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FROM THE TECH DIRECTOR

If you’re a regular reader of 
GEARS, you probably saw Steve 
Bodofsky’s article in the last issue 

covering cooling system checks. And, 
as you page through this issue, you’ll 
see he reprised the cooling system 
theme with an article about how to 
check transmission fluid for water or 
glycol contamination.

I can already hear the comments: 
“What’s with all the cooling system 
talk? Isn’t this a magazine for transmis-
sion repair shops?”

It’s a fair question: We do seem to 
be devoting a lot of space to covering 
cooling systems; a system that’s usually 
considered more within the purview of 
general repair shops.

But, these days, more and more 
systems have begun crossing over into 
the world of transmission repair. We’ve 
seen it with computer control systems 
and electrical systems, to name the two 
most familiar examples. And we’ve 
devoted a lot of resources to cover 
those systems.

You might think the cooling sys-
tem is just the latest system to cross 
over into our world. But the truth is, 
cooling systems have been closely tied 
to transmission operation almost since 
the first automatic transmissions rolled 
off the Detroit assembly line.

That’s because cooling systems 
really have only one purpose: to 
remove heat. And not just heat from the 
engine… they’re also critical for pull-
ing heat away from the transmission.

This is important because nothing 

will destroy an automatic transmission 
faster than heat. It’s our #1 enemy. 

Think that’s an overstatement? 
Pick up a bottle of one of the many 
transmission fluid additives on the mar-
ket today. One of the first features they 
list — right on the bottle — is how 
well they “prevent overheating,” or 
“increase thermal stability.” Just dif-
ferent ways of saying they keep the 
transmission from being damaged by 
too much heat. 

So, if the cooling system isn’t 
working properly, it won’t just affect 
the engine: It’ll also damage the trans-
mission. In fact, automatic transmis-
sions are so temperature sensitive that 
the transmission will start exhibiting 
the effects of a faulty cooling system 
long before it causes any damage to the 
engine.

That’s why we’re concentrating so 
much time and effort on cooling system 
checks; not because we’re trying to 
convince you to step out of your com-
fort zone, but because cooling systems 
need to become part of your comfort 
zone. 

This really isn’t a new concept for 
GEARS or ATRA. For years we’ve said 
that one of the most important tests you 
need to make during every transmis-
sion rebuild or replacement is cooler 
flow. The old “one quart in 20 seconds” 
has been repeated so often it’s almost 
become a mantra.

And now even that isn’t enough. 
In the last issue, Mark Puccinelli and 
Steve Bodofsky joined forces to intro-

duce dynamic cooler flow checks. 
Turns out, checking the cooler flow 
on a cold system doesn’t tell the whole 
story; we need to make sure there’s 
adequate flow during normal driving 
conditions, because the pressure that 
builds up in a hot system can affect 
cooler flow characteristics.

So we’ve always been pretty famil-
iar with the value of checking the 
cooler flow. But that only gives the 
ATF a path for transferring heat from 
the transmission to the cooling system. 
If the rest of the cooling system isn’t 
working properly, no amount of cooler 
flow will keep the transmission from 
overheating. 

That’s why we’re devoting so 
much real estate in GEARS to discuss-
ing cooling systems. And it’s why it’s 
so important for your technicians to 
learn about them, and why you need to 
institute cooling system checks as part 
of your regular service procedures.

If you haven’t read these arti-
cles, now’s the time. It’s important to 
become familiar with the systems and 
the test procedures for checking the 
cooling system.

Make checking the cooling system 
a regular part of your service proce-
dures, during maintenance and repairs. 
It’ll pay you back by adding miles to 
your rebuilds… and give your custom-
ers more years of dependable driving.

by Lance Wiggins
members.atra.com

by Lance Wigginsby Lance Wigginsby Lance Wiggins

Why All This Talk about 
Cooling Systems?
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DPS6: It’s a Stick Shift!

Recently, ATRA Tech Director 
Lance Wiggins wrote a great 
article describing Ford’s auto-

mated stick-shift transmission, the 
DPS6.

In this edition of Fun with 
Transmissions, we’re going to see how 
the shifts occur mechanically and how 
to take the unit apart and put it back 
together, without those costly factory 

holding fixtures.
In Lance’s article, he described 

how the TCM stages the shift. That 
means the next gear has already been 
engaged by the TCM and the clutch is 
open, waiting for the next commanded 
gear.

For all you old-school stick guys 
out there, this will be a bit of challenge 
to get your head around: In the past, if 

a stick-shift transmission was in two 
gears at once, it was a very bad thing! 
But in this unit, being in two gears at 
the same time is business as usual.

Before we get into the mechanics 
of the shift mechanisms, let’s get this 
thing apart on the bench. Lance showed 
us the unit with the bellhousing off, so 
that’s a good place to start (figure 1).

Figure 1

DPS6: 
It’s a Stick Shift!
Having fun with Ford’s latest automated stick shift: How it 
shifts and how to work on it without spending a lot of dough.

by Bill Brayton
members.atra.com

FUN WITH TRANSMISSIONS
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DPS6: It’s a Stick Shift!

We have the main case in front of 
us so we can remove the two sets of 
clock gears and shafts (figure 2). The 
parking pawl actuating arm, the park 
pawl arm, and the differential are next 
(figure 3).

The Special Trick
Here’s the trick for getting this 

unit apart without the special holding 
fixture described in the factory manual;  
we’re going to use the bellhousing as a 
holding fixture. This’ll take a few extra 
steps, but the outcome will be worth 
the effort.

1.  Remove the bellhousing from the 
main case.

2.  Remove the guide tube, front 
seal, and snap ring from the input 
shaft (figure 4). The bellhousing 
will take a bit of force to remove, 
so be careful you don’t damage 
the sealing surfaces (figure 5). 

3.  Remove the input bearing retain-
er and drive the input bearing 
out of the bellhousing (figure 6). 
This will allow you to remove the 
input shaft from the bellhousing 
easily during final assembly.

Caution — Be careful with the 
plastic lube tubes when you turn the 
bellhousing over to drive the bearing 
out. These tubes will break very easily.

The bellhousing will take the place 
of the holding fixture, and, without the 
input shaft bearing in the bellhousing, 
the shafts will lift right out of the case.

4.  Now place the bellhousing back 
on the main case and roll the case 
over so the bell is facing down 
(figure 7).

Figure 2

Figure 3

 We’re going to use 
the bellhousing as 
a holding fixture. 
This’ll take a few 

extra steps, but the 
outcome will be 
worth the effort.
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DPS6: It’s a Stick Shift!

5.  Remove the six bearing retaining 
bolts and lift the main case off the 
bellhousing. As you can see, all 
the shifting linkages, shift forks, 
and shafts are sitting nicely in the 
bellhousing (figure 8).

We’ll get into the mechanics of 
linkages later; for now we’re going to 
remove the shift shafts, shift forks, and 
shift drums.

Disassembly Tip — This is a good 
time to take a picture to refer back to 
when reassembly time comes around. 

Or you can refer back to this article at 
www.gearsmagazine.com.

6.  Now that the forks are out, the 
input shafts will lift out of the 
way (figure 9). All that’s left is 
to remove the mainshafts and the 
assembly is ready for the cleaning 
machine.

Going Back Together
After installing the input shafts, 

you'll need to support the shafts before 
you can assemble the linkages, because 

the bearing isn’t there to do the job. 
I used masking tape to hold the input 
shafts to the mainshafts.

Figure 10 shows the forks and 
linkages ready for the shift drums and 
shafts to go into the linkages. At this 
point, it’s a matter of reversing the dis-
assembly procedure. 

Special Assembly Notes
Always use alignment studs on 

the mainshaft bearing retainers when 
installing the main case onto the  

Figure 4

Figure 7

Disassembly Tip — 
This is a good time 

to take a picture 
to refer back to 

when reassembly 
time comes 

around.

Figure 5

Figure 6
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DPS6: It’s a Stick Shift!

bellhousing (figure 11).
When installing the main case onto 

the bellhousing, slide the bellhousing 
to the edge of the bench and support 
the input shafts while working the case 
down onto the bellhousing. 

How the Shifts Occur
The shifting is done by the brush-

less motors and the small and large 
clock gears Lance talked about in his 
article (figure 12).

These gears combine to provide a 

61.44 to 1 ratio. This means, for every 
one revolution of the shift drum, the 
brushless motor rotates 61.44 times. 
This ratio provides the torque — up to 
330 pound-feet — needed to make the 
shifts happen swiftly and smoothly. 

Figure 8

Figure 9 Figure 10
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DPS6: It’s a Stick Shift!

During a normal duty cycle request, 
the transmission shift motors in the 
TCM operate between 2000–3000 
RPM.

Figure 14 shows the transmission 
in first and second gear at the same 
time. This is possible because of the 
dual input shaft.  The driver moves the 
shifter into drive and the unit is ready 
to launch.

When the vehicle reaches a pro-
grammed speed, the TCM transmits 
power from one clutch to the next 
to engage second gear. The upcoming 
shift events, will be handled by these 
fast-moving, high-torque shift motors 
and gears. 

There are quite a few of these 
automated stick transmissions on the 
road today. They’ll be coming to your 
shops very soon. The ATRA HotLine 
has already taken a few calls on these 
units.

Typically what happens is one of 
the clutches wears out and the transmis-
sion starts losing gears, depending on 
which clutch is worn out.

Knowing how these units work and 
what makes them work will prepare you 
to make smart decisions when diag-
nosing these dual-clutch transmissions. 
And we all know that being prepared 
is the best way to keep having fun with 
transmissions!

Figure 12

Figure 11

Figure 14

There are quite 
a few of these 

automated stick 
transmissions on 
the road today. 

They’ll be coming 
to your shops 

very soon.
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Under Control: Subaru Lineartronic CVT

In earlier articles we 
covered a number 
of issues with the 

Subaru Lineartronic CVT. 
We examined how it oper-
ates, checked the fluid lev-
els, identified its compo-
nents, tested sensors and 
pressures, disassembled it, 
and more. By now we have 
this unit pretty much under 
control.

In this article, we’ll 
identify the transmission 
solenoids, cover their 
operation, and learn how 
to test them. We’ll take 
a close look at the valve 
body, including identifying 
all the small parts, spring 
sizes, and valves. And 
we’ll examine how the 
system controls the pulleys 
to change the transmission 
drive ratio.

Subaru has done a 
good job of controlling this 
transmission for economy 
and sporty feel. There are 
many sensors used for the 
all-wheel drive and trans-
mission control, including 
the transmission speed sensor, wheel 
speed sensors, and engine load sensors. 

We’ll start by focusing on the trans-
mission solenoids and their controls.

Solenoid Identification
The Subaru Lineartronic uses 

seven solenoids to control its operation 
(figure 1):

1. Secondary Linear Control 

2. Primary-Up  
3. AWD Transfer Case Clutch 
4. Lockup Duty  
5. Lockup On/Off  
6. Primary-Down  
7. Forward/Reverse Linear  

UNDER 
CONTROL: 
Subaru Lineartronic CVT

TALES FROM THE BENCH

by Jarad Warren
members.atra.com

by Jarad Warrenby Jarad Warren

Figure 1

1

2

3
4

5

6

7
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Under Control: Subaru Lineartronic CVT

All of the solenoids are feed-con-
trolled by the TCM and grounded at 
the valve body. The secondary linear 
control solenoid and forward/reverse 
solenoid are linear-style solenoids.

The lockup duty, primary-up, 
primary-down, and all wheel drive 
transfer clutch solenoids are PWM-
controlled solenoids. These solenoids 
are normally closed and are fully inter-
changeable.

The lockup on/off solenoid is the 
only on/off style solenoid in the unit; 
it’s normally closed.

An easy place to check the resis-
tance of the solenoids is at the valve 
body solenoid connecter (figure 2). 
Connect one meter lead to the valve 
body and test the corresponding pins 
for each solenoid (figure 3).

About the Solenoids
Secondary Linear Control — 

This is an interesting solenoid; it con-
trols pressure to the pulleys to keep the 
chain tight enough that it doesn’t slip. 
Secondary pressure can be as high as 
900 PSI.

The main regulator for this trans-
mission is built into the snout of this 
solenoid (figure 4).

Pump pressure enters the end port 
of the solenoid snout. We’ve removed 
the valve from the snout to show ori-
fices A and B. Orifice B is behind 
the screen on the valve. The pressure 
regulation spring controls base line 
pressure.

There are two balance orifices built 
into the valve. Orifice A is the balance 
orifice for main regulation, and keeps 
the valve balanced, like most normal 
pressure regulator valves.

Orifice B is a little unusual; it’s 

Figure 2 Figure 3: Solenoid Resistance

Figure 4

Figure 5

1jarad614.indd   16 5/29/14   1:53 PM
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Under Control: Subaru Lineartronic CVT

controlled by the solenoid. The sole-
noid acts on a needle and seat that 
opens or seals this orifice to control the 
position of the pressure regulator valve.

The secondary linear control sole-
noid operates at 2000 Hz. This is very 
fast, which keeps the control pressure 
smooth.

If a problem occurs with the sec-
ondary linear solenoid, the TCM will 

shut the signal off and the transmission 
line pressure will rise to maximum. 
This will cause harsh forward and 
reverse engagements and no lockup. 
The transmission will continue to adjust 
gear ratios normally.

