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FROM THE TECH DIRECTOR

Your job takes place in the 
bays… on the bench… and 
out on the road. So why should 

your technical information be anchored 
to a counter in your shop’s office? 
That’s not where you do your work. 
Shouldn’t your technical resources be 
available where you need them?

That’s the whole idea behind the 
new ATRA Tech Center: It’s been 
completely redesigned and optimized 
for use on mobile devices like your 
smartphone or handheld tablet. Which 
puts ATRA’s technical information any-
where you are… and always right at 
your fingertips.

Think about that: You’re on a road 
test when you notice the problem — 
3rd gear starts dropping out; the trans-
mission seems to be shifting 2-4. In the 
old days, you’d have to drive back to 
the shop, log onto the web site, perform 
your search, and then head back out on 
the road to try to duplicate the condition 
again to isolate the specific failure.

Sure, it worked… if the problem 
showed up a second time. But even if 
it did, you still ended up wasting a lot 
of time.

With ATRA’s new Repair Center, 
you pull off to the side of the road 
— because you never, ever use your 
smartphone while driving! — and run 
your data search right from the road. In 

seconds you 
have your 
d i a g n o s t i c 
information 
and you’re 
back on your 
road test, 
pinpointing 
and isolating the problem. 

By eliminating that wasted drive 
time, you spend more time diagnos-
ing and fixing problems and less time 
searching for them. Which means more 
billable hours… more profit… and 
more satisfied customers. 

What about when you’re working 
at the bench with a unit you’re less 
comfortable with? Set your tablet at the 
end of the bench or on a nearby shelf 
and suddenly you have checkball loca-
tions, solenoid IDs, and technical data, 
all right in front of you where you need 
them most.

While you’re there, search for 
updates and rebuild tips to make your 
job go smoother and faster. There are 
even video procedures and webinars 
available for many of the more popular 
units, with more programs going on 
line every week. Try that with a printed 
manual!

And because the 
new Repair Center is 
available on all mobile 
devices, you’re never 
waiting for someone else 
to finish up on the shop’s 
computer. Just grab your 
phone or tablet and sign 

on. Everyone in your shop can be gath-
ering data at the same time: No waiting, 
no down time.

One of the first guys to take the 
new Repair Center for a test drive was 
Robert Moreau from Sonnax. “I tried 
it on both my Windows phone and my 
iPad,” says Robert. “It’s great; quick 
and easy to read, and the pages resize 
right away to fit my screen. I like that.” 

Of course, the ATRA Repair 
Center is available exclusively for 
ATRA Members; non-Members need 
not apply. What, you’re not an ATRA 
Member? Well there’s never been a 
better reason to sign on. Join today, 
and start putting the experience and 
know-how available through the ATRA 
Repair Center to work for you, when-
ever and wherever you need it. 

The ATRA Repair Center: Using 
today’s mobile technology to put the 
experience of thousands of technicians 
right at your fingertips… wherever you 
may be. 

by Lance Wiggins
members.atra.com

by Lance Wiggins

ATRA’s New Repair 
Center Puts 
the  Tech 
W h e r e 
Yo u  A r e

and isolating the problem. 

new Repair Center is 
available on all mobile 
devices, you’re never 
waiting for someone else 
to finish up on the shop’s 
computer. Just grab your 
phone or tablet and sign 

on. Everyone in your shop can be gath-
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Unusual Suspect

When it comes to diagnos-
ing a complaint on the 
HotLine, sometimes it’s 

like being a detective at a murder scene. 
No one saw anything and the suspects 
can be quite unusual.

The clues are there, but they can be 

very diffi cult to see… especially over 
the phone! Sometimes you just have 
to go with your gut instincts. This is 
common when the technician is dealing 
with a transmission that he isn’t familiar 
with. Here is an example of what I’m 
driving at:

This particular call was for a 2006, 
2WD Jeep Commander equipped with 
a 3.7 liter engine and a 722.6 (NAG 1) 
transmission (fi gure 1). The complaint 
was the transmission was setting ratio 
codes before and after a rebuild.

by Mike Souza
members.atra.com

THE WORD ON THE STREET

Unusual 
Suspect

Diagnosing a complaint on the HotLine is 
like being a detective at a murder scene: 

No one saw anything.
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Unusual Suspect

One of the original codes, 
although not related to a slip, was 
U0404 — Implausible Data received 
from Electronic Shift Module (ESM)  
(figure 2). This is a very common 
code for Jeeps equipped with a NAG 1 
transmission.

The usual suspect for this code 
is a bad ESM, which is why most 
dealerships keep the shifter assembly 
and the module in stock as one unit. 
Another possibility is a leak or blown 
snap ring at the B2 clutch pack  
(figure 3).

But in this case, the technician 
cleaned the ESM terminals and code 
U0404 didn’t return; kind of an odd fix 
for this code. 

