keep the coolant sealed from 
the transmission fluid.

We discussed how to check the 
cooler flow on page 36; we’ll look at 
how to check the transmission fluid for 
signs of glycol contamination in next 
month’s issue of GEARS.

Cooling systems aren’t just about 
the engine; they play an important role 
in the continued life of your customers’ 
transmissions. So, with the summer 
approaching, this is a great time to 
make sure that cooling system will be 
keeping things cool for you and your 
customers as the temperatures begin 
to rise.

Figure 5: The radiator cap should say how much pressure it’s designed to hold; this one’s 
rated for 16 PSI. The cap should hold just about 16 PSI and release anything more than that.

Figure 6: Pump the cooling system up to the pressure rating shown on the cap and let it sit 
for at least 10 minutes. If any more than about 1 PSI leaks out, suspect a leak.

If the fan won’t start, 
look for an electrical 
problem at the fan, 
its control relay, or, 

on some vehicles, the 
control switch
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Common Complaints with the ZF6HP26/6R60

In this issue of Keep Those Trannys 
Rolling, we’re going to look at 
some of the most common valve 

body problems with the ZF6HP26 or 
6R60 transmissions. These problems 
range from harsh or poor engagements, 
poor shift quality, TCC issues, to lack-

of-lube conditions.

Engagement Problems
Delayed or harsh engagement on 

the ZF6HP26 or 6R60 transmission 
may be caused by a worn pressure 
regulator valve or valve body bore (fig-

ure 1). Excessive valve and bore wear 
may allow line pressure balance oil to 
exhaust through the worn valve or bore, 
causing erratic pressure rise or lack of 
rise. Be sure to inspect the pressure 
regulator valve and bore for wear.

COMMON 
COMPLAINTS 
    with the
ZF6HP26 / 6R60

Figure 1: Worn Pressure Regulator Valve

KEEP THOSE TRANNYS ROLLING

by Pete Huscher
members.atra.com

1pete 514.indd   24 5/1/14   8:48 AM



Our Focus Is on You
Lots of companies talk about how the customer is their top priority, with warranties that sound great—
until you try to make a claim. At Valve Body Xpress, our focus on quality and customer service is simply
unmatched, and our exclusive warranty is rock solid. Our remanufactured valve bodies are individually
tested and calibrated to ensure peak performance and backed by a LIFETIME GUARANTEE against any
and all defects. No questions asked! Imagine how confident we must be in the quality of our products to
make a promise like that. 

The next time you need to purchase a remanufactured valve body, make sure you are comparing apples
to apples when it comes to products, pricing, and warranties. At Valve Body Xpress, we stand behind our
warranty, so our customers stand behind us.

Talk to a Valve Body Xpress representative today about what goes into manufacturing 
the valve body you need. Call (866) 2GET-VBX or visit www.vbxus.com. 

150 MID-ATLANTIC PARKWAY, PAULSBORO, NJ 08066 |   (866) 2GET-VBX |   www.vbxus.com

VBX_focusYou_FullPage_Layout 1  4/24/14  5:32 PM  Page 1

vbx 514.indd   2 4/28/14   2:44 PM



26   GEARS   May  2014

Common Complaints with the ZF6HP26/6R60

Another possibility is the clutch 
A control valve sleeve. A worn clutch 
A control boost valve sleeve (figure 2) 
may cause delayed or harsh forward 
engagements. The clutch A control 
boost valve sleeve is made of plastic 
and can easily become damaged from 
debris floating through the valve body 
or during valve body disassembly.

If you find excessive wear in the 
pressure regulator valve circuit or the 
clutch A control boost valve sleeve, 
repair or replace the valve body to cor-
rect it. 

Poor Shift Quality
Poor shift quality is the most com-

mon complaint plaguing the ZF6HP26 
or 6R60 transmission. Flared or harsh 
shifts, bindups during shifts, wrong 
gears starts, and solenoid performance 
codes can all be caused by valve body 
wear.

This wear is usually caused by 
erratic solenoid feed pressure being 
supplied to the solenoids. Erratic sole-
noid feed pressure usually indicates 
that the solenoid pressure regulator 
valve (figure 3) is worn out and needs 
to be repaired or replaced.

Another source for poor shift qual-
ity is the clutch A control boost valve 
sleeve. A worn clutch A control boost 
valve sleeve can also cause forward 
engagement problems, 4-5 or 5-4 shift 
problems, and cause VFS1/A codes to 
set.

A worn clutch E control valve 
(figure 4) can cause downshift binds, 
flared upshifts, and pressure control 
problems. Both of these valves control 
clutch apply and release timing; repair 
or replace them to correct these prob-
lems.

Individual harsh shifts may be 
caused by worn accumulator pistons 
(figure 5) or weak accumulator springs. 
Inspect the accumulator pistons and 
springs for wear or weakness if you 
encounter an individually harsh or soft 
shift.

One last shift quality problem is 
related to pressure loss from the valve 
body bore end plugs. That’s why you 
should replace the bore end plugs dur-
ing any valve body repair.

Figure 2: Worn Clutch A Control Valve and Sleeve

Figure 3: Worn Solenoid Pressure Regulator Valve

Figure 4: Worn Clutch E Control Valve
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TCC Problems
TCC problems on the ZF6HP26 

or 6R60 transmission are pretty com-
mon. Most TCC problems, such as a 
harsh TCC apply or release, TCC slip, 
harsh shifts (due to the converter clutch 
remaining engaged), or torque con-
verter overheating may be caused by a 
worn converter release regulator valve 
and bore (figure 6).

Replacing the converter release 
regulator valve and repairing the worn 
bore will usually correct most TCC 
problems.

Lack of Lube 
Bushing, bearing, planetary gear 

failure, and transmission overheating 
are becoming pretty common on the 
ZF6HP26 and 6R60 transmissions. 
Bushing, bearing, planetary gear failure 
and transmission overheating are usu-
ally caused by lack of lube.

A worn lubrication regulator con-
trol valve and bore (figure 7) may cause 
these problems. Correct them by repair-
ing or replacing the lubrication regula-
tor control valve.

Repair or Replace
The question of whether to repair 

or replace the valve body is something 
only you can answer. There are after-
market repairs available to correct most 
of the ZF6HP26 or 6R60 valve body 
problems.

But the repair kits and tools needed 
to repair a worn ZF6HP26 or 6R60 
valve body can be pretty expensive. If 
you work on a lot of ZF6HP26 or 6R60 
transmissions, it might be worth invest-
ing in the kits and tools.

If you don’t work on the ZF6HP26 
or 6R60 transmissions on a regular 
basis, you may want to replace the 
valve body assembly with a new or 
rebuilt one.

Should you repair or replace? Only 
you can decide which is best for you, 
your shop, and your customer.

Well, there you have it: a brief look 
at the ZF6HP26 and 6R60 valve body 
problems and possible corrections. 
With a better understanding of these 
valve body problems, you, too, should 
be able to keep those trannys rolling.    

Figure 5: Worn Accumulators

Figure 6: Worn Converter Release Regulator Valve

Figure 7: Worn Lubrication Regulator Control Valve
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Like all manufacturers, Toyota 
uses multiplexing (MPX) for 
communication between its 

computers and components. And, as 
with other manufacturers, Toyota has 
its own data communication protocols 
and processes for its vehicles, comput-
ers, and data networks.

A lot of mystery seems to surround 
data bus operation, especially regarding 
the vehicles produced by some Asian 
manufacturers. So let’s spend a little 
time unraveling the system that Toyota 
uses. 

The term multiplexing refers to 
a method that allows computers or 
components to communicate over a 
single or two-wire circuit (Figure 1). 
Multiplexing eliminates the need to 
have a dedicated, hard-wired circuit 
between each component that’s shared 
by multiple computers.

Figure 1

by Steve Garrett
members.atra.com

LET’S TALK!

Toyota Data 
Communications
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This means that a simple circuit, 
like the engine coolant temperature 
sensor (ECT), can share its information 
with multiple computers, even though 
it’s hard wired to only one, such as the 
ECM.

Multiplexing has several advan-
tages over conventionally hard wired 
circuits, including:
•	 Fewer wires, lighter wiring harness
•	 Fewer components
•	 Fewer connections
•	 Lower cost
•	 Enhanced diagnostic capabilities

In a conventional circuit, signals 
from a sensor or switch, or an output 
command to a relay or solenoid, require 
a dedicated wire between the device 
and the computer.

In a multiplex circuit, the input or 
output device is still wired to a com-
puter, but the other computers on the 
network can receive information from 
that device, or operate a relay or sole-
noid, without being wired directly to it.

Communication between these 
computers is accomplished through a 

circuit typically referred to as a data 
bus or network (Figure 2). The infor-
mation is a series of coded voltage 
signals known as data packets. The 
data packet may contain information 
regarding an input from a sensor or 
switch, or instructions to operate an 
output device, such as a solenoid, relay, 
motor, or light.

The network is a communica-
tion circuit that connects multiple 
computers. The computers ground 
and unground the circuit in a specific 
sequence (like Morse Code). Part of 
the message contains the information 
regarding who the information is meant 
for, followed by the information being 
transmitted.

Like the old party line crank phone 
I had as a youngster, everyone’s phone 
rang when someone was calling. But 
we all knew who the call was meant 
for, based on the number of long and 
short rings.

The data bus is no different: If the 
ECM is trying to communicate with 
the BCM only, the BCM will answer 

the call. Just like talking on a phone, 
when one computer sends informa-
tion to another computer, the computer 
that receives the information will typi-
cally respond, indicating the data was 
received.

Like other manufacturers, Toyota 
uses several different data communica-
tion protocols and networks (Figure 3).

Network Types
BEAN: This data system was used 

in earlier applications for lights, locks, 
windows, air conditioning, and other 
body systems communication.

AVC-LAN: Used in many Toyotas 
for audio, video, and navigation sys-
tems.

CAN: A high-speed communi-
cation system used for engine/trans-
mission control, ABS/TCS, collision 
avoidance, and airbag systems. CAN 
was originally developed by Bosch and 
was later adopted by most manufactur-
ers as their primary network design.

The CAN system uses two, 120-
ohm resisters, connected to the end 

Let’s Talk! Toyota Data Communications

Figure 2
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of the network’s twisted pair wiring. 
The resistors are mounted inside two 
computers in the typical Toyota system. 
Other manufacturers mount the resis-
tors in the CAN circuit harness. The 
resistors connect the CAN HI and CAN 
LOW circuits to prevent corrupting the 
communication signal.

The Toyota CAN system has two 
variants: high speed (500 kbps [kilobits 
per second]) and mid-speed (250 kbps).

LIN: LIN replaced the BEAN sys-
tem in later Toyota and Lexus applica-
tions. It’s faster and less expensive than 
the BEAN system. LIN was developed 
in Europe as a lower-cost alternative to 
the CAN system.

The LIN system uses a master 
and slave protocol. A master computer 
controls data transmissions. The master 
requests information from the slave 
computers. The slave sends only the 
information requested and transmits 
only when told to by the master.

Slaves can’t communicate with 
each other; all information is routed 
through the master. The master acts as 
a gateway for communications with the 
other systems, such as CAN. Toyota 
LIN networks use one master and up to 
64 slave computers.

SIL: This system is used for non-
diagnostic communications. On Toyota/
Lexus applications, SIL is connected to 
pin 7 of the DLC.

MOST: This system replaces the 

AVC-LAN on some late model Toyota 
and Lexus applications to operate the 
vehicle’s audio and video systems. 
MOST were developed in Europe and 
are used in many European and some 
domestic vehicles (GM). Unlike many 
other vehicles using this design, Toyota 
uses a twisted pair rather than fiber 
optics for data transmission.

The Toyota system is a Ring con-
figuration. The configuration of the 
data communication network varies 
depending on the model, system, and 
vehicle year. The computers, your scan 
tool, and some sensors (steering angle 
sensor, yaw rate sensor for example) 
communicate through the network.

Toyota has used four different net-
work configurations:

BUS: This system has all com-
puters connected through a common 
communication circuit. The computers 
communicate with each other and your 
scan tool over this circuit.

RING: All of the computers are 
connected in a circle, or ring. The 
advantage of this design is that com-
munication can continue even if there’s 
a break in one part of the network.

STAR: This design is used by 
many manufacturers. All of the com-
puters are connected to a central com-
puter (typically the BCM). The central 
computer is the master, and controls all 
messages that are sent from one com-
puter to another. The other computers 

are the slaves in the circuit and can only 
communicate when the master allows 
them to.

This system prioritizes messages 
so the most important messages are sent 
first. The advantage of a star design is 
an open in the circuit will only affect 
the computer on that circuit. 

DAISY CHAIN: This system com-
bines two systems: the BEAN and the 
RING or BUS designs.

By now you should have a basic 
understanding of how networks com-
municate with themselves and your 
scan tool. This can seem a little daunt-
ing at times, but just remember to keep 
it simple.

The network can be configured dif-
ferently, depending on the year, model, 
and system. But communication from 
the service end is very similar: Voltage 
is pulled low and driven high on the 
network, in a specific sequence and 
rate, to provide the language the com-
puters and your scan tool are pro-
grammed to understand.

So now you’re probably wonder-
ing, what happens if this network fails? 
How do I diagnose it? We’ll discuss that 
next time. Until then remember: We are 
what we repeatedly do. Excellence, 
then, is not an act, but a habit.

BEAN CAN LIN AVC-LAN SIL MOST

Body Electronics 
Area Network

Controller Area 
Network

Local Interconnect 
Network

Audio Visual 
Communication Local 

Area Network
Serial Interconnect Line Media Oriented 

Systems Transport

Application Body Elec. Powertrain Body Elec. Audio/Video Non-CAN Diagnostics Audio/Video

500 kbps; 
High speed
250 kbps;
Mid-speed

Twisted Twisted pair, 
pair, 2-wire 2-wire

Single wire Differential Single wire Differential Single wire Differential 

Voltage Drive Voltage Drive Voltage Drive Voltage Drive Voltage Drive Voltage Drive
2.5-3.5V
Can High 2-3 V TX+ 6-7 V
2.5-1.5V 2-3V TX- (0-12V Toggle)
Can Low

Configuration Ring/Daisy Chain Bus Star Star Bus Ring

Sleep/Wakeup 
Capable Yes Yes Yes No No Yes

Voltage 10+ volts Source Voltage

Wiring Single wire Single wire Single wire Twisted pair, 2-wire

Data Drive Type

Communication 
Speed 44.1 kbps10 Kbps 20 kbps 17.8 kbps 10 kbps

Figure 3
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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
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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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Aquart in 20 seconds… It’s 
been repeated so often that 
it’s almost become a mantra. 