Lockup On/Off — This solenoid 
controls the TCC control valve and 
the direction of oil through the torque 
converter.

A problem with this solenoid or its 
control signal will inhibit lockup. The 
transmission will continue to adjust 
gear ratios normally.

Lockup Duty — This solenoid 
controls the lockup boost valve and 
regulator valve as it controls the pres-
sure in the torque converter clutch cir-
cuit. The lockup on/off solenoid has to 
be commanded on before this solenoid 

Figure 6
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Under Control: Subaru Lineartronic CVT

will operate.
A fault with this solenoid or its 

control signal will inhibit lockup. The 
transmission will continue to adjust 
gear ratios normally.

Primary-Up — This solenoid 
controls the primary-up control valve, 
which increases primary pressure in the 
ratio chamber of the primary pulley. 
The increased pressure in ratio chamber 
squeezes the pulley together and forces 
the chain to ride higher in the pulley. 
That increases the ratio (toward over-
drive) of the transmission.

A fault in this solenoid or cir-
cuit will prevent the transmission from 
changing ratios.

Primary-Down — This solenoid 
controls the primary-down control 
valve, which releases primary pressure 
in the ratio chamber of the primary 
pulley. This opens the primary pulley, 
which allows the chain to ride deeper 
in the pulley. This lowers the transmis-
sion ratio.

A fault in this solenoid or circuit 
will keep transmission ratio high.

Forward/Reverse Linear — This 
solenoid controls the forward/reverse 
control valves and engagement feel.

If this solenoid or circuit fails, 
pressure will rise to maximum lev-
els, which will cause harsh engage-
ments. The transmission will continue 

to adjust gear ratios normally.
All Wheel Drive Transfer Case 

Clutch — This is a linear solenoid 
that controls the AWD control valve, 
which operates the transfer case clutch. 
This clutch powers the rear differential 
when the TCM identifies wheel slip in 
the front wheels. The TCM identifies 
wheel slip by monitoring wheel speed 
and transmission output speed.

If this solenoid or circuit fails, all 
torque to drive the vehicle will come 
from the front wheels; the rear dif-
ferential won’t operate. The transmis-
sion will continue to adjust gear ratios 
normally.

If any solenoid or solenoid circuit 

Figure 7
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Under Control: Subaru Lineartronic CVT

fails, the AT Temp light will 
flash and store a code in 
the system. The system will 
reset and test the system 
again on next key cycle.

If the system cuts power 
to the transmission, it’ll take 
off in a higher gear. It’ll 
feel like the transmission is 
slipping and there’ll be no 
power on takeoff.

The Valve Body
When disassembling 

the valve body, pay close 
attention to the solenoid 
wires, including the sole-
noid grounds attached to the 
valve body bolts. If these 
wires are loose or have bad 
connections, the TCM will 
set solenoid codes.

Remove the solenoids 
and separate the valve body. 
Try to keep the separator 
plate against the upper valve 
body, because all of the small parts are 
in the upper half. There are no check-
balls in this valve body.

In the upper half of the valve body 
you’ll see three check valves, each with 
its own spring. There are also three fil-
ters with springs (figure 5).

One of the springs is different from 
the others, so pay attention to which 
spring went where. The springs go into 
the valve body first, then the check 
valve.

For now, Subaru doesn’t provide 
valve body information on valve names 
or the layout (figures 6 and 7). The 
valve body is sold as one piece with 
solenoids. The valves are identified by 
what they control or their function.

The Pulley Operation
The Subaru Lineartronic CVT uses 

an electronically controlled, hydrauli-
cally operated pair of adjustable pul-
leys and a link chain that runs between 
them.

The pulleys are V-shaped: As the 
pulleys open, the chain rides down 
toward the small part of the pulley. 
When the pulley closes or squeezes 
together, it forces the chain outward so 
it rides on the larger part of the pulley 
(figure 8). 

Secondary pressure is line pressure 

and is the same in both pulleys at all 
times. The purpose of secondary pres-
sure is to squeeze the pulley together to 
clamp the pulley against the chain and 
keep it from slipping.

The primary pulley receives engine 
power from the input clutch. When the 
primary pulley is small and the second-
ary pulley big, it’s easy to accelerate 
and take off from a stop. This is first or 
low gear ratio. At this point the primary 
pressure is low to the ratio chamber.

As vehicle speed increases, the 
transmission needs to change ratio to 
allow the vehicle to drive faster and 
keep the engine from over-revving.

To change the ratio of the trans-
mission, the TCM adjusts the signal 
to the primary-up solenoid. This alters 
the position of the primary-up control 
valve, which increases primary pres-
sure in the ratio chamber.

The added pressure in the ratio 
chamber squeezes the primary pulley 
together, making the chain ride up in 
the pulley, increasing the effective pul-
ley diameter. At the same time, it forces 
the secondary pulley apart, reducing 
the effective diameter of the driven pul-
ley. This raises the effective gear ratio 
toward an overdrive range.

As the vehicle slows, the trans-
mission needs to go back to low gear 

position. The TCM sends a signal to the 
primary-down solenoid. The oil from 
the solenoid controls the primary-down 
valve, which dumps pressure through 
the ratio switch valve.

As pressure drains from the ratio 
chamber in the primary pulley, spring 
force takes over in the secondary pul-
ley. The spring squeezes the secondary 
pulley closed, effectively increasing its 
diameter. At the same time, it forces 
the primary pulley open, effectively 
reducing the front pulley’s diameter. 
This puts the transmission back into 
low gear range.

The ratio changes up and down 
are smooth. This helps keep the engine 
RPM at the prime speed for power and 
fuel efficiency.

This puts the Subaru Lineartronic 
CVT transmission under control, and 
it provides you with the information 
you’ll need to work on this transmis-
sion. So when one of these units makes 
its way into your shop, you, too, will be 
in control.

Special thanks to Perfection 
Plus Transmission Parts in Portland, 
Oregon for the use of the core to help 
make this article possible.

Figure 8
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In the last issue, we looked at the 
various Toyota network communi-
cation systems that you and your 

scan tool work with on a daily basis. 
Now it’s time to learn how to diagnose 
Toyota communication issues.

Two types of communication 
issues typically occur:

1.  Your scan tool can’t communicate 
with one or more of the computers 
on a specific network. It can com-
municate with other networks, but 
it fails to communicate with the 
network you want to check.

2.  Your scan tool can communicate 
with some of the computers on a 
network but not other computers 

on the same network.
The most common network tech-

nicians communicate with on Toyota 
applications is the CAN system. Let’s 
take a look at the CAN system and the 
diagnostic strategies that Toyota has 
developed to address communication 
issues. 

Figure 1

Tackling Toyota 
Communication   
ISSUES

Richard Paul Kane / Shutterstock.com

by Steve Garrett
members.atra.com
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You’ll need two tools to help you 
diagnose CAN system problems: a scan 
tool and a digital multimeter.

A good scan tool is a necessity, 
as you not only need to know that the 
system is down, but must also iden-
tify whether a specific computer won’t 
communicate or if all of the computers 
on that circuit are affected. 

In our example we’re going to use 
a PC running the Toyota Techstream 
software. The majority of scan tools 

will allow you to perform the same 
checks but they may refer to it using 
other terms.

No matter what your scan tool calls 
it, you can further isolate problems with 
the CAN Bus by using the CAN Bus 
check parameters, also referred to on 
some scan tools as a state-of-health or 
computer-polling check.

The CAN Bus check allows you 
to see which computers — and some 
sensors — aren’t communicating on 
the network. A list of the computers 
and sensors on the network will appear 
(figure 1). 

Depending on your scan tool, 
you may have a YES/NO next to the 
component, indicating its ability to  

Let’s Talk! Toyota Data Communications

Figure 2

Figure 3

The state-of-
health bus check 
will give you a 

pretty good idea 
of where the 
problem may 

have occurred.

Caution: Disconnect the battery 
before making this test.
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communicate, or, as with the Toyota 
software, the components will be color-
coded white, yellow, or red, based on 
their communication state of health  
(figure 2).

When checking the state-of-health 
for the bus, the scan tool sends out a 
request for the components to report, 
similar to a roll call in the military. 
You can manually refresh the polling 
request whenever you want to get an 
updated view of which components are 
active on the bus. DTCs related to com-
munication issues are also available. 

The state-of-health bus check will 
give you a pretty good idea of where the 
problem may have occurred. But many 
times you’ll need to look at a network 
schematic and run some additional tests 
to isolate the problem. For these tests 
you may need a digital multimeter.

Here are some Toyota communica-
tion network meter tests as well as the 
readings you should expect based on 
the type of failure present. This is a 
typical Toyota CAN Bus with all of the 
computers connected in parallel with 
a single common communication line. 

Our checks will require connect-
ing a digital multimeter to specific 
DLC pins. Depending on which pins 
you connect to will determine what the 
reading should be. Remember, with 
a typical CAN system, two, 120-ohm 
resistors connect the CAN HI and CAN 
LO circuits. This design will create a 
parallel resistance between the circuits 
of about 60 ohms. 

NOTE: Based on Toyota’s bus 
diagnostic specifications, continuity 
due to a shorted wiring issue (short 
to B+ or short to ground) will usually 
generate an ohmmeter reading of 6000 
ohms or less across the DLC pins.

IMPORTANT: Always discon-
nect the battery before performing any 
of these resistance checks with your  

ohmmeter.
Test 1 — checks for an open cir-

cuit between the CAN HI and CAN LO 
circuits (figure 3).

Connect your ohmmeter to the 
CAN HI (pin 6) and the CAN LO (pin 
14) circuits at the DLC.

60-ohms = normal
120-ohms = open circuit
Test 2 — checks for a short 

between the CAN HI and battery cir-
cuits (figure 4).

Connect your ohmmeter between 
the CAN HI (pin 6) and B+ (pin 16) on 
the DLC.

-OL- (open) = normal
Continuity = short to B+
Test 3 — checks for a short 

between the CAN LO and battery cir-
cuits (figure 5).

Connect your ohmmeter between 
CAN LO (pin 14) and B+ (pin 16) on 
the DLC.

-OL- (open) = normal
Continuity = short to B+

Figure 4

Figure 5

Our checks will 
require connect-

ing a digital  
multimeter to 

specific DLC pins.

Caution: Disconnect the battery 
before making this test.

Caution: Disconnect the battery 
before making this test.
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Test 4 — checks for a short 
between the CAN HI and the ground 
circuit (figure 6).

Connect your ohmmeter between 
ground (pin 4) and CAN HI (pin 6) on 
the DLC.

-OL- (open) = normal
Continuity = short to ground
Test 5 — checks for a short 

between the CAN LO and the ground 
circuit (figure 7).

Connect your ohmmeter between 
ground (pin 4) and CAN LO (pin 14) 
on the DLC.

-OL- (open) = normal
Continuity = short to ground
As you can see, isolating problems 

with the Toyota CAN Bus isn’t as dif-
ficult as you might have thought. The 
simple steps that we’ve performed are 
the starting points you need to follow 
when you experience a lack-of-commu-
nication issue. Isolating the exact cause 
of the problem is more difficult because 
you’ll need to pinpoint the problem in 
the wiring.

Just remember to keep your checks 
as simple as possible. Disconnect the 
harness at different connector locations 
if possible to help isolate the area of the 
harness where the failure is present.

If you think the issue is caused 
by a computer, disconnect the suspect 
computer and recheck your ohmme-
ter readings. Keeping your diagnostic 
strategy as simple as possible and not 
jumping to conclusions will keep you 
out of trouble. 

Data communication systems have 
become the most critical system on 
today’s vehicles. Without communica-
tion, you’re working blind, as so much 

of your diagnostic capabilities depend 
on your scan tool.

The growth and changes in the 
data communication systems have been 
extraordinary. Most, if not all, manu-
facturers are spending 40% or more of 
their vehicle platform budgets in this 
area, as it provides them with the big-
gest bang for their buck.

Until next time, remember: 
Opportunities are usually disguised as 
hard work, so many people don’t rec-
ognize them. – Ann Landers

Figure 6

Figure 7

Keeping your 
diagnostic strat-
egy as simple as 
possible and not 

jumping to conclu-
sions will keep you 

out of trouble.

Caution: Disconnect the battery 
before making this test.

Caution: Disconnect the battery 
before making this test.
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More Problems with the Toyota U660E

The Toyota U660E sure seems 
to be having its share of prob-
lems. 

The U660E first appeared in the 
Lexus ES350 and the Toyota Camry in 
2007, and was followed by five addi-
tional 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
Since then we’ve starting to see 

recurring problems with this unit, such 
as shifting and solenoid issues, to name 
a few.

In the last issue of GEARS we dis-

cussed the case problem caused by the 
double ball bearing rotating in the case, 
sending metal throughout the unit. As it 
stands right now there is no aftermarket 
fix for this. It’s a costly repair, because 
the only fix is to replace the case.

If that isn’t enough, here’s another 
problem: The rear planetary sun gear 
assembly works its way out; it’s a 
press fit (figure 1).