Another unrelated ratio code 
that was in memory when the vehicle 
arrived was P0711 — Transmission 
Temperature Sensor Performance. This 
code didn’t reappear after he replaced 
the conductor plate.

But here’s where the plot thickens: 
One of the original ratio codes kept 
coming back and wouldn’t go away.  
The original ratio codes were P0733, 
P0734 and P0735 — Gear Ratio Errors 
in 3rd, 4th, and 5th. The one code that 
kept coming back was P0734.

Even though the scan tool indicated 
the speed sensors were working 
correctly, the tech tested them with an 
oscilloscope; the waveforms looked 
fine. Thinking that the P0734 could  

still be set by a defective conductor  
plate (since the speed sensors are 
integral to the plate), they changed 
the conductor plate again, along with 
the transmission control module. The 
conductor plate was new from the 
dealer.

P0734 still appeared while running 
the transmission on the lift and when the 
transmission was shifting in Tiptronic 
mode.

He replaced the converter during 
the rebuild so it wasn’t considered 
a suspect, even though a slipping 
converter can cause ratio codes on a 
722.6 transmission without setting a 
lockup slip code.

Figure 1

Figure 3

U0404 Implausible 
Data received from 

Electronic Shift 
Module (ESM) is a 

very common code 
for Jeeps equipped 

with a NAG 1 
transmission.

Figure 2
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Unusual Suspect

The K1 clutch drum (figure 4) and 
support (figure 5) were damaged and 
replaced during rebuild. The technician 
verified that the tooth count of the sun 
gear on the K1 drum was the same as 
the original, so that eliminated another 
suspect.

Still the mystery of code P0734 
wouldn’t go away. The shop changed 
the valve body just to remove it from the 
lineup of suspects. They had the dealer 
reflash the new TCM as a precaution. 
No change; the P0734 appeared again. 
This murder mystery wasn’t going to be 
easy to solve, or so I thought.

Those were the facts that were 
given to me as I arrived on the scene. 
Now all I needed were some clues.

Going on gut instinct, I asked the 
tech to remove and clean both battery 
cables, no matter how good they looked. 
Then I had him remove and clean the 
other end of the ground cable. 

The next day I received an email 
from the tech stating that he cleaned 
and tightened all the battery cable 
connections. He tested the vehicle on 
the lift and the P0734 didn’t reappear. 
He then drove the vehicle for a short 
distance and the code still didn’t return.

He had the shop manager drive the 
vehicle home that night and back the 
next morning. The shop manager lived 
about thirty miles away and the code 
never returned.

When I called to verify the fix we 
were both glad this murder mystery was 
solved and the suspect apprehended.

80% of the electrical problems in 
today’s vehicles are caused by poor 
battery cable connections. To solve a 
mystery, sometimes you just have to 
trust your gut instinct. In the case of this 
murder mystery, the suspect was not so 
unusual.

Figure 5

Figure 4
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Automatic Transmission News From Across the Pond

When we discuss trends or 
issues that affect the auto-
matic transmission repair 

industry, we usually take it for granted 
that we’re talking about the American
industry; specifically, the transmission 
repair business in the United States and 
Canada.

What may come as a complete sur-
prise to regular GEARS readers is that 
there’s actually a whole ’nuther seg-
ment of the industry on the other side 
of the ocean. Which ocean? Doesn’t 
matter: There’s one on each side.

This is much less of a surprise to 
us here at ATRA: We’ve been working 
with that segment of the industry for 
several years, in an effort to integrate 
our markets and help share our collec-
tive knowledge and experience.

To introduce some of what we’ve 
learned about our Old World neighbors, 

we reached out across the Atlantic to 
the shores of jolly old England. There, 
on the southern tip of Great Brittan, we 
spoke with Rui Neves of Sussex Auto 
Parts, Ltd.

How much automatic work can 
there possibly be in England? After 
all, when you think of British cars, you 
usually think of manual transmissions: 
Austin, MG, Triumph, and so forth. 
Well, as it turns out, a lot of automat-
ics are starting to make their way into 
Great Britain, through Jaguar, BMW, 
Audi, and VW, to name just a few.

Since there are generally not very 
many automatic transmissions littering 
the English landscape, there are only 
a few transmission shops around to 
serve them. So, when customers face 
a transmission problem, their choices 
are limited. 

Sure, they can still go back to the 
dealer for a new transmission. But that 
comes with an all-to-familiar dilemma: 
price. According to Rui, some of those 
dealership transmissions can cost over 
8000 pounds; that’s about $13,600 in 
U.S. dollars! Talk about a repair costing 
more than the car is worth!