You’ve probably heard it your entire 
career: cooler flow should be at least a 
quart in 20 seconds.

So you grabbed your big glass 
bottle and a hose. You disconnected 
the cooler outlet line and connected the 
hose to the cooler outlet. You put the 
other end of the hose in the bottle. Then 
you started the engine.

Twenty seconds later you shut the 
engine off and measured how much 
ATF there was in the bottle. If there was 
a quart or more, the cooler was okay.

But maybe not. See, there’s some-
thing that test never took into account: 
Pressure. Pressure in the cooling sys-
tem. And that pressure can have a dra-
matic effect on the results of the cooler 
flow test.

Here’s why: As the engine heats 
up, the cooling system begins to build 

pressure. In most cars, the cooling 
system is designed to hold about 15 
pounds per square inch (PSI). That’s a 
lot of pressure. It’s why the hoses and 
the radiator have to be in good condi-
tion.

But pressure applies equally in 
all directions. Which means that, if 
the radiator has a transmission cooler 
mounted inside, that pressure presses 
inward, squeezing the transmission 
cooler (figure 1).

A Better Approach for
CHECKING 

COOLER FLOW

Figure 1

by Mark Puccinelli 
and Steve Bodofsky

members.atra.com
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If the cooler is old and tired, the 
pressure can actually deform the cooler 
and restrict cooler flow. So that “quart 
in 20 seconds” can squeeze down to a 
quart in about half an hour! Not good.

Cooler Flush  
Flow Testing

Another familiar method of check-
ing the cooler is using the flow meter 
built into many cooler flushers. This 
test is fine if the cooler fails; if the 
cooler is restricted during a flush, it’s 
going to be too clogged to allow ATF 
to flow properly.

But a pass with your cooler flusher 
isn’t necessarily going to provide an 
honest reading, because testing while 
flushing doesn’t test the cooler with 
the cooling system under pressure. You 
could still have a problem once the 
system reaches normal operating tem-
perature.

So, if the cooler fails a flow test 
with your flush machine, you can 
assume the cooler is clogged and needs 
to be replaced. But if it passes, don’t 
assume the cooler is okay; it could still 

be too plugged for ATF to get through, 
or develop a restriction when the cool-
ing system heats up. 

On-the-Road  
Cooler Flow Test

The only test procedure you can 
really trust for cooler flow is an on-
the-road test under actual operating 
conditions, while the cooling system is 
hot and under pressure. For that you’ll 
need a portable flow meter; one that 
you can connect to the cooler line and 
drive the car.

Where are you going to get that 
type of cooler line flow meter? Well, 
you could build your own; there are 
dozens of suppliers for flow meters on 
line, several of which will work at tem-
peratures over 250ºF (about 120ºC) and 
are safe for use with ATF.

If you add up all the little parts 
you’ll need, including a transducer and 
a display unit for reading flow from the 
passenger compartment, you should be 
able to build your own flow meter for 
about $1000; a lot of money!

Or you can just order Sonnax’s 

SonnaFlow® flow meter kit; they’re 
available on line from several sources, 
for between $250 and $350. The kit 
comes with all the basic accessories 
you’ll need, and even includes a tech 
manual to show you how to connect the 
tool and evaluate your results.

For now, Sonnax seems to be the 
only manufacturer offering a dedicated 
transmission cooler flow kit. But don’t 
be surprised if other tool and part 
manufacturers follow suit shortly after 
this article hits the streets.

Using Your  
Flow Meter

Generally speaking, here’s how to 
use your flow meter to check cooler 
flow: Start by connecting the meter in 
series with a cooler line. Sonnax sug-
gests using the return line, but doesn’t 
really matter which line you use; a 
restriction will reduce the flow on both 
sides of the cooler.

Route the wiring under the hood 
and in through a window, and set the 
display where you can see it from the 
driver’s seat. Try to keep the wiring 

A Better Approach for Checking Cooler Flow
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away from the alternator and the igni-
tion system, to prevent electrical noise 
from interfering with the signal. 

Then start the engine and check the 
cooler flow rate. In most cases it should 
be over about one to one-and-a-half 
gallons per minute (GPM), but flow 
rates will vary based on engine RPM, 
temperature, etc. If it’s below about 
0.75 GPM, you may be looking at a 
restriction; that’s the “one quart in 20 
seconds” rate. Check the manual that 
comes with your SonnaFlow to be sure.

As long as the flow is okay at idle, 
go for a road test; a good long one. 
Watch the flow; it should change dra-
matically when the converter locks up, 
but, generally speaking, it should never 
drop below about 0.75 GPM. Once 
again, your best bet is to compare your 
measurements to those in the manual.

If flow drops too low when the car 
reaches normal operating temperature, 
you can do one more thing to verify 
whether you’re dealing with a restric-
tion in the cooler or not: bypass the 
cooler.

Connect the two cooler lines 

through your flow meter and start the 
engine. If the flow jumps back up with 
the cooler out of the loop, the cooler is 
restricted.

To correct a restricted cooler, you 
have a few options:

1. You can try flushing the cooler. 
But since you just rebuilt the 
transmission, you should have 
already done that and it didn’t 
help.

2. You can bypass the radiator cool-
er and install an external trans-
mission cooler. But there are 
some vehicles where that may not 
provide enough heat transfer to 

handle the heat from the transmis-
sion.

3. If it’s an older vehicle with a 
brass-and-copper radiator, you 
can take the radiator to a radiator 
shop and have the cooler replaced. 
They’ll de-solder the tank and 
replace the cooler with a new one. 
But that only replaces the cooler; 
if the radiator is that old, you may 
not be doing your customer any 
favors with this approach.

4. You can replace the radiator. That 
not only replaces the cooler, but 
now you get a nice, clean radiator 
to provide better heat transfer for 
the entire cooling system.

A quart in 20 seconds… that’s that 
way we all learned to check cooler 
flow. And for many cars, using a hose 
and a bottle to check cooler flow was 
adequate. But today, more and more 
systems require a more complete test.

To keep your rebuilds on the road, 
always go the extra mile: Perform a 
complete cooler flow test, under normal 
operating conditions. It’ll pay off big in 
the end.

The only test 
procedure you can 

really trust for cooler 
flow is an on-the-

road test under 
actual operating 

conditions, while the 
cooling system is hot 
and under pressure.
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by Nancy Friedman, 
the Telephone Doctor 

Eight Tips for 
Effective Email 
Communication
Arecent report estimated that over 

300 billion emails are sent each 
day! Spam messages are jam-

ming in-boxes across the globe and the 
average business person now gets over 
100 emails a day.

While no one denies the obvious 
productivity gains we’ve realized from 
the efficiencies of email communication, 
many people find themselves drowning 
in all these messages.

Here are eight tips that will make 
your email communications more effec-
tive.

1. Practice being clear and 
concise with your message.

You’ll save time and your reader 
will appreciate it.

• Consider using bulleted points to 
clearly express your thoughts.

• Everyone has a different style of 
how they intake information.

• Email communication works best 
if you clearly outline the points 
you’re trying to get across in an 
easy to understand format.

Investing extra time while authoring 
an email pays big dividends by giving 
your reader a clear understanding of 
your message. Remember, if your email 
is written with the purpose to educate, 
inform or persuade, then making sure 
to get your point across is even more 
critical.

With the sheer volume of email 
messages most business people receive, 
there’s an inverse relationship between 
the volume of text and successfully mak-
ing the point. Most people will immedi-
ately read and understand a ten sentence 
email. Send them a 10,000-word docu-
ment and they’ll likely scan the high-
lights, save it for later and you risk it not 
being read fully. People appreciate brev-
ity. Remember, if your objective is to tell 
the reader what time it is, you don’t need 

to explain how to build a clock!
2. Before sending, ALWAYS 

reread your message and double 
check for grammar and misused 
words.

It’s obvious to most of us to use spell 
check after we’ve composed our mes-
sage. You should also make it standard 
procedure to reread your entire mes-
sage before sending. Often times, you’ll 
notice words which have been left out, 
grammar that’s incorrect and worst of 
all – words witch our spilled write butt 
knot used inn the write weigh. (Note, 
that this last sentence runs through a spell 
checker perfectly.) How many times have 
you caught something too late, making 
your only option to curse at your spell-
checking software!

3. Copy back salient points 
when replying to an earlier mes-
sage.

Remember that your reader likely 
receives hundreds of emails a week. 
When you combine that with face-to-face 
meetings and phone calls, it’s dangerous 
to assume your recipient will remember 
your earlier exchange. Which of these 
messages has the greater chance for 
reader confusion?

“Sure, sounds fine… Please pro-
ceed.”

Or
“Sure, sounds fine… Please pro-

ceed.”
You wrote: Hi Jody, Are you okay 

with the proposed color scheme on the 
new brochure? I’d like to print it next 
week.

It’s frustrating when someone sends 
you an email, with a specific answer but 
you’re unable to recall the original issue. 
This problem is largely avoidable by 
copying a portion of the original message 
alluding to the context.

4. Use specific subject line 

descriptions.
Since many email messages go back 

and forth several times over the course of 
many weeks, it’s important to accurately 
describe what the reader will find inside.

Considering the level of spam and 
anti-spam software in place today, you 
can’t afford to risk your message not 
being delivered because of a generic or 
poorly worded subject line. A subject line 
such as, “What do you think” doesn’t tell 
the recipient much. “Need suggestions 
for options on acct #45619 – Robinson 
Inc.” is more specific. Remember, a 
legitimate message coming from your 
plant in Hong Kong advising you that 
“they’ve still had no luck increasing the 
prototype by 3 inches” is unlikely to ever 
make it past today’s spam filters.

5. Realize that once your 
message is sent, it’s difficult to 
recall.

Although some limited technology 
exists for recalling messages, it’s not 
universal. It’s possible to ruin their career 
with a single 60-second lapse in judg-
ment, by sending the wrong message to 
someone.

Email is also ridiculously easy to 
edit and forward. Keep in mind that send-
ing a message to one person can eventu-
ally be viewed by many other unintended 
parties. Always double-check the recipi-
ent line before sending any email. Horror 
stories about messages accidentally cop-
ied to “ALL” are becoming routine.

As a rule, it’s a good idea to never 
put anything in writing that a reasonable 
person would consider to be confidential 
or dangerous. If your situation dictates 
you email such information, try to word 
your message in as factual and balanced 
a way as possible. As you write, imag-
ine that the person you’re writing about 
eventually sees your message. Stick to 
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facts, not opinions.
6. Practice the 24-hour rule 

when you’re upset.
It’s never a good idea to send an 

email when you’re angry. We’ve all been 
guilty of this. In the heat of the moment 
we type up a literary bombast. A message 
that will reduce the recipient to mush. We 
even reread it, and we’re actually sort of 
proud at how powerful the wording is. 
We imagine the recipient opening and 
cringing as he/she reads our words. Then 
we send it.

Only later, after we calm down, we 
revisit the message and realize that we 
dramatically overreacted. But it’s too late 
to do anything now, except apologize and 
try to mend fences. This is more common 
than you think.

If you compose an email in anger, 
wait a predetermined period of time 
before sending it. If your emotions are 
legit, then your issue will still be there 
tomorrow. But in 95% of the cases, you’ll 
be glad you waited and toned things 
down after you’ve gain the perspective 
that can only come with some additional 
time.

7. Avoid sh-cuts and abbr. in 
biz email msgs.

Anyone with a teenager knows you 
practically need a CIA decoder chart to 
understand the abbreviations and short-
cuts that are popular in email and text 
messages. These cutesy short cuts and 
misspellings are ill advised to use in any 
corporate context, no matter if your cus-
tomer is external or internal. Even com-

mon shortcuts like “LOL, BRB, OMG, 2, 
4, SMH and u r” are simply too casual for 
most business communication. What’s 
hip to one sender can be read as flip and 
disrespectful by another reader. Since a 
casual message to a coworker could eas-
ily be forwarded, it’s best to practice the 
same high level of professionalism no 
matter who you’re writing to.

8. Don’t Forward Viral 
Messages.

What’s that you say? You’d only 
forward important messages on to your 
coworkers and friends? Not so fast.

Unlike obvious computer viruses 
that involve actual destructive code, 
many messages are viral in nature, in 
that they are purposefully crafted so 
you’ll send them on to friends with the 
idea that you weren’t positive if this was 
real but wanted to be sure they saw it 
just in case! Although not usually harm-
ful, these emails prey on normally smart 
individuals desire to inform others.

Everyday, intelligent people who 
would never consider themselves gullible 
forward on hoax messages about:

• Pending Congressional taxes on 
emails

• Avoiding waking up in a hotel 
bathtub of ice – minus your kid-
neys

• Easy steps for getting some of Bill 
Gates/Disney/AOL’s money

• How to delete viruses from your pc 
(which are actually legit Windows’ 
files your system needs)

• Child abductions at giant retailers

• A royal widow begging you to look 
after her $18,000,000 if you’ll just 
give her your bank account num-
ber.

The list goes on. If you are the recip-
ient of an email message you think is 
relevant to your friends and family, run it 
by this test: Copy and paste a few words 
from the message into Google along with 
the word “hoax”. If the returns come back 
showing articles claiming the message is 
a fake, save everyone in your address 
book some time by hitting the delete 
key! The same rule applies to jokes and 
pictures which would be deemed as inap-
propriate by your employer.*

While there may not be a silver bul-
let that saves us from an onslaught of 
never ending messages, common sense 
practices can make our business email 
correspondence more effective and pro-
ductive every working day.