Figure 1

More Problems 
with the Toyota U660E

STREET SMART

by Mike Brown
members.atra.com

The splines should not 
be visible.
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More Problems with the Toyota U660E

When this happens, the sun gear rubs the bottom of the 
planet, putting metal through the unit (figure 2). But that’s not 
the only place the metal is coming from: Once the sun gear 
works its way out of the hub, the hub rubs against the balance 
piston, putting even more metal through the unit (figure 3).  

After looking over this problem area, there appears to 
be a simple fix, if you’re a skilled welder or have a skilled 
welder available. Check the measurement of the sun gear 
height; it may need to be pressed down to the correct height 
of 2.33" (figure 4A)

On the bottom of the rear planetary sun gear assembly, 
weld the hub to the sun gear in four spots (figure 4B). This 
will prevent the sun gear from moving forward into the planet 
and stop the hub from rubbing the balance piston. 

This simple fix will save the planet and that’s not just 
smart, that’s street smart! 

Figure 2 Figure 3

Figure 4A

Figure 4B
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Automatic transmis-
sion fluid, or ATF, is 
the lifeblood of your 

rebuilds. ATF literally drives 
the vehicle, while providing 
lubrication, cooling, and more. 
No doubt about it: ATF wears a 
lot of hats!

And to do that, today’s 
transmission fluids must meet 
some seriously exacting stan-
dards. You’ve probably run into 
at least one transmission that 
chattered or slipped because 
the fluid didn’t meet factory 
requirements. Just replacing the 
ATF took care of what seemed 
like a major problem.

So it should come as no 
surprise to you that even the 
smallest levels of contamina-
tion can have a serious effect on 
transmission performance and 
longevity.

What kind of contamina-
tion? In transmission fluid there 
are two common contaminants: 
water or engine coolant.

Now, once upon a time, 
water or coolant contamination 
was easy to detect. By the time 
it became severe enough to 
cause a problem, the contami-
nation would turn the transmis-
sion milky, like a “strawberry milk-
shake.” 

But these days, even a tiny amount 
of water or coolant can begin to dam-
age the transmission. So waiting until 
it’s severe enough to become visible in 
the ATF is likely to cost you in terms of 
repeat transmission failure.

Sources of Contamination
There are a couple possible sources 

for water, but coolant contamination 
is likely to have come from only one 
place: a leak in the transmission cooler.

As we discussed in the last issue 
of GEARS, the cooling system operates 
under a lot of pressure when the engine 

heats up: usually about 15–16 PSI (a 
little over one Bar). That pressure can 
easily force coolant through even the 
smallest leak in the transmission cooler.

The coolant will mix with the 
transmission fluid, contaminating it, 
and can cause irreversible damage to 
the transmission components.

Simple Tests for ATF
Contamination

by Steve Bodofsky
members.atra.com
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That’s because transmission clutch 
material is hygroscopic; they’ll liter-
ally push transmission fluid out of the 
clutch facings to absorb water. That 
water alters the clutches’ ability to 
operate, and will eventually loosen the 
adhesives that hold the clutch facings to 
their backings. It won’t be long before 
the transmission is toast.

While the cooler is really the only 
likely source for coolant contamina-
tion, there is another way that plain 
water can get into the transmission 
fluid. A number of transmissions have 
pulled water in through the vent, either 
because the vent was misplaced during 
a repair or because of a design flaw.

Identifying the 
Contamination

Because of the damage it can 
cause, it’d be a good idea to check for 
water and coolant contamination on 
each transmission you rebuild or repair. 
The tests are pretty easy and really 
won’t cost much.

First you’ll want to check for con-
tamination from water or coolant; both 

contaminants will show up with this 
test. 

All you’ll need is a hotplate and a 
clean pan. Just pour a small sample of 
the transmission fluid into the pan and 
put it on the hotplate to heat up.

Transmission fluid will burn and 
smoke, but if the fluid’s contaminated 
with water or coolant, it’ll start to 
boil and spit. Transmission fluid alone 
won’t do that until the temperature gets 
way above anything you can recreate 
with a hotplate.

If the fluid’s contaminated, your 
next step is to see whether it’s plain 
water or coolant. For that you’ll need 
to perform a glycol test. 

Glycol is a primary component in 
most coolants, so evidence of glycol in 
the transmission fluid is pretty conclu-
sive proof that the transmission cooler 
is leaking.

There are several different glycol 
test kits on the market, but most are 
fairly expensive: They cost anywhere 
from $6 to $20 per test. 

A less expensive way to test for 
glycol is with a test strip from Acustrip. 

Their automatic transmission fluid test 
strip for glycol contamination is avail-
able from CAT Products (www.run-rite.
com) in jars of 50 for $25, so it only 
costs fifty cents per test — not bad for 
the assurance it offers.

And the test strips are easy to use:
•  Apply a drop of the sample fluid 

to the test strip pad.
•  Let it sit for 15–30 seconds, then 

lay the strip against a clean paper 
towel to let the excess fluid wick 
off.

•  Wait another 30 seconds, then 
compare the strip pad color to the 
sample patches on the jar. 

If the test strip indicates any glycol 
in the fluid, you can assume there’s a 
leak in the transmission cooler. If the 
test pad indicates zero percent glycol, 
you can assume the contamination is 
pure water, probably entering through 
the transmission vent.

Correcting the Problem
So how do you correct contamina-

tion in the transmission fluid? First you 
have to fix the source of the contamina-
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tion. If there’s evidence of glycol in the 
transmission fluid, you have three basic 
choices:

•  Replace the radiator (or the cooler 
if the car uses an external one).

•  Take the radiator to a radiator 
shop to have the cooler replaced 
(not possible for all radiators).

•  Bypass the cooler and install an 
external transmission cooler (may 
not provide adequate cooling for 
all transmissions).

If the contamination is plain water, 
with no sign of glycol, suspect the water 
is entering the transmission through the 
vent. Check for any bulletins about this 
type of problem; many manufactur-
ers have updated their vents to correct 
this condition. They may also have 
a bypass for redirecting rainwater, to 
keep it from leaking onto the transmis-
sion vent.

If there are no bulletins, try mov-
ing the vent. This may require adding a 
hose or pipe to the vent, to raise it away 
from where water is pooling.

That’ll take care of future contami-
nations, but what about the contami-

nated transmission? If you’re already 
rebuilding the unit, that should take 
care of the problem. Just make sure you 
flush out any remnants of the contami-
nated ATF.

What if the transmission is still 
operating? If the transmission seems 
to be working okay, you may be able 
to buy the customer some time with a 
simple transmission fluid exchange.

But there are no guarantees: The 
flushed transmission may last another 
50,000 miles, or it may fail next week. 
You have to warn the customer about 
the possible effects of the contamina-
tion, and make sure he or she accepts 
responsibility for the repair decision. 

And, for your own safety, get permis-
sion in writing:

“I understand that my car’s trans-
mission was contaminated with water/
coolant and that this can eventually 
damage my transmission. I’ve asked to 
have my transmission fluid changed in 
an effort to extend the transmission’s 
life. I understand that this may not be 
successful, and I accept full responsi-
bility if the transmission fails after the 
service is performed.”

While this may not provide abso-
lute legal protection for you in the 
event of a transmission failure, it does 
acknowledge that you explained the 
problem to the customer, and he or 
she was fully informed of the possible 
outcome.

ATF is an amazing fluid: It lubri-
cates, cools, and even drives the trans-
mission. But even the slightest con-
tamination can hamper its ability to 
protect the transmission. So it only 
makes sense to check the fluid during 
every rebuild or major repair, to look 
for signs of contaminants.

Because of the damage 
it can cause, it’d be 

a good idea to check 
for water and coolant 

contamination on each 
transmission you rebuild 

or repair.
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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 was especially 
difficult because I was fairly certain 
regarding what actually happened and 
was going to happen in the near future, 
but I had to rule based on the evidence 
and testimony that was presented. 

The Backdrop Details  
1. The customer brought his late 

model vehicle into shop #1 to get 
a repair estimate. He stated that 
the check engine light was on 

and the transmission was shifting 
erratically.

2. The service adviser recommended 
a “Level III Diagnostic Service.” 
The fee was $159.95 and it includ-
ed a computer system scan, road 
test, undercar inspection, pan 
removal, and filter inspection. 
He explained that if repairs were 
authorized, they would be credited 
for any replicated parts or labor.

3. The customer approved the diag-
nostic service, and the shop gave 
him a ride to work. The service 
adviser promised to call him with 
the report in a few hours.

4. About three hours later, the ser-
vice adviser called to discuss the 

diagnostic report and service rec-
ommendation with the customer. 
He told him that the road test 
confirmed the erratic shifting. He 
added that the electronic scan 
revealed trouble codes indicating 
problems with a number of trans-
mission solenoids.

5. He went on to explain that the 
transmission pan and filter con-
tained fine metal particles that 
were responsible for contaminat-
ing the solenoids, resulting in the 
erratic shifting. He stated that the 
metal meant that something was 
damaged inside the transmission 
or torque converter and that a 
major overhaul would be needed.

UP YOUR BUSINESS

by Thom Tschetter

“I WANT A 
SECOND 
OPINION”
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6. He estimated the price for the 
overhaul would be between 
$2000 and $3000, depending on 
the damage in the transmission; 
this included replacing all the 
damaged solenoids.

7. The customer asked what it would 
cost to flush out the metal and 
replace the defective solenoids.

8. The service adviser told him that 
this wouldn’t correct the cause 
of the problem because whatever 
was generating the metal particles 
would eventually recontaminate 
the solenoids and the problems 
would reoccur… not to mention 
that the unit could fail in a way 
that would be even more expen-
sive to repair.

9. The customer said he wanted to 
think about it and would call back 
that afternoon. When he called 
back he told the service adviser he 
wanted it put back together so he 
could get a second opinion.

10. The service adviser attempted 
to convince him of the merits 
of having the work done at his 
shop and reminded him about 
the $159.95 Level III diagnostic 
charge. But the customer insisted 
that he wanted to get a second 
opinion and wanted it put back 
together.

11. When the customer came in to 
pick up his vehicle, the service 
adviser reviewed the diagnostic 
report and showed the customer 
the old filter and a shop towel 
with the fine black metal filings. 
The customer said he thought 
there would be a lot more metal 
and bigger pieces based on what 
he was told on the phone. The 
service adviser responded that it 
doesn’t take much to damage a 
solenoid.

12. He went on to explain that they 
had replaced the filter and pan 
gasket and refilled the unit with 
new fluid. He added that the cus-
tomer should let the next shop 
know what had been done so that 
shop wouldn’t be fooled by the 
clean pan, filter, and fluid.

13. A few days later, the customer 
contacted shop #1 and stated that 
he felt they had ripped him off 
for the $159.95 and had further 

attempted to rip him off for a 
transmission overhaul that he 
didn’t need. He said that shop #2 
had replaced the damaged sole-
noids and flushed the system, and 
now his transmission was work-
ing as good as ever.

14. The service adviser attempted 
to explain that this was only a 
temporary solution and that, in 
time, the problem would reoc-
cur because the real cause of the 
problem hadn’t been addressed.

15. The conversation became heat-
ed, and the customer told the 
service adviser that, if the shop 

didn’t refund the diagnostic fee 
of $159.95, he would contact the 
BBB and the Attorney General. 
He added that if he had to go to 
that trouble, he would seek addi-
tional damages and expose the 
fraudulent practices of the shop.

16. The case, ultimately, was referred 
to the BBB and assigned to me for 
arbitration. 

17. During the hearing, the shop and 
the customer both presented cop-
ies of the diagnostic worksheet 
and repair order. There were no 
discrepancies or evidence of tam-
pering. 
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18. I asked the shop if they had any 
physical evidence to substantiate 
their findings and recommenda-
tion. They said they didn’t; the 
customer hadn’t asked for the old 
parts, so there was no physical 
evidence. All the shop provided 
regarding the physical findings 
was the testimony of the service 
adviser and the diagnostic techni-
cian stating that there were abnor-
mal amounts of metal filings in 
the pan and filter.

19. Shop #2 provided a written affi-
davit to support the customer’s 
case. It stated that, in their opin-
ion, there was no way to predict 
how long the transmission could 
continue to operate properly with-
out an overhaul. But they felt 
doing the fluid flush and replac-
ing the contaminated solenoids 
was a valid, low-cost alternative 
to an expensive overhaul. They 
also stated that they didn’t see any 
evidence of metallic contamina-
tion, but they qualified this state-
ment by adding that the pan and 
filter had recently been removed 
and replaced.

20. Shop #1 provided a rebuttal to 
the affidavit stating that the most 
likely cause of multiple solenoid 
failures was contamination. They 
further stated that, since the trans-
mission is a sealed component, 
the only source of contamina-
tion from metal particles is from 
damage to internal transmission 
parts. They agreed with shop #2’s 
assessment that there was no way 
to predict how long it would last.

21. The customer testified that the 
transmission was still operating 
correctly… it had been nearly 10 
weeks since the repairs were done 
and he’d driven over 4000 miles.

22. The customer was seeking a 
refund of $159.95 plus tax, plus 
$479.85 for treble damages (three 
times the actual out-of-pocket 
costs), which was allowed in 
cases involving fraud. The shop 
was seeking dismissal.

Here are three questions for you to 
consider before I reveal the results of 
this case. 

