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by Dennis Madden
members.atra.com

FROM THE CEO

No matter how much business 
changes over the years, the 
main objectives remain the 

same: reaching potential customers and 
making sales. Our methodologies may 
change, our target market may change, 
and by all means we must change in 
order to reach our target market and 
create a satisfied customer. But the 
goals remain the same. 

Since our initial What’s Working
study in 2006, we’ve learned that the 
most successful shops look for ways 
to discover their customers’ needs and 
find a way to fulfill them, rather than 
use a “script” devoted to leading their 
customer to the sale.

We know that, for the most part, 
nobody needs a transmission. They 
need to get their kids to school, get to 
work, and get their lives back together. 
These factors, and the mindset that 
allows you to consider and plan your 
business based on them, has remained 
the same.  

The most significant change over 
the past decade or so has been with the 
business model; that is, the types of 
transmission shops. No longer do we 
only see custom rebuild shops selling 
to a retail customer. Now we see shops 
doing general repair and using remans 
as opposed to custom rebuilding.

With each variation you’ll find 
people who stand by it as the best

way to run a shop. And there’ll be a 
similarly long line of people who swear 
that model is flawed and have plenty 
of examples of why. The point is, there 
isn’t a “best model” for a trans mission 
repair shop; there are successes and 
failures regardless.

Last year, at ATRA’s Powertrain 
Expo, we discovered several shop own-
ers with an interest in the wholesale 
market. They wanted to learn more 
about the needs of general repair shops 
and how they can meet those needs. 
Based on that, we sponsored a survey 
through Roadmap Market Research to 
learn what owners of general repair 
shops thought about transmission 
repair. 

Over the years we’ve conducted 
focus groups and internet studies, but 
this was the first time we’d conducted a 
survey in person. That is, our research 
firm phoned and spoke with 650 quali-
fied general repair shops and went 
through the survey questions directly. 
The reason, they said, was that this 
survey was more complex than previ-
ous surveys and a simple internet study 
would offer less accurate results.

One thing I’ve learned over the 
years is it’s easy to create a survey to 
support a position (we’ve all seen this 
with political surveys, haven’t we?). 
The challenge is to find answers to 
questions that give you an accurate feel 

for the subject and then work from that, 
even if the answers aren’t what you’re 
looking for or support your beliefs. 

Let me share a few of the survey 
results: Of the shops surveyed, about 
half (43.3%) of general repair shops 
offer transmission repair in one form or 
another (figure 1). The next response 
really surprised me: We asked, “Would 
you offer transmission repair if you had 
a good source?” Only 14% said yes 
(figure 2).

This amazed me: About half the 
general repair shops surveyed want 
no involvement in transmission repair; 
they send the work down the road.

This means you have two 
approaches to increase your wholesale 
work: replace their current source of 
transmissions with yours or convince 
shop owners who aren’t interested in 
transmission repair to send that work 
to you.

Something else we learned: The 
greatest concern that shop owners who 
used an outside source faced was the 
warranty process; close to half. 

This gives you just a bit of insight 
on the existing wholesale market. 
Whether you want to reach out to it is 
your business. If you do, we’ll be ready 
to help; I can’t wait to share the rest 
of the study with you at the show. See 
you there!

Whose Business Is It 
Anyway? 
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The move toward more fuel 
efficient vehicles isn’t new, but 
it’s been kicked into overdrive 

this past year with the EPA announce-
ment regarding the massive change in 
the CAFÉ (Corporate Average Fuel 
Economy) standard.

One area that received a lot of 
attention from all manufacturers is ther-
mal management. While Dodge isn’t 

the first manufacturer to dig into this 
area, they are one of the first companies 
to implement it in a production vehicle.

Many people are wondering 
why the new 2013 Dodge Ram 1500 
equipped with the 3.6L Pentastar engine 
is getting 25 MPG. Several changes 
can be attributed to helping the Ram 
achieve a 20% improvement, such as:

• low rolling-resistance tires.
• an 8-speed transmission.
• idle stop feature.
…and major cooling system 

changes, including computer-controlled 
grill shutters; PWM-controlled cooling 
fans; a transmission heat exchanger; 
and a 3-way, PWM-controlled, cooling 
system valve.

Figure 1

by Steve Garrett
members.atra.com

by Steve Garrettby Steve Garrett
members.atra.com

Hot Flashes:
A Look at the 
New Dodge Cooling 
System Controls
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Raybestos Powertrain GPZ 
plates greatly increase 
transmission performance 
and durability. This state 
of the art friction material 
far exceeds OE material 
to withstand high stress, 
high temperatures and 
repeated cycling. GPZ 
plate’s outstanding 
performance benefits are 

perfect for heavy-duty 
vehicles and high-stress 

driving. Testing of GPZ 
revolutionary friction material 

shows that it outperforms OE 
materials by as much as 20%. 

Plus, its performance improves as 
the power increases. Please visit 

www.RaybestosPowertrain.com for a 
complete list of GPZ applications. 

LATEST APPLICATION ADDITIONS
TRANSMISS ION

Ford 4R100
Ford 4R100
Ford 4R100, C6, E40D
Ford 4R100, C6, E40D
Chrysler 47RE, A518, A618, A727
Chrysler 48RE
Chrysler 48RE

RANGE

Intermediate
Overdrive
Direct
Forward
Forward/Direct
Direct
Forward

YEAR

1997-UP
1998-UP
1966-UP
1977-UP
1988-2007
2003-2007
2003-2007

PART NO .

GPZ157
GPZ167
GPZ163
GPZ153
GPZ113
GPZ113
GPZ114
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Shutter System
The new thermal control system 

uses a series of shutters to control air-
flow through the radiator, condenser, 
and transmission oil cooler. This tech-
nology is nothing new; we’ve seen it 
on heavy duty trucks and European 
vehicles for years.

But this system is more complex. 
It controls the shutter position based 
on coolant, engine, and transmission 
oil temperatures; road speed; A/C high 
side pressure; and cooling fan com-
manded speed. 

Typically the shutters on a heavy 
duty application close at about 35-45 
MPH (56-64 km/h) if the coolant tem-
perature is correct.

The shutters on the new Ram truck 
aren’t just designed to help control the 
cooling system temperature; they’re 
also designed to impact vehicle aero-
dynamics. With the shutters, the Ram’s 
coefficient of drag drops to 0.36; a 
significant improvement over models 
without the shutters.

The shutters on the Ram can close 
when road speed is as low as 10 MPH 
(16 km/h), and remain closed up to road 
speeds of 80 MPH (129 km/h), depend-
ing on the input values. If the inputs 

indicate more air flow is required, the 
shutters will open.

This means there isn’t a fixed time 
when the shutters will be open or 
closed: It’s all based on the sensor 
information. 

PWM Cooling Fans
As with vehicles from other 

manufacturers, the Ram uses PWM-

controlled cooling fans. The difference 
is Dodge added a transformer to the 
electrical system (Chrysler calls it a 
DC-to-DC converter) to maintain uni-
form voltage supply to all components, 
such as lighting, audio, HVAC, and 
cooling fans.

Hot Flashes:A Look at the New Dodge Cooling System Controls

Figure 2

Figure 3
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The converter steps up the volt-
age for proper component operation 
when the engine is off during start/stop 
operation.

3-Way Coolant Valve/ 
Transmission Heater  
(Heat Exchanger)

An oil-to-coolant heat exchang-
er has been added to the transmis-
sion. Referred to as a TMS (Thermal 
Management System), the heat 
exchanger improves transmission 
warmup. 

Coolant hoses are routed to the 
transmission heater and connect the 
system to a 3-way coolant valve, 
mounted on the right front frame rail. 
The engine cooling system uses the 
3-way valve and a bypass valve in the 
transmission cooling system to provide 
quicker warmup for the transmission 
oil during cold starts.

This reduces parasitic friction loss 
in the transmission, providing major 
improvements in cold start fuel econ-
omy. The system has been so effective 
that it qualifies Chrysler for EPA pro-
posed off-cycle CAFÉ carbon credits 
from the government.

If the transmission fluid tempera-
ture starts to get too high, the bypass 
valve will direct oil from the heat 
exchanger to the transmission cooler in 
the front end cooling module.

The 3-way, PWM-controlled cool-
ant valve controls where coolant is 
allowed to flow in the system. The 
3-way valve controls the coolant flow 
for the heater core and the transmis-
sion. Coolant goes from the engine 
to the 3-way valve, which directs it 
to the heater core or the transmission 
heat exchanger, and, if needed, into the 
transmission oil cooler.

Service
Servicing the 3-way valve, heat 

exchanger, or cooler lines require some 
additional procedures:
•	  All 2013 and 2014 Chrysler or 

Dodge vehicles require OAT 
(Organic Additive Technology) 
coolant, while previous model 
year applications required 
HOAT (Hybrid Organic Additive 
Technology).

Coolant is similar to transmission 
fluids: There are major differences in 

coolant technologies, and using the 
wrong coolant can cause gasket failure, 
leaks, and flow restrictions in the cool-
ing systems.

The new Chrysler coolant is purple 
and isn’t designed to be mixed with 
other types of coolants. Using another 
brand of coolant is okay, as long as it’s 
an organic additive technology coolant 
and meets the MS-12106 specification. 
•	  If you replace the 3-way coolant 

valve, you’ll need to use a scan 
tool to clear and reset its counter, 
as this is a learned value.

•	  If you open the cooling system 
for repair, such as for a hose, 
valve, cooler, transmission heat 
exchanger, or engine repair, you’ll 
need to bleed the system. Air can 
get trapped in this system once 
it’s opened. 

Here’s how to bleed the system:
1. Remove the radiator cap and the 

upper hose from the heater core.
2. Pour the organic additive technol-

ogy coolant into the radiator filler 
neck until coolant flows from the 
upper heater core hose.

3. Reconnect the hose to the heater 
core fitting.

4. Finish filling the coolant overflow 
jug and install the radiator cap 
and overflow cap.

Note: Many new Chrysler/Dodge 
vehicles use a new design hose clamp 
in some locations, which requires a 
special pliers for removal. 

5. Start the engine and set the HVAC 
temperature and blower speeds 
following the coolant fill process 
chart. Fan speed, blower speed, 
and the climate control tempera-
ture setting affect the flow though 
the system, so follow the chart 
closely.

6. Shut the engine off, and leave it 
off until it’s cooled enough for the 
thermostat to close.

7. Check and adjust the coolant level 
in the coolant jug.

8. Restart the engine and proceed 
with the rest of the procedure. 

9. Set the HVAC to full hot and test 
drive the vehicle.

10. Check the coolant level; top off if 
needed and check for leaks.

As you can see, even the simplest 
of procedures are changing. Change 
is here to stay, so, until next time, 
remember: “Well done is better than 
well said.”

Climate Control 
Temperature Setting
HVAC 

Blower Speed Engine Speed How Long?

Full Hot Low Idle 10 minutes
Full Hot Low 4000 RPM Until engine is warm.
Full Cold High Idle 15 minutes
Full Hot High Idle 10 minutes
Full Hot Low 4000 RPM Until engine is warm.

Full Hot Low Idle Until the cooling fan 
turns on.

Hot Flashes:A Look at the New Dodge Cooling System Controls

Coolant Fill Process
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Valve Body Problems

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

we’ve encountered on Toyota’s U660E, 
U660F, U760E, and U760F transmis-
sions over the past few years.

These problems include faulty 
engagements and shifts, TCC-related 
issues, and problems with the lube 
circuits.

Engagement Problems
Delayed or harsh engagement may 

be caused by a worn primary pressure 
regulator valve and bore (figure 1).

A delayed or harsh engagement 
into reverse may be caused by a worn 

VALVE BODY 
PROBLEMS
    with Toyota’s
U660E, U660F, U760E, and U760F

Figure 1: Worn Primary Pressure Regulator and Boost Valves

KEEP THOSE TRANNYS ROLLING

by Pete Huscher
members.atra.com
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Valve Body Problems

reverse boost valve and sleeve.
Continuous modulation of the 

primary pressure regulator valve 
and reverse boost valve can cause 
premature valve, bore, and sleeve 
wear. If you find excessive wear in 
the primary pressure regulator valve 
and bore or in the reverse boost 
valve and sleeve, repair or replace 
the valve body.

A delayed reverse, no reverse, 
or slipping in reverse may be caused 
by a worn B2 apply control valve or 
bore (figure 2), or a worn B2 control 
valve or bore (figure 3). Continuous 
modulation of the B2 apply control 
valve causes premature wear of the 
valve body bore.

If you find excessive wear in 
the B2 apply control valve and bore 
or the B2 control valve and bore, 
repair or replace the valve body.

Shift Problems
Erratic 1-2 and 5-6 shifts or a 

burnt B1 brake may be caused by 
wear in the B1 apply boost valve or 
sleeve (figure 4). If you find exces-
sive wear in the B1 apply boost 
valve and sleeve, repair or replace 
the valve body.

A flaring or harsh 4-5 shift may 
be caused by a worn clutch con-
trol valve or bore (figure 5). This 
wear can cause a loss of SL1 and 
SL2 pressure, causing an erratic 4-5 
shift. If you find excessive clutch 
control valve or bore wear, repair or 
replace the valve body.

Figure 2: Worn B2 Apply Control Valve

Figure 3: Worn B2 Control Valve

Figure 4: Worn B1 Apply Boost Valve and Sleeve

A delayed reverse, no 
reverse, or slipping 
in reverse may be 

caused by a worn B2 
apply control valve 

or bore, or a worn B2 
control valve or bore.
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Valve Body Problems

Erratic shifts, solenoid 
performance codes, and TCC 
apply and release problems 
may be caused by a worn sole-
noid modulator valve or bore 
(figure 6). Excessive wear in 
the solenoid modulator valve 
and bore can cause the valve 
to side load, resulting in errat-
ic solenoid supply pressure. 
Repairing the solenoid modu-
lator valve and bore will go 
a long way to correct erratic 
shifts. 