• PS Unlike hoaxes and spam men-
tioned above, it’s good etiquette 
to forward this article to others in 
your address book who will find it 
helpful! :- ) 

~ ~ ~ ~ ~  
Nancy Friedman is a frequent speaker at 

association, corporate and franchise meetings. 
The author of 8 books on her service expertise, 
she has appeared on Fox News, CNN, Today Show, 
and Oprah, as well as many other shows. She has 
been published in the Wall Street Journal and USA 
Today along with many major dailies. President of 
Telephone Doctor Customer Service Training, she 
can be reached at 314-291-1012 or www.nancy-
friedman.com.

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

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

"Where High Performance is Automatic"

Transmission Specialties 
carries a complete line of street and high performance 
                      Transmission Specialties 

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

and Turbine
✔ Available in GM, Ford and 

Chrysler
✔ After Market Aluminum Stator 

with Spragless or Sprag Type

8” Opel Race Kit or 
8” Torque Converter

Transmission Specialties Transmission Specialties 

                                    ✔

       ✔       ✔       ✔       ✔       ✔ 327 to 522 cu.in Range 327 to 522 cu.in Range
✔ Billet Cover

 Rated for 300 to 800HP

Mention This 
Ad & Take An 

Additional 
5% Off!

1telephone dr514.indd   41 4/29/14   3:38 PM



42   GEARS   May  2014

Up Your Business is an exclu-
sive GEARS Magazine
feature in which I’ll share 

details about real customer disputes 
that I’ve helped settle through media-
tion and arbitration.

This particular case isn’t typical 
because I had the opportunity to get 

involved on a preemptive basis. Dwight 
Miller, owner of Miller’s Automatic 
Transmissions in Mason City, Iowa 
and a long-standing ATRA Member, 
has graciously agreed to share his story 
with you. Dwight called me for some 
coaching and guidance on a warranty 
matter that he’d been trying to resolve 

for several months. 

The Backdrop Details  
On October 1, 2013, the customer 

brought his 2004 Mercury Monterey 
with a 4F50N transmission into Miller’s 
Automatic Transmissions (MAT) with a 
major transmission problem. The van 

UP YOUR BUSINESS

by Thom TschetterTHE 

STRAWBERRY 
MILKSHAKE 

SAGA
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had just 89,734 miles on the odometer.
The road test confirmed the cus-

tomer’s complaint that the vehicle lost 
movement once warmed up, and the 
fluid check revealed a “strawberry 
milkshake” condition from radiator 
coolant contamination.

Dwight quoted a price for an 
exchange reman transmission and a 
new radiator. The customer approved 
the job and it was completed within a 
couple days. MAT maintains an inven-
tory of about 400 in-house remans, and 
he purchased the new radiator from a 
local branch of a national parts chain. 
For the sake of this article I’ll refer to 
the parts supplier as PartsCo.

On January 2, 2014 the customer 
called to report that the van was having 
problems again. He said it seemed very 
much like the original problem. It was 
120 miles from the shop, but he said 
he would enlist the help of a friend to 
trailer the van back to MAT.

When the van arrived, Dwight 
completed a diagnostic worksheet and 
recorded his findings. The van now 
had 92,460 miles. It was exhibiting the 
same symptoms as the original trans-
mission and there was another straw-
berry milkshake. The radiator coolant 
reservoir was 1½ quarts low and the 
transmission fluid level was 1½ quarts 
overfilled. 

It was clear to Dwight that the new 
radiator failed internally, allowing cool-
ant to leak into the transmission cooler, 
just as the original radiator did. There 
wasn’t any evidence of cross contami-
nation… the radiator coolant was fine.

Dwight advised the customer that 
his shop would warrant all parts and 
labor. He also contacted PartsCo to 

explain what happened. He told them 
that he was making a claim to replace 
the radiator and reimburse MAT for the 
transmission that had been damaged by 
the radiator failure. 

The local PartsCo manager, in a 
rather dismissive fashion, told Dwight 
that he’d look into it. He did promptly 
send out a replacement radiator at no 
cost and said he would need to check 
with the regional manager regarding 
the transmission claim for $1,984.85. 
He instructed Dwight where to ship the 
radiator for evaluation.

Before Dwight shipped it, he took 
pictures of the radiator, saved a sam-
ple of the strawberry milkshake fluid, 
and carefully capped/sealed the trans-
mission cooler ports on the radiator 
to make sure the contaminated fluid 
wouldn’t escape.

A couple weeks later, the regional 
manager of PartsCo stopped by and told 
Dwight that the claim for the transmis-
sion damage was denied by the radiator 
manufacturer. On behalf of PartsCo, 
he offered to pay MAT $200 for the 
removal and installation of the radiator 
and wanted him to sign a release with 
respect to PartsCo. 

Dwight declined the offer and told 
the regional manager that he wanted to 
speak with a representative of the radia-
tor company, and he gave Dwight the 
contact information he needed to do so.

Dwight Calls for Guidance 
At this point, Dwight decided to 

contact me for some guidance. He 
told me that he reads all the Up Your 
Business articles and just figured it 
would make sense to talk to someone 
who’s been involved in settling dis-

putes. He wanted to make sure he didn’t 
say or do something that would jeopar-
dize his claim.

After hearing the back story, it was 
clear to me what had occurred, and I 
told Dwight that I felt he had a legiti-
mate claim.  But, as in any dispute, it 
comes down to speaking with the right 
person, maintaining open communica-
tion without emotions getting in the 
way, eliminating confusion, and mak-
ing your case points perfectly clear. 

Here are the strategic steps I pro-
vided to Dwight:

1.  Set an appointment with the com-
pany representative. This demon-
strates that your time is valuable 
and you respect his or her time as 
well.

2.  Before beginning the conversa-
tion, advise the representative 
that you are recording the call. 
If they object, tell them that it 
isn’t optional; you record all your 
important calls and you are only 
letting them know as a courtesy.

3.  State that your objective is to 
resolve the claim and you believe, 
once all the facts are clarified, 
the appropriate resolution will be 
clear.

4.  Advise him or her that, in the 
event you are unable to come 
to an acceptable resolution, you 
want to discuss the matter with 
their product liability insurance 
company. This sends a clear mes-
sage that you’re not just “kicking 
a can down the road”… you’re 
serious about getting this matter 
resolved.
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5.  Always show respect and speak 
respectfully. Allow them to speak 
without interrupting them. Listen 
for statements that demonstrate 
confusion over or misunderstand-
ing of the key points.

6.  Don’t argue, but instead ask ques-
tions that lead to making your 
points.

7.  Keep emotion and story spinning 
out of it… just state the facts and 
ask questions — good questions.

Here’s How It Went
Dwight followed the steps to the 

letter. The representative turned out to 
be the engineer who was overseeing the 
testing on the defective radiator. Dwight 
complimented him by acknowledging 
his status as an engineer.

But Dwight didn’t back down, stat-
ing his own credentials: he has over 30 
years of transmission experience and 
provides technical support to ATRA on 
Allison transmissions.

There was no objection regarding 
recording the call. When Dwight stated 
his intention to speak with the com-
pany’s product liability insurance car-
rier, the representative responded that 
he was confident the situation could be 
worked out without involving the insur-
ance company.

Dwight started by stating the fol-
lowing facts:

1.  He had complete documentation 
of the diagnostic report on the 
vehicle at the time of the original 
repair and the subsequent war-
ranty repairs. This report states 
that 1½ quarts of radiator cool-
ant was lost and the transmission 
fluid was contaminated by radia-
tor coolant and was 1½ overfilled, 
resulting in a “strawberry milk-
shake” in the transmission and 
causing severe internal damage to 
the transmission.

2.  He had pictures of the damaged 
radiator and the contaminated 
fluid.

3.  He had pictures showing how 
he had securely capped the fluid 
ports to ensure that the contami-
nated fluid was still in the radiator 
when it was returned.

4.  He had a sample of the contami-
nated fluid.

According to Dwight, the repre-

sentative seemed to be caught off guard 
and only asked if Dwight would be 
willing to send the pictures and other 
documentation.

Dwight replied that would be no 
problem if it was necessary, but then 
asked, “Can you please explain to 
me how exactly 1½ quarts of coolant 
escaped the radiator cooling system 
and the transmission ended up con-
taminated with coolant and 1½ quarts 
overfilled?”

The representative responded that 
he wasn’t sure, but went on to state 
that they had put 50 PSI of pressure 
on the transmission cooler and 15 PSI 
to the radiator, and there was no cross 
leakage.

Hearing that, Dwight replied that 
wasn’t a valid test of the radiator’s 
integrity. To replicate what is taking 
place in a vehicle, they need to:
•	 heat the radiator coolant to about 

200ºF (about 95ºC)
•	 apply 15 PSI of pressure

…and not pressurize the transmis-
sion cooler because, when the van is 
turned off, the transmission pressure 
drops to zero while the radiator stays 
at 15 PSI for quite a while. And, since 
the radiator solution has a lower viscos-
ity than transmission fluid, the leakage 
could more easily occur from the radia-
tor to the transmission cooler.

The representative advised Dwight 
that he would personally look into these 
tests and get back to him promptly.

A few days later, on April 10, 
2014, Dwight received a call from the 

regional manager of PartsCo. He con-
gratulated Dwight for getting the matter 
resolved and told him that a check was 
being sent for the full amount he had 
requested.

What Can We Learn?  
Dwight and I think there are sev-

eral lessons in this story:
1.  Dwight thinks documenting the 

details is important for making 
diagnostic decisions, but this 
shows how important is it for 
future reference, as well.

2.  Whenever you ship a product for 
evaluation, always cover your 
bases with pictures, samples, doc-
umentation, and, whenever pos-
sible, witnesses. 

3.  Don’t just accept “no” as an 
answer if you feel you have a 
solid case. If Dwight had lis-
tened to the regional manager of 
PartsCo or his friend that owns 
a shop up the street, he would 
have just rolled over and given 
up. His friend told him that he 
fought a warranty claim with a 
large engine reman company, but 
finally gave up because of all the 
hoops he had to jump through.

4.  Dwight also said, “If you’re get-
ting into an area you aren’t con-
fident about, seek the counsel of 
experts. ATRA is always avail-
able to help and has many more 
resources available than most 
Members realize. Just ask… I’m 
glad I did!”

Thank you, Dwight, for sharing 
your time for this article.

About the Author 
Thom Tschetter has served our 

industry for more than three decades as 
a management and sales educator. He 
owned a chain of award-winning trans-
mission centers in Washington State for 
over 25 years. 

He calls on over 15 years of expe-
rience as a certified arbitrator for top-
ics for this feature column.

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

This report states that 
1½ quarts of radiator 
coolant was lost and 

the transmission fluid 
was contaminated by 
radiator coolant and 

was 1½ overfilled, 
resulting in a 

“strawberry milkshake” 
in the transmission 
and causing severe 

internal damage to the 
transmission.

The Strawberry Milkshake Saga
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by Jim Cathcartby Jim Cathcart

Many of you know that I’m a 
singer/songwriter when I’m not 
doing sales consulting. For the 

past several years my musical friends 
and I have performed at events in 
California and sometimes around the 
world under the band name ReZoom 
The Boom!

The whole idea is to reignite the 
economic boom and celebrate the 
music of the Baby Boom generation. 
We’re selling happiness and optimism 
as we perform. 

It occurs to me that running your 
shop has many parallels to running a 
band or playing a song. We have to 
stay in tune, everyone needs to work in 
harmony, and the sound coming from 
the customer’s transmission has to be 
pleasing to his or her ear. I know, you 
may think I’m stretching a bit, but bear 
with me. 

My main instrument is my guitar 
and, if its six strings are not in perfect 
tune when I perform, I’ll know, but 
more important, you’ll know. The audi-
ence (customer) may not realize exactly 
what’s wrong, but they can tell that 
something is off.

For example: If someone walks in 
the door immediately after you’ve had 
a heated argument with a coworker, 
they’ll know. They can feel the tension, 
even when it isn’t openly expressed. 
Likewise, if your technicians aren’t ‘in 
harmony’ with each other, there’ll be a 
noticeable effect. 

So let’s look at what needs to be 
kept in tune for your business to make 
beautiful music for your customers: 

1. People 
2. Processes 
3. Products 
4. Premises

5. Payments
6. Pride 
People are the essence of your busi-

ness. Everything else is just equipment. 
A well-equipped shop in a great loca-
tion without skilled people is doomed 
to failure. So it’s you and your team 
who make it what it can be. 

What makes people feel comfort-
able trusting you with their cars and 
paying you well for your service is the 
vibe they get from you. If you’re cheer-
ful and glad to see them, they feel it.

If you treat them as an interruption 
to your day, they’ll sense that, too. So 
constantly refresh your attitude of ser-
vice and do what’s needed to keep the 
team in an upbeat mood. 

Likewise, if you’re optimistic — 
“yes, there’s a problem, but there’s also 
a solution and we’ll find it!” — then 
people will be drawn to you. If you’re 

Stay Tuned for 
Increased 
S A L E S
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“being realistic” by only focusing on 
the negatives, then they’ll drift from 
you. So actively seek to project a Can-
Do attitude. 

Processes are the steps people go 
through in dealing with you. We already 
know what the steps are for a new cus-
tomer, so let’s take each one (including 
first impressions) and do what we can 
to make them even more user-friendly.

In the shop, there are also known 
processes for inspecting, disassem-
bling, repairing, reassembling, and test-
ing a transmission. (Pardon me if I 
skipped any steps; I don’t know how to 
fix a transmission… yet.) Where there’s 
a process, there’s a way to do it better. 
So take each step under your manager’s 
microscope and examine it for ways to 
do it better and more efficiently. 

Products are the repaired trans-
missions, but they’re also the fluids, 
accessories, and other items used in 
your shop. The way you treat those 
products, the cleanliness with which 
they’re presented and stored, and the 
way you talk about them all come into 
play as the customer notices more and 
more about you.

Remember, you’re always on 
stage. Just like the musicians, as they 
schlep their gear into a club for a ‘Gig,’ 
the audience, the servers, and the man-
agers notice whether they’re profes-
sional or not. Take pride in every aspect 
of your shop. 