1. Do you feel shop #1 did anything 

wrong?
2. What would you have done if you 

owned shop #1?
3. What would you have decided if 

you were the arbitrator? 

My Thoughts
One of the difficulties in arbitra-

tion cases is that my decision has to be 
based on the testimony and evidence 
presented. I wished shop #1 had pro-
vided more physical evidence than the 
diagnostic worksheet.

With the customer expressing that 
he was going to get a second opinion, 
I think it would have been prudent 
to save the filter and shop towel in a 
plastic bag for a few weeks. Physical 
evidence could have gone a long way 
in helping shop #1’s case.

The customer tried to play shop #2 
against shop #1. Shop #2 was entitled 
to its opinion and doing whatever level 
of repair work they deem to be appro-
priate. I felt they did a good job of stat-
ing their opinion without throwing shop 
#1 under the bus.

The Decision and Reasons
My decision was split. I directed 

that shop #1 refund the $159.95 plus 
tax for the diagnostic fee. The shop was 
relieved from having to pay any addi-
tional amounts for fraudulent behavior. 
My reasons are as follows:

•	 Setting aside that fact that I, 
personally, could relate with what shop 
#1 had recommended, but based entire-
ly on the testimony and lack of physical 
evidence, the accuracy of the diagnosis 
was in question. 

•	 The fact that the vehicle was 
still working correctly after 10 weeks 
and over 4000 miles was a strong argu-
ment that shop #1’s diagnosis was inac-
curate and that the service performed 
by shop #2 was a valid alternative.

•	 The customer failed to prove 
that shop #1 had intended to defraud 
him. At best, he had only proven that 
they hadn’t done an accurate diagnosis. 
It was more a matter of possible incom-
petence than fraud. Time would be the 
ultimate proof, but I didn’t have the 
luxury of time in making my decision.

What Can We Learn?  
As I said earlier, keeping the old 

parts as physical evidence for a rea-

sonable period of time is a good idea 
whenever a sale hits an unusual bump 
in the road. We’ve done something 
wrong and lost a customer’s trust when 
they want to get a second opinion. Lost 
trust can lead to irrational behavior, so 
be extra vigilant.

In our digital camera world, I think 
a smart standard operating procedure 
would be to document all your trans-
actions with pictures. You can avoid 
disputes by documenting preexisting 
damage (body, glass, or anything else), 
diagnostic findings, damaged parts, etc. 
You can even use pictures to help sell 
jobs over the phone by sharing pictures 
of the damaged parts with your custom-
ers. 

A few extra proactive steps on the 
front end can save you time, money, 
and stressful reactive steps on the back 
end.   

The Strawberry Milkshake Saga

Editor’s note:
On a warm May sunny day 

in Sun Lakes, AZ  
with  family and friends 

present, Thom married the 
love of his life, 

Sue Lacey Widman.
A heartfelt congratulations 

to Thom and Sue.
Here is wishing you both 

years of happiness 
and health
– GEARS
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Need a transmission that’s like new 

– only better? Keep calm and call 

ETE REMAN at 855.870.9284.

You’ll be impressed with the friendly 

human beings (that’s right 

– no automated attendants or hold music) 

who are always ready and willing to help.who are always ready and willing to help.

Want more help? Sign up for 

Reman University’s free weekly ezine 

(a service of ETE REMAN) 

at www.remanuniversity.com.

About Noah Rickun

As Vice President of Sales and Distribution at ETE 

REMAN, Noah leads the sales department and works 

closely with customers to build stronger relationships and 

earn their loyalty.

InIn addition, he frequently speaks on sales, attitude, and 

customer loyalty topics, and has even presented at 

ATRA’s Powertrain Expo.

6Ways 
    to Sell
Reman

six

five

four
three

two

one
Differentiate Options
TellTell  your customers about the difference 

between a rebuilt transmission and a 

remanufactured transmission – where 

every hard part is inspected and 

machined, and inherent OE design flaws 

are corrected.

Explain Reman Testing
ForFor example, every ETE REMAN 

transmission is fully dyno tested for 

nearly 30 minutes, hot and cold, and 

under heavy load to ensure proper 

operation and shift quality.

Highlight Components
WhenWhen buying from ETE REMAN, you can 

let your customer know that a 

remanufactured and dyno tested torque 

converter is included with their unit

Build Order Confidence
InformInform your customer that every VIN and 

SKU has been verified so they can be 

confident that you’ll get them the right 

transmission the first time.

By Noah Rickun, Vice President of Sales and Distribution at ETE REMAN

Talk About Convenience
WhenWhen you work with ETE REMAN, you 

get access to nearly 5,000 in-stock, 

ready-to-ship transmissions available at 

any of our six nationwide warehouses. 

That means you can expect delivery 

within 48 hours more than 90% of the 

time – and that your customer will be 

back on the road shortly thereafter.back on the road shortly thereafter.

Close With the Warranty
Close the deal with the best warranty in 

the industry: a 3 year, unlimited mileage 

standard warranty, that’s attached to the 

VIN so, should your customer sell his/her 

vehicle, the warranty will transfer to the 

new owner. Plus, there’s no paperwork or 

registration, and they’re protected 

anywhereanywhere in the United States with paid 

parts and labor.
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www.RostraTransmission.com
See the story behind OE-quality parts.

Rostra

Why Take A Risk?
No reason to risk buying a part from overseas  

when just a little bit more gets you the reliable part  
from an American OE manufacturer.

Available from your favorite distributor.

Why Pay More? 
No reason to spend more just because it’s in  

an Original Equipment box when the Rostra part  
is identical and sells for less.

Made in the USA

Who is your ideal custom-
er?

Is it anyone with a 
broken transmission and the ability to 
pay to have it repaired? Do you target 
your ideal customer? Do you qualify 
your customers before or after they 
arrive at your shop? Do you ever quali-
fy the car instead of the customer?

Truth is, in today’s connected age, 
your potential customers are targeting 
you and your shop long before you ever 

get the chance to qualify them.
From your web site and social 

media presence, to your involvement 
in your community and how your shop 
looks as potential customers drive by, 
potential customers are qualifying you 
as someone they would — or wouldn’t 
— like to do business with. And spend-
ing time with the wrong customers can 
be a costly mistake for both parties.

I was recently talking with a shop 
owner who told me that, ever since he 

started charging for diagnosis, his busi-
ness’s bottom line had increased sub-
stantially, with fewer customers. More 
money and fewer people? Sounds like 
a pretty good combination, but how do 
you explain it? 

“We found the right fit,” he replied. 
You see, before instituting his new 
diagnostic fee schedule, he’d deal with 
maybe 20 potential customers and sell 
nine jobs.

by Rodger Bland
members.atra.com

WHAT’S WORKING

by Rodger Bland

The Value of  
Qualifying Your 
Customers
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Now he deals with maybe 12 poten-
tial customers and sells 11 jobs. He was 
spending too much time diagnosing his 
competitors’ eventual jobs and not get-
ting paid for it. Now he makes sure that 
those seeking his services know and 
understand how he runs his shop.

Understand that qualifying your 
ideal customer is different than qualify-
ing your ideal car. If you’re like most 
shop owners, you understand that there 
are certain cars you will work on and 
others you’d rather skip. Some target 
a specific year range; others won’t 
work on certain nameplates for various 
reasons. Qualifying cars is as easy as 
knowing what the customer drives.

Sometimes it isn’t just the name-
plate or year, but the condition of the 
car. Be careful there, though, as one 
man’s junk is another man’s treasure:

I remember a story that Jeff Johnson 
of Palouse Country Transmission told 
during a past Expo panel discussion 
on qualifying the condition of cars. He 
recalled a customer who brought in an 
old ranch truck that needed an over-
haul. As Jeff described the truck, it was 

a pile of rust, with cracked windows 
and rotting interior. Not much to look 
at for sure.

But the rancher who wanted that 
truck repaired used it to get his mail and 
clear snow from his mile-long driveway 
in the winter. It’d been his father’s truck 
and it held great sentimental value. He 
agreed it wasn’t much to look at, but 

it was very valuable to him and well 
worth the cost of repairs. 

So qualifying cars and customers 
is different: For the most part, cars are 
easy to qualify. Customers, on the other 
hand, can be a bit trickier, especially 
if you aren’t sure who your ideal cus-
tomer really is.
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Most shops tend to focus on a 
broad reach when marketing their ser-
vices. If you spend time on their web 
sites you usually find a plethora of 
generic information on and about their 
services: domestic and foreign, 4WD, 
differentials, and maybe even general 
repair offerings.

You’re likely to find their hours 
of operation, phone number, directions 
to the shop, and how to schedule an 
appointment online. Some will feature 
an “about us” section and maybe even 
have photos of their crew.

Other features may include a 
nationwide warranty, free shuttles, cer-
tifications, and maybe even an intro-
duction video from the owner. It’s all 
great information for potential custom-
ers to consider. And, if you did it right, 
that potential customer might call your 
shop. 

Now What?
We design most of our market-

ing to get the phone to ring. When the 
phone rings our objective is to get the 
car into the shop. So far so good, right?

Well, sort of; most of the quali-
fying to this point has been solely 
from the customer’s perspective. He 
saw your web site or other marketing 
material (including perhaps driving by 
your shop many times so he’s already 
formed an opinion about you), checked 
some online reviews, made a phone 
call, liked what he heard, and decided 
to bring the car in.

Even your referral customers do 
some prequalifying on your shop. 
Don’t assume that, just because you’ve 
been referred, you and that potential 
new customer are a good fit. 

Now it’s your turn: How qualified 
are the customers who make it to your 
shop?

Who cares? you might argue. The 
fact that they’re in your shop is enough. 
But here’s where that shop owner I 
mentioned earlier found that, by doing 
a bit of qualifying before they came in, 
he was able to increase his overall sales 
closing ratio.

Fewer people and more sales 
meant that he and his crew were spend-
ing more quality time with qualified 
prospects. And all he did was detail 
the diagnostic fees before the prospect 
made it into his shop.

As simple as that sounds, what he 
found was that the type of customer 
who understood the value of a proper 
diagnosis were much more receptive to 
a quality repair at a fair price.

The same thing held true for his 
wholesale business. As he explained it 
to me, some general repair shops focus 
on budget-type repairs to a certain cli-
entele. When those shops referred their 
customers to him, the fit was seldom 
right and he found himself spending 
too much time with the wrong type of 
customers. 

So you might consider spending 
a bit of time in your marketing effort 
detailing your preferred clientele. Don’t 
worry about the possibility of exclud-
ing potentially good-paying customers: 
Being up front and honest will always 
attract the right customers and even 
some that may just need a little more 
education.

Of course, as with most business 

models, this qualification process won’t 
work for everyone. You have to evalu-
ate your market and decide whether 
your potential customer base will sup-
port this type of process. For some it 
might be the golden goose; for others it 
would just lay an egg!

Over the last few months, I’ve 
been making phone calls to your cus-
tomers in preparation for a seminar I’ll 
be conducting at this year’s Powertrain 
Expo. The purpose of these calls is to 
determine how your customers made 
their decisions to come to you in the 
first place.

What I‘ve found out so far has 
been pretty eye-opening. Trust me: they 
all qualify you and your shop and they 
assume you’ve done the same for them.

Make sure they find the right fit 
when they get there… for you and 
them. You’ll both be happier and your 
business’s bottom line will look much 
better, too!

The Value of Qualifying Your Customers
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Elena pulled into the shop with 
high anxiety about the strange new 
sounds coming from her floor-

board. A neighbor told her it was her 
transmission and this shop was the clos-
est place to get it fixed.

After jockeying her car back and 
forth into the small parking space, 
she walked through the sticker-covered 
shop door into the small lobby. The 
counter was strewn with catalogs and 
nobody was there except another cus-
tomer reading a magazine in one of 
the three stackable guest chairs. The 
walls were plastered with automotive 
posters and some signed photos from 
car shows. A radio played loudly in the 
service bay through an open door.

She looked around for a technician 
through the door and caught Carl’s eye. 
He came to the counter and said, “Hi. 
What can I do for you?” She told him 
about the noise in her car and he said, 
“Let’s take a look.” They walked to 
the car and she stood aside while Carl 
checked it out. 

He emerged from the car and 

said, “Yep. It’s the transmission. Let’s 
write up a work order.” Her anxiety 
increased. Once back in the office she 
asked, “How much will it cost?” He 
said, “I won’t know until we’ve done 
a complete analysis. But it could be 
around $3000.”

Hearing that took her breath away 
and she felt a knot in her stomach. That 
was more money than she had antici-
pated spending on the car in three years 
let alone just one repair. 

Okay, over to you now: how do 
you handle it from there? What would 
you have done differently? 

First, let’s remember what this is 
all about; getting the customer’s car 
back safely on the road and allowing 
her life to continue onward without fear 
of automotive problems. Some might 
say, “Maybe for you Jim, but not me. 
For me it’s about making a profit on 
the service.” 

That’s our first issue. As long as 
your people see the job exclusively 
about generating revenue, then your 
business will be small, mercenary, and 

a mostly unsatisfying one. Neither you 
nor your team will be inspired or happy 
about what you do. Neither will your 
customers.