Harsh or soft shifts 
into a specific gear may be 
caused by worn accumulators 
or accumulator bores (figure 
7). Wear in the accumulator 
bores may allow apply oil to 
leak, which will cause erratic 
shifts. Repairing the accumu-
lator bores will correct these 
problems.

Figure 6: Worn Solenoid Modulator Valve

Figure 7: Worn Accumulator Bores

Figure 5: Worn Clutch Control Valve
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Valve Body Problems

Erratic shifts, lockup problems, and burnt clutch compo-
nents may be caused by worn valve body end plugs (figure 
8). Worn OEM end plugs may allow line pressure and SLT 
pressure to leak from around the valve body bores. Installing 

O-ringed end plugs during every valve body repair should 
correct these problems.

Figure 8: Worn End Plugs
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Can You See the 
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always include multiple industry updates as well as our own exclusive VB-Xtra updates to guarantee
the highest-quality product every time. You can always count on expert product support and customer
service when you need it.

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

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

LEARN MORE ABOUT OUR LIFETIME WARRANTY AT VBXUS.COM

150 MID-ATLANTIC PARKWAY
PAULSBORO, NJ 08066

(866) 2GET-VBX
www.vbxus.com
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Valve Body Problems

TCC Problems
TCC apply and release problems, 

TCC slip codes, transmission over-
heating, and torque converter prob-
lems may be caused by a worn lockup 
control boost valve and sleeve (figure 
9). This wear may cause the lockup 
control valve to stroke on or off prema-
turely, causing erratic TCC operation. 
Repairing the lockup control boost 
valve and sleeve may correct erratic 
TCC operation.

Lube Problems
Lube problems, bearing or bushing 

failures, and transmission overheating 
can be caused by a worn secondary 
pressure regulator valve or bore (fig-
ure 10). Excessive valve or bore wear 
at the solenoid modulator valve will 
cause EPC oil and balance oil pressure 
to leak, reducing lube flow. Repairing 
the solenoid modulator valve and bore 
will usually correct this condition.

Well there you have it: a brief look 
at some of Toyota’s U660E, U660F, 
U760E, and U760F valve body prob-
lems and possible fixes. With a bet-
ter understanding of these valve body 
problems, you, too, should be able to 
keep those trannys rolling.

Figure 9: Worn Lock-up Control Boost Valve and Sleeve

Figure 10: Worn Secondary Pressure Regulator Valve    

Lube problems,  
bearing or 

bushing failures, 
and transmission 

overheating can be 
caused by a worn 

secondary pressure 
regulator valve or bore.
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Reward: Missing Gears

The Ford E4OD-4R100 
has become the breadwin-
ner transmission in a lot of 

shops. Although this workhorse has 
gone through a few changes over the 
years, the general diagnostic and repair 
processes have remained virtually the 
same.

An issue that’s been showing up 
too often is when the transmission skips 
2nd gear; it shifts 1-3-4. This may occur 
while the transmission is in service or 
show up after a major repair.

To diagnose this situation, you 
must first understand what’s necessary 
for these units to shift into 2nd gear. 
There are three internal mechanical 
items needed: 

• 2nd clutch  
• One-way clutch

• 2nd clutch piston and seals
And there are four hydraulic circuit 

components that provide the control to 
shift these transmissions into 2nd gear: 

• 1-2 shift valve and spring
• 1-2 clutch regulator valve
• 1-2 transition valve 
• Shift solenoid 2 
Now that you know what compo-

nents are needed to shift into 2nd gear, 
the question now becomes, how can 
you pinpoint the reason this transmis-
sion lost 2nd gear?

One easy way is to take advan-
tage of the similarities and differences 
between manual 2nd and a normal 
upshift into 2nd gear: The 2nd coast 
band is used for engine braking in 
manual 2nd only. The band application 
is controlled through the position of the 

manual valve, the movement of the 1-2 
shift valve, and the position of the 1-2 
transition valve.

So you can use manual 2nd to test 
the 1-2 shift valve movement and the 
position of the 1-2 transition valve.

Testing the Valves
IMPORTANT: Never perform this 

test on the road. The band doesn’t have 
enough holding capacity for 1-2 shifts 
with engine load. The results will be 
misleading.

•  Raise the vehicle’s drive wheels 
off the ground.

•  Start the engine.
•  Shift the transmission into manual 

low.
•  Slowly raise the throttle until the 

speedometer reads 12-18 MPH.

by Mark Puccinelli 
members.atra.com

REWARD: 
MISSING GEARS

Last Seen at Joe’s 
Transmission Shop

Figure 1
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Chrysler solenoid repair kits:
S-70 Repair Kit A604 Solenoid Pack 1989-98
S-304 Repair Kit A604 Solenoid 2000-Up
S-305 Repair Kit A606 Solenoid 1993-Up
D92933 4419478 92933 Wire Harness Repair Kit A604 (Input and Output Sensors) 1989-Up
4854 Solenoid Repair Kit 45RFE 5-45RFE, 68RFE  2004-Up
DK22954B   4617463   Solenoid Kit A518 A618 {Includes Overdrive & Lockup | Governer Pressure Sensor} 1996-99
    
Filter screens
42740C  8680389   72713  Filter Misc. Screen Filter 4T80E Solenoid 1993-03
42266B 24219045  77717  Filter Misc. Filter 4L60E Force Motor (Late)
42266A 8683769   77714  Filter Misc. Filter 4L60E Shift Solenoid (Small Rectangular) (Snaps on Valve Body Plate)
49565096 4431789   72712C  Filter Misc. Screen Filter A604 Solenoid 1989-Up
49965069 4431786   92786  Filter Misc. Screen Filter A604 Solenoid 1989-99 1989-Up
49965063 4539787      Filter Misc. Screen Filter A606 Solenoid Screen Plate
46065096 F2VY-7H187-A    Filter Misc. Screen Filter AODE 4R70W/E 4R75W/E Solenoid Feed (In Valve Body) 1992-Up
46341C E6DZ-7G308-A 96711  Filter Misc. Screen AXOD/AXODE By-Pass Solenoid 1986-Up
45065074        Filter Misc. Screen Filter 4R44E 5R44E EPC Limit Filter 1995-Up
45065062 E8TZ-7N113-B 56712  Filter Misc. Screen Filter A4LD TCC Solenoid
46465060 E9TZ-7G308-B 36712E  Filter Misc. Screen Filter E4OD/4R100 Solenoids (Fits On Separator Plate)
46865101 3C3Z-7H200-AA 36111  Filter Misc. Screen Filter 5R110W Solenoid Thimble Plate 2003-Up
45065063        Filter Misc. Screen Filter 5R55N Solenoid Plate 1999-02
45065064        Filter Misc. Screen Filter 5R55S 5R55W Solenoid Plate 2002-Up

Seal Aftermarket Products LLC
2315 S.W. 32 Ave., Pembroke Park, FL 33023

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

More profits for shops is why Toledo TranskitTM rebuild kits 
include solenoid filter screens and/or solenoid orings where 

required.  Toledo TranskitTM brand kits contain the components that are needed to complete the 
rebuild which prevents the technician from having to stop and order missing parts.  Saving time 
and money means more profits for shops.

AODE 4R70WE 4R75WE

4R44E 4R55E
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•	  Hold the throttle steady and shift 
the transmission into manual 2.

The transmission should shift into 
2nd gear. If it shifts into 2nd, the 1-2 
shift valve is moving properly and the 
1-2 transition valve is in the correct 
position. The transmission shifts into 
manual 2nd by applying the 2nd coast 
band; it doesn’t rely on the 2nd clutch 
or one-way clutch.  And because it’s a 

manual 1-2 shift, it doesn’t require any 
solenoid action.

If the transmission won’t shift into 
2nd manually or automatically, there 
are two basic areas to check:
•	 1-2 shift valve and spring — 

either the valve is sticking or the 
spring’s broken. It’s very com-
mon for the 1-2 shift valve spring 
to break. To check it, remove 

the 1-2 valve completely (figure 
1). Don’t try to check it with a 
pick, because a broken spring 
may keep some tension against 
the valve and you may not realize 
it’s broken.

•	 1-2 transition valve — stuck in 
the shifted position, holding the 
spring compressed (figure 2). 

If the transmission has a manual 

Figure 2

Figure 3
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1-2 shift, it proves that the 1-2 shift and 
transition valves are okay.  

The areas to check first when you 
have a manual 1-2 shift but no auto 1-2 
shift are:

• 1-2 shift valve spring
• 1-2 clutch regulator valve 
• Shift solenoid 2 — Confirm the 

electrical command and install 
another solenoid pack.

The 1-2 clutch regulator valve can 
be a problem on these transmissions. It 
regulates oil flow to the 2nd clutch after 
the 1-2 shift valve. If it sticks closed, 
you won’t have oil flow to the 2nd
clutch, so no 2nd gear. 

What often happens is the hard 
coating peels off the valve, causing it 
to stick. There are steel replacement 
valves available to replace these dam-
aged valves.

The 1-2 clutch regulator valve bore 
can also become distorted from wear 
and warp (figure 3). If you overtighten 
the valve body bolts the problem gets 
worse. 

In some cases the valve will be free 
while the accumulator body is on the 
bench. Once you bolt the accumulator 
body to the case, the bore collapses or 
distorts and the valve seizes in the bore.

To confirm this:
•  Remove the 1-2 accumulator 

springs, piston, and 1-2 clutch 

regulator retainer and spring. 
Leave the 1-2 clutch regulator 
valve in the bore. 

•  Bolt the accumulator body to the 
case.

•  Slide a piece of hard nylon tub-
ing, with the end tapered, into the 
spring pocket of the clutch regu-
lator valve and check for valve 
movement. 

If the valve sticks when you bolt 
the accumulator body to the case, try 
flat sanding the accumulator body. If 
that doesn’t help, replace the accumula-
tor body

These are the most common causes 
for a transmission that shifts 1-2 manu-
ally but not automatically. Here are a 
few other, less common areas to check:

Valve Body Gaskets or 
Checkballs

Always lay the new gaskets over 
the separator plate, one at time, and 
make sure the gaskets aren’t covering 
any of the separator plate holes. If any 
of the holes are being covered, you 
have the wrong gaskets.

A missing or mislocated check-
ball can also cause no 2nd on certain 
models. So always verify the checkball 
locations before bolting the valve body 
onto the case.

Internal 2nd Clutch 
Problems

While hydraulic issues are the 
most common cause for a lost 2nd
gear, they’re not the only possibility. 
There are a couple clutch problems that 
can also cause it: improper 2nd clutch 
stackup or using the wrong clutches for 
the one-way clutch.

2nd Clutch Stackup — The 2nd
clutch stackup is different for the E4OD 
than for a 4R100. The main difference 
is the thickness of the pressure plate 
and steels. 

Here’s the stackup for the 4R100:
Pressure Plate — 0.324” (1)
Steels — 0.128” (3)

And here’s the stackup for the E4OD:
Pressure Plate — 0.410” (1)
Steels — 0.082” (2), and 0.128” (1)

Note: Some early E4ODs coupled 
to 6-cylinder engines only used two 
friction plates. These models used a 
0.578” pressure plate.

K eep in mind that the pressure 
plate always goes into the case first. If 
you install it last, you’ll end up with no 
2nd gear.

2nd Clutch Diode vs Standard 
One-Way Clutch — When working 
on units with a 2nd clutch diode, check 
the friction plates on 2nd clutch race. 
There’s a small difference in the clutch 
ID between the diode versus the stan-
dard one-way clutch; the ones for a 
standard one-way clutch have a slightly 
larger inner diameter (figure 4). 

If you install clutches meant for a 
standard one-way clutch in a transmis-
sion that uses a diode one-way clutch, 
you’ll end up losing 2nd gear.

It’s a real problem when a trans-
mission loses 2nd gear. But with a little 
care and a basic understanding of how 
these transmissions operate, you should 
be able to ferret out these problems and 
take care of them once and for all.

Figure 4

Diode

Standard
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Playing With Pulleys: Jatco CVT

Many shops today have 
worked or been asked to 
work on CVTs. The Jatco 

CVT is used by many different manu-
facturers, such as Nissan, Mitsubishi, 
and Chrysler. No doubt about it: CVTs 
are here and are going to be staying 
around. 

Rebuilding these CVTs has its 
challenges. Getting parts for them can 
be an adventure in itself. In some cases 
the only parts offered are the valve 
body or a complete transmission from 
the dealer.

Aftermarket companies have been 

busy making parts for these units: 
Rebuild kits, bearings, and CVT belts 
are now available from several after-
market companies.

In this article, we’re going to look 
at the Jatco CVT pulleys to take some 
of the mystery out of them. Many fac-
tory manuals don’t show the procedures 
to rebuild them.

Why overlook the pulley assem-
bly? You always rebuild the drums or 
clutch packs in a regular transmission. 
The pulleys are like a clutch drum: 
They have fluid chambers and seals just 
like a drum and they need to be sealed.

Just because you have the trans-
mission torn down to the two pulleys 
and belt assembly on the rear cover 
doesn’t mean the job’s over. You need 
to tear down and inspect the compo-
nents, and replace the seals or damaged 
parts.

Let’s dive in a little deeper and 
disassemble the pulleys.

Removing the Belt
WARNING: Each pulley has a 

large spring that applies force to the 
pulley sheave. The spring applies a lot 
of pressure to the sheave and you can 

Playing With Pulleys: 

Jatco CVT

TALES FROM THE BENCH

by Jarad Warren
members.atra.com

by Jarad Warren

Figure 1

Figure 2
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easily get hurt if you slip your fingers 
between the belt and pulley sheaves.

To remove the belt, you’ll need to 
pull against the spring tension. There 
are aftermarket tool kits for pulling the 
pulleys apart. One that works well is 
an input bearing puller (figure 1), but 
other pullers will work. The puller must 
tighten the jaws onto the pulley groove 
and not slip off. 
•	  Remove the six bolts that retain 

the pulleys from the back of the 
cover.

•	  Notice the direction of the arrow 
on the belt so you make sure it 
goes back facing the same direc-
tion. A picture with your phone 
is a quick and easy way to keep 
track of it. 