Premises means not just your 
office or service area, but also your 
parking lot and your signage. Study the 
best looking, most professional shops 
of all types and adopt the best ideas 
from them for your business.

You’ll find examples right here in 
GEARS each issue. Save the articles 
about the ones you admire and make a 
dream list of the things you’ll do to be 
like the best of your peers. 

Payments are the lifeblood of a 
business. If you’re doing lots of work 
but not getting a steady flow of cash, 
then you’ve chosen the wrong market 
to appeal to. Go after the people who 
can pay their bills and who take pride 
in their cars.

Upgrade your advertising and your 
own business strategies to seek out the 
folks who don’t have to rely on financ-
ing to repair their automobiles.

And take a look at your own pay-
ment practices. Get into the habit of 
prepaying any bills you can. Become 
known for being an ahead-of-time bill 
payer. The peace of mind this gives you 
is well worth the early payments. 

Pride of workmanship, pride of 
ownership, and pride in being able to 
help your customers — these are pure 
gold. Become accustomed to looking 
for things to praise. Catch people doing 
things well. Make a habit of pointing 
out good performance and praising it. 
Others will want to be around you and 
you’ll feel great about yourself. 

Great business is like a wonderful 
music: When everyone’s in tune and 
playing their parts in the proper time, 
the whole piece comes together in per-
fect harmony. Keep that in mind and we 
can all make beautiful music together. 

Jim Cathcart is a Hall-of-Fame 
sales consultant and a profession-
al musician. Contact him at Jim@
Cathcart.com for sales assistance and 
visit GuitarMusicLive.com to see and 
hear some of his musical performances.
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1Value your shop appropriately; 
and in this business, value is based 

on cash flow. 
You must be realistic about valuing 

your shop. 70% of all businesses for 
sale never sell, which is probably due 
to the business being priced too high or 
having a bad financing structure.

You should be familiar with the 
prices of other shops that are for sale in 
your area and be in a position to assess 
the cash flow and other financial points 
regarding your shop that are favorable 
when compared to those shops.

To be able to assess this, you 
should have certain financial records 
ready… before your business goes on 
the market. You should have your last 
three years business federal tax returns, 
profit-and-loss statements, and bank 
statements. And from these records 
you should have calculated an accurate 

annual net income/cash flow figure.
Remember: High cash flow is what 

sells shops and allows banks to make 
business loans!

Serious buyers will immediately 
ask for this information, so advertise 
it. 95% of the time, buyers will want to 
see your tax returns right away, to make 
sure you’ve been accurate in your state-
ments and so they can get a bank loan 
if needed. 

Nothing will kill a deal quicker 
than a potential buyer feeling uncom-
fortable about the accuracy of your 
information and being unable to prove 
your accuracy from your financial 
records.

Bottom line: If you can’t provide 
substantial proof of your advertised 
cash flow, don’t expect to sell your 
shop. On the other hand, if you can 
provide such information but not from 

your financial records, be prepared to 
help your buyer with financing. 

2Write a comprehensive, one-page 
fact sheet about your shop.

Buyers will need to know many 
details about the business you’re selling 
and you don’t want to risk leaving out 
pertinent data. So rather than having to 
restate this information each time you 
talk to a potential buyer, make up a 
one-page summary of the key financial 
statistics of your business.

Here’s what you should include:
• number of employees
• average weekly/monthly sales
• net income/cash flow
• lease terms
• list of equipment
…and include some history of the 

business and your ownership and man-
agement, important attributes of the 

by Art Eastman
members.atra.com

by Art Eastman
members.atra.com

Ten Commandments 
for Selling Your 
Transmission Repair 
Shop

art eastman514.indd   48 4/30/14   2:21 PM



GEARS   May  2014 49

area where you do business, what you 
would recommend to a new buyer to 
increase business, the reason for sell-
ing, and any training that’ll be available 
after the sale.

3Get maximum advertising expo-
sure to generate lots of potential 

buyers.
To sell your business, you need 

potential buyers (ones that are finan-
cially qualified) to see that your shop 
is for sale. Buyers looking for the right 
opportunity may be willing to relocate 
and can come from all over the United 
States or Canada, so you need wide-
reaching advertising exposure.

You must advertise adequately on 
the internet to get the word out to the 
right buyers, and you’ll need to know 
what to tell them about your shop to 
generate maximum interest. 

While it only takes one buyer to 
buy the business, it’s always best to 
generate maximum leads to assure suc-
cess in selling your business. 

4Get non-disclosure/confidentiality 
agreements (NDA) signed.
Have all potential buyers sign and 

date a confidentiality agreement before 
you give out any information. This is 
very important to protect your business 
during the sale.

Make sure that potential buyers 
understand how important confidential-
ity is, not just to you but also to them 
in the event they buy your business, 
and that they must sign the agreement 
before you can reveal any information 
to them. 

5Get the negotiations going and 
keep them moving.
When you get an interested buyer, 

stay in touch and keep moving forward, 
especially when you’re negotiating the 
terms of the sale. No situation, whether 
it be a point of negotiation or providing 
information for various decisions (such 
as with a lender or financial advisor), 
should be left sitting. Any time this 
happens it could kill your deal. 

6Get a purchase agreement signed 
and deposits placed immediately.
Getting a purchase agreement 

signed and moving ahead under its 
terms to reach closing on the transfer 

of the business is critical. Your goal 
is to sign off on any contingencies as 
quickly as possible.

To be sure everything goes 
smoothly, have your accountant ready 
to address the allocation of the purchase 
price under the agreement. Waiting 
until later may delay your deal, and, 
again, delay kills deals!

7Set a clear limit on the time for due 
diligence by the buyer.
Due diligence by the buyer should 

last no longer than two weeks. If you’ve 
followed the steps given here, you’ll 
have your information organized and 
ready, and this is all the time a buyer 
should need to investigate your busi-
ness.

You don’t want to be waiting for a 
deal to become final, only to discover 
that the buyer you thought you had 
backed out, and your other potential 
buyers have moved on to other inter-
ests.

The purchase agreement should 
specify a defined time period for due 
diligence, and all parties need to keep 
to the schedule. Remember (it bears 
saying again), delay kills deals!

8Get your money in hand before 
you stop observing this sale pro-

cess.
Until the title to your business 

transfers and you’re paid the purchase 
price from the escrow, the business isn’t 
sold. Many deals fall out of escrow for 
a variety of reasons.

Continue to keep in touch with 
other leads/potential buyers you may 
have and keep collecting contact infor-
mation for new leads. Be sure that you 
have a successful deal before you let up 
on your efforts to sell your shop. 

9Keep a 100% positive attitude 
throughout the process.
A 100% positive attitude leads to 

positive interest from buyers, which 
leads to positive results: the sale of 
your shop. Your positive attitude will 
make prospective buyers want to deal 
with you and make all your dealings go 
smoother — key ingredients in making 
any sale.

10If you hire a consultant, find 
one who knows your industry.

You need a result-oriented industry 
consultant who can respond to the types 
of questions that a prospective buyer 
might ask about owning a transmis-
sion repair shop and help that buyer 
understand the opportunity involved in 
owning your business.

Keep in mind that most general 
business brokers are just that — they 
take all types of listings from anyone 
that comes to them and don’t concern 
themselves with knowing about the 
specific business being sold. They’d 
be just as happy selling a donut shop 
they’ve listed as they would selling the 
merits of your shop.

Remember, selling your shop is 
both time-consuming and stressful. 
Minimizing your time and stress will 
allow you to concentrate on keeping 
your attitude positive about your shop 
and this business.

Keeping positive and keeping your 
eye on your business so it doesn’t 
slip while you’re attempting to sell 
are critical, so the benefits of hiring 
an industry professional always merit 
consideration. 
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To hear some folks tell it, a 
successful transmission repair 
shop demands an entirely new 

approach to business. Throw out every-
thing you’ve learned till now and start 
over. Nothing you’ve ever done in the 
past will work today.

No doubt about it: We’ve seen a 
lot of change to this industry over the 
years. Some good… some not so much. 
But that doesn’t mean we need to forget 
all the valuable things we learned over 
the years. No sense tossing out the baby 
with the bathwater.

Just ask Don Monroe: He and 
his brother Dwayne are the owners of 
Monroe Transmission, with two loca-
tions in Newcastle and Yuba City in 

Monroe Transmission: 
An Old-Fashioned Success Story

SHOP PROFILE by Steve Bodofsky
members.atra.com

L to R - Dave Willingham, Builder - Rich Youmans, Service Advisor - Jack Van Fossen, R&R, Al Canfiled, Business Mgt. Consultant , 
Bud Monroe, Linda Monroe, Founders - Dwayne & Barbara Monroe - Dave Monroe

Bud & Linda Monroe (founders) with Bud holding an ATRA Service Award from 1975.
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upstate California.
And, while they’re quick to 

acknowledge the importance of keep-
ing up with the changing technology 
and business landscape, they’re also 
firmly entrenched in the business model 
that’s brought them growth and success 
for nearly half a century. Theirs is an 
old-fashioned success story.

48 Years Fixing 
Transmissions

Monroe Transmission opened its 
doors in 1966 by Bud Monroe, Don and 
Dwayne’s father. His original shop was 
in Antioch, California. Ten years later, 
Bud relocated his family and business 
to Auburn, CA.

Don and Dwayne grew up in the 
business. “We’d work in the shop after 
school and on weekends,” says Don. 
“We weren’t forced into it; we enjoyed 
doing it.” They joined the company 
full time shortly after graduating high 
school. They have a younger brother 
and sister, Kevin and Sharon, who 
chose other paths in life.

The business continued to grow 
and they eventually outgrew their 
Auburn store, so, in 1992, they moved 
a few miles down Interstate 80 to their 
current shop in Newcastle.

In 2000, they opened a second 
location in Yuba City. Don manages 
the new shop while Dwayne runs the 
Newcastle store.

Bud suffered a stroke in 1999; he 
retained his memory but had trouble 
walking, so it wasn’t long afterward 
that he retired from the day-to-day 
operation of the business. Since then 
he’s made a strong recovery. “He still 
comes around to help out when we get 
a Jetaway or a Slim Jim in the door,” 
says Don.

You might think that means that 
Bud doesn’t come by very often. But 
there aren’t a lot of technicians around 
any more who still like to handle those 
older units, so they’ve developed a 
pretty good reputation for them in all 
the surrounding communities.

One of the reasons that Bud 
remains the expert on those older units 
is that he recognized the writing on 
the wall: When the newer units began 
showing up, he insisted that his sons 
focus on them. “That’s where your 
future is,” he’d tell them.

To this day, Don and Dwayne keep 
their technicians up to date on all the 
latest transmissions and systems that 
come in the door. Because they know 
“that’s where their future is.”

And their story is only partly writ-
ten; it continues on with Don’s son Jeff 
and Dwayne’s son David, who’ve both 
joined the business. And Jeff is taking 
college business courses. “He’ll prob-
ably be a better businessman than I ever 
was,” says Don proudly.

Transmissions Only
Just as it was since 1966, Monroe 

Transmission is — as its name sug-
gests — a transmission shop. They 
diagnose, repair, and replace transmis-
sions. While so many other shops are 
expanding their service model into gen-
eral repair, Don and Wayne are sticking 
with the ones what brung ’em to the 
party. And they manage to keep pretty 
busy doing it.

Dwayne & Barbara Monroe behind counter.

Chi Xiong works on an install at Monroe Transmission, Yuba City.
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Not that they haven’t grown a bit. 
While they’re mainly a custom rebuild-
ing shop, they do buy the occasional 
reman. Today about 10% of their busi-
ness involves remans. The rest they 
build in house.

One advantage Monroe has is the 
second shop. Having two shops means 
additional staff, and that’s allowed them 
to let their guys specialize. So, when a 
difficult unit reaches their bays, they 
can make sure it goes to a technician 
who’s familiar with that unit… regard-
less of which shop he works at.

Of course, having two brothers to 
run those two shops also helps. “I’m 
not sure we’d have had the same level 
of success if we’d needed to hire some-
one to run one of the shops,” says Don.

And they have a terrific staff, many 
of whom have been part of their busi-
ness for years. “We’re very lucky to 
have such a good team in both loca-
tions,” says Don. “Some of our guys 
have been with us since before we took 
over.”

Monroe and ATRA
Monroe Transmission has been an 

ATRA Member since not long after Bud 
opened his doors back in 1966. Which 
wasn’t long after ATRA became… 
well, ATRA. The Association began 
to expand through California just a 
few years earlier, and wouldn’t reach 
national or worldwide prominence for 
several years yet. But Bud saw the 
value in ATRA even back then. In fact, 
he was an early ATRA Board Member.

According to Don and Wayne, one 
of the most valuable services that ATRA 
offers is its seminar program, including 
Expo. That’s probably because educa-
tion has always been a big part of the 
culture at Monroe Transmission, even 
back in the days when transmission 
repair consisted of just a half dozen or 
so different units.

“Saturdays for me were about 
going to the local wrecking yard, where 
Bob Chernay was doing those early 
seminars,” says Don. “And even back 
when there were only a few different 
types of transmissions on the road, 
there were still challenges.

“I’d go to the seminars and listen 
to information about all the new trans-
missions coming out like the C3, and 
everyone else would be moaning about 
having to do this and that, and I’d be 
‘Wow! This looks cool!’ Sure, it’s a 
challenge, and maybe there are easier 
ways to make a living, but, even now, I 
still love this business.

“There’s always something that 
I’ll learn to make my life easier or save 
some time, and that makes us more 

money. Sure that training costs, but in 
the end we make a lot more than we 
spend to get our guys the training they 
need.” 

More than anything, Don and 
Wayne look forward to Expo. It’s 
become a regular part of their business 
model. You might think that’s strange 
for a company that prides itself on 
maintaining its roots, but that attitude 
doesn’t prevent them from keeping up 
with the trends that affect the industry. 
And there’s no better place to keep 
abreast of those trends than Expo.