You’ll have momentary thrills 
when you receive payment, but no last-
ing pride in a job well done. It’s like 
the difference between a Red Bull high 
versus the buzz from a good workout. 

But when you see your job as help-
ing people at a profit, things change 
for the better. This isn’t a trivial differ-
ence. Mindset is the dominant element 
in whether a person loves or hates his 
job. Working conditions and even pay 
come in second to mindset in every 
survey. Attitudes really are just about 
everything for a business. This includes 
whether their employer seems to care 
about them or not. 

When people are focused on mak-
ing a profit instead of solving the 
customer’s problem, their thinking and 
their behavior shows that they’re me-
oriented; not solution-oriented. And 
when I’m just in it for me, you can tell, 
and you won’t trust me very much. 

They Don’t Care
What You Know 
Until They Know 
That  You Care

by Jim Cathcartby Jim Cathcart
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So back to our damsel in distress: 
What can we do to help her in a profit-
able and professional way? 

First, what is she experienc-
ing right now? Fear, anxiety, a sense 
of helplessness. What does she need 
most? A friend. Someone who will keep 
her safe and solve her problem. That’s 
you and me. 

Second, since it really might cost 
$3000 to fix her car, what can be done 
to reduce the pain and alleviate her 
fear? 

If you’re a regular reader of GEARS 
Magazine, you’ve learned numerous 
ways to approach this professionally. 
What they all have in common is that 
they need to be communicated to the 
customer in a caring and professional 
manner. She needs to know that you 
care even before she knows what it 
costs. 

How can you show that you care? 
1. Listen. Show that you’re lis-

tening. Stop talking and pay attention. 
Look the person in his or her eyes and, 
if necessary, take notes.

2. Repeat. Say back to them what 
they have said to you. Use their own 

words as much as is practical. This 
shows them that you truly were paying 
attention. 

3. Analyze. Summarize the infor-
mation that you have at hand and help 
them understand what it means. Speak 
in laymen’s terms, not in shop speak. 
They don’t know what all those gizmos 
are or how they work. 

4. Options. Show them different 
ways they can approach the solution. 
Explain the costs, benefits, and draw-
backs of each one. 

5. Suggest. Tell them which 
solution, in your professional opinion, 
makes the best sense for them and why. 

6. Ask. Pause and let them ask 
you questions, or give them a moment 
to consider what you’ve recommended. 

7. Confirm. Gain their agreement 
to a particular solution. Ask, “Can you 
see how this appears to be the best 
solution, based on what we know right 
now?” 

8. Reassure. Then, as you write 
up the work order, be sure to reas-
sure them that you are being cost-
conscious and committed to a complete 
and lasting repair. Let them know that 

there won’t be any surprises without 
checking with them to get their further 
approval. 

9. Thank. Show your gratitude 
for their trust in you. Don’t just say 
thanks for your business. Tell them that 
you are glad they trusted you to help 
them solve their transmission problem. 

10. Assist. Help them get back 
to their workplace, home, or wherever 
else they might need to be, since they 
no longer have the use of their own car. 

With these steps in place as a 
checklist, you’ll be able to reduce the 
tension and anxiety for your customers 
and gain many more loyal clients. Also, 
with this process at the base of your 
selling, your team members will take 
more pride in their work. Show them 
that you care. 

Jim Cathcart, CSP, CPAE is the 
author of Relationship Selling along 
with 15 other business books. He’s 
been inducted into the International 
Sales and Marketing Hall of Fame and 
works with clients around the world to 
increase sales and improve communi-
cations. Contact him at http://Cathcart.
com.
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What You’ll Learn
GENERAL MOTORS

ALL GM
Reprogram

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

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

FORD

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

Registration: 7am - 8am 

Seminar: 8am 

Lunch: 12pm - 1pm

SCHEDULE

HOW TO
REGISTER

Toll-free:

(800) 428-8489 

Fax 
Fax your payment & 
registration information to: 

(805) 988-6761 

Online
http:// members.atra.com 

Mail
Mail your payment to: 

ATRA Seminar Registration 
2400 Latigo Avenue 
Oxnard, CA 93030

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

FEES

LOCATIONS

June 7 - Tulsa, OK
August 9 - Albuquerque, NM

August 16 - Portland, OR
August 23 - Los Angeles, CA
September 6 - Atlanta, GA
September 13 - Billings, MT
September 20 - Chicago, IL

September 27 - Clark-Newark, NJ
November 8 - Baltimore, MD

atra sem update614.indd   2 5/30/14   12:47 AM



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

atra sem2.indd   2 2/25/14   7:49 AM
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Add-Backs 
+ Profit 
= Cash Flow 

When selling a small business, 
determining the sales price is 

generally based on a multiple of earn-
ings. For small, owner-operated busi-
nesses like a transmission shop, the 
most common earnings metric used to 
value the business is cash flow (you 
may also see it referred to as seller’s 
discretionary earnings or owner’s ben-
efit).

The key to selling your business 
is determining this number, because, 
before a buyer will even look at your 
business, he’ll want to know how much 
money he can make and how you deter-
mined that amount.

In their day-to-day world, busi-
ness owners are accustomed to think-
ing about revenues and expenses in 
terms of minimizing taxable income. 
In general, you try to keep the business 
earnings you report on your tax returns 
low to keep your taxes low.

Even your internal P&L statement, 
prepared by you or your accountant, 
is geared toward preparing your tax 
return. Items may be included within 
the categories shown on your P&L to 
be sure they’re included in the calcula-
tion of your tax return.

While that may be a good strategy 
for tax time, it isn’t necessarily a fair 
representation of your business’s finan-
cial performance. You’ll need to sepa-
rate certain items that, while they’re 
proper to keep earnings low for tax 

reporting, don’t accurately represent 
the cash flow of your business.

This is where “add-backs” come 
into play. Your P&L needs to be recast 
or restated to add certain expenses to 
the bottom line to show a potential 
buyer what you actually put in your 
pocket (what we call cash flow, owner’s 
benefit, or seller’s discretionary earn-
ings) from the business.

Add-backs are expenses you spe-
cifically want the buyer to know about. 
Generally, they’re any expenses that are 
considered depreciation and debt/inter-
est expense — discretionary, extraordi-
nary, or nonrecurring. To identify them, 
ask yourself these questions:

• Were these expenses necessary 
for the operation of the business? 

• Will a new owner incur these 
same amounts?

Here are some examples in each 
category:

Depreciation and Debt/Interest 
Expense: The simplest add-back to 
identify on your P&L is depreciation. 
It involves no cash outlay from the 
business, so you can add it back to the 
cash flow.

Debt/interest expense is the loan 
payment you make to pay a loan or a 
line of credit in connection with the 
business. These are individual to you 
and your financial circumstances and 
aren’t applicable to the buyer and how 
he’ll choose to acquire or operate the 
business. 

Discretionary Expense: One of 
the primary discretionary expenses of 
the business is how much you pay 
yourself. Others are what might be 
called perks: personal use of a car, cell 
phone, or portable computing/internet 
devices, a medical or life insurance 
policy, or even sponsoring your child’s 
sports team.

by Art Eastman
members.atra.com

by Art Eastman
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Association membership 
fees and travel and convention 
expenses are also discretionary as 
they aren’t strictly necessary to 
the successful operation of the 
business. They may be legitimate 
business expenses and perfectly 
legal as tax deductions, but they’re 
still a discretionary expenditure 
that you decided to make, so it’s 
proper to add them back to the 
bottom line. 

Extraordinary Expense: 
Paying a salary to a family member 
may be extraordinary if the 
position isn’t usual and necessary 
to the successful operation of 
the business, or the functions 
being performed duplicates work 
already being performed by other 
employees.

Even if the position is a common 
one, if the wages paid are above market 
rate, it may be an extraordinary expense 
that should be adjusted. A larger-than-
usual lawyer or accountant bill might be 
considered extraordinary. The amounts 
for these expenses should be adjusted to 
fair market or normal levels.

Nonrecurring Expense: These are 
one-time expenses, like cleanup and 
repairs from storm damage, adjustor’s 
fees from an insurance claim, or 
replacement costs for an employee 
theft. It’s reasonable to assume that 
these expenses wouldn’t be incurred by 
a new owner.

Remember, you should be prepared 
to explain and justify any add-backs 
that you include in your cash flow 
analysis. A savvy buyer will expect 
you to be able to document the amount 
you’ve claimed and will want to look 
at these amounts as part of any due 
diligence performed prior to purchase.

Certainly, if a bank is providing 
financing for the purchase, you can 
expect that your add-backs will be 
examined in detail, so the bank is 
assured that the business has the 
necessary cash flow to pay back any 
loans.

A well prepared P&L statement 
adjusted with add-backs anticipates 
buyer questions and clearly defines 
which expenses are and aren’t 
necessary for efficient management of 
the business.

While your accountant may be able 
to help you with preparing an adjusted 
P&L and making it easy for a buyer 
to understand, even your accountant 
probably doesn’t know, without a 
detailed conversation with you, what 
the true necessary expenses of your 
business are and whether certain items 
may have been added to the expenses 
of the business (like adding a relative 
to the payroll to keep family harmony) 
that weren’t necessary. 

Business sellers must have both 
legitimate documentation and believ-
able explanations to prove their finan-
cial add-back claims to potential buyers 
and money lenders.

Here’s a sample add back list on 
how cash flow is determined and how 
to apply that amount to the auto repair 
industry’s recognized multiple to bring 
about a shop’s fair market sale price.

$76,167 annual net income + 
$102,069 total add-backs = $178,236 
Total Cash Flow.

Sellers with an annual cash flow 
in excess of $150,000 should use a 
multiple between 2 and 3 to establish 
their shop’s real-world sales price. To 
justify an increased multiple above 2 to 
2.25, 2.50, 2.75, or even 3 depends on 
these issues:

1) Is the shop especially nice looking 
and noticeably clean? 

2) Does the business have an excep-
tional production crew? 

3) Does the deal offer a sweetheart 
lease, terms, or rate? 

4) Does the business have an out-
standing, self-advertised loca-
tion? 

5) Does the deal offer favorable 
financing and terms?

…and more.
Sellers with an annual cash flow 

below $150,000 should use a multiple 
between 1 and 2. To justify an increased 
multiple above 1 to 1.25, 1.50, 1.75, or 
even 2 also depends on the sample con-
ditions we’ve discussed.

Bottom line? The basics of selling 
an auto repair shop are like any other 
business: The higher the price, the 
harder it is to sell. Plus, selling trans-
mission shops in today’s changing mar-
ketplace (remans and general repair) is 
extremely complicated and stressful, 
requiring a smart, motivated seller and 
a smart, industry savvy broker. 

Working with an old-school, 
non-motivated seller has proven to be 
a waste of time for most top-of-their-
class auto repair brokers. Keep in mind 
that 7 out of every 10 business listed 
for sale never make it to escrow for one 
reason or another.

To prepare a comprehensive P&L 
adjusted with add-backs that properly 
reflects the true cash flow of your 
business requires time and effort. But 
it’s time well spent, since it’ll make the 
difference in whether you can sell your 
shop at the price you command.

Add Back Amount Note
Purchases other $2,960   tool chest & tools
Auto Fuel $3,922 personal 
Interest Expense $16,281 on tax return
Meals & Enter $2,187  personal 
Office Supplies+Other $2,237   personal
Payroll taxs $26,912     personal taxs
Professional Fees $3,940 personal
Repairs & Maint $1,625     sister cleaning
Telephone $1,688 cell phone
Amortization $3,097    on tax return
Depreciation $37,220    on tax return

Total add backs $102,069 
Annual net Income $76,167 
TOTAL CASH FLOW $178,236 
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Every day, someone comes up 
with a new idea to bring cus-
tomers into the shop. One day 

it’s a new web site; the next it’s social 
media. And let’s not forget Adwords! 

All great ways to get your mes-
sage out to potential customers. And all 
highly effective advertising techniques.

But through all the innovation and 
technology, one thing has remained 
constant: The best, most effective way 
to bring customers into your shop is 
through personal referrals. It’s been like 
that for as long as any of us can remem-
ber… nothing else comes close.

Maybe that’s why Andy Lundsted, 
owner and operator of Certified 
Transmission and Total Car Care in 

Certified Transmission 
and Total Car Care 
“Where Our Customers Send Their Friends”

SHOP PROFILE by Steve Bodofsky
members.atra.com

L to R – Andy Lundsted, owner – Josh Richie, Service Writer – Ryan Rugg, Builder – Scott Berdan, G.R. Diagnostician

Andy Lundsted, owner, Certified Transmission
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Stillwater, Minnesota, made it his 
shop’s motto: Where our customers 
send their friends. Has a nice ring to it.

More important, it’s still the best 
way to keep the bays full. And, at 
Certified, it’s working.

Andy’s Intro to 
Auto Repair

“I grew up in a rural area, and my 
old man didn’t have the money to pay 
someone to fix things,” say Andy. “He 
wasn’t a mechanic by any means; he 
was the kind of guy who futzed and 
tinkered with things. I had two brothers, 
and he wanted us to be self sufficient.

“But what really got me started 
was, when I turned 16, I bought a car 
— a 1978 Buick Riviera, anniversary 
edition. That car was my independence, 
and when it broke, Mom and Dad 
weren’t paying to get it fixed; it was on 
my dime. So I took care of it. Turns out 
I kind of enjoyed it.