•	  Install the puller onto the second-
ary shaft to grab the outside of the 
pulley (figure 2). You can put two 
zip ties or wires around the belt to 
help hold the belt together. 

•	  With the belt tension released, 
pull the primary pulley up and 
tip in toward the secondary pul-
ley: Be careful not to scuff the  
pulleys.

•	  Remove the belt and inspect the 
sides of the belt that ride along the 
pulley surfaces.

•	  Pull the secondary pulley straight 
up and inspect the rear cover 
bearing pockets for wear.

•	  Remove the puller from the sec-
ondary pulley.

Inspect both pulley surfaces and 
the bearings on each end of the pulleys. 
If the pulleys are in good shape, you’re 
ready to pull them apart and rebuild 
them.

Figure 3 Figure 4

Figure 5
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Primary Pulley
The primary pulley is fairly simple (figure 3). It 

consists of two sheaves: one that’s fixed and one that 
slides as the ratio changes. It uses six, 6mm balls — 
two balls in each groove — that act as a spline to 
keep the sheave from rotating on the fixed pulley.

The sliding sheave receives constant pressure 
from a large spring retained under a steel plate. The 
plate is pressed onto the shaft and contains a hard 
plastic seal ring.

Primary Pulley Disassembly
To disassemble the primary pulley:

•	  Remove the primary pulley nut with a 55mm 
socket; it uses normal, right-hand threads.

•	  With a puller, remove the bearing and bearing 
plate, and reinstall the nut for safety (figure 4).

•	  Use a puller that can lock onto the side of the 
sliding sheave and remove the pressed-on plate. 
When putting pressure on the puller it’ll stop 
when the sheave bottoms out on the steel plate; 
keep going to pull against the pressed-on plate. 
This takes a lot of force and, when it comes 
undone, the steel plate will spring up to the nut.

•	  Remove the puller, press down on the steel 
plate, and remove the nut.

•	  Carefully slide the sheave up: Don’t lose the six 
balls. Figure 6
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•  Clean all parts and inspect the area the seal rides 
in and the surface it seals against. Look for pit-
ting, nicks, and scratches.

•  Remove the round snap ring from the sliding 
sheave.

•  Inspect the six balls and the grooves they ride on 
(figure 5).

Primary Pulley Assembly
Installation is pretty straightforward:

•  Install the pulley halfway onto the shaft.
•  Install two balls into each groove, then reinstall 

the round snap ring.
•  Allow the pulley to slide down.
•  Lube the seal surface, then install the large 

spring.
•  Place a new seal ring on the steel plate and put it 

into the press. Make sure you press the steel plate 
on flat (figure 6).

•  Install the bearing retainer.
•  Press the bearing back on and torque the nut to 

200 lb-ft.

Secondary Pulley
The secondary pulley is just like the primary pul-

ley but has an added lube/balance circuit and a gear 
(figure 7). 

Figure 7

Used, New and Rebuilt Hard Parts, Soft Parts
Electrical Components & Flywheels
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SLAUSON
TRANSMISSION
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It also has twelve, 6mm balls for 
the splines instead of six. The second-
ary pulley has a larger spring than the 
primary pulley.

Secondary Pulley 
Disassembly
•	 Remove the nut with a 40MM 

socket: It uses normal, right-hand 
threads. Then reinstall nut for 
safety so the spring and steel 
plate don’t fly apart when pulling 
them off.

•	 With the puller, remove the gear 
and bearing.

•	 Install a puller on the outside pul-
ley and tighten it until the spring 
compresses.

•	 Remove the snap ring to the bal-
ance piston (figure 8).

•	 With the snap ring removed, 
keep pulling on the pulley until it 
comes apart.

•	 Remove the nut, balance retainer, 
steel seal plate, 
spring, and pulley 
sheave. Don’t lose 
the twelve, 6mm 
balls when you lift 
the pulley off the 
sheave.

Clean all parts and 
inspect the sheave sur-
faces, seal surface, and 
grooves for the balls 
(figure 9). Look for pit-
ting, scratches, and dings 
in the surfaces. Make 
sure the bearing and gear 
are in good shape.

Remove the round 
snap ring from the sheave 
and inspect the areas the 
balls ride on. If there are 
indents or rough areas 
in the groves, they can 
cause chattering, noise, 
and broken belts.

Secondary 
Pulley Assembly

During assembly, 
it’s important to lube all 
the parts.
•	 Assemble the 

sheave halfway down.
•	 Install the four, 6mm balls into 

each groove — a total of twelve.
 

•	 Install the round snap ring that 
keeps the balls in place and push 
the sheave all the way down.

•	 Install the spring and a new seal 
ring on the steel plate. 

•	 Place the balance retainer and 
snap ring on the top.

Figure 8

Figure 9
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•	 Using a press, push straight down 
on the steel plate until it bottoms 
out (figure 10).

•	 Install the snap ring on top of the 
balance retainer. There are no 
seals on the retainer.

•	 Install the inter-bearing race with 
the lip facing down (figure 11). 
Slide the bearing on, followed by 
the bearing washer.

•	 Press the gear on with the lip fac-
ing down toward the pulley.

•	 Torque the nut to 185 lb-ft.

Installing the Belt
After you have both pulleys rebuilt, 

you’re ready to install them on the rear 
cover with the belt. To do this, you’ll 
need to spread the primary pulleys. 
There are two easy methods for this. 

Method 1: 
•	  Install the puller on the primary 

pulley and spread the pulley.
•	  Install a small block of wood 

between the pulley and zip-tie it 
into place.

•	  Release the puller and install the 
pully into the rear cover.

Method 2 (this one takes a little 
longer):
•	  Install the primary pulley into the 

rear cover.
•	  Apply vacuum to the shaft to 

spread the pulleys. You need 
a vacuum pump with a large, 
3-CFM rating or more.

•	  Spread the secondary pulley with 
the puller to get the belt back on.

•	  Start the belt on the secondary 
pulley, making sure the direction 
is the same as it was when you 
removed it.

•	  Tip the secondary pulley toward 
the primary pulley and install the 
belt.

•	  Install the secondary pulley into 
position and remove the block 
of wood or 
vacuum to 
release pri-
mary pul-
ley.

•	  R e m o v e 
the puller 
from the 
secondary 
pulley.

…and that’s 
all there is to it.

Hopefully this has taken some of 
the mystery out of the pulley construc-
tion and rebuilding procedures. With 
this information, you should be able to 
build a profitable Jatco CVT.

Special thanks to Perfection Plus 
Transmission Parts in Portland Oregon 
for the use of the transmission core.

Figure 11

Figure 10
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Do you have a good attitude? 
If you had to give yourself a 
letter grade on your attitude, 

what would it be?
Numerous studies on human 

behavior suggest that we tend to think 
our attitudes are usually better than 
they really are. It’s the attitudes of 
others that need constant adjustments, 
right? Wouldn’t your life be a lot better 
if everyone had as good an attitude as 
you do?

It’s true that we don’t think as 
much or as often about our own atti-
tudes as we do about the attitudes of 

the people around us. The fact is, most 
people think our attitude is how we 
feel, or the mood we find ourselves in 
at any given time or circumstance.

Attitude, however, is more than 
just how we feel; it’s how we think. 
And it’s important for not only a suc-
cessful business, but for a s uccessful 
life as well.

In most cases, the cause of friction 
with peers, partners, and customers is 
a lack of people, attitude, and commu-
nication skills, not a gap in technical 
ability. 

Numerous studies have defined the 
direct correlation of business success 
and positive attitudes. In one particu-
lar study, conducted by Arizona State 
University, the number-one attribute 
employers look for in a new hire is a 
positive attitude, followed by the ability 
to prioritize and to work within a team 
environment. 

Yet, according to the same study, 
41% of all new hires failed in their first 
18 months due to attitude issues. Only 
11% failed because they lacked techni-
cal skills. 

by Rodger Bland
members.atra.com

WHAT’S WORKING

Rodger Blandby Rodger Bland
members.atra.com

by Rodger Bland

Attitude Can Be 
Learned;
Learn for Yourself 
with ATRA!
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What’s more, the study claims that 
nearly 94% of corporate leaders attri-
bute their own non-technical skills (soft 
skills) as the reason they were person-
ally and professionally successful.

Of these corporate leaders, only 
19% surveyed had any loose, vague, or 
informal plans to provide any soft-skill 
(non-technical) training over the next 
year or more within their organizations.

So let’s get this straight: We hire 
new employees because of their posi-
tive attitudes and fire them for their 
poor attitudes? Obviously something 
happened to those employees between 
the time we hired them and when we 
let them go, but nobody seems to know 
what that something is.

On top of that, business owners 
and corporate leaders all agree on the 
importance of having a positive atti-
tude, yet these same leaders seldom, if 
ever, provide any type of formal train-
ing on how to achieve or maintain a 
good attitude. Make sense?

Of course not! But that’s the cur-
rent thinking and action in organiza-
tions and businesses all over the world, 
and there’s little doubt it’s happening 
every day within our own industry as 
well.

In fact, in our first What’s Working 
study, we found that one of the five 
recurring traits of the most successful 
among us all displayed a positive atti-
tude. Maylan Newton, of ESI, created 
an entire seminar for our Expo manage-
ment program based on that.

So recognizing the importance of a 
positive attitude doesn’t seem to be the 
issue here: We all get that. What we’re 
missing is the next step.

Attitude Training
The late Jim Rohn, America’s fore-

most business philosopher, once said: 
“Philosophy drives attitude; attitude 
drives action; action drives results; and 
results drives lifestyles.”

According to bestselling author 
Jeffrey Gitomer, in order to change 
your attitude, you first need to change 
your thinking (philosophy). And that, 
according to Gitomer, is where most 

people and trainers get it wrong.
In his book The Little Gold Book 

of YES! Attitude, Gitomer writes, “Most 
people make the fatal mistake of start-
ing in the middle. They start with 
action. But if you have no philosophy, 
weak beliefs, and a lousy attitude, what 
kind of actions are you going to take?” 
The answer, of course, is not very good 
ones.

Few people have ever studied atti-
tude. You won’t find too many courses 
on the subject at any major business 
schools either. Most of academia shies 
away from the soft skills, despite the 
fact that study after study reveals their 
importance to the overall success in 
both personal and professional devel-
opment. 

But just because traditional institu-
tions of higher education have turned 
their collective backs on the subject 
of attitude doesn’t lessen its impor-
tance. Actually, just the opposite is true: 
Attitude is a state of mind and a new 
level of personal awareness; skills that 
can be learned.

ATRA is now offering full-day 
attitude training workshops for your 
shop or business. The training is based 
on Jeffrey Gitomer’s bestselling book: 
The Little Gold Book of YES! Attitude. 
These workshops have been designed 
for small groups (minimum of four and 
no more than 40 attendees).

Attitude Can Be Learned; Learn for Yourself with ATRA!

So let’s get this 
straight: We hire new 
employees because 
of their positive atti-

tudes and fire them for 
their poor attitudes? 
Obviously something 
happened to those 

employees between 
the time we hired 

them and when we let 
them go, but nobody 
seems to know what 

that something is.
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In addition to a copy of The Little 
Gold Book of YES! Attitude, each 
attendee will receive detailed work-
books that’ll guide participants through 
various exercises set up with videos 
by Jeffery, each designed to build new 
ways of thinking about your attitude. 
Specifically tailored toward the unique-
ness of our industry, these workshops 
will benefit everyone within your orga-
nization.

The program is available as an 
all-day event or two separate sessions 
after normal work hours. And here’s the 
best part: The training comes to you! 
Workshops can be conducted at your 
business or, depending on the class 
size, at a nearby location. 

We’ve recognized the importance 
of positive attitude as it relates to our 
success. Now, thanks to this world-
class training from ATRA, we can take 
the next step toward learning the skills 
necessary to begin thinking differently 
about our attitudes. 

This isn’t a pep talk on the impor-
tance of having a positive attitude: 
A pep talk lasts a day; a yes-attitude 
lasts a lifetime. Invest in your people, 
not just your program, by fostering a 
team of self-driven superstars who are 
consistently happy, pumped up, and 
performing at the top of their game.

Special discounts are available for 
ATRA Members. If you’d like more 
information on this brand-new training, 
or to schedule your shop’s personal-
ized training session, call us today at 
800-428-8489.

Axle Components | Driveshaft Components | Repair Kits

www.DemandAAM.com
Demand the original.

There’s only one part that was 
engineered, built and validated to the 
exact vehicle manufacturer’s specs. 

There’s only one part that was made to 
fit the first time. It’s the only one you 
can trust to be the authentic original 
equipment for light trucks manufactured 
by the Big Three.

There’s only one original.

(That’s the thing about original parts. They were made to fit.)

Fits right the first time.
Because we made it the first time.

AMAM2463v2.indd   1 6/27/14   12:12 PM

A pep talk lasts a 
day; a yes-attitude 

lasts a lifetime. Invest 
in your people, not 

just your program, by 
fostering a team of 

self-driven superstars 
who are consistently 
happy, pumped up, 

and performing at the 
top of their game.

Jeffrey Gitomer is the author of The New York Times 
best sellers The Sales Bible, The Little Red Book of 
Selling, The Little Black Book of Connections, and 
The Little Gold Book of YES! Attitude. All of his books 
have been number one best sellers on Amazon.
com, including Customer Satisfaction is Worthless, 
Customer Loyalty is Priceless, The Little Red Book of 
Sales Answers, The Little Green Book of Getting Your 
Way, The Little Platinum Book of Cha-Ching!, The 
Little Teal Book of Trust, Social BOOM!, and The Little 
Book of Leadership, and 21.5 Unbreakable Laws of 
Selling. Jeffrey’s books have appeared on best-seller 
lists more than 850 times and have sold millions of 
copies worldwide.
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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.

By the way, I could use your help. 
If you have personally experienced 
a weird or unusual customer dispute 
and wouldn’t mind sharing it to help 
your industry, please contact me. You 
just tell me the story and I’ll do all the 
heavy lifting to write it. We can make 
it an article about you, or if you wish, 
you can remain anonymous. The main 
thing is we want to share stories that 
will help others avoid similar prob-
lems.