And, over the years, the brothers 
have built close friendships with a num-
ber of ATRA Members… friendships 
they rekindle at each Expo: “I won’t 
miss an Expo because of the friendships 
we’ve developed, and the little bit of 
a push you get there: ‘Hey Don; your 
web site stinks!’ or some other valuable 
critiques.”

No wonder they won’t miss an 
Expo; it’s hard to imagine a warmer, 
more heartfelt commitment to friend-
ship than that!

Getting Their Name Out
Unlike so many other shops, 

Monroe doesn’t spend a lot of effort 
trying to drag new customers in the 
door. Most of their customers come in 
through referrals from other customers. 
And they get a lot of referrals!

Not that they ignore market-
ing; they do have an ATRA web site 
(www.MonroeTR.com), and when they 
opened their new store in Yuba City, 
they went out and met with shop own-

Jeff Monroe at cleaning machine in Yuba City.  Jack VanFossen, R&R.

Monroe Transmission:  An Old-Fashioned Success Story

Dave Willingham - Builder
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ers in the area to let them know they 
were there and build relationships with 
them.

They also have an antique Chevy 
pickup that gets them a bit of attention. 
“When Dad opened back in ’66, he 
had an old 1937 Chevy pickup that he 
used for running parts,” says Don. “He 
bought a newer truck in ’69 and parked 
the old Chevy and let it sit.”

After several years, Bud gave the 
truck to Don, who restored it. Now he 
takes it to car shows, where it helps 
keep their shop in front of the motoring 
public.

“Like We’d Want Our 
Grandmother Treated”

How have the Monroe brothers 
managed to keep customers coming 
in their doors? What type of business 
philosophy do they promote?

“I think it has a lot to do with the 
way we were raised; the things we 
learned from our father and grandfa-
thers,” says Don. “Simply put, we try 
to treat customers the way we’d like our 
grandmother to be treated if she were in 
that position.”

Sounds familiar; not a lot different 
from the whole “do unto others” con-
cept we all learned when we were kids. 
Today, through the What’s Working pro-
gram, we call it being “customer-cen-
tric.” But whatever you call it, there’s 
little doubt that it’s a critical part of suc-
cess in today’s market. And, except for 
what you call it, it hasn’t really changed 
much in over 4000 years.

Don has seen the transmission 

repair business from a variety of per-
spectives, having worked for one of the 
large chains for a short time right out of 
high school. That taught him a lot about 
how he’d like to run his own shop… 
and how he wouldn’t want to run it.

This is Monroe Transmission’s 
mission statement, as presented on their 
web site:

Quality Without 
Compromise

Our mission is to offer our 
community a convenient, professional 
transmission service center. We are 
committed to providing our customers 

with a superior product in a timely  
manner. We will continue to be a 
transmission industry leader and to 
serve our community with integrity and 
personalized service.

Tough to argue with that.
But maybe the most valuable asset 

that Don and Wayne bring to the table 
is that, after all these years, they still 
enjoy what they do. That enjoyment 
seeps into every part of their business… 
and it hasn’t changed in all the years 
they’ve served this industry.

Don with 1937 Chevy Truck, First shop truck - restored and beautiful.

Staff, Monroe Transmissions, L to R: Don Monroe - Jeff Monroe (son) - Alan Rowley ( builder ) - Chai Xiong (R&R / Service) 
Lee Xiong (R&R / Service) -Marvin Arnold ( Customer Service - front office )
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ATRA Returns to 
Las Vegas!
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Travel Information

Stay At The Center Of It All!
Your 2014 ATRA Powertrain Expo Headquarters Hotel

Rio All-Suite Hotel & Casino
3700 W Flamingo Rd
Las Vegas, NV 89103
(888) 746-6955

Early Bird Room Rate until July 11: $99 Single/Double
($119 after July 11)

Each suite offers more than 600 sq.ft. of spacious luxury 
including a separate dressing area, couch, 32’ TV, table 
with chairs, hairdryer, in-suite refrigerator, iron, ironing 
board and complimentary in-suite safe. All of this for a very special ATRA group rate!
Reserve your room today! ATRA early bird rates are available until July 11, after that the room rate is 
$119. Rates will be available until the cut-off date of October 7.
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There are many reasons why Las Vegas commands the title as “The Entertainment Capital 
of the World.” Some of the world’s most exciting and versatile entertainers have performed 

here including Celine Dion, Elton John, Jerry Seinfeld, Jay Leno, Garth Brooks, and so 
many more. Also, hot selling tickets include Broadway hits such as “Jersey Boys” and “Tony 
& Tina’s Wedding”. And popular touring Broadway shows stop at the Smith Center for the 
Performing Arts in downtown Las Vegas.  Other entertainment options include A-list head-
liners like Brad Garrett, Ray Romano, and Kevin James who regularly bring their shows to 

Las Vegas showrooms and arenas; as well as several resident Cirque du Soleil productions, 
comedy clubs, magicians, classic Las Vegas showgirl revues, and more.

ATRA Luncheon 

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

Best strip view in town!
Great entertainment 

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

Room Rates starting as low as $99/night!

Top Notch Training!

Visit Vegas!
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Thursday, October 30

Custom Made
Presented by Dave Riccio, Tri-City Transmissions

A key to any businesses’ 
success is to differentiate itself 
from the competition. In this 
presentation, Dave will outline 
the steps he and his staff 
generate in creating a product 
and service that simply cannot 

be matched or even met by his competitors. Using 
his expert standing within his community, and 
consistently delivering product and service beyond 
expectation is what continually separates Dave and 
Tri-City Transmissions from everyone else. Dave 
says that most shops are already doing the hard 
part; join him Thursday and he’ll show you how 
you too can turn “custom made” into cash!

3:30pm - 5pm
What’s Working
Presented by Dennis Madden and Rodger Bland, ATRA

They’re back!! And loaded 
with more great information on 
what’s working in our industry 
today! Rodger and Dennis 
will share the latest findings 
from our most recent surveys. 
This year we talked directly to 
General Repair shop owners to 
find out what they really need 
when it comes to transmission 
repair for their customers – 
think you already know?- so 
did we, and we were way 
off, and we bet you are too. 

Plus, find out from your customers how they are 
deciding to go to your shop in the first place- You 
might think word of mouth is still king of the hill, 
but there’s a new and growing trend that is turning 
traditional marketing upside down.   

2pm - 3:30pm

Management
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Friday, October 31

Turning Clicks Into Calls!
Presented by Danny Sanchez, Autoshop Solutions

How do you determine 
the success of your online 
marketing?   Search Engine 
Ranking, website visits and 
time on site are just a few of 
the ways to measure success. 
But the true success of your 

marketing efforts is measured by the phone calls 
and online appointments made from your website. 
In this session, Internet marketing expert Danny 
Sanchez will detail what your site needs (and 
doesn’t need) to turn website visitors into actual 
phone calling customers!  Customers that will put 
more cars in your bays and cash in your pocket! 
Find out once and for all how to Turn Clicks into 
Calls in this brand new session from Danny.

Golden Nuggets of Customer Service
Presented by Nancy Friedman, The Telephone Doctor

In a world where everyone 
seems to do the bare minimum 
to get by, Nancy Friedman, 
The Telephone Doctor,  will 
show you how to go above and 
beyond what “everyone else” 
does in the world of the all 

important Customer Service arena. In this session, 
Nancy will share great, unexpected customer 
service techniques to help you rise above that 
mass of grey average and become an island of 
excellence in an ocean of mediocrity. This session 
is jam packed with information to help make you 
and your organization GREAT!
You’ll be laughing and learning tips, skills, 
techniques and ideas you can used immediately 
and forever

Saturday, November 1

Everyone Is In Sales!
Presented by Maylan Newton, ESi

Why do we focus only on the 
shop manager or owner when 
it comes to sales? Selling 
service at the counter and on 
the phone is only one aspect 
of selling your company to 
customers. Stop it! you’re 

costing your business thousands in unrealized 
sales. In this brand new session the King of sales, 
Maylan Newton will show you how to engage the 
entire crew in the sales department of your shop. 
From business cards, uniforms and going out to 
dinner – find out why everyone is in sales!

Customer Engagement
Presented by Jim Cathcart, Cathcart Institute

Whether it’s a retail customer 
or a General Repair shop 
you’re selling to, they must 
become actively engaged in 
order to become your customer. 
Learn how to connect with 
each person in the way they 

want to be connected with. Everyone has their own 
preferred way of making a buying decision. Learn 
how to match your selling approach to their buying 
preferences and how to break the barrier that 
causes “sales resistance.” 
Jim, the original author of Relationship Selling™, 
in addition to being a GEARS contributor and 
ATRA supporter, is an Senior Editor to Customer 
Engagement Magazine and will provide each 
attendee with the latest copy of the magazine to 
share with the team back home. 
Plan to be engaged in this presentation. Jim is a 
fun presenter with a true gift for connecting with 
each audience and leaving a lasting message. 

8am-10am

10am-12pm

9am - 10:30am

10:30am-12pm

Management

Friday, October 31
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Sunday, November 2

Future Trends
Presented by Scott Johnson, ProfitBoost

Join Scott Johnson for this 
fast-paced and exciting look 
into the future of your shop 
and our industry. Find out how 
technology is driving profits like 
never before and the absolute 
essentials your shops needs to 

be prepared for what lays ahead. Scott will discuss 
the real differences between General Repair and 
Transmission Shop owners and how you can better 
position you and your staff to not only survive, 
but truly thrive in the coming years ahead in our 
industry. 
Fasten your seatbelts – as Scott Johnson blasts us 
into Future Trends!

Chemistry Lessons for a 
Multi-Generational Workforce
Presented by Bill Haas, Haas Performance Consulting 
LLC

In a world where everyone 
seems to do the bare minimum 
to get by, Nancy Friedman, 
The Telephone Doctor,  will 
show you how to go above 
and beyond what “everyone 
else” does in the world of 

the all important Customer Service arena. In 
this session, Nancy will share great, unexpected 
customer service techniques to help you rise above 
that mass of grey average and become an island of 
excellence in an ocean of mediocrity. This session 
is jam packed with information to help make you 
and your organization GREAT!
You’ll be laughing and learning tips, skills, 
techniques and ideas you can used immediately 
and forever

8am-10am

10am-12pm

Management

Do you ever fi nd members 
of your team frustrated, 
tense, distracted, upset or 
unreasonable with other 
members of the team? Wonder 
why? Well, Gen Y thinks Gen 
X is a bunch of whiners. Gen X 

believes Gen Y is arrogant. And everyone thinks the 
Boomers are self-absorbed workaholics.
While the younger generation’s entitled attitude is 
clashing with the older worker’s values, Gen Y’s 
presence is improving workplace policy for everyone. 
Once we understand their differences and learn what 
is important for each group we can work together 
effectively.

Eexpo pages1-16.indd   2 5/2/14   7:53 AM



6 2014 ATRA POWERTRAIN EXPO powertrainexpo.com           

Technical

Thursday, October 30

It’s Live and In Stereo!
Presented by Bill Brayton, ATRA

Presenting a live demonstration 
of disassembly and assembly 
of Honda’s new 6 speed 
transmission the P36. This 
seminar will feature tips and 
tricks to make this unit a 
profitable rebuild.

It’s a Mad, Mad World
Presented by Sean Boyle, Southern Illinois University

Honda’s lineup includes their 
new 6-speed, a redesigned 
CVT, and even a ZF 9-speed. 
Come learn about this new 
technology and get the latest 
details regarding diagnostics, 
rebuild, and theory of operation.

Reboot? Restart? Nope...Update!
Presented by Alan McAvoy, Chrysler Group LLC

The latest information from 
the factory doesn’t come by 
so easy, but this session will 
blow you away! Learn the 
key updates to enhancing 
the transmission repair you’re 
doing. You can’t miss this 

opportunity to get training from the factory!

Fixing It Right the First Time
Presented by Stevie LaVallee, TEST Research

The latest information from 
the factory doesn’t come by 
so easy, but this session will 
blow you away! Learn the 
key updates to enhancing 
the transmission repair you’re 
doing. You can’t miss this 

opportunity to get training from the factory!

GM’s TEHCM...YOU Can Fix ‘em!
Presented by General Motors

Diagnose and re-program 
Transmission Electro Hydraulic 
Control Modules (TEHCMs)
Description: This seminar 
will focus on showing the 
technician how to diagnose 
and re-program Transmission 

Electro Hydraulic Control Modules (TEHCMs) which 
are located inside all General Motors six speed 
automatic transmissions.

3:15pm - 4:30pm

Waves and Waves of Electricity!
Part 1
Presented by Dan Marinucci, Communique

Dan’s double-session class 
show technicians vital details 
they need to know to use a 
‘scope correctly, profitably. 
This includes nitty-gritty tips 
on setting it up and connecting 
it to the vehicle properly. 

Previous attendees report that this seminar takes 
the fear out of using this important diagnostic 
instrument. (The second session takes place on 
Friday at the 3rd session from 10:30-12:00)

11:45am - 1pm

2pm - 3:15pm

8am - 9:15am

10:30am - 11:45am

9:15am - 10:30am

Late model Ford transmissions 
including the newer six speeds and 
the 6R140 TorqShift 6.  Learn the 
principles of operation, systematic 
diagnostic routines, repair tips, 
and the importance of using fl ash 
reprogramming strategy revisions 
in the repair process.  There will 

also be some discussion on the latest OEM scan tool as 
well as some of the newer after market tools designed to 
make your job easier and more profi table.

Dan’s double-session class 
shows technicians the vital details 
they need in order to use a ‘scope 
correctly and profi tably.  This 
includes the proper setting and 
connection methods. Take the 
fear out of using an oscilloscope 
and learn how it can become your 

most valuable tool. (The second session takes place on 
Friday at the 3rd session from 10:30-12:00)
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4:30pm - 6pm

It’s Allliiive!!! Calling Dr. Parmenter, 
Your Patient Has Arrived
Presented by John Parmenter, Precision International

Presenting a live demonstration 
of disassembly, assembly, tips 
and tricks

Friday, October 31

7:30am - 9am

Who’s the New Guy?
Presented by Mike Souza, ATRA

Mike will be covering the new 
TL80SN 8 speed found in the 
latest Cadillac CTS for the 2014 
model year. Similar versions 
can be found in some 2007 & 
later Lexus models referred to 
as the AA80E or Volkswagen’s 

2010 & later Touareg models designated the OC8 
(TR-80SD)

9am - 10:30am

Shift Control, With a Bit of TC Slip
Presented by Bob Warnke, Sonnax

A detailed look into the 
mysteries of how shifts are 
controlled and how it’s more 
than just fluid and valves.