“When I graduated from high 
school, I signed up for automotive train-
ing through the Ford asset program. It 
was a 2-year program that included an 
apprenticeship while I worked toward 
my Associates degree. They found me a 
job at a dealership, and, when I wasn’t 
in school, I was at work. I graduated 
near the top of my class.”

Andy wasn’t happy working at 
the dealership: “There was too much 
competition and backbiting to maintain 
your position, and they weren’t treating 
the customers very well.

“One of our parts runners told 
me that a local transmission shop — 
Certified Transmissions — was look-
ing for a part-time rebuilder. I took the 
job on an after-hours, as-needed basis. 
It wasn’t long before he offered me a 
fulltime position as a rebuilder.”

Opening Certified
“The shop owner wasn’t involved 

much with the shop, so I found myself 
doing pretty much everything: taking 
care of customers, running the shop, 
and rebuilding transmissions. A few 
months later he asked me if I’d be inter-
ested in buying him out.

“I was a young kid… 24 at the 
time… I had a family at home… but I 
was just dumb enough to take him up 
on his offer. So, by September, 2002, 
everything was official.”

Thanks to the advice of a CPA-
friend, Andy structured the purchase as 
an asset sale; he didn’t buy the name or 
the business’s liabilities. A good start, 
but he still had a lot to learn:

“I was your typical ‘mechanic-
turned-shop-owner.’ I knew how to fix 
cars, but running a business? Fortunately 
I realized that I still had more to learn 
about being a business owner. I found 
an ad in GEARS Magazine for Larry 
Kuperman’s management training. The 
ad spoke to me, so I called and spoke 

with Larry. And I ordered his tapes.
“I had a big bank note and zero 

dollars in the bank, but I still bought 
his course. It turned out to be one of 
the smartest moves I could’ve made. 
It’s what set up the primary structure of 
how I was going to run my business.”

Building the Business
In 2009, Andy hired Maylan 

Newton from ESI. “He and I talk every 
week. He keeps me focused… he holds 
me accountable… and he lets me know 

Josh Richie, Service Writer, behind the counter.

Scott Berdan runs a diagnostic test on a vehicle
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that things aren’t as bad as I think.
“It seemed like I’d hit a glass ceil-

ing, and I just couldn’t get past that 
number. That’s why I called Maylan. I 
asked him to take a look at what I was 
doing and tell me where I was going 
wrong.”

He added general repair to their ser-
vice menu about five years ago, when 
the economy took it’s historic down-
turn. According to Andy, the reman 
industry was part of what made that 
addition possible: “The general shops 
aren’t really sending their rebuilds to 
transmission shops any more, so there’s 
no longer any reason to avoid stepping 
on their toes.”

Apparently he’s doing something 
right: “Last year we had our best year 
ever. I said the same thing in 2012, and 
the same in 2011. The last three years 
have shown a nice, steady, healthy 
growth. So, generally speaking, busi-
ness is good.

“I try to surround myself with 
people who are better than me at doing 

their jobs and then listen to them. If I’d 
followed my instincts instead of my 
accountant’s advice when I bought this 
shop, I’d have been out of business in 
six months.”

Systems and Procedures
Another person he credits for help-

ing him create a successful business 
model is Dave Riccio, who he met at 
ATRA’s Powertrain Expo a few years 
ago. From Dave, Andy learned about 
the importance of creating systems and 
procedures for his business.

“You should be able to plug some-
one into a specific job or duty, and the 
customer interaction should be virtually 
the same, no matter who’s doing it,” 
says Andy. “And every time a customer 
picks up a car, we try to do a ‘wow!’ 
item.

“Here’s the thing: The customer 
really doesn’t care what parts you used 
or how great you made the car shift. 
He expects that. From his point of 
view, he’s walking into a place where 
he doesn’t want to be, spending money 
he doesn’t have, for a repair he didn’t 
really want, just to get his car back to 
the way it was the day before. What a 
depressing picture!

“But that makes it pretty easy to 
wow him: vacuum out his car… throw 
a fresh set of wiper blades on… things 
like that. Most customers really respond 
well to it.”

Bringing Customers In
“Business has changed in the last 

decade,” says Andy. “I can’t imagine 

how the guys who’ve been in the busi-
ness for the last 30 or 40 years handle it.

“Now we’re in the digital age. 
We’re working on our web site… we’re 
involved with social media. We brought 
on Demand Force to help with custom-
er retention. I spend my time adjusting 
my Google Adwords and making sure 
my web site has the right keywords and 
landing pages.”

But what hasn’t changed is 
Certified’s commitment to their cus-
tomers: “Our philosophy is the cus-
tomer comes first, because, without the 
customer, you don’t have anything.

“Contrary to the old saying, cus-
tomers aren’t always right. And not all 
customers are your customers. But that 
doesn’t mean you can’t handle them 
professionally. We try to treat every 
customer like family.

“Of course, you still need a nice 
facility, quality people, good tools, and 
recurrent training. But it really starts 
and ends with the customer.”

And Andy realizes that everyone 
makes mistakes sometimes. But how 
you handle those mistakes can make a 
big difference in how customers view 
your shop.

“You have to be professional: If 
you drop the ball, you need to admit 
it; you have to take care of it, and you 
have to take care of it right away. You 
can’t duck behind the counter and hope 
they’ll go away. You have to handle it.

“I had a customer who really lit 
us up for something (on the Google 
Review site). She was a good customer 
and I felt bad about it. So I wrote her 

Ryan Rugg at the bench. ..and Total Car Care.  Scott Berdan focuses on the G.R. side of the 
shop

Monroe Transmission:  An Old-Fashioned Success Story
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a personal letter, and responded on the 
review site, because I wanted to make 
things right.

“A customer came in because of it. 
He said, ‘I see all these 5-star reviews, 
and here this woman took you to task. 
And I could see in your response that 
you really cared.’ So he brought his car 
to us. He turned out to be a really good 
customer.

“So even a bad review can be help-
ful, as long as you respond to it and 
make the effort to correct the problem.”

Community Involvement
Andy remembers getting a call 

from GEARS Managing Editor Rodger 
Bland a few years back. Rodger asked 
him “about a bazillion questions.” It 
wasn’t till later that Andy realized he’d 
taken part in the first What’s Working 
survey.

“ATRA spent a lot of time and 
money on surveys and focus groups, 
and one of the first things they recom-
mended was that we devote more effort 
to our community.” 

One of the ways that Andy gives 
back to the community is through a 
small community car show that he puts 
on each year. This year will be their 
4th show.

“I donate to charities every year 
as best I can,” explains Andy. “But I 
thought, ‘What can we do to help that’d 
also be fun? What about a car show?’ 

“It’s not a big show; just a local car 
show. We raise maybe $400 or $500 for 
the Food Shelf.”

The Valley Outreach Food Shelf  

is a local, nonprofit organization that 
provides people who are in transition 
or down on their luck with the groceries 
they need to get through a tough time.

It’s a really important program, 
particularly in the summer, because 
kids from low-income families qualify 
for free lunches at school. But that goes 
away when the schools close for the 
summer. The Food Shelf helps fill the 
void for those kids and their families.

“$400 or $500 doesn’t sound like 
much, until you realize that Valley 
Outreach can buy food for a tenth the 
cost you’d pay in the supermarket. 

“And the show gives us an oppor-
tunity to let other businesses in the 
area know about the Food Shelf. We 
get them to donate items to raffle: a 
T-shirt… a facial… a pizza… whatever 

they’d like to give.
“We get to work with other busi-

nesses in the area, and we all get 
involved in the community together. 
And the other businesses become aware 
of the Food Shelf, so they take an inter-
est at other times of the year.”

Of course, Certified gets a bit of 
publicity out of the show, but that’s 
just a side benefit to Andy; he does it 
to help out, not to bring customers into 
the shop. Which is probably why it’s so 
effective.

“Where our customers send their 
friends.” Sounds like a good reason 
why Certified Transmission and Total 
Car Care is growing steadily every 
year.

Andy in front of his 1969 Ford Torino Cobra – one of the many cars that will be featured 
in his upcoming community car show.

Pride of ownership is everywhere within the clean and organized 
7,000 sq ft. shop. Certified Transmission and Total Car Care

1shop profile614.indd   55 5/29/14   11:48 AM



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

201
POWERTRAIN

Hosts the

OCTOBER 30 - NOVEMBER 2, 2014
POWERTRAIN

ATRA Returns to Las Vegas!
Registration Now Open!

www.PowertrainExpo.com

ATRA Returns to Las Vegas!

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

$99 Single/Double
Early Bird Room Rate until July 11
($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.

Travel Information

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

www.PowertrainExpo.com
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ATRA Returns to Las Vegas!
Registration Now Open!

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

T
h

a
n

k
 Y

o
u

 T
o

 O
u

r 
Sp

o
n

so
rs

!
T

h
a

n
k

 Y
o

u
 T

o
 O

u
r 

Sp
o

n
so

rs
!

T
h

a
n

k
 Y

o
u

 T
o

 O
u

r 
Sp

o
n

so
rs

!
T

h
a

n
k

 Y
o

u
 T

o
 O

u
r 

Sp
o

n
so

rs
!

T
h

a
n

k
 Y

o
u

 T
o

 O
u

r 
Sp

o
n

so
rs

!
T

h
a

n
k

 Y
o

u
 T

o
 O

u
r 

Sp
o

n
so

rs
!

expo plcd614.indd   2 5/30/14   10:55 AM



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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ALL WE 
DO ARE 
TRANS- 

MISSIONS
ARE ALL 
WE DO.

Your goal is to make your transmission shop more successful,  

and ours is to help you do it. As the world’s largest and strongest  

trade organization of transmission rebuilders, ATRA is your  

premier source for transmission problem-solving and repair  

information. A partnership with ATRA means profit for you. 

JOIN TODAY AT
MEMBERS.ATRA.COM // 1-866-GO-4-ATRA
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Automotive repair, transmission 
rebuilding in particular, is a tough 
business in today’s world of gov-

ernment oversight, taxation, consumer 
rights, employee rights, low ball price 
shops trying to stay alive and lawyers 
looking, with perfect hindsight, at your 
past work and performance to find a 
lawsuit lurking somewhere. 

It’s a tough business legally, ethi-
cally and competitively and we still 
haven’t considered how difficult it is 
to correctly diagnose and repair mod-
ern car problems, compared to just a 
few years ago. Is it the engine or the 
transmission? Or is it something else? 
You thought one little computer in the 
car was a problem in 2001? Today it’s 
ten, with a master computer directing 
all of the others hidden somewhere by 
a genius engineer working to save the 
manufacturer a nickel per car, while 
also trying to keep you from making 
a dollar. 

In the past few years ATRA has 
produced some very valuable shop 
management information through a 
program called What’s Working. The 
premise of What’s Working is to answer 
the question of why one shop is gener-
ally unsuccessful or even fails, while 
nearby, a very similar appearing shop is 
successful as all get out. ATRA’s job is 
to then get that Top Shop information 
on profitable, successful business prac-
tices in the hands of all shop owners. 

The Core Success of Shop 
Safety

Top Shops have a lot in common. 
Customer focus, good hiring practices, 

cleanliness and getting the job done 
right the first time on time, are some 
of the most important factors, to name 
a few. Running a safe shop is close to 
the top of the list of core practices seen 
from profitable shops too. A safe shop 
equals profits! That’s why shops are 
in business in the first place, to make 
money. Shop  safety is always money 
in the bank.

Top Shops have a safe mindset and 
have regular employee safety meet-
ings to make sure everyone is on the 
same page with management.  Statistics 
alone prove the value of regular safety 
meetings. We know every large cor-
poration in America has ongoing Safe 
Work Programs. They do it because it 
saves them money. 

Sure, owners and managers are 
interested in having a safe work place 
for their family of employees. Yes, they 
are very interested in holding down 
the cost of Workers Compensation 
Insurance. Everyone knows injuries 
lead to increased premiums. And of 
course they don’t ever want to see any-
one hurt. 

But there’s something even more 
important! “The Customer” The very 
person every shop depends on for its’ 
life. When a visitor enters your parking 
lot the first thing they see is everything. 
That’s right, according to the experts, 
“Its just human nature”. When there’s 
a bunch of dirty rags laying on the 
ground or floor instead of being placed 
in a proper container they notice. If 
the shop floor is greasy or dirty, they 
notice. If tools are lying around instead 
of being returned to their proper loca-

tion, they notice. If your office is a 
mess, they notice. The shop’s rest room 
is dirty? Some 50% of automotive 
repair customers are female. Do you 
think they notice? 

The moment anyone sees your 
shop, it make a First Impression. 
First Impressions are hard to change. 
Shop management and the entire shop 
team has to make sure a visitor’s First 
Impression is a good one. What’s 
the goal? Turn that visitor into Your 
Customer. You only have a short time 
to get a customer, make that time count 
from the moment they cross the side-
walk. 

Schedule Safety Meetings! Be 
organized, be clean, be safe - or be 
sorry. 