This month’s story will apply to 
anybody who’s been in the transmis-
sion business more than a week or 
two. Who hasn’t been asked, “Can’t 
you just fix the leaks?” It’s an innocent 
question, usually coming from an unin-
formed customer. There may be more 
horror stories relative to this question 
than just about any other. Here’s one of 
those stories.

The Synopsis of the 
Testimony and Evidence

Unless stated otherwise, the fol-
lowing statements were not disputed by 
the parties.  

1. The customer brought his well-
used pickup truck into a local 

transmission shop for a repair 
estimate to fix a leak. He stated 
that other than the leak, it was 
working fine.

2. The service advisor offered a 
“Minor Diagnostic Service” 
(MDS) which included a road 
test, adjustment check, and under-
car check. The undercar check 
involved pinpointing any leaks 
and a pan examination. He said 
that this service would confirm 
the source of the leakage and 
overall condition of the transmis-
sion. He went on to say that if the 
transmission was is sound work-
ing condition and the leak was 
from the pan gasket, they would 

UP YOUR BUSINESS

by Thom Tschetter

“Can’t You Just Fix 
the Leaks?”
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replace the pan gasket, replace the 
filter and change the fluid all as 
part of the MDS for $79.95. 

3. The customer approved the MDS, 
rode along on the road test, and 
waited while it was being done.

4. Here are the results that were 
recorded on the MDS Worksheet:
a) The vehicle exhibited no 

abnormalities, shift problems 
or noises during the road test.

b) The fluid was clear and red 
with no burnt odor.

c) The leak check confirmed 
leakage from the shift lever 
seal, speedometer seal, rear 
tail housing seal, and the pan 
gasket.

d) The pan contained fine metal 
particles.

e) There was an added note that 
the transmission appeared not 
to be the original because it 
was significantly cleaner than 
the rest of the under carriage.

5. When the service advisor asked 
the customer about the repair 
history of the vehicle and the 
transmission, in particular, he said 
he recently bought it and didn’t 
know what had been done to it 
before he acquired it. 

6. The service advisor suggested 
that since the history of the trans-
mission was unknown, it might 
be a good idea to remove it and 
do a complete reseal. He said 

that when there are multiple seals 
leaking, it’s an indication that the 
other seals and gaskets are on the 
verge of failure. He added that 
while it was being resealed they 
could do an internal inspection 
to see if there was any concealed, 
leak-related damage. He quoted 
$495 parts and labor to do the 
inspection and reseal service and 
offered to credit the $79.95 MDS 
charge against the total.

7. The customer then asked the pro-
verbial question, “Can’t you just 
fix the leaks?”

8. The service advisor told him that 
this wouldn’t be a complete solu-
tion. Whether the seals were leak-
ing due to age, overheating, or 
some other issue, just fixing the 3 
that were leaking would only be a 
temporary fix.

9. The customer replied that he 
didn’t want to spend the extra 
money and just wanted the shop 
to do the MDS. He added that he 
understood the risks and he would 
pay the $79.95 fee. (During the 
hearing, the customer denied that 
he said he understood the risks. 
He said he wasn’t a mechanic; so 
he had no way of assessing the 
risks.)

10. After a little more discussion and 
debate, the service advisor agreed 
to replace the 3 leaking seals for 
an additional charge of $50.

11. The service advisor wrote follow-
ing on the repair order and pro-
vided the customer with a copy 
of the repair order and the MDS 
Worksheet.
a) Minor Diagnostic Service 

Includes: Road Test, Check 
Leaks, Remove, Inspect & 
Clean Pan, Replace Filter, Pan 
Gasket and 5 Quarts of ATF: 
  $79.95

b) Minor Leak Repair Service 
Includes: Replace Shift Lever 
Seal, Speedometer Seal & O 
Ring, and Rear Tail Housing 
Seal:  $50.00

c) 90 Day or 3,000 Mile Warranty 
only on the parts and labor 
supplied above.

12. Thirty-six days and around 1,200 
miles later, the customer returned 
to the shop with his truck. He 
explained that the transmission 
started leaking while he was out 
of town on a hunting trip, and 
it started slipping and making a 
whining noise. He had it towed 
to the closest transmission shop 
where they determined it needed 
to be rebuilt because it had run 
low on fluid. They’re written 
report stated that the transmission 
was leaking from several seals, 
and among those listed were the 
speedometer and rear seals. 

13. The service advisor attempted to 
explain that he had warned the 
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customer that the work they had 
done was not a complete solu-
tion and that, in time, the prob-
lem could recur because the real 
cause of the problem hadn’t been 
addressed.

14. The customer said he just wanted 
his $129.95 back. He said it was 
his opinion that their workman-
ship, parts or both were defective. 
He told them they were lucky he 
wasn’t asking them to pay for the 
rebuild.

15. The conversation became heated, 
and the customer told the service 
advisor that if the shop didn’t 
refund the $129.95, he would sue 
in small claims court. He said if 
he had to go to small claims court, 
he would seek reimbursement for 
the rebuilt transmission, as well.

16. Rather than ending up in small 
claims court, the case, ultimately, 
was referred to the BBB for arbi-
tration. 

17. During the hearing, the shop and 
the customer both presented cop-
ies of the MDS Worksheet and 
Repair Order. There were no dis-
crepancies or evidence of tamper-
ing. 

18. The second shop did not appear 
nor did they provide any testi-
mony or additional evidence by 
affidavit. Their written diagnosis 
and repair order were the only 
documentation presented.

19. The customer was seeking a 
refund of $129.95 plus tax plus 
$approximately $1,600 for the 
price of the rebuilt transmission. 
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 did anything 
wrong during the original trans-
action?

2. If you owned the shop, what, if 
anything, would you have done 
differently when the customer 
came back for a refund?

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

My Thoughts
As always, one of the difficulties 

in arbitration cases is that decisions 
have to be based on the testimony and 
evidence presented. 

The shop could have done a bet-
ter job of protecting itself with a more 
carefully written repair description and 
warranty statement. Since the customer 
signed the repair order, a well-written 
disclaimer could have provided the 
shop with a stronger defense. 

I also thought the shop became 
defensive and really didn’t listen to the 
customer. I feel they missed an oppor-
tunity to resolve the dispute with a little 
money and no hassle.

The Decision and Reasons
My decision was split. I directed 

the shop to refund $129.95 plus tax for 
MDS and the Seal Replacement. The 
shop was relieved from having to pay 
for the rebuilt transmission. My reasons 
are as follows:
•	 Because the shop provided no 

defense with respect to whether 
the seals they replaced failed or 
not, and because their warranty 
wasn’t more specific, I felt they 
had legal exposure to the extent 
they stated on the repair order 
document, “90 Day or 3,000 Mile 
Warranty only on the parts and 
labor supplied above.”

•	 Because the customer didn’t prove 
that the shop had contributed to 
the subsequent transmission fail-
ure, I ruled that the shop did ade-
quately protect itself from legal 
exposure on the rebuilt transmis-
sion with the limiting statement 

that they would only cover the 
parts and labor they supplied.

What Can We Learn?  
As always, there are lessons to 

be learned from this case. First of all, 
don’t let customers talk you into doing 
repairs that, in your professional opin-
ion, are not a complete solution. 

Secondly, if there are extenuating 
circumstances that require a disclaimer 
of warranty, take care to compose it to 
say what you are willing to do and not 
willing to do in the event of a subse-
quent problem.

Consider writing some warranties 
specifically for minor repairs and cer-
tain services. Well written warranties 
will comply with your state’s regula-
tions and provide protection for both 
your shop and your customers. You can 
start with research on the internet, but 
you should have your attorney put his 
blessing on them before you start using 
them. 

Don’t forget that ATRA has a vari-
ety of Golden Rule Warranties to cover 
your rebuilds from coast-to-coast. We 
also have a “White Paper” warranty for 
jobs you just want to cover locally. Let 
us know if we can help you in any way.

About the Author 
Thom Tschetter has served our 

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

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

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

“Can’t You Just Fix the Leaks?”
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W ho handles your sales pre-
vention? 

Yes I said sales preven-
tion. In every organization there are 
some things we do that occur quite 
regularly and yet they prevent purchas-
es. They actually discourage customers 
from buying your services. 

For example: I was recently encour-
aged to buy a Frequent Guest card for 
a small fee at a local deli. It qualified 
me for discounts on future purchases 
and I could see where I’d actually save 
money by signing up. So I did. 

When I came in to buy my next 
meal I gave them the member number 
from my card and they quoted me the 
discounted price. I produced the money 
and waited for them to process the 

transaction. Something in their system 
delayed the sale and they said, “I’m 
sorry but it’s not accepting your mem-
ber number. You’ll have to wait while 
we figure this out.” 

They hadn’t put in my breakfast 
order, so nothing was going to happen 
until they solved the problem. Others 
were waiting in line behind me. 

I replied, “With all due respect, I 
shouldn’t have to wait. I’ve done what 
you asked me to do and I’ve given you 
my money. Your problem isn’t with 
me. It is with your system. Please don’t 
deny me my breakfast until you solve 
your system problem.”

She said, “It will only be a few 
more minutes.” So I said, “Clearly I’ve 
made a mistake. Why don’t we cancel 

the order and the member card? I’ll just 
eat somewhere else.” After an awkward 
pause while she thought about the situa-
tion she said, “You’re right. It shouldn’t 
become your problem. Have a seat and 
today your breakfast is on me!” I left 
there a happy customer, and I’ve been 
back. 

When your customers have a need 
that your system doesn’t immediately 
resolve, do you focus first on the sys-
tem or on the customer? I say, fix the 
customer first! Then go on to resolve 
the problem. 

Here’s how that applies to you: 
Your customer has a faulty transmis-
sion and an unexpected transportation 
problem, too. That’s what they care 
about. If you can repair their car and 

Fix The Customer 

F I R S T by Jim Cathcartby Jim Cathcart
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they can afford to pay for it, then there’s 
no need for the customer to be affected 
by how you solve it. Let them go, give 
them a ride, or whatever, but don’t 
make them wait while you do your 
paperwork.

If they’ve done their part, set them 
free for now. Otherwise they’ll do as 
I almost did: They’ll quickly go from 
being your buyer to being your com-
petitor’s next buyer. 

Here’s another situation: You quote 
the price, the customer says yes, and 
hands you a credit card that your bank 
doesn’t accept. Do you tell them, “We 
don’t take that card,” and then look at 
them as if it’s now their problem? If so, 
then tension goes up and buying might 
just go away altogether.

Instead, how about saying, “I’m 
sorry for the inconvenience but our 
bank doesn’t accept that card. Let’s 
find another way to handle the pay-
ment.” That’s not particularly eloquent 
or magical, but it’s quite different from 
the blunt version, because “let’s find” 
includes you in the problem solving 
instead of leaving it on their plate. 

Fix the customer first! Then resolve 
the problem. 

When someone comes in for war-
ranty work, do you ever say, “We’ll get 
to it when we can; we’re super busy.” 
That’s a lot different than, “Let’s get 
you back on the road now; I’m sorry 
for this inconvenience. Do you need a 
rental or a ride home?”

One fixes a customer; the other 
breaks one! “We’re super busy…” 
implies that the customer is an inter-
ruption to the work that matters most 
to you. In other words, it says that you 
don’t care about them. 

What if your best price is still a 
horrifying shock to the customer? You 
can’t just drop the price till they say 
yes. So what do you do? 

Ahem: “Fix the customer first!” 
They’re stunned by the high price 

and worried about how they’ll pay for 
it. Make sure that you become their 
partner-in-problem-solving. Help them 
discover the options that are open to 
them. 

When customers begin to realize 
that you’re on their team, they’ll be 
more cooperative, more understanding 
of your needs, and more willing to take 
some extra steps to do business with 
you.

What if your best 
price is still a 

horrifying shock to 
the customer? You 
can’t just drop the 
price till they say 
yes. So what do 

you do? 
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First Impressions 
Count When 
Selling Your Shop

Showing your business is one 
of the most important steps in 
the sales process because it can 

greatly affect the offers you may get 
and the selling price you receive. There 
are two aspects to showing your shop: 
how the business looks and how you 
relate to the prospective buyer.

Many buyers buy with their eyes. 
Buyers are strongly attracted to busi-
nesses that look good. I’ve met with 
hundreds of business owners across the 
country and have seen the good, the 
bad, and the ugly in their shops.

Having owned and sold my own 
automotive and transmission repair 
businesses in a competitive market, 
I have firsthand experience in this 
regard. The businesses that create the 
best first impression are those that 
are well organized and clean, showing 
pride of ownership.

When you decide to sell your car, 
what’s the first thing you do? Take it 
to get it professionally detailed, or, at 
minimum, get it washed and waxed 
and have it thoroughly cleaned inside. 
When selling your house, you look at 
the paint inside and out and touch it up 
where needed. You clean up the yard, 
the garage, and the basement, and tidy 
up your kitchen and closets. 

Why? Because you know that no 
one will pay top dollar for a car or 
house that’s dirty and hasn’t been well 
cared for by its owner. Because you’d 

be concerned that a potential buyer 
would take one look and not even want 
to take the car for a drive or walk in the 
front door. Instead, they’d just say to 
themselves, “That’s not for me.” 

When it comes to selling your 
business, the psychology is exactly 
the same. I’ve seen shops so clean you 
could eat off the floor. And I’ve seen 
shops so filthy I didn’t want to sit, lean 
against, or touch anything. A clean shop 
will add to the impression of a thriving 
business, while a dirty shop can only 
detract from it. 

There’s another factor to the 
appearance of the shop: call it the 
look of success. In my office in my 
own shop, I had Tiffany lamps, leather 

couches, and some high-end toys like 
a vintage pinball machine and a large 
gumball machine. I needed an environ-
ment that made me happy spending 
time there.