10:30am - 12pm

Waves and Waves of Electricity!
Part 2
Presented by Dan Marinucci, Communique

This is Dan’s 2nd session, 
he will show technicians vital 
details they need to know 
to use a ‘scope correctly, 
profitably. This includes nitty-
gritty tips on setting it up and 
connecting it to the vehicle 

properly. Previous attendees report that this 
seminar takes the fear out of using this important 
diagnostic instrument. (The first session takes place 
on Thursday from 3:15-4:30pm)

3:30pm - 5pm

Lions and Tigers and Bears, Oh My!
Presented by Mark Puccinelli, ATRA

ATRA’s Mark Puccinelli will 
be bringing you a format 
of diagnostics from function 
and logic. It encompasses all 
three elements of transmission 
fundamentals. Hydraulics, 
mechanical, and electronics. 

Marks presentations are exciting and are a must 
attend.

Saturday, November 1

9am - 10:30am

Tips & Tricks from the Rebuild Bench
Presented by John Parmenter, Precision International

John brings you the latest 
problems plaguing the rebuilder 
and simplifies them into profits 
for you. Giving an always fresh 
prospective on repairs John 
delivers the goods every time!

2014 ATRA POWERTRAIN EXPO powertrainexpo.com           9

Technical

In Part of this series, Dan 
shows you the fi ner details of 
diagnosis with an oscilloscope. 
You’ll learn techniques you 
never thought possible. 
Afterward, you’ll be on your 
way becoming a master at 

electronics diagnosis, and wonder how you ever got 
along without one.
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Saturday, November 1 cont’d

10:30am - 12pm

Say What? I Can’t Hear You!
Presented by Steve Garrett, ATRA

We will discuss the common 
communication systems used 
in today’s vehicles. Scan tool 
interface with the Data Bus 
will be examined for CAN, 
Most, Lin and other Data 
communication systems. You 

will learn a “Common sense” approach to diagnosis 
regarding scan tool communication issues.

12pm - 1:30pm
Pieces of 8... 8 Speeds That Is
Presented by Niel Speetjens, Speetjens Transmission 
Service

Foreign and domestic 
transmissions are a thing of the 
past. ZF’s new 8 speed built by 
ZF in Germany, by ZF USA in 
North Carolina and by Chrysler 
in Indiana this transmission 
will overflow the transmission 

aftermarket by its high number of production and 
application. Get all the insides needed to work on 
these units and the do’s and don’ts to be ahead of 
the game.

4pm - 5:30pm
What the Heck is a Dual Wet Clutch?
Presented by Bob Nuttall, Autotech

An in depth look at how this 
transmission works, including 
Transmission applications, 
Component locations, Clutch 
operation, Solenoid locations 
and operation, Shift sequences, 
Sensor locations and operation, 

Transmission servicing, Common DTC’s and Scan-
Tool sensor data captures.

Sunday, November 2

9am - 10:30am
We CAN Rebuild It
Presented by Bob Nuttall, Autotech

An in depth look at performing 
Clutch assembly R&R 
precautions, Valvebody 
“Mechatronics” R&R 
precautions, and special tools 
needed to perform the Clutch 
assembly R&R. Also a look at 

Clutch assembly Unit Disassembly and Reassembly 
procedures, Valvebody checkball, orifice, and valve 
locations. Will also cover Valvebody “Mechatronics” 
programming, and Clutch and Shift Fork Teach-in 
procedures.

10:30am - 12pm
Tapping Into Your High Performance 
Needs!
Presented by Randall Schroeder, Sonnax Industries

What do you look for in 
an extreme heavy duty 
transmission…its durability! This 
class will help you understand 
what you’ll need to tell your 
customers what they need and 
how to build them.

10:30am - 12pm
How Do You Say Cool in our 
Industry? Hybrid!
Presented by Jack Rosebro, Perfect Sky

Toyota introduced its 
Techstream laptop-base scan 
tool in 2007 and the more 
affordable Techstream Lite 
software subscription in 2009. 
We’ll discuss scan tool use, 
including setup, data lists, 

freeze fames, snapshots, active tests, and utilities. 
We will also cover online repair manuals, wiring 
diagrams, TSBs, tech tips, and online study guides. 

Technical

Saturday, November 1 
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Adapt-A-Case
ATRA BookStore

Allomatic 
Alto Products Corp.

Amsoil Synthetic Lubricants
ATK and Parts, LLC

ATSG
Austling Guangzhou Co., Ltd

Autoshop Solutions, Inc.
BAAN Powertrain Corp.
BlueReach Automation

Capital Core Inc.
Chrysler-Mopar

Cika Automotive Parts Company
Dacco Transmission Parts, Inc.

Defeo Manufacturing 
Endural, LLC

ESi - Educational Seminars Institute 
ETE Reman
EVT Parts

Exedy Friction Technics
Ford Motor Company 
Gandrud Parts Center

G-Auto Co., LTD
G-Cor Automotive Corp.

GEARS Magazine
GearSpeed

Genuine GM Parts
GFX Corp.
G-Tec, Inc.

Hayden Automotive
Hot Flush, LLC

Hydra-Test
Jasper Engines & Transmissions

JDS Worldwide Corp.
Jiake Transmission Group
KRS International Corp.

KUKUI
Lintex Auto Parts Co., LTD

LUBEGARD®, A Stellar Automotive Group Co.
Motor Age – Advanstar Communications

Mustang Advanced Engineering
NATPRO

Northland Transmission Inc.
Omega Machine & Tool, Inc.

Omnique Shop Management Software
Performance Products & Machining (PPM)

Portland Torque Products
Power Pusher-Div. of Nu-Star, Inc.

Precision International 
Precision of New Hampton, Inc.

Raybestos Powertrain
Rostra Precision Controls, Inc.

Seal Aftermarket Products
Schaeffler Group USA Inc.
Slauson Transmission Parts

Smart Blend by Life Automotive Products
Sonnax Industries / Sonnax Road Show

STK Transmission Parts Co., Ltd
SunBelt Valve Body Builders

SuperFlow Technologies Group
Superior Transmission Parts, Inc.

Sussex Auto Parts, LTD
TCS Transmission Products

Teckpak-Fitzall
Tenn-Tex Automotive

TRNi Inc.
TRANSBRITE / Allen Woods & Associates, Inc.

TransGo
Transmission Digest

Transmission Specialties
Transtar Industries, Inc.
Transtec by CORTECO

Valeo Service USA
Valve Body Pro

VBX - Valve Body Xpress, Inc.
Wesco Automotive, LLC
West Coast Standards

Whatever It Takes Transmission Parts, Inc.
ZF Services North America
Zina Autoparts Co., LTD
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A.I.M.
Arrowhead Electrical Products Inc.

Big R/ReMaTecUSA 2014
BPS Cores, Inc.
Car-Part.com

Church & Dwight Co. Inc.
D&W Diesel, Inc.
DCM Tech, Corp.

Diesel Parts of America
Dixie Electric Ltd.

DS USA Ltd.
Dubois

Electronics Remanufacturing Company
Endural

Hebei Changli Auto Parts Co., Ltd.
Henkel Corporation

Holonix
International Automotive Trading, Inc.

J&N Auto Electric
Jada USA, Llc.

JM Interpart Corp
L R Miller Company, Inc.

Level Seven Group
Litens Aftermarket Network

Melett Limited
Metal Processors of North America

Metro Auto Industrial, Inc.
Naifu Enterprise

Phoenix Automotive Cores
Politecnico di Milano - Dipartimento di Ingegneria 

Gestionale
Pollution Control Products Co.
Procar International Co., Ltd.

Rand Group Inc.
RAS

Regitar U.S.A., Inc.
ReMaTec2015

Romaine Electric Corporation
Shenzhen Meridian Parts Company

SRC Electrical LLC
Taizhou Proch Auto-Parts Co., Ltd.
The Recycler Core Company Inc.

TIE Kinetix
WABCO Reman Solutions

Wagner Alternators & Supplies, Inc.
WAIglobal - Wetherill Associates Inc.

Warsztat
Wilson Auto Electric

WPS, LLC World Parts Supplier
Yuhuan Lifeng Auto Electric Co.,Ltd.

ZEN S.A.
Zerust Corrosion Solutions

Visit both show floors 
with your Trade Show Pass!

ATRA Powertrain Expo
Exhibit Hall Days

Big R/ReMaTecUSA Show
Exhibit Hall Days

Friday, October 31:
Saturday, November 1:

2pm-7pm
12pm-5pm

Saturday, November 1:
Sunday, November 2:
Monday, November 3:

1pm-5pm
11am-5pm
9am-1pm

Eexpo pages1-16.indd   2 5/1/14   2:36 PM



ATRA Powertrain ExpoSpecial Events

Thursday, October 30

ATRA Member Meeting
5pm-6pm
Right after your first day’s seminars, don’t miss the 
ATRA Member Meeting. This is where you’ll discover 
where ATRA’s heading, and where you can put 
your two-cents out there for a lively discussion with 
ATRA Members just like you. This is your chance to 
influence the course of your Association… and your 
industry; don’t miss it!

ATRA Welcome Reception
6pm-7:30pm

After your first day of seminars and meetings, you’ll 
want to kick back and relax at the ATRA Welcome 
Reception. This is your first real opportunity to meet 
up with old friends and make new ones with like-
minded folk in an environment of friendship and 
camaraderie, with hors d’oeuvres courtesy of ATRA 
and drinks. 

Friday, October 31

ATRA Luncheon sponsored by
12pm-2pm

It’s become a tradition at Expo: Right after the Friday 
morning seminars, before the trade show doors 
open, the ATRA Luncheon, sponsored as always by 
Raybestos. You’ll sit down to a sumptuous feast, be 
entertained by world-class talent — this year Mike 
Rayburn’s guitar wizardry and humor — and revitalize 
yourself for an afternoon on the trade show floor.  

Cocktail Reception hosted by
7pm-9pm

For many attendees, the Transtar Reception is the 
highlight of Expo. Here you’ll enjoy the hottest music, 
an open bar, and tasty hors d’oeuvres, while you rub 
elbows and clink glasses with friends, old and new. 
And this year Transtar is planning an exciting new 
venue for their get-together; more about that in the 
weeks ahead!

sponsored by

It’s become a tradition at Expo: Right after the Friday 
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As a Hall of Fame international keynote speaker, author, 
comedian, and world-class guitarist, Mike Rayburn is an 

inspirational thought leader and one of the most in-demand 
and un-conventional keynote artists in the world. Drawing from 

his success as an entrepreneur as well as a Carnegie Hall 
headliner, Mike is a master at increasing profitability and impact 
by inspiring your team to become possibility thinkers and virtuoso 
performers… all by daring you to ask the question, “What if…?” 
The “What If…?” Experience is Mike’s transformational, hilarious 
keynote presentation. In it Mike uses his amazing guitar work and 
hilarious comedy as a metaphor, to illustrate three tools designed 

to turn your team into an army of innovators with the peak 
performance skills to transcend the status quo to stop managing 
change, and lead by creating change. Oh… and they’ll laugh so 

hard it hurts!

Las Vegas Headliner Mike Rayburn to perform 
at the ATRA Luncheon!
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COMPLETE 
CONFERENCE
Thursday - Sunday 
(Oct. 30 -  Nov. 2)

TECHNICAL
CONFERENCE 
Thursday - Sunday 
(Oct. 30 -  Nov. 2)

TRADE SHOW 
PASS

Friday - Saturday 
(Oct. 31 - Nov. 1)

MANAGEMENT 
CONFERENCE
Thursday - Sunday 
(Oct. 30 -  Nov. 2)

Access to Technical Seminars • •
Access to Management 

Seminars • •
Expo Tech Manual • •

Expo Tech Program CD • •
Expo Management worksheets 

with leather binder • •
Expo Management 

Program CD • •
Coffee Breaks • • •

Friday Luncheon • • •
Friday Cocktail Reception • • •

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

Technical & Management 
seminars

•

As low as
$20

As low as
$345

As low as
$345

As low as
$395

Registration Options

*And admission to the Big R/ReMaTec Show Floor on Saturday, Sunday & Monday
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Frequently Asked Questions

Can I register at the door?
Yes. The following are the dates and times for On-Site 
Registration:

Thursday, October 30: 7am - 5pm
Friday, October 31: 7am - 5pm
Saturday, November 1: 8am - 5pm

 

What are the hotel rates?

Hotel Room Rate
Cut-off 
Date

Rio Hotel & Casino
(888) 746-6955

$119 10/7/2014

$99 Room Rate if you reserve by 7/11/2014!

Does ATRA make hotel reservations or is it 
included in the cost of registration?
All attendees make their own hotel accommodations directly 
with the Rio Hotel by calling (888) 746-6955. Mention ATRA 
to receive your discount room rate. Room reservations are not 
included with your conference registration.

What are the registration cut-off dates for Expo?
The early registration cut-off date at the discount price is 
9/2/14. The cut-off date for all pre-registration is 10/10/14. 
Any registrations made after 10/10/14 will need to be done 
on-site at the event.

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

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

Can I change one of my paid registrations from 
one person to another?
Yes, you can switch the name on one or more of your 
registrations before 10/10/14. Please call (800) 428-8489 with 
any changes you’d like to make. Any changes needing to be 
made after 10/10/14 will need to be done on-site at the event. 

What if I want to attend more than one seminar in 
a session?
Audio recordings of both the Technical and Management 
seminars will be available to all Complete Conference 
attendees after the Expo. 