The best automotive techni-
cians are trained. The best managers 
are trained too. Join us at ATRA’s 
Powertrain EXPO to learn how Top 
Shops in the business get to the top and 
stay there. Oct 30 – Nov 2, 2014. Rio 
Hotel Las Vegas, NV www.powertrain-
expo.com 

Editor's Note: This space pro-
vide by on behalf of the California 
State Fund, ATRA Safety Group 273. 
For more information on California 
Group Workers Compensation pro-
vided by the State Fund please visit: 
http://statefundca.com.

Safety Starts 
at The Top by Frank Pasley

Safety Director - ATRA 
State Fund Group 273
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The Torque Converter Rebuilders 
Association (TCRA) held its 
annual event and seminar pro-

gram on April 25-26. It was a gala 
industry event, with an attendees and 
presenters list reading like a Who’s Who
of the automatic transmission indus-
try… including ATRA.

It should come as no surprise that 
ATRA would be invested in the TCRA 
program. Transmissions and torque 
converters are two sides of the same 
coin; neither can succeed without the 
other. So it’s only natural to expect the 
transmission industry to take an interest 
in the program’s success.

The show began on Friday, bright 
and early, with a shuttle to the Corvette 
Museum. You know the one: It’s been 
in the news for weeks since a major 
sinkhole opened and swallowed up a 
few million dollars’ worth of one-of-

a-kind, irreplaceable 
Corvettes. The muse-
um has reopened, 
including a new 
exhibit revealing the 
sinkhole and the cars 
that were extracted 
from its gaping maw.

From there 
it was a short trek 
across the street to 
the Corvette assem-
bly plant, where 
attendees watched 
as skilled assembly 
workers took what seemed like ran-
dom, unremarkable components and 
turned them into a new Corvette. These 
cars are finely crafted by hand, one 
at a time, by teams of highly trained 
specialists; no wonder they carry such 
a hefty pricetag!

Then it was back to the WIT plant, 
which was hosting the event. The 
attendees were treated to a tour of the 
WIT facility, followed by a member 
meeting. The board of directors bid 
a thanks and farewell to two exiting 
directors, Ken Kelly and John Stoller, 

TCRA Annual 
Event a Rousing 
Success! by Steve Bodofsky

members.atra.com

The 2014-2015 TCRA Board members L to R:  Mike Cargill, Rick Morris, Jeff Stuck, Brad Gilbert, Chris Horbach, 
Ed Lee, Jerry Ward, Martin Brooks, Tim Prugh, Rafi Pilavjian

Attendees of the event were treated to an extensive tour 
of the WIT facilities
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and welcomed two new directors, Mike 
Cargill and Raffi Pilavjian.

The evening ended on a high note 
with a reception hosted by Sonnax and 
BorgWarner.

The seminar program began early 
Saturday morning. ATRA’s Rodger 
Bland presented a seminar on the 
importance of having the right attitude. 
As he explained it, “It has nothing to do 
with torque converters and everything 
to do with life.”

Later on, ATRA’s Mike Sousa 
offered his tongue-in-cheek approach 
to diagnosis and repair: It’s Always the 
Torque Converter! In it, he helped iden-
tify some of those problems that tech-
nicians often blame on the converter, 
but are usually caused by something 
entirely different.

During the program, Raybestos VP 
of Sales and Marketing Al Avila took 
the podium to present a few awards. 
He began with Raybestos’s Innovation 
Award, rewarding industry profession-
als who had “developed an innovative 
solution that would benefit the torque 
converter industry.”

First prize went to Rob Hans from 
Norfolk Transmission in Norfolk, 
Nebraska. Stuart Miller, from Certified 

Transmission in Mishawaka, Indiana, 
was the runner-up. Both received 
plaques honoring their contribution, 
along with a cash prize.

Then Raybestos went on to honor 
the businesses who worked together to 
found TCRA:
•	  Accurate Transmissions — Rich 

Kuemple 
•	  Alto Products — David Landa 
•	  ATRA — Dennis Madden 
•	  Bancon — Ben Law 
•	  Cascade Torque Converter — 

Dick Matson 
•	  Certified Transmission — Peter 

Fink 
•	  FNA — Mike Mignosa 
•	  Fort Dodge Transmission — Tom 

Donny 
•	  Kelly Transmission — Leroy 

Kelly 
•	  HTG; Hi Techmetal Group — Joe 

Lovine
•	  Midwest Converter Supply — 

Dick Lewis 
•	  Oregon Converter — Leon 

Keeney 
•	  Sonnax — Neil Joseph 
•	  Torque Converter Rebuilding 

Systems — Corky Myers 
•	  Tri Component — Mike Ratner 

•	  Worldwide Transmission Core 
Supply — Gerald Chacin

Mike Souza accepted the award 
for ATRA. “We were honored by the 
recognition, and hope to continue our 
support for the future of TCRA,” says 
Rodger Bland.

It was a fast-paced and success-
ful event, and one that offered TCRA 
members a valuable opportunity to 
keep abreast of their side of our ever-
changing industry. TCRA will be on 
hand at ATRA’s upcoming Powertrain 
Expo at the Rio in Las Vegas; make 
sure to visit their booth on the trade 
show floor.

TCRA Annual Event a Rousing Success!

Bob Warnke, Sonnax Industries was one of 
several industry expert presenters during the 

event.

Bobby Mace, Transmission Digest talks 
about industry trends

Saturday’s luncheon was sponsored by 
Raybestos Powertrain

TCRA President, Jeff Stuck (center) with Chris 
Horbach and the TCRA Board present Kenny 
Hester of WIT with a plaque in recognition of 
the Association’s appreciation of WIT hosting 

this year’s seminar.

ATRA’s Mike Souza always delivers valuable 
information to the group.

Jeff and Chris presenting Kenny 
with his plaque.

Founding Member’s award presented to ATRA 
from Raybestos Powertrain. 
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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.

Raybestos Recognizes  
TCRA Innovation  
Award Winners 

Raybestos Powertrain saluted the 
closely contested winner and runner-up 
of the Torque Converter Rebuilder’s 
Association Innovation Award during 
the TCRA 2014 seminar, hosted by 
Whatever It Takes Transmission.

In an effort to increase industry 
dialog and provide a forum for shar-
ing real-world, innovative, technical 

process and management information, 
Raybestos held a contest for TCRA 
members, accepting entries from tech-
nicians and business owners who had 
developed an innovative solution that 
would benefit the torque converter 
industry. 

Entries were anonymously evalu-
ated and scored by TCRA board mem-

bers, resulting in cash prizes for the 
highest two scores.

“Rob Hans of Norfolk Transmission 
in Norfolk, Nebraska, was our winner. 
Stuart Miller of Certified Transmission, 
Mishawaka, Indiana, was our runner-
up,” said Andy Mayfield, Raybestos 
VP of aftermarket sales. Both won cash 
prizes and a plaque, honoring them for 
their innovative contributions.

Raybestos Powertrain also spon-
sored the seminar luncheon and was 
proud to award founding members, 
board members, and the seminar host, 
Whatever It Takes Transmission, with 
plaques of gratitude for their sup-
port and contribution to the Torque 
Converter Rebuilder’s Association.

Raybestos Powertrain is a lead-
ing, national manufacturer and sup-
plier of premium OE and aftermarket 
transmission parts, providing innova-
tive solutions to domestic and interna-
tional customers. Located in Sullivan, 
Crawfordsville, and Tipton, Indiana, 
they are proud to supply made-in-the-
USA parts to the transmission industry.

For more, visit them on line at 
www.RaybestosPowertrain.com.

Transtar Industries, Inc.  
Team Member Elected to  
TCRA Board of Directors 

Transtar Industries, Inc., is pleased 
to announce the appointment of 
Mike Cargill to the Torque Converter 
Rebuilders Association’s (TCRA) 
board of directors for a three-year 
term. Appointed at the 2014 Annual 
TCRA Meeting, Mike brings nearly 
two decades of experience to the now 
nine-member board.

“We are very pleased to welcome 
Mike to our board of directors,” com-
mented Jeff Stuck, TCRA board of 
directors president. “The incredible 
skill set and expertise he brings to the 
table will be invaluable. We are fortu-
nate to have him representing TCRA 
and enthusiastically anticipate many 
contributions and new perspectives.”

As a product manager at Transtar, 
Cargill manages the company’s torque 
converter product line, among other 
lines. One of his recent accomplish-
ments is the creation of Transtar’s 
DNA™, which stands for Driveline 
Needs Assessment. This assessment 
takes common symptoms seen in a 
transmission, which present themselves 
as a torque converter issue, and pro-
duces all known solutions.

“TCRA is an amazing organiza-
tion,” says Cargill. “It supports its 
members and the torque converter 
rebuilding industry at large in many 
ways — from communicating industry The founding members

Stuart Miller and Rob Hans 
Award Winners!

TCRA Board Members

Rob Hans of Norfolk Transmission in 
Norfolk, Nebraska, Winner!

Stuart Miller of Certified Transmission, 
Mishawaka, Indiana, Runner-up.

Mike Cargill, Torque Converter 
Rebuilders Association’s (TCRA) 

board of directors
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trends and patterns to providing assis-
tance with rebuilder issues. I feel privi-
leged to be a part of this organization 
and to engage with so many talented 
and dedicated people.”

Cargill joins current TCRA board 
members Jeff Stuck, president; Brad 
Gilbert, vice president; Rick Morris, 
treasurer; Martin Brooks; Ed Lee; Tim 
Prugh; Jerry Ward; and Raffi Pilavian.

For more, visit TCRA on line at 
www.tcraonline.com.

Brand One Synthetics 
Introduces Universal  
Transmission Fluid 
Protectant and Modifier

There are a lot of different trans-
mission fluids on the market; some 
with price tags that are enough to make 
you dizzy. 

Brand One Synthetics is proud to 
introduce a new, universal protectant 
and modifier that will reduce your 
fluid inventory and cost. Add a bottle 
of Brand One Synthetic Universal ATF 
Protectant to a any quality Dexron III or 
Dexron VI and you’ll have fluids suit-
able for nearly any automatic transmis-
sion on the road today.

A complete interchange chart 
is available for download at www.
Brand1Lube.com.

And Brand One ATF Protectant 
doesn’t just modify the fluid to reduce 
your inventory. It includes premium 
anti-oxidants, anti-wear agents, corro-
sion inhibitors, and friction modifiers 
to provide unparalleled protection, to 
make sure your customers’ transmis-
sions work right… and keep working 
for years to come.

Here’s what Brand One Synthetic 

Universal ATF Protectant will do for 
your customers’ transmissions:

• Reduces ATF stock requirements
• Prevents overheating and sludge  
 • Prevents torque converter shudder    
• Reduces acid number and wear
• Protects internal metals (copper, 

aluminum)
• Improves oxidation stability  
• Ensures proper shifts  
• Helps free stuck valves   
• Extends fluid change intervals  
• Conditions and restores component 

life       
• Replenishes key friction modifiers
• Protects seals and o-rings

For more, visit Brand One on line 
at www.Brand1Lube.com.

Transmission Technical  
Specialist Joins Sonnax

The Sonnax team recently wel-
comed veteran transmission shop 
owner and rebuilder Jim Dial as its 
newest technical specialist. Dial pos-
sesses 20 years of experience working 
for the Automatic Transmission Service 
Group (ATSG), most recently as senior 
tech consultant. 

Dial brings many years of experi-
ence to Sonnax, fielding tech calls, 
illustrating parts, and writing technical 
bulletins, manuals for teardown and 
assembly, and technician’s guides.

At Sonnax, he’ll take part in the 
development of new products and pro-
vide assistance to the company’s tech 
support team. He’ll also be involved 
in the creation of new technical docu-
ments and training resources on the 
most relevant transmissions and issues 
facing the industry.

“Jim’s vast technical knowledge 
and outstanding reputation with cus-
tomers will serve Sonnax well,” said 
Sonnax Transmission Product Line 
Manager Maura Stafford. “We look 
forward to working with Jim and all the 
expertise he brings to Sonnax.”

About Sonnax Industries
Sonnax designs, manufactures, 

tests, and distributes a wide variety of 
innovative products used to rebuild 
automatic transmissions, remanufacture 
torque converters, upgrade driveshafts, 
and protect associated components 
from over-torque damage. Sonnax is a 
100% employee-owned company.

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

Superior Introduces  
Forward Clutch Hub Kit 
for Ford Transmissions

Superior Transmission Parts, Inc. 
is please to announce the newest prod-
uct in their SuperTuff® line of bushings 
and snap rings.

Now available for the 
E4OD/4R100/C6 forward clutch hub 
is the K0111 SuperTuff® snap ring. 
The heavy duty replacement covers all 
years and is a drop-and-go piece. Think 
of it as an inexpensive alternative to a 
tow truck, hauling in the job you just 
repaired. 

Visit their web site at www.
superior-transmission.com to view 
more SuperTuff® products: K0105 
for 5R55WNS and the K0108 for 
RE5RO1/5A units.

Jim Dial
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Corteco Joins Sercore to  
Provide Electric Power  
Steering Technology

To meet the growing demand for 
servicing electric power steering (EPS) 
systems, Corteco, the aftermarket busi-
ness of Freudenberg-NOK Sealing 
Technologies, has partnered with 
Sercore Tech S.L. of Madrid Spain, in 
an exclusive distributor agreement. The 
new partnership reinforces Corteco’s 
commitment to be the Solution Provider 
for the power steering aftermarket, mak-
ing it as easy as possible for customers 
to adopt new and advanced technolo-
gies that improve their business.