Each prospective buyer that comes 
to your shop must be able to picture 
himself in that environment and being 
successful and happy there. If the offic-
es in your shop give the appearance 
of being a prison cell or a pigsty, no 
buyer will want to put himself in that 
environment. 

If a potential buyer can picture 
himself in your business and being a 
success, it’ll fit the image he has for 
himself and he’ll be far more likely to 
proceed toward buying it. If the image 

by Art Eastmanby Art EastmanArt Eastman

Tips for showing your shop to 
a prospective buyer.
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Does the guy at the dealership care how much  

you pay?
Does the guy in China care how well the  

part works?

We Care.
Since we manufacture OE-quality parts  

right here in North Carolina, we can  

sell them for less.

We’re an American company that has a stake in 

the success of your business.
Available from your favorite distributor.

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

Rostra
Made in the USA

doesn’t fit, he’ll walk away, even from 
an excellent opportunity.

Have someone who isn’t tied to 
the operation of the shop give you an 
independent — and, above all, honest 
— evaluation of the visual appearance 
of your shop. After working there every 
day and having become immune to cer-
tain aspects of its appearance, you’ll be 
surprised by what you can learn. 

How you react to prospective buy-
ers is another critical aspect of showing 
your shop. To be successful, you must 
be confident and friendly and appear 
open and honest. Concentrate on the 
good aspects of your business, and 
never, without being asked, bring up its 
faults. Keep in mind that any problems 
you may have experienced may well 
be problems the new owner will never 
face. 

Try not to go far beyond answering 
the questions posed to you. If a buyer 
isn’t satisfied with the completeness of 
your answer, he’ll usually ask another 
question until he is satisfied. Keeping 
your answers short and to the point 
will help keep you focused on the job 
at hand: making the prospective buyer 

feel comfortable that this is a simple 
business that he can handle. 

Don’t forget that, to forge a rela-
tionship with the prospective buyer, it’s 
helpful to find common ground. Make 
sure you ask questions of the buyer 
and find out about his family and his 
background, so you can anticipate and 
address any concerns he might have 
about getting into this business.

A prospective buyer who feels that 
you can identify with and are genuinely 
interested in him will be much more 
likely to feel that he can work with you 
to put a deal together that will benefit 
both of you.

Depending on how much informa-
tion you’ve conveyed to the prospect 
prior to visiting with you at the shop 
to review its physical operation, you 
should be ready to discuss the primary 
financial details: revenue, cash flow 
and expenses, and any relevant trends 
in the numbers. Every potential buyer 
will want to know how he’s going to 
make at least as much money as you 
have (and hopefully more!), and that 
you’re being accurate in the informa-
tion you present. 

When you’ve organized your 
books and records and have them read-
ily available, you’re much more likely 
to be accurate about the operation of the 
shop and much more capable of paint-
ing the picture that shows why this is 
the business the prospect wants to buy.

The prospective buyer will imme-
diately perceive that your business is 
likely to have been well run, that you’ve 
given some thought and preparation to 
the idea of selling it, and that it will sell.

The bottom line is that a buyer isn’t 
going to pay top dollar for a business 
that appears dirty, cluttered, or disor-
ganized, and has either no books and 
records or records that don’t indicate 
that the business should command a 
good price.

As a business owner, it’s well 
worth investing a few thousand dol-
lars to prepare your business for sale, 
both with regard to its appearance and 
its books and records, because that 
investment will, in most cases, give you 
tens of thousands of dollars or more in 
return.
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Gravity never stops working, espe-
cially when something is falling. 
The expert opinion on what to 

do when you see something falling is to 
get out of the way. A better, common-
sense approach is stop the problem 
before it occurs.

Almost every transmission shop 
has a  large supply of transmission cores 
and hard parts on hand for future jobs, 
cannibalization, or recycling. The trans-
mission industry has been recycling 
parts since the beginning of time. Shops 
were “going green” before the rest 
of the world knew what going green 
meant. Who throws away good hard 
parts? Nobody!

The question is what to do with 
those valuable parts in terms of stor-
age, protection, and safety. Let’s face 
it: Transmission cores are heavy and 
dangerous. Most of us know someone 
who’s been injured — or worse! — 
from a heavy core falling on them. 
Even a converter or pump can put a 
pretty good dent in your head if it falls 
on you. 

These heavy parts are usually 
stored on steel racks in several loca-
tions around the shop, but a common 
set of dangerous problems often exist. 
To begin with, the storage racks aren’t 
affixed securely to the wall.

If you live in earthquake country 
you already understand the problem. 
But it’s not just earthquakes to be wor-
ried about. If a core shifts position 
— for any reason — the result can be 
disastrous, leading to an accident with 
personal injury or worse. A full storage 
rack of cores falling can easily disable 
or even kill someone. 

Once the storage racks are attached 
firmly to the wall, it’s also a good idea 
to bolt the racks to the concrete floor, 
if possible.

The next logical step for safety is 
to load the racks by placing the heaviest 
and largest items on the bottom shelf, 
with light pieces and parts above them. 
This increases the anchor weight of the 
racks, further reducing the chance of a 
tipping accident.

Liquids falling from open storage 
racks are another problem recognized 
by insurance companies and OSHA 
inspectors. Many of the fluid products 
seen in today’s shops are both caustic 
and flammable. Some are explosive. 
Liquids belong in a flameproof con-
tainer cabinet, with doors closed when 
not in use. Does your shop do that? 

Lift Safety:
The Danger Zone

How else can gravity create chaos 
in the workplace? The most obvious 
place is the lift, be it in-ground or 
the more modern, freestanding lifts. 
Generally, lifts in transmission shops 
raise the vehicle with the wheels free 
for obvious mechanical reasons.

Modern lifts have several levels 
of safety built in by the manufacturer 
to avoid lawsuits and comply with 
OSHA regulations for a safe workplace, 
making it difficult, but not impossible, 
for the lift to fall. But you should still 
check your lifts for safe, correct opera-
tion on a daily basis. In fact, you should 
make a cursory inspection of your lifts 

every time you use them. 
The more common problem is one 

we all know well: The vehicle falls off 
the lift. And it’s always for the same 
reason: operator error.

Eliminating the problem is simple, 
but occasionally overlooked: Every 
time a car is placed on the lift, get out 
and walk around the car and lift to 
make sure it’s locked and loaded cor-
rectly and safely before engaging the 
system. 

Eliminating the problem seems 
simple enough, but these accidents still 
happen occasionally. Most of the time 
no one is injured, but there’s always 
property damage. And when someone 
is injured, it’s serious.

There are a lot of so-called funny 
stories about a car falling off the lift. It 
stops being funny when someone gets 
hurt.

You can’t stop gravity, but you can 
limit the damage it can cause by taking 
a few simple steps to keep you and your 
employees safe. 

This space provided by ATRA 
and GEARS Magazine on behalf of 
the California State Fund, ATRA 
Safety Group 273. For more infor-
mation on California Group Workers 
Compensation provided by the State 
Fund, please visit www.statefundca.
com.

Transmission Shop Safety 

GRAVITY by Frank Pasley,
ATRA Safety Director
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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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So how’s business?
For far too many of you, 

the answer is something like 
“spotty,” “fair,” or the hugely noncom-
mittal “meah.” Certainly nothing like it 
was a dozen or so years ago.

On the other hand, for a few of 
you, the answer is more like “terrific!” 
“outstanding!” or even “I can barely 
keep up with all the work that’s com-
ing in!”

We know that, because a huge 
percentage of the second group have 
graced the pages of GEARS over the 
last few years. They’re doing really 
well and they’re thrilled to share their 
success and good fortune with the rest 
of the industry.

What’s interesting is that, for the 
most part, these busy shops have at 
least one thing in common: Nearly all 
of them attend the Expo management 
seminars every year. In fact, most of 
them come religiously: They plan for 
it long before they hear the lineup or 
see the schedule. Expo is simply part of 
their business plan.

And virtually all of them will tell 
you the same thing: They owe a sub-
stantial part of their successes to the 
knowledge and ideas they’ve brought 
back from Expo.

Of course, just because some peo-
ple make Expo part of their routine 
doesn’t mean we’ve let the schedule 
become routine. According to ATRA, 
CEO Dennis Madden, “Our goal each 

and every year is to exceed our attend-
ee’s expectations.” Madden adds, “We 
are constantly focusing on specific 
industry trends and the ever-changing 
market conditions so as to bring relative 
topics and information to our manage-
ment sessions at Expo.”

Here’s a taste of some of the speak-
ers you can expect at this year’s pro-
gram (listed alphabetically), and a brief 
overview of what they’re planning to 
share:

Rodger Bland and Dennis 
Madden; Yep, they’re back and loaded 

with more great information on what’s 
working in our Industry today. Rodger 
and Dennis will share the latest find-
ings from the Association’s most recent 
surveys. This year we talked directly to 
General Repair shop owners to find out 
what they really need when it comes to 
transmission repair for their customers. 

Speaking of customers, find out from 
your customers how they are deciding 
to go to your shop in the first place 
– the findings from this survey might 
surprise you.

Jim Cathcart; Cathcart Institute

— Jim is an award winning business 
speaker who specializes in the con-

Taking Care of Business:  
A Brief Look 

at This Year’s Expo 
Management Program

Taking Care of Business:  Taking Care of Business:  

at This Year’s Expo at This Year’s Expo 
by Steve Bodofsky

members.atra.com

Jim Cathcart

Dennis Madden

Rodger Bland
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cept of relationship selling. Jim was 
inducted into the International Sales & 
Marketing Hall of Fame in 2012, and 
this past year he was named one of the 
50 Top Sales Influencers for 2014 by 
Top Sales World.

This year, Jim’s topic will be cus-
tomer engagement. He’ll show you 
ways that you and your employees can 
make sure your customers feel more 
engaged with your business. That’s a 
valuable asset, because it helps your 
customers feel more comfortable doing 
business with your shop. As he explains 
it, “The difference between customer 
engagement and a customer transaction 
is a difference of quality.

“Too many shop owners treat the 
car; not the customer. Your initial focus 
has to be on the customer. They have to 
feel understood, cared about, and reas-
sured. Because, when they come in the 
door, they’re in a tremendously vulner-
able position. They need to be reassured 
before you can worry about the car.”

Jim goes on to suggest that, even if 
you fix the car perfectly, if you fail to 
engage the customer, he won’t be truly 
satisfied with your work. It’s an impor-
tant consideration for anyone wishing 
to build their shop’s reputation and 
client base.

Jim’s program at last year’s Expo 
met with rave reviews, and we’re 
thrilled to have him back for a second 
go-round. 

Nancy Friedman; The Telephone 
Doctor — You’ve built your web site, 

maintained your social media page, 
and made sure that the reviews present 
you in the best light possible. And it’s 

working: You’ve got them interested 
enough to pick up the phone or even 
stop by.

Now what? How do you turn 
that interest into a customer? 
That’s where Nancy can help: 
Her Golden Nuggets of Customer 
Service provide proven tech-
niques for turning the casual 
shopper into a new customer. 
And let’s face it: That’s why 
you opened your business in 
the first place!

Nancy will start by tak-
ing you through “the most 
effective way to answer 
the phone.” Not the right
way; not the only way: 
the most effective way. 
And, as it turns out, a lot of what 
you’ve been led to believe over the 
years may not be as effective as you’d 
like for bringing customers into your 
shop.

As Nancy points out, “you’ve spent 
all that money getting the phone to ring, 
and if you don’t answer it the right way, 
all that money is wasted.”

One thing Nancy is sure of is that 
giving the customer a price over the 
phone isn’t helping anyone. Sure, it’s 
the first thing they ask for: “It’s the only 
thing they know to ask; it’s the same 
thing I ask when I call about a dress I 
saw in a store window. But you don’t 
have to answer it.” She’ll show you dif-
ferent ways to approach that question 
and turn the call into a customer.

Nancy has an engaging style and 
peppers her seminars with her rich 
sense of humor to turn each program 
into an event you won’t want to miss. 

Bill Haas; Educational Seminars 
Institute — It should come as no great 
surprise to anyone that the things that 
motivate you probably aren’t the same 
things that motivate your parents… or 
your kids. And today’s transmission 
shops could easily have to deal with 
four different generations under one 
roof: Elders, Baby Boomers, Gen-X, 
and Millennials.

Last year Bill discussed how the 
differences in these generations can 
affect your sales techniques. “After 
the seminar, a lot of people came up to 

ask about using these techniques when 
dealing with their staff,” says Bill. “The 
differences are the same, and the varia-
tions can be very similar.

“You need to start by understand-
ing what molded the characteristics 
and values for each generation. These 
differences determine what motivates 
each generation and provide an insight 
into how to interact with them. What 
motivates a Baby Boomer might not 
motivate a Millennial.

“One thing very few people realize 
is that Millenials make up 47% of the 
workforce in America today. That’s a 
large part of your potential staff and 
customer base. It’s up to you to rec-
ognize the difference and be able to 

working: You’ve got them interested 
enough to pick up the phone or even 

Now what? How do you turn 
that interest into a customer? 
That’s where Nancy can help: 

Golden Nuggets of Customer 
 provide proven tech-

niques for turning the casual 
shopper into a new customer. 
And let’s face it: That’s why 
you opened your business in 

Nancy will start by tak-
ing you through “the most 

And, as it turns out, a lot of what 
you’ve been led to believe over the 
years may not be as effective as you’d 
like for bringing customers into your 

ask about using these techniques when 

Nancy Friedman

Bill Haas
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communicate and inspire on their 
level.”

This is a return engagement for 
Bill, with a new program and a new 
message that’s sure to provide valu-
able insights for every shop owner and 
manager.

Scott Johnson; Profitboost, Inc.

— You want a busy shop? One thing 
you could consider is adding general 
repair to the mix. And no one has a bet-
ter view of both sides of that question 
than Scott; his customers range across 
the full range of that spectrum, and he’s 
seen the advantages of both.

Not to suggest that general repair 
is the only answer for today’s trans-
mission shop owner. A lot of shops 

are doing really well sticking with 
transmissions alone, whether it’s 
just custom rebuilds or adding 
remans to the mix.