4 Easy Ways to Register
Call:   (800) 428-8489 or (805) 604-2000

Online:     www.powertrainexpo.com

Send Reg 
form by fax:  (805) 988-6761

Send Reg 
form by mail:

  ATRA Powertrain Expo Registration
  2400 Latigo Ave
  Oxnard, CA 93030

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

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

Technical or Management Conference: admission to either 
the Technical or Management seminars Thursday through 
Sunday, Friday Luncheon & Cocktail Reception, coffee breaks, 
Friday & Saturday ATRA Trade Show admission, Saturday, 
Sunday & Monday Big R/ReMaTec Trade Show admission, 
the Expo Technical Manual,  Technical seminar program CD 
or Management worksheet materials.

Trade Show: admission to the ATRA trade show on Friday 
and Saturday. And the Big R / ReMaTec trade show on 
Saturday, Sunday & Monday.

Cancellation Policy
All cancellation requests needing to be made after 10/1/14 
will be subject to a $50 cancellation fee.

Selling is not permitted on ATRA’s 
Trade Show Floor, except by 

authorized booth holders.
Photography is not permitted on 

ATRA’s Trade Show Floor without the 
express written permission of ATRA.
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Registration Form 
October 30th - November 2, 2014 • Las Vegas, NV

Company Name                                            ATRA Account Number

Contact Person: (will receive all correspondence)

Address 

City  State   Zip

Country Email Address 

Area Code Phone No.  Fax No.

(           )                           (           )            

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

ADDITIONAL
TICKETS

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

CONFERENCES
(Includes Luncheon & Trade Show)

  Complete      
  Conference      Technical     Management  Trade Show       Lunch 

NAME _______________________________________________________________________________    

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

   Before Sept 2nd      Sept. 2nd - Oct. 10th ALL 
REGISTRATION FEES Qty Member Non Mem Member Non Mem ON-SITE SUBTOTAL

Complete Conference Registrant* _____ $ 395 $ 495 $ 495 $ 595 $ 695 $____________
Technical or Management Conference* _____  345 445  445  545  645 $____________
Trade Show  _____  20 20  20  20  30 $____________
Extra Luncheon Ticket _____ 50 50 50 50 65 $____________
(Included with Complete, Tech & Management Conferences)

                                         TOTAL  $____________

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

Card Number ___________________________________________________ Expiration Date                                               Security Code

Print Name on Card __________________________________________________________  Signature __________________________________________

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

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

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

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

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other
TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other
TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

All cancellation requests made 
after 10/1/2014 are subject to a 

$50 cancellation fee.
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Thursday, October 30
7am-5pm Attendee Registration
8am-6pm Technical Seminars

It’s Live and In Stereo! - Bill Brayton
It’s a Mad, Mad World - Sean Boyle
Reboot? Restart? Nope...Update! - Alan McAvoy
Fixing It Right the First Time - Stevie LaVallee
GM’s TEHCM...YOU Can Fix ‘em! - General Motors
Waves and Waves of Electricity! Part 1 - Dan Marinucci
It’s Allliiive!!! Calling Dr. Parmenter, Your Patient Has Arrived - John Parmenter

3pm-6pm Management Seminars
Custom Made - Dave Riccio
What’s Working - Dennis Madden, Rodger Bland

Friday, October 31
7am-5pm Attendee Registration
7am-8am ATRA Member Meeting
7:30am-5pm Technical Seminars

Who’s the New Guy? - Mike Souza
Shift Control, With a Bit of TC Slip - Bob Warnke
Waves and Waves of Electricity! Part 2 - Dan Marinucci 
Lions and Tigers and Bears Oh My! - Mark Puccinelli

8am-12pm Management Seminars
Turning Clicks Into Calls! - Danny Sanchez
Golden Nuggets of Customer Service - Nancy Friedman

12pm-2pm ATRA Luncheon - sponsored by Raybestos
2pm-7pm Trade Show
4pm-6pm ATRA Chapter President’s Meeting
7pm-9pm Cocktail Reception - hosted by Transtar Industries
Saturday, November 1
8am-5pm Attendee Registration
9am-1:30pm Technical Seminars

Tips and Tricks from the Rebuild Bench - John Parmenter
Say What? I Can’t Hear You! - Steve Garrett
Pieces of 8. 8 Speeds That Is - Niel Speetjens

9am-12pm Management Seminars
Everyone is in Sales! - Maylan Newton
Customer Engagement - JIm Cathcart

12pm-5pm Trade Show
3pm-4pm ATRA Longtimer’s Meeting
4pm-5:30pm Technical Seminars

What the Heck is a Dual Wet Clutch?? - Bob Nuttall

Sunday, November 2
9am-12pm Management Seminars

Future Trends - Scott Johnson
Chemistry Lessons for a Multi-Generational Workforce - Bill Haas

9am-12pm Technical Seminars
We CAN Rebuild It - Bob Nuttall
Tapping Into Your High Performance Needs! - Randall Schroeder
How Do You Say Cool in our Industry? Hybrid! - Jack Rosebro

Schedule At A Glance

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

G-Cor Automotive 
Launches New On-line 
Store Website.

 G-Cor Automotive, one of the 
largest used transmission parts supply 
company in the USA, has launched a 
new online store!

We are adding dozens of parts 
daily.  If you do not see a part you need  
Just Ask!

G-Cor’s focus:
People – treating each customer as 

we want to be treated.
Process – being efficient so that 

our customers needs are met with the 
highest quality part for the lowest price.

Product – getting the right part to 
our customers when they need it.

For more information, just go to: 
www.g-corautomotive.com

NAPC Now Supplies  
H&A/Gearspeed Units

North American Powertrain 
Components is now Canada’s exclusive 
supplier for H&A/Gearspeed Honda & 
Acura units. 

H&A is the leading provider of 
premium remanufactured transmissions 

for Honda and Acura automobiles and 
has put together the most prolific build 
process for Honda transmissions in 
our industry. Each unit is meticulously 
built, inspected and cleaned.

North American Powertrain 
Components is proud to be a supplier 
of the highest quality remanufactured 
transmissions available on the market 
today. 

North American Powertrain 
Components also offers a full line of 
Honda and Acura hard parts, sleeved 
cases, and electrical components. 
Call 866-456-4498 for details, or visit 
them on line at www.napc.ca or www.
dieseladdict.ca.

 

JASPER Offers  
Reman Toyota  
1MZ-FE 3.0L Engine

Jasper Engines & Transmissions, 
the nation’s leader in remanufactured 
products, announces the availability 
of its remanufactured Toyota 1MZ-FE 
3.0L engine. This DOHC V6 engine is 
available on exchange for the following 
1994-2006 vehicles:

Toyota Camry, Avalon, Solara, 
Sienna, Highlander, Lexus ES300, 
RX300.

This remanufactured JASPER 
engine offers several advantages:

JASPER-designed pistons are 
engineered with three times larger 
oil return holes that assist with oil 
drain back and prevent oil rings from  

sticking.
100% installation of valve covers 

and PCV valves to reduce the risk of oil 
consumption 

Updated ring pack with Plasma 
Moly rings to provide higher durability, 
reduce cylinder wear, and provide three 
times more oil drain back. 

100% installation of new, nitrated 
engine valves that are more heat resis-
tant and provide better lubricity, to 
reduce guide wear.

100% installation of new water 
pump. 

100% tested camshaft actuators to 
verify proper performance.

Live-Run Testing provides peace 
of mind and assures reliability.

The JASPER remanufac-
tured 1MZ-FE engine is covered by 
JASPER’s 3-year/100,000 mile, nation-
wide transferable parts-and-labor war-
ranty. Full warranty disclosure is avail-
able on their web site or upon request.

For more information on the 
Toyota 1MZ-FE, and the complete 
line of JASPER remanufactured gas 
engines, call 800-827-7455 or log onto 
www.jasperengines.com.

AC Group Unveils 
Its New Website

European-based, full-line trans-
mission parts distributor, the Automatic 
Choice Group, recently unveiled a 
brand new web site to its customers 
around the world.

This new web site has been almost 
a year in development, with the primary 
aim of simplifying customers’ online 
experience and make searching the 
parts, tools, and transfer case catalogs 
faster and more direct.  

Here’s what a spokesman for the 
group had to say about the new site: 
“Two members have recently enjoyed 
significant trading anniversaries in their 
respective markets, with the Spanish 
AC member enjoying its 10th anniver-
sary this year and the Bulgarian mem-
ber next year. 

“So the time was right to give 
the web site a significant overhaul to 
get it ready to incorporate the new 
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technologies that will help us and our 
customers in the near future. Many of 
these advances will become apparent 
over the coming months now that the 
new base platform is established.

“We look forward to your presence 
at automaticchoice.com.” 

Precision International 
Introduces New Kits

Precision International is now 
offering Overhaul, Banner, and Master 
kits for these Toyota and Suzuki 
K310/311/K312 (XB-20LN) transmis-
sions.

Overhaul Kit:  K75900RX-MD 
(without pistons)

K75900R-MD (with pistons)
Banner Kit:  K 7 5 0 0 R X W / O 

(without pistons)
K7500RW/O (with pistons)
Master Kit:  K7500RX (without 

pistons)
K7500R (with pistons)

These kits fit the following appli-
cations:

Toyota (Non-USA)
2007-11 Axio (L4 1.5L)
2007-13 Allion (L4 1.5L, 1.8L)
2006-13 Auris (L4 1.5L, 1.8L) 
2008-13 Avensis (L4 1.8L, 2.0L)
2006-13 Corolla (L4, 1.5L, 1.8L)
2011-13 EZ (L4, 1.8L, 2.0L)
2006-11 Fielder (L4 1.5L)
2009-13 Isis (L4 1.8L)
2007-11 IST (L4 1.5L)
2007-13 Premio (L4 1.5L, 1.8L)
2010-13 Probox (L4 1.5L)
2006-13 Rumion (L4 1.5L, 1.8L)
2010-11 Succeed (L4 1.5L)
2009-13 Verso (L4 1.8L)
2009-13 Wish (L4 1.8L)
2006-11 Yaris (L4 1.5L)
Suzuki (Non-USA)
2007-11 Swift
Precision has also introduced 

Overhaul, Banner, and Master kits for 
the A5CF1/2, found in Hyundai and 
Kia vehicles.

Overhaul Kit:  
K77900GGX-MD (without pistons)

 K77900GG-MD (with pis-
tons)

Banner Kit:  K 7 7 0 0 G G X W / O 
(without pistons)

 K7700GGW/O (with pistons)
Master Kit:  K7700GGX (without 

pistons)
 K7700GG (with pistons)
These kits fit the following appli-

cations:
2005-11 Hyundai (USA) Sonata 
2009-10 Kia (USA) Forte 
2010-11 Kia (non-USA) K5
2010 Lotze 
For more, visit Precision on line at 

www.transmissionkits.com.

Schaeffler Attends  
First Parts Expo 
in Central America

Surpassing expectations of cus-
tomers, distribution partners and 
workshops, Schaeffler Automotive 
Aftermarket will participate in the 
2014 Latin Auto Parts Expo, in 
Panama City, Republic of Panama, 
July 9-11, 2014.

As a member of the Automotive 
Aftermarket Industry Association 
(AAIA), Schaeffler is proud to 
announce their presence at the AAIA 
pavilion to showcase their commit-
ment to the association and the auto 
care industry.

Following the group’s very suc-
cessful more concept, Schaeffler 
will exhibit its LuK, INA, FAG and 
Ruville product portfolio tailored to 
the Central American markets. More 
stands for how Schaeffler positions 
itself as a strategic partner to the inde-
pendent aftermarket industry world 
wide, focusing on customer proximity 
and comprehensive repair solutions, 
and backed by first-class support and 
effective networking for mechanics 
and their workshops.

Jens Schüler, president of 
Schaeffler Automotive Aftermarket 
North America, and Auto International 
Association (AIA) board member, 
will also attend the Expo. Regarding 
Schaeffler’s participation at the Expo 
and in the Central America region, 
Schüler said, “Schaeffler Automotive 
Aftermarket is pleased to participate 
in the 2014 Latin Auto Parts Expo 
in partnership with the Automotive 
Aftermarket Industry Association, 
and views this is as a valuable oppor-
tunity to develop relationships with 
strategic partners within this growing 
market.”

Schaeffler Automotive 
Aftermarket has been responsible 
for the Group’s global automotive 
replacement parts business for the 
LuK, INA and FAG brands for over 
35 years from its headquarters in 
Langen, Germany.

For more, visit Schaeffler on line 
at www.schaeffler-aftermarket.us.
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Motorcraft Batteries 
keep Family Pricing,  
Pro-rated Warranty and 
Free Replacement Period

Motorcraft stands by family pric-
ing, pro-rated warranty and free replace-
ment period to provide affordability and 
stability to customers.

Similar to hot temperatures, the 
winter cold can cause batteries to dete-
riorate faster over time and, as we 
make our way in to spring, Motorcraft 
has made the decision to maintain its 
pro-rated battery warranty and fam-
ily pricing structures as the after parts 
industry as a whole moves in the oppo-
site direction.

The Motorcraft Tested Tough Max 
battery carries a 100-month pro-rated 
warranty and free replacement for 36 
months, while the Motorcraft Tested 
Tough Plus batteries boast an 84-month 
pro-rated warranty and free replace-
ment for up to 18 months. Most com-
petitors only offer a flat 36-month war-
ranty, with some offering coverage for a 
mere 12 months.

Motorcraft batteries are subjected 
to a number of tests in the design stage, 
including:

•	 460 discharge/charge cycles to 
determine its ability to accept a 
charge after being discharged.

•	 a cold crank test to ensure bat-
teries exceed standards by the 
Battery Council International 
(BCI).

•	 vibration testing to make sure 
there are no mechanical fail-
ures.

…and subjecting batteries to 
extreme hot and cold temperatures to 
ensure performance in all conditions. 

Motorcraft parts are available 
nationwide at Ford and Lincoln dealers, 
independent distributors and automo-
tive parts retailers, and are backed by 
the Service Parts Limited Warranty of 
Ford Motor Company. For more infor-
mation, visit www.motorcraft.com.

RatioTek Introduces  
Two New Products

These valve body kits are the only 
products you need!!