The partnership will allow Corteco 
to offer new diagnostic equipment 
and technology to address the grow-
ing aftermarket demand for electric 
power steering as it replaces traditional 
hydraulic power steering systems.

The growth of electric power steer-
ing is due to more stringent fuel con-
sumption requirements and advances 
in driver assistance steering systems. 
Forecasts for the year 2020 estimate 
50% of the world’s vehicle production 
(approximately 85 million units) will 
use EPS, compared with 30% of the 
world’s vehicle population in 2003 (20 
million units).

Corteco is now sole distributor of 
Sercore’s patented Vehicle Emulation 
and Diagnostic System (VCarSys), a 
diagnostic device that simulates the 
electronic communication signals 
between systems in a vehicle during 
different driving conditions and allows 
for diagnosis of electronic systems not 
mounted in a vehicle. 

“We’re excited about our partner-
ship with Sercore,” said Jason Meier, 
CEO for Corteco. “They’re a technol-
ogy leader in EPS which complements 
our EPS product offering for most 
European and some U.S. applications, 
with more in development.”

For more information on Corteco, 
please visit www.corteco-na.com.

Capital Core to Distribute  
Deluxe Transmission Oil/ 
Cooler Line Repair Kits

Capital Core, Inc., a leading suppli-
er of transmission components serving 
the Midwestern United States, has been 
appointed distributor of S.U.R.&R.’s 
deluxe transmission/oil cooler line 

repair kit #TR555 that makes fast work 
replacing or repairing lines in hundreds 
of domestic and foreign applications. 

The all-in-one kit can be used to repair 
or replace damaged transmission oil/
cooler lines, including those affected 
by leaking connectors, rust, cracks, and 
pinholes.

Kits include a complete assortment 
of components required to perform line 
repairs with transmission line connec-
tors, nuts, adapters, unions, hose cutter, 
clamp pliers, and specialized rubber 
hose designed specifically for transmis-
sion line replacement applications. In 
addition, the kit includes commonly-
used connector clips and several dif-
ficult-to-find transmission line nuts. A 
total of 80 parts and 15 feet of hose are 
included.

Capital Core, Inc., takes a personal 
approach to business and has served 
transmission professionals since 1982. 
The company’s Columbus headquarters 
is complemented by sales/warehouses 
in Dayton, Pittsburgh and Detroit, and 
plans call for expansion throughout the 
Midwest beginning in 2014.

For more information call 800-223-
1884, e-mail sales@CapitalCoreInc.
com, or visit www.CapitalCoreInc.com.

Sachs Introduces Two  
New Dual-Mass Flywheel  
Conversion Clutch Kits 

ZF Services, LLC, the strate-
gic aftermarket business unit of ZF 
Friedrichshafen AG in North America 
announces the introduction of two new 
dual-mass flywheel conversion clutch 
kits. The two new kits were added to 

the current line which offers over forty 
different applications. 

Unlike solid flywheels, dual-mass 
flywheels can’t be resurfaced during an 
aftermarket clutch installation, escalat-
ing the total cost associated with clutch 
replacement. These solid flywheel con-

version clutch kits offer a low-cost, 
high-quality alternative for customers 
needing to replace the dual-mass fly-
wheel clutch system. 

The new part numbers fit the fol-
lowing popular applications: 
•	 K70638-02F fits 2011-2005 

Volkswagen Beetle, Golf, Jetta, 
and Rabbit with VIO of 166,000 

•	 K70771-01F fits 2005-1997 Audi 
A4, AF Quattro, and Volkswagen 
Passat with VIO of 98,500 

Both kits offer excellent perfor-
mance at a greatly reduced cost when 
compared to a full, dual-mass flywheel 
clutch system replacement. All key 
components are included in the kits, 
so there’s no need to source additional 
parts.

Sachs uses a specially designed 
clutch disc which reduces torsional 
vibrations and supports smooth power 
transmission. 

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

Graymills Celebrates  
75 Years in Business

In 1939, “Gray-Mills” was 
established in Chicago, Illinois, as a 
metalworking pump company supplying 
pumps to the war effort. Soon after the 
war the company saw opportunity in 
the parts washing industry. These parts 
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washers met the growing needs of a 
burgeoning auto industry.

In the 1960’s Graymills expanded 
from its machine tool, general 
manufacturing, and industrial cleaning 
base into the printing industry by 
developing market specific products, 
such as inking systems and filters for 
flexographic and gravure printers.

Now a global company recognized 
as a quality brand, Graymills 
continues to exemplify the best in US 
manufacturing.

The success and longevity 
of Graymills wouldn’t have been 
possible without three key groups: our 
customers, our knowledgeable field 
representatives, and our employees. 
Their loyalty and support has been key 
to the strength and ability of Graymills 
to prosper throughout the years, despite 
economic downturns and technological 
challenges. We sincerely thank them.

This won’t just be a year of 
celebrating but also a time to look 
forward to new opportunities and 
another 75 years of manufacturing in 
America.

To learn more about Graymills, 
call 773-477-4100, 3705 N. Lincoln 
Avenue, Chicago, IL 60613 USA; 
info@graymills.com; www.graymills.
com.

WD-40 Company Offers 
“Help Hire A Hero” 
Smart Straw Cans 

As U.S. military personnel continue 
to face difficult challenges transitioning 
back into the civilian workforce, WD-40 
Company is introducing the limited 
edition “Help Hire a Hero” WD-40®
Smart Straw® cans to help support the 
U.S. Chamber of Commerce’s Hiring 
Our Heroes® program.

For every “Help Hire a Hero” 
can purchased, WD-40 Company will 
donate 10 cents to Hiring Our Heroes. 
The special cans are only available for a 
limited time while supplies last.  

“We, as a company, are grateful 
of those who serve or have served, and 
have several members of our team who 
are veterans,” said Tim Lesmeister, 
vice president of marketing at WD-40 
Company. “By partnering with Hiring 
Our Heroes — a program we know 
makes a positive difference in the lives 
of these men and women — we hope 

to honor their service 
and do our part to 
help these heroes 
find work they can 
continue to be proud 
of doing.”

“With this 
t r e m e n d o u s 
campaign, WD-40 
Company is truly 
stepping up to 
support our nation’s 
brave military 
members and their 
families as they 
transition into the 
civilian workforce,” 
said Eric Eversole, 
executive director of 
Hiring Our Heroes. 

“Help Hire a Hero” WD-40 
Smart Straw cans are available for 
a limited time, while supplies last, 
at retailers nationwide. To learn more 
about the promotion, visit WD40.com/
HireAHero.

New Product From Smart 
Blend Synthetics

Smart Blend Synthetics One 
Advanced Formula Full Synthetic 
Multi-Vehicle ATF is specially designed 
and uniquely formulated representing 
the latest in full synthetic automatic 
transmission fluid technology. This 
Full Synthetic Automatic Transmission 
Fluid is suitable for use (SFU) in over 
150 OEM designated lubricant part 
#s for North American, European and 
Asian vehicles equipped with automatic 
transmissions.

Product Benefits:
Outstanding resistance to oxidative 
  and thermal breakdown
Exceptional low temperature 

fluidity
Excellent anti-wear properties
Extended life fluid

ONE Advanced Formula Full 
Synthetic Multi-Vehicle ATF is 
NOT intended or recommended for 
use in Allison TES, Ford Type - F, 
Continuously Variable Transmissions 
(CVT), Dual Clutch Transmissions 
(DCT), MAN or Voith applications

 For more information call:
Smart Blend Synthetics "Advanced  

Synthetic Technology” 1-888-422-9099 
or visit: www.smartblend.com

TransTec New Product 
Announcement

Now available from Corteco, 
TransTec® overhaul kit 2619. This 
kit covers the Honda MV2A 6 Speed 
transmission found in the 2011-UP 
Honda Odyssey.

TransTec® kit 2619 is in stock and 
available for immediate shipment.

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

© 2014  Freudenberg-NOK Sealing Technologies  

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

NPA 4/21/14

New Product 
Announcement

Honda 6 Speed MV2A  2011-UP

TransTec® kit 2619 is in stock and available for immediate shipment

Now available from Corteco, TransTec® overhaul kit 2619.  This kit covers the 
Honda MV2A 6 Speed transmission found in the 2011-UP Honda Odyssey.       

Featured Sub Kit and Components

 B37249 Left axle seal 11-UP

 B37250 Right axle seal 11-UP

 B37251 Converter hub seal 11-UP

 B36596 Case gasket 11-UP

Description  TransTec® 
Number   Years

Honda 6 Speed MV2A 2011-UP

Featured Sub Kit and Components
TransTec® 
Number Description Years

B37249 Left axle seal 11-UP
B37250 Right axle seal 11-UP
B37251 Converter hub seal 11-UP
B36596 Case gasket 11-UP
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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

1shoppers 514.indd   69 6/2/14   3:04 PM



70    GEARS   June  2014

tures and more info available via email: 
kings@birch.net or Kings Transmission 
Phone: (931) 388-0964. ATRA Mbr

HELP WANTED: Experienced Torque 
Converter Technician - 5 years minimum 
experience in all phases including indus-
trial and racing, compensation depends 
on experience, full benefi ts, Drug screen-
ing and physical required, PTP 55 years 
in business, ownership opportunity. Let’s 
talk call Randy (800) 334-7878 Bakers-
fi eld, CA -  email:converters@hotmail.
com.

HELP WANTED: Transmission Rebuild-
er Needed in Rochester, NY:  Well Es-
tablished 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-
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, excel-
lent working conditions and more. Send 
resume to:  dkuempel@atreman.com

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 

BUSINESS FOR SALE: Transmission 
shop Miami FL, 28 years same location, 3 
lifts, Large inventory cores & parts, busy 
shop, good parking. Contact: Dan (305) 
233-4443.

CAREER OPPORTUNITIES: Commer-
cial Vehicle / Remanufacturing in the 
Middle East offer opportunities in Busi-
ness Development, Supply Chain and 
Mechanics with TransAxle. OWS, a divi-
sion of MZ Holdings, has partnered ex-
clusively with TransAxle in the commer-
cial vehicle / remanufacturing enterprise. 
TransAxle will be the exclusive supplier 
to OWS for high volume remanufac-
tured components such as Allison and 
light duty transmissions. TransAxle will 
simultaneously launch a fully function-
ing remanufacturing center of excellence 
in Dubai. Assignment is up to 2 years. 
Please contact Bob Worn, Partner with 
Your Part-time HR Manager, LLC, who is 
handling this recruit. Bob can be reached 
at: rworn@yourparttimehrmanager.com 
or at (484) 885-9797. 

EQUIPMENT FOR SALE: Converter - 
TCRS Auto Alinger with miller CP-302 
power source.  Victor 1860E Lathe with 
cutting heads.  Bonding machine and 
hydraulic riveter.  Low volume shop use 
only.  Pictures available.  Pier Transmis-
sion, Boston, MA  (617) 268-7409.
 ATRA Mbr

EQUIPMENT FOR SALE: TCRS Auto 
Alinger Welder, electronic balancer.
low volume. Call to make an offer, pic-

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 
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Highest Quality
Remanufactured 
Valve Bodies 

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

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

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

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

 
 
 FOR SALE: 

 

TRANSMISSION DYNAMOMETERS 
HICKLIN TRANSADYNE EDECT 2000    

AIDCO 300 
 

Working condition ● Reg. PM’s 
ALLISON, GM, FORD appl.  

 

Phone:  609-922-6603 
Email:  kgipartners@gmail.com  

 

 

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

powerpusher.com | 800-800-9274
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Don't forget to check the Seminar Schedule on page 48–49!

2

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

HELP WANTED: Well-established, Midwest Transmission Parts 
Distributing Company seeks professional Inside Sales Transmis-
sion Parts Salesperson. Qualifications:  High school or equiva-
lency degree; five plus years transmission parts sales; excellent 
communication and customer service; self-sufficiency; computer 
skills.  No commission cap, a great opportunity for the right per-
son.  Health, dental, vision, ESOP and health savings account. 
Email resume and salary requirements to: midwestsalesjob@
gmail.com.  Equal Opportunity Employer.          ATRA Mbr

HELP WANTED: Inside Sales Representative (San Diego-
Commerce-Sacramento, CA areas) – Must have strong skills in 
all following areas: inside sales background, 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, train-
ing and growth potential. An employee owed company, includes 
health benefits and paid vacation. Must be authorized to work in 
the U.S. full-time. Please contact Rodney Peters at (800) 633-
3134 or send resumes to: rpeters@wittrans.com.     ATRA Mbr

HELP WANTED: Due to increased sales, we have an opening 
for an experienced, detail oriented rebuilder. Clean, organized 
shop, top pay. Visit: 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 refer-
ences, 40 hours per week, no weekends, A/C in the summer and 
Waste oil heat in the winter, 401k plan, one week paid vacation 
after one year. Call Jay at (860) 646-0022 - 24/7, Manchester 
CT.           ATRA Mbr

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 2014 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule 
on page 48-49 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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