According to Scott, the dif-
ference is really all about time: 
“General shops know that 
they’re selling time. They pay 
their employees based on the 
time they spend at the shop, 
so they need to be aware of 
that time, and make sure 
they’re using that time 
profitably.

“If you’ve bought 
your employees’ time 
you have to sell that 
time to be success-
ful… no matter what 

they’re doing with it.
“Profitability hinges on understand-

ing how to make the most out of that 
time. That’s the case whether they’re 
repairing transmissions or detailing a 
car. You have to make sure you’re get-
ting the most out of that time.”

Scott will look at some of the dif-
ferences in how shops owners use their 
time and why it’s so important for their 
profitability. One of the ways to do that 
is to expand into general repair. And, if 
you’ve been considering adding gen-
eral repair to your service menu, he’ll 
explain some of the issues that you’ll 
need to consider.

Is general repair the only direction 
for a successful shop? Of course not. 
But if you’re ready to consider expand-
ing your service model, this is one pro-
gram you won’t want to miss.

Maylon Newton; Educational 
Seminars Institute — Before he gets 

up in front of the audience, Maylon 
paces back and forth, like a caged lion. 
He’s full of energy and his programs are 
a witness to that.

This year, he has a simple mes-
sage: Everyone’s in Sales. From the 
guy or gal behind the counter to the 
helper who drives customers home and 
picks them up when their cars are done. 
Everyone has a sales message to share. 
And everyone’s behavior will reflect 
on your shop and how it’s perceived by 
the public.

“You’re out in public, wearing your 
uniform shirt, and people see who you 
are and where you’re from. And they 
want to ask you about their cars. Most 
people just want someone who can help 
them solve their problems. How they 
respond can build your business… or 
tear it down.

“So everyone’s selling the busi-
ness. They may not be selling auto 
repair, but they’re selling the business 
and its philosophy. It’s up to you to 
make sure that what they’re selling is 
the way you want to be perceived.”

It’s an interesting concept, and it 
explains why community involvement 
can have such a profound effect on your 
business. If you’ve never considered 
how your employees are selling your 
business when they’re out and about, 
you’ll want to be front-and-center for 
this one.

Dave Riccio; Tri-City 
Transmissions — Love ‘em or hate 

‘em, use them or not, a lot of energy and 
talk have surrounded the “reman” topic 
in our industry for years. In this session, 
Dave shares his insights on focusing 

communicate and inspire on their 

are doing really well sticking with 
transmissions alone, whether it’s 
just custom rebuilds or adding 
remans to the mix.

According to Scott, the dif-
ference is really all about time: 
“General shops know that 
they’re selling time. They pay 
their employees based on the 
time they spend at the shop, 
so they need to be aware of 
that time, and make sure 
they’re using that time 
profitably.

your employees’ time 
you have to sell that 
time to be success-
ful… no matter what 

they’re doing with it.
“Profitability hinges on understand-

ing how to make the most out of that 
time. That’s the case whether they’re 
repairing transmissions or detailing a 

Scott Johnson

Maylon Newton

Dave Riccio
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on his strengths as a custom rebuild 
shop compared to offering a commodity 
option to his customers. 

Dave doesn’t see remans as much 
competition for a quality, custom 
rebuild. And he’s willing to spend the 
time to sell the difference to his custom-
ers. He calls it sales labor.

“We need to teach customers 
what’s important. We can’t leave it up 
to them because they have no idea what 
goes on ‘behind the curtain.’”

Dave is also a firm believer that 
“RDI is what opened the door for the 
reman industry.” As he explains it, 
customers aren’t happy about allowing 
shops to pull their transmissions out and 
tear them down before they can give at 
least a general price. And he believes 
they shouldn’t have to: “You should be 
able to identify what’s wrong on most 
transmissions just by looking at the 
symptoms. 

“From there, it’s just a matter of 
cost averaging, and looking at your 
records for each transmission for the 
last year. If 80% of the 4T60s that came 
to you shop over the last 12 months 
needed a new pressure control sole-
noid, then you should plan on replacing 
that solenoid as part of every rebuild. 
And you should include that in your 
estimate.”

Another way to compete is through 
what Dave calls targeted repairs:
repairing the specific failure instead 
of selling a complete rebuild. While 
targeted repairs aren’t always possible, 
they do provide the transmission shop 
with a second avenue for competing 
with the one-size-fits-all of the reman.

Maybe you’ll agree with what 
Dave says; maybe you won’t. But you 
can’t argue with his success, and there’s 
no doubt his seminar will get you think-
ing.

Danny Sanchez; Autoshop 
Solutions, Inc. — Just a half-doz-
en years ago, only about 20% of all 
transmission shops had web sites; their 
primary means of marketing was the 
Yellow Pages. Today those numbers 
have completely reversed, with the vast 
majority of all shops having at least a 
basic web presence.

But today, that’s just the first step, 

says Danny. “We’re going to be looking 
at the metrics of internet marketing; the 
metrics to be watched, measured, and 
benchmarked.

“Too many people believe that, 
once they have a web site, their job is 
done. But really that’s just the begin-
ning. We’re going to look at what you 
need to do to get consumers to find your 
site, all the way through to getting them 
to pick up the phone and call your shop.

“If your site isn’t converting your 
visitors to call your shop, you really just 
have an online brochure. The object of a 
successful web site is to make sure your 
site is tuned to the right type of traffic; 

not just traffic in general.
“This isn’t all that different from 

the progression that took place with the 
Yellow Pages. In the beginning you’d 
buy a small Yellow Pages ad and let 
them design it. Then things got more 
competitive, so you bought a larger 
ad. Then you hired an independent ad 
designer to create a better ad.

“That’s where a lot of shops are 
with their web sites. They have a site 
and it has all the information. But it 
isn’t attracting the right type of traffic 
and it isn’t converting those visitors 
into phone calls. There’s a reason for 
that, and there are ways to correct it. 
That’s what we’re going to discuss.”

Wow! That’s a lot to process. And 
it’s a lot of useful information… infor-
mation designed to help bring more 
customers into your shop and put more 
money in your pocket. Just one or two 
of these points could be enough to turn 
your average shop into one that can 
barely keep up with all the work that’s 
coming in. 

So, if you aren’t planning to attend 
this year’s Expo, there’s really only one 
question you need to ask yourself:

How’s business?

Jim Cathcart Named One of the 
Top 50 Sales Influencers

Jim Cathcart, one of the highlight management seminar presenters at last 
year’s Expo, was just named as one of the Top 50 Sales Influencers by Top Sales 
World.

What makes this an even more impressive honor is that this isn’t based on a 
small market analysis: Jim was chosen from a sampling of sales trainers from all 
around the world.

Congratulations Jim! We’re proud to have you on board as part of ATRA’s man-
agement training team, and we’re looking forward to hearing what you have to say at 
this year’s Expo in Las Vegas. 

Danny Sanchez

Jim Cathcart Named One of the 
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Lee’s Transmissions, in 
Vancouver, BC, Canada, is 
owned and operated by Walt 

Swanson.
So who’s Lee?
“Funny you should ask,” says Walt 

with a chuckle, “I get asked that a lot.”
Lee Cartwright was the original 

owner of Lee’s Transmissions. He 
opened the shop back in 1967; 47 years 
ago. Lee sold the business to Roger 
Alin in 1975. He hired Walt as a junior 
technician in 1980.

“I went from a gas station to here. 
Back then, Lee’s repaired transmissions 
for the gas station where I was working. 
One day my brother-in-law mentioned 
that Lee’s was looking for a technician. 

SHOP PROFILE by Steve Bodofsky
members.atra.com

Lee’s Transmissions: L-R: Joe Driver, shop technician; Walt Swanson, owner; Tige Thorne, builder

Walt Swanson

Lee’s Transmissions, 
Vancouver, BC, Canada
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“When I was in high school, I took 
all the ‘trade’ courses: woodworking, 
metal shop, and so on. I remember 
taking an auto shop course and being 
intrigued by how a torque converter 
operated. So when I heard about the 
position at Lee’s, I applied and got the 
job.

“I worked my way up to shop 
manager in 1987.” Walt discovered he 
enjoyed running the shop, so in 1995 he 
bought the shop from Roger.

A Little Bit of Luck
There are a lot of things that are 

necessary for running a successful 
transmission shop: competent techni-
cians, quality parts, a good attitude, and 
so much more. The details could fill 
the pages of a magazine for ten issues 
a year!

But one thing we often forget to 
mention is how luck can enter into the 
mix. And Lee’s Transmissions is enjoy-
ing a bit of success thanks in part to 
fortunate timing.

That’s because, until recently, their 
area of town — the downtown East side 
— had been pretty rough. It was home 
to the dregs of society, and that made 
it difficult to attract some customers; 
many were afraid to venture there.

Lately that’s begun to change: 
Vancouver’s governing body has made 
great strides to rebuild and rejuvenate 
their area of town. And that’s starting to 
pay off for Walt and his crew.

“The building next door was 
vacant for a long time,” says Walt. 
“They recently tore it down and built a 
new specialty grocery store it its place. 
That’s attracting people who’d have 
avoided this area of town in the past; 
people driving cars like Mercedes and 
BMWs!

“A lot of new development is going 
on; retail with residential above being 
built, and it’s making the neighborhood 
more inviting. Suddenly people who’d 
have avoided this area of town are now 
willing to bring their cars in.”

But don’t get the idea that this just 
happened while Walt was looking the 
other way. In fact, he’s involved with 
the Business Improvement Association 
(BIA); an association, implemented by 
the city, that handles the cleanup in 
local business districts.

“I figured the changes were com-

ing our way, so I might as well get on 
board and try to make sure I get my 
voice heard,” says Walt.

Of course luck only goes so far. 
You have to be prepared for it by offer-
ing high quality, honest service at a fair 
price. Fortunately, Walt’s been prepar-
ing for this since he took the keys. 

In fact, Lee’s just received a pres-
tigious Consumer Choice Award in the 
category of automobile transmissions 
for “recognizing and promoting busi-
ness excellence.” This award was based 

on an independent market survey of 
consumers and businesses in their area.

But, then again, a little luck never 
hurts.

Custom Rebuilding
Lee’s is a custom rebuild shop. Oh, 

they’ll buy the occasional reman, if the 
unit they took out is damaged beyond 
repair, or they can’t get the parts. But 
generally speaking, they rebuild trans-
missions.

His reason? Quality. He believes 

 Joe Driver(l) and Tige Thorne combining efforts to fix a problem.

Lee’s has been offering general repair since the shop opened.
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he can do a better job for his customers 
by rebuilding customers’ transmissions 
himself. And he’s not alone: This past 
May, Walt and his new wife Joan hon-
eymooned in Phoenix, Arizona. “While 
we were there, I stopped in at Dave 
Riccio’s shop, Tri-City Transmissions. 

“Dave has some interesting dis-
plays in his shop; he bought a couple 
remans from different companies and 
took them apart to demonstrate the dif-
ference between his rebuilds and those 
remans. The difference is startling: It 
makes a strong point.

“My rebuilder is very conscien-
tious; he’s more likely to replace a part 
that someone else might try to reuse, 
such as the wiring harness in a 4L60E; 
some guys would gladly reuse that wir-
ing harness. We won’t.”

[Editor’s note: Dave Riccio will 
be speaking about competing with the 
reman companies at this year’s Expo in 
Las Vegas.]

Transmissions and 
General Repair

These days a lot of transmission 
shop owners struggle with the decision 
of whether they need to take on general 
repairs to supplement their income. For 
many it’s become a necessity, with 
transmissions lasting longer and gen-
eral shops opting for remans instead of 
sending transmission problems to them.

But Walt had no such decision to 
make: Lee’s Transmissions had been 
offering general repair all the way back 
since before he came on board, and he’s 
continued that tradition ever since.

But in those early days, general 
repair counted for only about 10% of 
their work; today he says it’s more like 
40%.

That’s a substantial part of his busi-
ness. But it’s still only part, and because 
it’s only part of his business, Walt feels 
comfortable picking and choosing the 
jobs he’s willing to handle. Brakes? 
Sure. Tune-ups? No problem. Basically 
he sticks with the gravy.

But engine work? Air condition-
ing? Not so much. For those jobs he has 
shops in the area he can recommend to 
his customers. When it comes to tires, 
he’ll farm the job out to another shop. 
“It’s more of a service to my custom-
ers,” he explains.

Marketing and  
Community Service

Over the last few years, Walt has 
discontinued his Yellow Pages ads in 
favor of internet marketing. He has a 
beautiful web site (www.leestransmis-
sions.ca) built, maintained, and hosted 
by Autoshop Solutions. And they’re 
also handling his social media on line.

“I’m getting a lot of positive 
reviews with their program,” says Walt. 
“Just yesterday I had two people who 
said they came in because we had such 
good reviews on line.”

Walt met Danny Sanchez — presi-
dent of Autoshop Solutions — at an 
Expo a few years ago. “That’s one of 
the great things about ATRA,” explains 
Walt. “It connects you with so many 
terrific people.”

[Editors note: Danny will be speak-

ing at this year’s Expo management 
seminar program and he’ll be at the 
Autoshop Solutions booth on the trade 
show floor.]

Walt is also a strong community 
supporter. “Some of the kids in the 
nearby school can’t afford lunch or 
proper clothing. I’m involved with 
Gyro International, and our local chap-
ter helps support their school lunch pro-
gram. And some members’ wives knit-
ted scarves and touques (pronounced 
tūk; a beanie or ski cap) for the kids to 
help them stay warm.”

Another program he supports is 
through a nearby group called Save On 
Meats. “They offer a token program; 
you buy the tokens and give them out to 
folks in need. They can take the token 
to the Save On Meats location and get 
a hot meal.” Last summer he bought 
a bunch of tokens and he distributed 
them with his daughter and some of her 
friends.

Walt does this anonymously, and 
to be honest, those recipients probably 
won’t be sending much work his way. 
But it’s important to him and he’s not 
looking for any business benefit from 
it.