Kits fit Allison 1000 and 2000 
Models from 2011 through 2015

Valve Body Kit Features; Improves 
shift firmness with different spring 
selections to achieve desired results; 
Improves Converter holding power; 
Patent Pending pressure relief and boost 
system; Easy to Install - Great Results

The RT™ A11-PR Kit:
For the every day truck. Kit sets 

minimum pressure and boosted pres-
sure to levels that are a match for 
stock 400HP and up to 800HP levels 
adjustable within the kit. Good News 
- Customers will say the engine runs 
better after installing this kit. This is 
because De-fueling under torque man-
agement will eliminated. The trans will 
have enough holding power to allow 
full fuel delivery.

"Rebuilding this trans with out 
using this kit is serious mistake."

Steve Younger
The RT™ A11-PRX Kit:
Kit sets minimum pressure and 

boosted pressure to levels that are a 
match from 800HP up to 1200HP or 
more adjustable within the kit. This kit 
is for racing, tractor pulls and chipped 
out monster trucks.

For more information, call 626-
968-2754, Fax 626-961-8563.

Big Winners at ATRA 
Northern California 
Seminar 

In addition to a full day of great 
technical sharing and information there 
were some big winners at the recently 
held ATRA Northern California Chapter 
technical seminar. 

Various vendor door prizes were  
awarded, and once again, the chap-
ter gave away a laptop computer as 
their grand prize to one lucky attendee.  
This year’s recipient was Alfredo  
Zarco of ABC Transmissions,  
Manteca, CA. 

A special award was presented to 
Mike Talerico of PDQ Transmission 
Parts for selling and promoting the 

Mike Talerico of PDQ Transmission 
Parts receives the Hot Seat award 

from ATRA CEO, Dennis Madden for 
selling seats to 43 attendees at the 

recently held seminar in Concord, CA

       2 New Products from 
   

Part #  RT™ A11-PR 
Part #  RT™ A11-PRX 

These valve body kits are the only products you need!! 
Kits fit Allison 1000 and 2000 Models from 2011 through 2015 

Valve Body Kit Features 
Improves shift firmness with different spring selections to achieve desired re-

sults. Improves Converter holding power. 
Patent Pending pressure relief and boost system  

Easy to Install - Great Results 

15902 A Halliburton #272 
City of Industry, CA   91745 

626-968-2754  Fax 626-961-8563 

RT™ A11-PR 
For the every day truck. Kit sets mini-
mum pressure and boosted pressure 
to levels that are a match for stock 
400HP and up to 800HP levels adjust-
able within the kit.  
Good News - Customers will say the engine 
runs better after installing this kit. This is be-
cause De-fueling under torque management will 
eliminated. The trans will have enough holding 
power to allow full fuel delivery. 
 

Rebuilding this trans with out using 
this kit is serious mistake. 

Steve Younger 

A better way of shifting gears. TM 

RT™ A11-PRX 
Kit sets minimum pressure and boost-
ed pressure to levels that are a match 
from 800HP up to 1200HP or more 
adjustable within the kit.  
This kit is for racing, tractor pulls and 
chipped out monster trucks.

Alfredo Zarco of ABC Transmission, 
Mantica, CA is the winner of a lap-
top computer raffle drawing at the 

Northern California Techncial Seminar. 
Pictured with Lee Williams(R), of 

Williams Automotive and President of 
the Northern California Chapter.

       2 New Products from 
   

Part #  RT™ A11-PR 
Part #  RT™ A11-PRX 

These valve body kits are the only products you need!! 
Kits fit Allison 1000 and 2000 Models from 2011 through 2015 

Valve Body Kit Features 
Improves shift firmness with different spring selections to achieve desired re-

sults. Improves Converter holding power. 
Patent Pending pressure relief and boost system  

Easy to Install - Great Results 

15902 A Halliburton #272 
City of Industry, CA   91745 

626-968-2754  Fax 626-961-8563 

RT™ A11-PR 
For the every day truck. Kit sets mini-
mum pressure and boosted pressure 
to levels that are a match for stock 
400HP and up to 800HP levels adjust-
able within the kit.  
Good News - Customers will say the engine 
runs better after installing this kit. This is be-
cause De-fueling under torque management will 
eliminated. The trans will have enough holding 
power to allow full fuel delivery. 
 

Rebuilding this trans with out using 
this kit is serious mistake. 

Steve Younger 

A better way of shifting gears. TM 

RT™ A11-PRX 
Kit sets minimum pressure and boost-
ed pressure to levels that are a match 
from 800HP up to 1200HP or more 
adjustable within the kit.  
This kit is for racing, tractor pulls and 
chipped out monster trucks.
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event to area customers on behalf of the 
association. Mike placed 46 attendees 
in seats at this year’s seminar held at 
the Hilton hotel in Concord California.  

New From Alto Products 
Corp

Alto Products Corp now offers 
a Torque Converter clutch plate for 
the 2009+ CITROEN/RENAULT AT8/
DP2.  Alto # 155718 is available for 
immediate delivery. For more informa-
tion on this kit and other products that 
we offer please view our catalog at 
www.altousa.com.

Sovella Heavy-Duty 
Hooks And Holders, 
Durable, Efficient 
Organization For The 
Automotive Industry

Perforated panels and the hooks 
offer practical and versatile solutions 
for storing tools and equipment. Sovella 
offers more than 50 different hooks and 
brackets to ensure efficient storage for 
all automotive tools. They have excel-
lent carrying capacity and are easy to 
attach to perforated panels.

In the automotive industry, a large 
number of tools are often used, making 
organization and storage a priority. It is 
efficient and functional to store tools 

with the use of hooks and brackets that 
can easily be attached to perforated 
panels. With all tools organized and in 
view, a shop can run more effectively 
and productively.

Sovella has an extensive history in 
industrial furniture design and manu-
facturing with over four decades of 
experience in ergonomic workspace 
development. Our design and manufac-
turing facilities are based in Jyväskylä 
in Central Finland. However, with our 
main market areas in Scandinavia, the 
Baltic countries, Central and Eastern 
Europe, North America, and China, we 
are truly an international company.

For more information on Sovella’s 
hooks and other tool storage options, 
please visit us online at www.sovella.
us. Cut sheets and brochures are also 
available for download.

SKF to be co-primary 
sponsor of Ryan Blaney’s 
No. 22 Ford Mustang for 
Nationwide Series race at 
Richmond International 
Raceway

SKF will be a featured co-primary 
sponsor on the No. 22 Ford Mustang 
driven by Ryan Blaney as he attempts to 
capture his first NASCAR Nationwide 
Series victory of the 2014 season in this 
Friday’s ToyotaCare 250 at Richmond 
International Raceway.

“I’m excited to be piloting the No. 
22 SKF/Discount Tire Ford Mustang 
this weekend in Richmond,” said 
Blaney. “It’s also a great way to get 
track time leading up to next weekend’s 
Kansas Cup Race where I’ll drive the 
No. 12 SKF Ford Fusion. It will be an 
exciting two weeks for me and SKF.”

In addition to being a co-primary 
sponsor for two Nationwide series races 
(Bristol and Richmond), SKF also will 
be a primary sponsor of Team Penske’s 
No. 12 Ford Fusion for three Sprint 
Cup Series races, at Kansas Speedway 
on May 10, at Michigan International 
Speedway on June 15, and at Talladega 
Superspeedway on October 19, which 
will take place during the Chase for the 
Sprint Cup Championship.

Throughout the 2014 racing season, 
SKF will be featured in the NASCAR 
Sprint Cup and NASCAR Nationwide 
Series, as well as the Verizon IndyCar 
Series. Race fans will see the SKF 
brand showcased in the Sprint Cup 
Series on the No. 2 Miller Lite Ford 
driven by Brad Keselowski and the No. 
22 Shell-Pennzoil Ford driven by Joey 
Logano; and in the Nationwide Series 
on the No. 22 Ford Mustang driven 
by Brad Keselowski, Joey Logano and 
Ryan Blaney. In addition, SKF will 
be showcased in the IndyCar Series 
on the No. 3 Team Penske Dallara/
Chevrolet driven by three-time Indy 
500 Champion Helio Castroneves.

As a tech-
nical partner 
to the entire 
Team Penske 
organization, 
SKF brings 
its world-class 
knowledge of 
reducing fric-
tion to both 
the NASCAR 
and IndyCar 
racing arenas. 
Partnering since 
N o v e m b e r 

2011, SKF and Team Penske have over 
25 different application and develop-
ment projects, drawing from all five of 
SKF’s technology competence areas: 
bearings, seals, lubrication, mechatron-
ics and services.

For further information, please 
contact: Walter Delevich, SKF 
North America, Vice President 
Communications, +1 267 436 6910, 
walter.g.delevich@skf.com, Brian 
Salvatore, Harris, Baio & McCullough, 
215-440-9800, brian@hbmadv.com.
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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

Aisin AW 5- & 6-Speed
Chrysler 45RFE/545RFE/68RFE  

(early & late) & 62TE
*Ford 5R55N/W/S & E4OD/4R100 

Honda 5-Speed Dual Linear

Aisin AW 5- & 6-Speed

Honda 5-Speed Dual Linear

Visit www.sonnax.com  
to start a core return online, or call 
(800) 843-2600, Ext. 379

*OE & Remanufactured

 

Solenoid CORES
CASH for 
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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

Need Hard 
Parts?

1.877.888.5160

Just Ask!

gcor-just-ask-2014-2.25x3-shopper.indd   1 12/1/13   7:18 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

WWW.QUALITYGEAR.COM

TRANSMISSION
TRANSFER CASE&

PARTS

TOUGHER. STRONGER. BETTER.

* 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

Have you ever wondered where your 
competitors are buying their parts?competitors are buying their parts?

We are the premier wholesale 
provider of new and remanufactured 

manual transmissions, 
transfer cases, differentials,and all 

related components.

Multiple Distribution Locations
1-800-658-2537

622 West 1st Street
Zumbrota, MN 55992
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1285 Embarcadero
Oakland, CA

600 Bruckner Road
Spartanburg, SC

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

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

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net

SPRINTER Transmissions
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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

facturer of transmissions, is looking for 
experienced transmission rebuilders. 
Must have a minimum of 5 years experi-
ence, do quality work, team player and 
have a positive work attitude. We offer 
top pay based on experience, excellent 
working conditions and more. Send re-
sume to:  dkuempel@atreman.com

HELP WANTED: Large and growing 
transmission remanufacturer looking for 
an experienced production /operations 
manager to lead its plant operations. This 
position requires strong leadership & 
management skills, excellent in planning 
& process implementation, experience in 
volume transmission remanufacturing, 
quality minded  and  good communica-
tion skills. We offer a  career  opportunity 
in senior management, excellent salary & 
benefi ts package and much more! Please 
send resume, which will be held in strict 
confi dence, to b4everreal@aol.com 

HELP WANTED: Well-established, 
Midwest Transmission Parts Distribut-
ing Company seeks professional Inside 
Sales Transmission Parts Salesperson. 
Qualifi cations:  High school or equivalen-
cy degree; fi ve plus years transmission 
parts sales; excellent communication 
and customer service; self-suffi ciency; 
computer skills.  No commission cap, 
a great opportunity for the right person.  
Health, dental, vision, ESOP and health 
savings account. Email resume and sal-
ary requirements to: midwestsalesjob@
gmail.com.  Equal Opportunity Employ-
er. ATRA Mbr

HELP WANTED: Inside Sales Represen-
tative (San Diego-Commerce-Sacramen-
to, CA areas) – Must have strong skills 
in all following areas: inside sales back-
ground, transmission and automotive 
knowledge, phone skills and computer 
knowledge. Position requires servicing 
existing accounts, building new ones 
through cold calling and other methods. 
Excellent earning, training and growth 
potential. An employee owed company, 
includes health benefi ts and paid vaca-
tion. Must be authorized to work in the 
U.S. full-time. Please contact Rodney 
Peters at (800) 633-3134 or send re-
sumes to: rpeters@wittrans.com.

ATRA Mbr

HELP WANTED: Due to increased 
sales, we have an opening for an ex-
perienced, detail oriented rebuilder. 
Clean, organized shop, top pay. Visit: 

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

HELP WANTED: Transmission Rebuilder 
Needed in Rochester, NY:  Well Estab-
lished Transmission Repair Facility in 
Rochester, NY is looking for an experi-
enced Transmission Rebuilder.  Candi-
dates must be experienced in rebuilding 
transmissions and have their own tools.  
Call (585) 738-1755. ATRA Mbr

HELP WANTED: Transmission Rebuild-
ers Wanted - ATR Transmission Re-
manufacturing, a World Class remanu-

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

May  2014

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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May 10 - Denver, CO May 10 - Des Moines, IA May 17 - Salt Lake City, UT

May 31 - Vancouver, BC June 7 - Tulsa, OK Aug 9 - Albuquerque, NM

Aug 23 - Los Angeles, CA September 6 - Atlanta, GA September 13 - Billings, MT

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

Don't Miss the ATRA SEMINAR Near You!

Check members.atra.
com for more dates 

and locations 
to come!

2014 ATRA TECHNICAL SEMINARS 

2

www.certifiedtrans.com/employad.html for more information. 
Follow the links for video tour of our shop and job application.  
(805) 852-7700.             ATRA Mbr

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 fishing and diving in this part 
of the world and great climate. Enjoy the laidback keys life. Ex-
perienced 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 experience.  Must be knowledgeable in all phas-
es of converter rebuilding. GENERAL MANAGER:  Minimum 6 
years experience managing a production facility.  Candidates for 
this position would possess a lot of general business and trans-
mission knowledge with experience in management, customer 
service, sales, computer usage. Portland Torque Products offers 
competitive wages and benefits.  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 confidential.        ATRA Mbr

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 current  
references, 40 hours per week, no weekends, A/C in the sum-
mer 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

800.428.8489
http://members.atra.com

MEMBERS.ATRA.COM
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CALENDAR ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2013 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule 
on page 34-35 or at:
http://members.atra.com/?page=Technical_Seminars
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SPECIALS
A340 O/D Planet Set  V6  $ 125
 V8  $ 175

A340 O/D Planet Set  V6 #340-225A $90
 V8 #340-225   $125
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