The BMW Mini is a great example, 
because it’s a popular car in both mar-
kets. “If you take one to a dealer, they’ll 
charge about 4000 pounds (about $6800 
U.S.) to have a gearbox fitted,” says 
Rui. (That’s English for “replace the 
transmission.”) “Most shops will do 
a rebuild for between 1500 and 2000 
pounds ($2550 and $3400 U.S.)”

So, while the actual number of 
automatic transmissions isn’t all that 
large, a fair number of them are begin-
ning to make their way into transmis-
sion shops around the country.

Automatic Transmission News
From Across the Pond

by Steve Bodofsky
members.atra.com
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Automatic Transmission News From Across the Pond

And since the choices for transmis-
sion repair are so sparse, much of the 
work that reaches English transmis-
sion shops originates from the general 
repair market, either as a referral, a 
wholesale job, or even as an over-
the-counter sale.

“Some general repair shops 
will try to offer transmission 
repair, but they’ll usually remove 
the transmission and take it to a 
nearby transmission shop to have 
it rebuilt,” explains Rui. “But 
many transmission shops prefer 
to get the car and do the whole 
job, and offer the referring shop a 
discount. That way they can be sure 
the job is done right.”

The folks at Sussex try to keep a 
wide variety of parts available for their 
customers, but they do have their limi-
tations. Part of that is because of the 
size of their market; since the market 
for some units is so small, the parts 
aren’t as easily available as they are 
in North America. Some of those parts 
limitations have forced them to become 
inventive for supplying the parts their 
customers need.

For example, the VW and Audi 
DSG transmissions (you know them 
as the 02E dual clutch): “Volkswagen/
Audi will only sell us the clutches, 
external filter, and the Mechatronic 
unit separately around here. The inter-
nal components aren’t available to us. 
So we buy new transmissions, disas-
semble them, and sell the parts as kits,” 
explains Rui. 

Interestingly, while not readily 
available in England, these parts are
available on this side of the Atlantic.

Sussex also stocks new valve bod-
ies for several different transmissions. 
“Lately shops have been seeing cars 
come in with 40–60 thousand miles 
with the valve bodies worn out; the 
transmission’s internal components are 
still just fine.

“We found we can supply brand 
new valve bodies for a lot less than 
the dealer charges; in fact, they’re not 
much more than a rebuilt valve body 
would be.”

One thing they don’t see is a lot 
of is American transmissions. “There 
were a few manufacturers, like Aston 
Martin and Jaguar, that used the 4L80E, 
but we don’t see many of them.”

They do see a few older 
American cars. “We have a shop in 
the next town that specializes in 
American vehicles,” says Rui, without 
a hint of irony in his voice. Not all 
that different from the shops that used 
to specialize in imports on this side 
of the globe.

“The cars he gets are usually clas-
sic cars that don’t drive a lot of miles, 
like old Corvettes and Mustangs.” Just 
like here in America, these are gener-
ally play toys for the more affluent car 
owners… cars that spend more time 
locked away in a garage than out on 
the road.

The dearth of American cars 
has a bit to do with their location. 
“In the larger cities, like London or 
Manchester, you’ll see limousines in 
use, and they’re mostly American-
made cars.” Farther from the cities, 
they’re more likely to see European and 
Japanese transmissions.

Another thing they’re just starting 
to be able to source are parts for Jatco 
CVTs. “The belts aren’t an issue; we 
can get them. We have some pulleys 
— new and used — and solenoids are 
becoming available. But for some rea-
son we can’t get the stepper motor for 
the JF010.

“The dealers won’t sell the indi-
vidual parts for these transmissions. 
They’ll sell you a complete transmis-
sion, but that could cost 8000 pounds! 

And those are cars that have been 
around for a while.” Pretty hard for 
the customer to justify that much of a 
repair investment.

“Yet we have no problem getting 
the stepper motors for the JF011. 
The dealers still won’t sell them to 
us; we have companies in Japan 
that’ll source the parts for us. But 
we can’t source the ones for the 
JF010.”

This is another part that’s 
easily sourced in North America. 
That may be because the JF010 is 
used in the Nissan Murano with a 
3.5L engine; a fairly common car 

on our side of the Atlantic, but a bit 
more power than you’re likely to see 

English roadways. 

Another thing that keeps them busy 
at Sussex Auto Parts is that not all their 
parts go to shops in England. “A lot of 
our parts go to Russia, Australia… all 
over the world. We have a few really 
good customers in Russia who buy a lot 
of chains, belts, and more.”

And while most of their sales in 
Great Britain go mainly to transmission 
shops, their sales abroad are usually 
to parts suppliers in those countries. 
“We do get the occasional transmission 
shop abroad that orders directly from 
us, but the big orders come from other 
suppliers.”

It’s been said that the one constant 
in life is change. It’s not a new con-
cept; it was introduced by Heraclitus 
of Ephesus, a Greek philosopher who 
lived about 2500 years ago. And he 
didn’t even own a transmission shop! 