Does it help his business? 
Surprisingly he has had some custom-
ers come by who found him because of 
his community service. Or maybe not 
so surprisingly…

Lee’s and ATRA
Walt has a long history with ATRA 

and he’s a huge supporter. In fact, he’s 
the president of the ATRA Western 

Walt dries a case from the cleaner. Lee’s is a mainly a customer 
rebuild shop. Another install underway.

Monroe Transmission:  An Old-Fashioned Success Story
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Canada Chapter.
He was first introduced to ATRA 

back when he was the manager for 
Lee’s: “I was encouraged to attend the 
Chapter meetings as a Member,” he 
explains. He became the secretary/trea-
surer under Wilf Burnett, and took over 
as president when Wilf retired last year.

Walt believes that being an ATRA 
Member is a terrific way to maintain 
the integrity of the industry, and its 
standards of ethical behavior send a 
valuable message to his customer base.

“To me, ATRA adds a lot of clout 
to my business; it has an international 
presence and a warranty that my cus-
tomers can count on anywhere in the 
U.S. and Canada. It lets me compete 
as an independent on an equal footing 
with the big chains.”

And Walt takes full advantage of 
ATRA’s technical and management 
training. He’s a regular attendee at 
Expo and he’s looking forward to this 
year’s program at the Rio in Las Vegas.

“If I can bring back just one thing 
that can improve my business, it’s well 
worth the time and expense,” says Walt.

“About three years ago one of the 
presenters suggested that, when we get 
home, to go through all our expenses to 
see where we could save a buck. I did 
and I discovered a discrepancy in one 
of my bills. That simple check saved 
me $1000 right away, not to mention 
the ongoing costs I’d have paid if I 
hadn’t checked.”

He’s also particularly proud of 
his technicians, Tige Thorne and Joe 
Driver, who make it a point to attend 

the ATRA training 
programs when the 
seminars come to 
town. “I pay for the 
class but they attend 
on their own time,” 
he says.

Free Time
Walt is a big 

time hockey fan; 
his waiting room is 
plastered with pho-
tos of Tony Esposito, 
Phil Esposito, Jerry 
Cheevers, Glenn 
Hall, and Bobby 
Hull. “Some people 
say ‘don’t put your 
sports pictures up,’ 
but I find it to be an 
ice-breaker.”

And he’s not just 
a fan: He also plays 
in two senior leagues 
as a goaltender. “It’s 
for 40+, and we just 
won our champion-
ship. I’ve played on 
the one team for 20 years; it’s become 
more like a family.”

While he plays for the sheer enjoy-
ment of the sport, Walt is aware of the 
community connections he makes for 
his business. “I use my friends when 
I need their services, and they know 
they’re always welcome to call me or 
refer their friends when they have a car 
problem.”

Walt and his wife, Joan, just got 
married this past May 8. He has two 
children from a previous marriage: 
Cameron, 19, who’s in college now, 
and Christina, 15, who’s still in high 
school.

So if you find yourself in 
Vancouver, stop in and say hi to Walt 
and his crew; they’ll be thrilled to see 
you. Just don’t ask for Lee; he’s not 
there!

Walt at his front counter is the current president of the 
ATRA Western Canada chapter.

A true hands-on owner, Walt drains a converter on the bench. Today, general repair work accounts for about 40% 
of Lee’s business.
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Over the past year, we been 
working to expand the reach 
of GEARS Magazine beyond 

the U.S. market, first by exhibiting at 
Automechanika in Frankfurt, Germany, 
in 2012, followed by the ReMaTec 
show in Amsterdam, The Netherlands, 
in 2013. This year we attended the 
Automechanika show in Dubai.

There are three reasons why we’re 
making the effort to expand into these 
markets:

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

2. To discover new technologies 
and repair methods from the rest of 
the world and bring them to our North 

American audience.
3. To develop a worldwide 

audience for both marketing groups. 
The show in Dubai had 1482 

exhibitors from 58 countries, and an 
attendance of over 24,000 people. It 
featured a mix of automotive parts 
manufacturers and distributors, cover-
ing practically every automotive and 
truck system known to man.

Alan Gadd, from Sussex Auto 
Parts, was kind enough to allow me to 
distribute GEARS Magazine from his 
booth, so I had a home base to work 
from. 

The exhibitors were organized 
based on country rather than product 
type, so there was an area for German 

companies, Italian companies, Korean 
companies, etc. That format made it a 
challenge to find transmission-related 
companies because you had to visit 
each area, but it was worth the effort.

One of the big eye-openers from 
these faraway trips is when we dis-
cover that a problem we’re dealing 
with in North America has already been 
resolved in other areas of the world. 

Imagine transferring the software 
from a Mercedes Mechatronic unit to 
another transmission you just rebuilt, 
installing it, and having it work, right 
off the lift. This is the type of tech-
nology we hope to bring to the North 
American market. 

The converse is also true: Other 

  “It Was a 
Sold-Out Show” by Dennis Madden

members.atra.com
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areas of the world have a lot of trouble 
with US-made vehicles and can benefit 
from the technologies and components 
we take for granted on this side of the 
ocean. It’s a win-win. 

And we’re seeing these efforts pay 
off: This year we’re not only co-host-
ing with APRA, but ReMaTec from 

Amsterdam is also hosting their show 
in the USA for the first time along side 
ATRA’s Powertrain Expo. Combined 
we’ll have 150 companies from 14 
countries!

ATRA’s Powertrain Expo is the 
largest tradeshow in the USA dedi-
cated exclusively to the transmissions 

repair industry. Our partners, APRA 
and ReMaTec, will enhance your expe-
rience with products and services for 
different systems and from different 
parts of the world.

It’s a show you can’t afford to 
miss!

Photos from top, L to R: (1) Some exhibitors include exotic props at their booth, like this Lamborgini. (2) A common landmark for Dubai is 
the Burj Khalifa. Built in 2010; at 209 stories it’s the tallest bulding in the world. (3) Many of the booths are grouped by Country. (4) Here’s a 
row of booths from Taiwan. (Note: in Dubai it’s considered disrespectful to take photographs of people in public without their permission so 

I intentially took pictures of low-traffic areas and at a distance). (5) Booth sizes range from single spaces to massive.
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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.

Capital Core Introduces
Comprehensive A/T Parts 
Catalog

A new and expansive 2014-2015 
Automatic Transmission Parts cat-
alog is now available from Capital 
Core, a leading supplier of automatic 
transmission components serving the 
Midwestern United States.

The new catalog is one of the most 
comprehensive in the industry, with 
over 1200 pages of transmission parts 
and accessories, along with application 
guides and interchange data.  Features 
include a user-friendly format making it 
easy to find products needed among the 
20,000+ parts listed in the catalog, and 
thousands of photographs that simplify 
parts identification. 

The new catalog includes compre-
hensive listings of hard parts, soft parts, 
electrical, and electronic components. 

Other features include a vehicle 
reference with applications through the 
2015 model year, plus listings of iden-
tification codes for import applications 
and illustrations throughout the catalog.      

“Our new catalog shows that 
Capital Core is a complete-line dis-
tributor, not just a hard parts company,” 
noted Jay Shingala, president of Capital 
Core. “We’re proud to distribute the 
best transmission parts because that’s 
what our customers deserve.”

To request a catalog, contact any 
of Capital Core’s four distribution cen-
ters, call 800-223-1884, e-mail sales@
CapitalCoreInc.com or visit www.
CapitalCoreInc.com.

NAPC Looking for 
Dealers

North American Powertrain 
Components (NAPC) is growing at 

such a fast rate that they’re looking for 
Authorized Dealers in the following 
areas:

• Greater Vancouver Area
• Winnipeg and Surrounding areas
• Great Toronto Area
If you’re interested in becoming an 

authorized NAPC dealer, please contact 
Todd Crane at Todd.Crane@napc.ca.

New Bushing Kits from 
Omega Machine & Tool 
Inc.

Omega Machine is pleased to 
announce the availability of two new 
bushing kits.

Bushing kit number 144500 fits 
the Nissan RE4F03A, found in these 
vehicles:

• 1995-1998 200SX
• 1994-2002 G20
• 1993-2006 Sentra
• 2007-2012 Versa

Bushing kit number 145500 fits 
the Nissan RE4F04A, found in these 
vehicles:

• 2002-2004 I35
• 1993-2006 Altima

• 1992-2003 Maxima
• 1993-2005 Quest
These kits are in stock at your 

favorite transmission parts distributor.
Omega Machine continues to 

provide bushings, bushing kits, and 
machine shop services for the automo-
tive transmission industry. Get and stay 
up to date by subscribing to their news-
letter, available through their web site 
at www.omegamachine.com..

Fitzall Introduces 4T80E 
Cadillac Axle Stabilizer 
Kit

A worn extension housing bush-
ing in the 4T80E can lead to exten-
sion housing seal failure. This wear 
is more common on the driver’s side, 
because that’s the side that generates 
more torque.

Now, instead of pulling the trans-
mission and replacing the bushing — 
which can be an all-day job! — you can 
replace the OEM seal with Teckpak-
Fitzall’s 4T80E axle stabilizer, P/N 
94125LB.

The 4T80E axle stabilizer provides 
a new seal, plus a bearing designed to 
support and stabilize the axle.

You will have to machine the slip 
yoke down to between 1.571” and 
1.574” to use this product.

For more information, visit 
Teckpak-Fitzall on line at www.teck-
pack-fitzall.com, or call 1-800-527-
2544.

Bushing kit number 144500 fits
the Nissan RE4F03A

Bushing kit number 145500 fits
the Nissan RE4F04A
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Rostra Introduces New 
Honda/Acura External 
Repair Harness 

Rostra Precision Controls is proud 
to announce the availability of two 
repair harnesses for the most popular 
Honda and Acura 4- and 5-speed auto-
matic transmissions, Rostra part num-
bers 350-0146 and 350-0147.

The 350-0146 harness is a two-pin 
solenoid repair harness used on virtu-
ally all externally mounted, on/off shift 
solenoids, and dual and single linear 
solenoids.  

Part number 350-0147 is a one-pin 
repair harness that can be used on all 
early style pressure switches from 1998 
to current models.

Please contact your favorite parts 
distributor for pricing and availability.

For more, visit www.
RostraTransmission.com on line.

New Smart Blend 
Transmission Service and 
Applications Guide

Smart Blend Synthetics has just 
released its new Transmission Service 

and Application Guide, with up-to-date 
listings of over 1500 OEM makes and 
models.

The new chart includes a complete, 
easy-to-follow guide, recommending 
which Smart Blend Synthetic fluid, 
supplement, or protectant is suitable for 
use in each transmission type.

The Smart Blend Transmission 
Service and Application Guide is avail-
able online by logging onto our web 
site — www.smartblend.com — or you 
can use the QR code on the back of 
their new Full Synthetic Multi-Vehicle 
Automatic Transmission Fluid, part 
#10000.

For more information, call 1-888-
422-9099, or visit them on line at www.
smartblend.com.

Phillips 66 Acquires 
Specialty Lubricants 
Manufacturer 

Phillips 66, an energy manufactur-
ing and logistics company, has agreed 
to acquire Spectrum Corporation, a 
leading specialty lubricants company.

“The acquisition of Spectrum 
complements our strong-performing 
lubricants business by increasing our 
access to specialized global lubricants 
markets and is in line with our strategy 
to selectively grow our marketing and 
specialties segment,” said Tim Taylor, 
president, Phillips 66. “It also creates 
new opportunities to expand our world-
wide lubricants customer base.”

“We are excited to join Phillips 
66 and become part of their growing 
lubricants business,” said Kent Farmer, 
chief executive officer, Spectrum. 
“While the ownership of Spectrum is 
changing, our customers can expect 
to receive the same outstanding ser-
vice and high-quality products they’re 
accustomed to.”

Spectrum is an independent blend-
er, packager, and marketer of specialty 
lubricants including two-cycle engine 
oil, small engine oil, and hydraulic 
oil. Spectrum offers a broad array of 
private-label and brand-name specialty 
lubricants and related products, includ-
ing more than 500 products under 14 
separate product lines. Spectrum is the 
parent company of Life Automotive,  
with their Smart Blend line of prod-
ucts for the Transmission / Powertrain 

Industry.    
Spectrum is headquartered in 

Memphis, Tennessee, and is currently 
owned by Dominus Capital, L.P. The 
transaction is expected to close in the 
third quarter of 2014 following the 
receipt of regulatory approvals. Terms 
of the transaction are not being dis-
closed.

Phillips 66 is a growing energy 
manufacturing and logistics compa-
ny with high-performing midstream, 
chemicals, refining, and marketing and 
specialties businesses. Headquartered 
in Houston, the company has 13,500 
employees committed to operating 
excellence and safety. For more infor-
mation, visit www.phillips66.com..

Russell Auto, Inc. Earns 
’14 Torch Award for Small 
Business

These days it’s hard to turn the 
news on without hearing about how 
some auto repair shop or other was 
caught cheating the public. 

So it’s with no small amount of 
pride that we announce that longtime 
ATRA Member Wayne Russell and 
his shop, Russell Auto, Inc., was just 
honored with the 2014 Torch Award for 
Marketplace Ethics for small business 
from the Better Business Bureau of 
New Hampshire. 

The award was based on an inten-
sive selection process that included 
about 12,000 businesses statewide. One 
of their criteria for selection was that 
there could be no complaints reported 
to the BBB for the past three years.

Wayne accepted the award for his 
company at the BBB award ceremony, 
with around 200–300 people in atten-
dance. “I figured it was a fundraiser or 
something,” says Wayne. “I had no idea 
we’d been chosen until they announced 
our name at the ceremony.”

In addition to his role as president 
of Russell Auto, Wayne has served 
on the ATRA Board of Directors 
and was the founder of the ATRA 
Northeast Chapter. He currently serves 
as chairperson for Manchester School 
of Technology Automotive Advisory 
Committee and he’s on the Manchester 
Community College Automotive 
Advisory Committee. 

Russell Auto just celebrated their 

Rostra 350-0147

Rostra 350-0146
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49th anniversary at their Manchester 
location, with three generations of the 
Russell family working together under 
one roof.

Congratulations to Wayne and 
the Russell Auto staff from the entire 
Association; you’ve done us all proud!.

Corteco Introduces 
New Kit for the GM 
6T40/45/50 Transaxle 

Corteco is pleased to announce the 
availability of TransTec® overhaul kit 
2568. This new kit includes bonded 
apply and balance pistons and services 
the GM 6-speed 6T40/45/50 transmis-
sion.

TransTec® kit 2568 is in stock 
and available for immediate shipment. 
For more, visit them on line at www.
TransTec.com.

Tri Component 
Introduces New 
Washer Kit for Chrysler 
Transmissions 

Tri Component has just intro-
duced kit TW-9-23A; an aluminum 
upgrade for the plastic turbine washers 
in Chrysler 45RFE and 545RFE torque 
converters.

The OE part has a high failure rate 
while the Tri aluminum alloy part is 
designed to withstand the most severe 
service conditions.

Inner and outer grooves accom-
modate original O-ring part numbers 
TO-25-16 and TO-25-17. 

Tri upgrade part number TW-9-
23A is available for immediate delivery.

For more, visit Tri Component at 
www.tricomponent.com.

Superior Introduces 
Three New Products 

Superior Transmission Parts, Inc. 
introduced three new products to help 
keep your units alive and together for 
the long run.

1. Superior P/N K0109 — The new 
“Chico” extra-wide drum bushing is 
now available for late 722.6 / NAG-1 
and 722.9 / NAG-2 units.

The original bearing can gall or 
score the shaft, making it unsuitable 

for reuse. Now you can save the shaft 
and drum by simply installing the new 
K0109.

This newly designed extra-wide 
bushing is made in the U.S.A. It was 
designed to add more surface area and 
be a direct replacement for the bearing/
seal located inside the input drum.. 

Note: For early 722.6/NAG-1 mod-
els, use the K050 Chico bushing set, 
which so many Mercedes transmission 
rebuilders now know as simply as the 
“Chico” bushing.     

2. Superior P/N K0111 — 
SuperTuff® forward clutch hub snap-
ring, which fits all C-6 / E4OD / 4R100 
forward clutch and front bearing hubs.

This is similar to the ever popular 
K0105 (5R55W/N/S FWD hub snap 
ring). It’s extra thick and wide to pre-
vent breaking after repairs.

3. Superior P/N K0112 — Forward 
band servo release spring fits all 4T65E 
to virtually eliminate the come-to-a-
stop, then drive-bang-into-gear-on-
takeoff that so many of these units 
experience.

The problem is intermittent, with 
no change after replacing the valve 
body, forward servo piston, and cover.

Recalibrating the release spring 
rate fixed the complaint. Several were 
tested in the field when Superior’s 

Featured Sub Kit and Components
TransTec® 
Number Description

2568 Overhaul kit with pistons
2567 Overhaul kit without pistons
4844 Valve body gasket kit
3547 Sealing ring kit
B34404 Molded rubber pan gasket
B37183 Converter hub seal
B37181 Axle seal, left
B37182 Axle seal, right

B82429 Apply piston: 1,2,3,4 FWD 
clutch

B82430 Apply piston: low reverse 
clutch

B82431 Apply piston: 2,6 intermediate 
clutch

B82432 Balance piston: 4,5,6 OD 
clutch

B82418 Apply piston: 3,5, reverse 
clutch

Superior K0109

Superior K0112

Superior K0111

1PINS 714 jeanette.indd   64 7/1/14   3:45 PM



GEARS   July  2014 65

TechTeam™ tech line received inqui-
ries. This kit can be installed without 
removing the transmission.

For more, visit Superior 
Transmission Parts at www.superior.
com.

Raybestos Receives 
Achievement Award from 
Hitachi 

Raybestos Powertrain has received 
the Silver Level Achievement Award 
from Hitachi Construction Truck 
Manufacturing Ltd., for meeting or 
exceeding performance standards. The 
award is given to suppliers based on the 
quality of incoming parts, on-time ship-
ments, and cost reduction programs.

“Here at Raybestos, we strive for 
high quality and excellent shipping 
performance. We are proud to be a 
preferred local supplier to Hitachi. It is 
our goal to meet and exceed our cus-
tomers’ performance standards,” said 
Greg Kloeppel, account manager at 
Raybestos Powertrain.

Raybestos Powertrain is a leading 
supplier of premium OE and aftermar-
ket parts to automotive and heavy duty 
manufacturers. Located in Sullivan, 
Crawfordsville, and Tipton, Indiana, 
they are proud to supply made-in-the-
USA parts to the transmission industry.

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

JASPER Opens 
Additional Gas Engine 
Remanufacturing Unit  

Jasper Engines and Transmissions 
has expanded its gas engine remanu-
facturing division within the Jasper, 
Indiana, facility.

The Jasper facility had four reman-
ufacturing lines (called PODs) in which 
an engine went from a core to a fin-
ished product. Each POD has specific 

engine families that it remanufactures. 
This allows each POD to specialize 
with those engine families, which helps 
JASPER produce a quality product 
more efficiently. 

The need for a fifth POD was 
realized as increased sales of Jasper 
remanufactured Ford modular engines 
(4.6L and 5.4L Triton V8 and 6.8L 
V10) exceeded the gas engine divi-
sion’s maximum production.

“We were selling 28 units per day 
at the start of the year,” said Randy 
Bauer, Jasper facility gas division man-
ager. “We’re currently averaging 33 
sales per day.”

The new POD, named POD 305, 
began gas engine remanufacturing on 
June 1st after months of development 
and the relocation of Jasper’s differen-
tial division. 

This POD expands on an open 
concept method used in other areas 
within the gas division. “We had open 
floor space available to configure each 
department in a U-shaped design,” said 
Bauer. “We found this design to be 
very successful in the disassembly and 
assembly areas in our other PODS, so it 
was used in each area of 305.”

With the formation of the power 
drive transmission facility later this 
year, the gas division is anticipating 
additional floor space to transform 
existing PODs in a similar fashion.

For more information call 
Jasper Engines & Transmissions at 
800.827.7455 or log onto www.jas-
perengines.com.

New Fitzall Cooler Line 
Adapter for Allison 
Transmissions 

Allison 2003-up, 1000, 2000, and 
2400 transmission bellhousings often 
crack or break because of the high 
torque being applied. Because of this, 
late-model bellhousings are getting 

harder to find.
Teckpak-Fitzall has just introduced 

P/N 116996EL adapter fitting that lets 
you replace the late-model bellhous-
ing with the earlier and less-expensive 
early-model bellhousing. 

The fitting thread size is ¾”–16, 
and it adapts to a 5/8” clip-in line.

For more, visit www.teckpak-fit-
zall.com on line.

PML Rear Differential  
Cover for Ford Trucks Has  
a Classic Look and Extra 
Lube Capacity

PML now manufactures and sells 
an extra capacity cover for the rear dif-
ferentials on 1989 and newer F-250 and 
F-350 trucks, and the Ford Expedition.  
Heavy Duty straight fins lend a look of 
strength and durability.

This cover is a bolt on replacement 
for the stock cover on the Sterling 10 ¼ 
inch and 10 ½ inch ring gear differen-
tial used in these trucks.

Features of the new PML rear 
cover are:                                                                                    
•	 0.8	 quart	 extra	 oil	 capacity	 for	

cooler temperatures 
•	 Sand-cast	 aluminum	 with	 raised	

fins 
•	 3/16-inch	 thick	 wall	 construc-

tion to add strength to differential 
housing

•	 3/8-inch	thick	gasket	flange	
•	 Boss	for	a	temperature	sensor
•	 Drain	 hole,	 fill	 hole,	 and	 level	

check hole for easy oil changes
•	 Hardware	 provided,	 including	

magnetic drain plug 
•	 A	matching	 front	 cover	 is	 avail-

able.
•	 Available	in	three	finishes,	natural	

(as cast), powder coated, polished

Information on PML’s full line of 
products is available on their website, 
http://www.yourcovers.com.
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ERIKSSON INDUSTRIES

•MECHATRONICS - Programmed•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

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

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

ECM  TCM  PCM  BCM
Foreign & Domestic

AUTOCOMP

One Year Warranty

Computer Module Specialist

A/C COMPRESSORS
A/C PARTS

A/C Parts Specialist

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

Accept Major Credit Cards 

Technologies, Inc.

8515 North Freeway, Houston, TX 77037

COMPUTERS

888-217-4072

COMPUTERS

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

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

Honda 5-Speed Dual Linear

Aisin AW 5- & 6-Speed

Honda 5-Speed Dual Linear

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

*OE & Remanufactured

 

Solenoid CORES
CASH for 
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BMW    Mercedes-Benz    Audi

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

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

Need Hard 
Parts?

1.877.888.5160

Just Ask!

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

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

• Light duty manual 
transmission parts for both 
foreign and domestic

• Transfer case component parts
• Fully dyno tested 

remanufactured transmissions 
and transfer cases

• Superior Technical Knowledge
• Give us a call TODAY!

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

QUALITY. KNOWLEDGE. SERVICE.

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

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

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

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

www.servobore.com 

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

No machine
shop required. 

 

HARD PARTS FOR 
Domestic and Foreign 

AUTOMATIC TRANSMISSIONS 
Late and Early models   

 
WE HAVE OVER 500,000 PARTS IN STOCK  

CALL 602-971-0477 
getithardparts.com 

 
WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

  
   

  

 

 
 

www.kbcores.com

WWW.QUALITYGEAR.COM

TRANSMISSION
TRANSFER CASE&

PARTS

TOUGHER. STRONGER. BETTER.

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

* 1 YR Warranty*
*Tech Support*

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

NOW OFFERING
*SONNAX Updated Pumps*

(877) 337 - 4681
www.reamman.com

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

We are the premier wholesale 
provider of new and remanufactured 

manual transmissions, 
transfer cases, differentials,and all 

related components.

Multiple Distribution Locations
1-800-658-2537

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

600 Bruckner Road
Spartanburg, SC

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

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

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net

SPRINTER Transmissions
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player, quality work, positive work atti-
tude. 40 hours work week, no weekends, 
one week paid vacation after one year. 
Must have current references. Please 
email resume to: dbland@atra.com Sub-
ject: BB-0714-1. ATRA Mbr

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

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.

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

SEEKING NEW OPPORTUNITY: Sales 
Manager and Inside Sales Representa-
tive seeking a new opportunity. Open to 
relocation for the right company and right 
fi t. Several years of experience in trans-
mission parts sales and management. 
Resume available upon request: Newop-
portunity333@gmail.com

HELP WANTED: Well-established North-
ern California Transmission Shop look-
ing for a Installer/Swingman who wants 
to learn to rebuild. Must have minimum 
5 years transmission experience. Team 

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

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

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

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

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

For our Canadian 
Subscribers

Some of the 800- toll free numbers 
listed in the shopper ad section do 
not work In Canada. Therefore, as a 
service to you we have listed direct 
line phone numbers to our shopper 

advertisers:

www.atra.com

A&REDS Transmission Parts has multiple 
locations

Eriksson Industries (860) 388-4418

Transmission Exchange Co. (503) 284-0768

Autocomp Technologies (713) 697-5511

Precision of New Hampton Inc (641) 394-5955

Lory Transmission Parts (305) 642-4621

Miami Transmission Kits (305) 885-7355

ART Auto Sport Unlimited 
Remanufactured Transmissions (616) 748-5725

Weller Auto Trucks Has many different 
shop locations

Instaclean (928) 680-4445

Silver Star Transmission (405) 330-9300

Trans-Pac Motor Parts (310) 637-9156

Transfer Case Express has multiple 
locations

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  

 

 

Aug 9 - Albuquerque, NM Aug 23 - Los Angeles, CA Sept 6 - Atlanta, GA

Sept 13 - Billings, MT Sept 20 - Chicago, IL Sept 27 - Clark-Newark, NJ

Nov 8 - Baltimore, MD

ATRA'S POWERTRAIN EXPO 2014  •  Oct 30- Nov 2, 2014
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Don't forget to check the Seminar Information on page 50–51!

HELP WANTED: Well-established, Midwest Transmission Parts 
Distributing Company seeks professional Inside Sales Transmis-
sion Parts Salesperson. Qualifi cations:  High school or equiva-
lency degree; fi ve plus years transmission parts sales; excellent 
communication and customer service; self-suffi ciency; computer 
skills.  No commission cap, a great opportunity for the right 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: Due to increased sales, we have an opening 
for an experienced, detail oriented rebuilder. Clean, organized 
shop, top pay. Visit: www.certifi edtrans.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: 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 benefi ts 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: North American Powertrain Components:
Canada’s fastest growing Aftermarket Powertrain Supplier 
is looking for Authorized Distributors in the following areas. 
Greater Vancouver Area  - Winnipeg Area – Greater Toronto Area. 
If you are interested in becoming an Authorized NAPC Dealer 
please contact Todd Crane: Todd.Crane@napc.com  ATRA Mbr

HELP WANTED: NATIONAL EMPLOYMENT HEADQUARTERS 
FOR THE TRANSMISSION  INDUSTRY.  Fast, Easy and Free 
service to industry employees! Low cost and an easy way to 
recruit nationwide for shop owners!  Serving the transmission 
industry since 1997. Visit our website at: www.transteam.com or 
call us toll free at: (888) 859-0994.

800.428.8489
http://members.atra.com

MEMBERS.ATRA.COM

Aug 9 - Albuquerque, NM Aug 23 - Los Angeles, CA Sept 6 - Atlanta, GA

Sept 13 - Billings, MT Sept 20 - Chicago, IL Sept 27 - Clark-Newark, NJ

Nov 8 - Baltimore, MD

Check members.atra.
com for more dates 

and locations 
to come!

2014 ATRA TECHNICAL SEMINARS 

ATRA'S POWERTRAIN EXPO 2014  •  Oct 30- Nov 2, 2014
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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 information
on page 50–51 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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