Just as the transmission repair 
market has seen unbridled change in 
this country, so too has it experienced 
change across the sea. That change can 
mean a growing market — all around 
the world — for those businesses that 
are willing to take advantage of it.

For many of you, the transmis-
sion repair industry will always be 
about the business we do right here in 
the U.S. and Canada. But these days 
transmission repair, like so many other 
industries, has taken on a global flair. 
And that’s going to become a valuable 
market for some segments of our indus-
try in the years ahead.

The folks at Sussex try to keep a 
wide variety of parts available for their 
customers, but they do have their limi-
tations. Part of that is because of the 
size of their market; since the market 
for some units is so small, the parts They do see a few older 

And those are cars that have been 
around for a while.” Pretty hard for 
the customer to justify that much of a 
repair investment.

the stepper motors for the JF011. 
The dealers still won’t sell them to 
us; we have companies in Japan 
that’ll source the parts for us. But 
we can’t source the ones for the 

That may be because the JF010 is 
used in the Nissan Murano with a 
3.5L engine; a fairly common car 

on our side of the Atlantic, but a bit 
more power than you’re likely to see 

English roadways. 

Another thing that keeps them busy 
at Sussex Auto Parts is that not all their 
parts go to shops in England. “A lot of 
our parts go to Russia, Australia… all 

And since the choices for transmis-
sion repair are so sparse, much of the 
work that reaches English transmis-
sion shops originates from the general 
repair market, either as a referral, a 

Automatic Transmission News From Across the Pond

...when you think of 
British cars, you usually 
think of manual trans-
missions: Austin, MG, 

Triumph, and so forth.
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Thinking Outside the Box when Diagnosing Code P1870

Sometimes the only way to fix 
a problem is to think outside 
the box.

How many times have you had a 
GM with a 4L60/65/70E and a code 
P1870 show up, and went straight to the 
converter or valve body looking for the 
problem? But when you get there you 
discover everything looks good. That’s 
when you have to start thinking outside 

the box.
Before we go any further, let’s 

identify code P1870: it’s defined as a 
“transmission component slipping.”

There are generally two reasons 
why a component will slip:

1.  Not enough pressure to keep the 
clutch or band applied.

2.  Too much load being applied to 
the clutch or band.

STREET SMART

by Mike Brown
members.atra.com

How many times have 
you had a GM with a 

4L60/65/70E and a code 
P1870 show up, and went 
straight to the converter 
or valve body looking for 

the problem? 

when Diagnosing 
Code P1870
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Thinking Outside the Box when Diagnosing Code P1870

How does the computer identify  
component slip? It monitors the dif-
ference between the engine RPM and 
the transmission output RPM. It then 
calculates turbine shaft RPM and 
TCC slip, using readings from the 
input speed sensor, output shaft speed  
sensor?

Here’s what it’s looking for:
•	  In D3 with the TCC engaged, 

the engine RPM should closely 
match the transmission output 
shaft RPM.

•	  In D4 with TCC engaged, TCC 
slip speed should be between  
0–10 RPM.

If there’s any more than that, the 
computer assumes a component is slip-
ping and sets code P1870.

P1870 is a performance code, 
which means that a mechanical prob-
lem exists. This code generally won’t 
set from electrical issues such as a dam-
aged wiring harness or poor electrical 
connections, and this is where you need 
to start thinking outside the box.

A transmission can only work as 

well as the engine that’s driving it. If 
you have a plugged exhaust, it restricts 
flow throughout the engine. Since 
exhaust can’t get out, the engine can’t 
pull more air in through the intake. And 
if you can’t get air coming in, the MAF 

sensor won’t recognize the load to the 
engine, so it won’t raise line pressure.

And without line rise to keep the 
converter clutch locked down, you’ll 
end up with a TCC slip, and maybe a 
3-4 clutch or band failure, depending 
on the transmission you’re working 
on. The MAF sensor is one of the main 
inputs to the computer for engine load, 
so without a proper load signal, the 
computer can’t control line pressure 
properly.

How many times have you had a 
unit that seemed to work fine during 
the road test, but ended up coming back 
a short while later all burnt up? The 
problem? No line rise! To avoid this, 
put a pressure gauge on every unit you 
rebuild and drive it to make sure pres-
sure is operating properly.

If you find that you have no line 
rise, the first place to check is the air 
box (figure 1). This is where consum-
ers often try to save a buck by “doing 
it themselves,” only to build in more 
problems than they could have hoped 
to save.

Figure 1

If you find that you 
have no line rise, the 
first place to check is 
the air box. This is 

where consumers often 
try to save a buck by 

“doing it themselves,” 
only to build in more 
problems than they 

could have  
hoped to save.
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Thinking Outside the Box when Diagnosing Code P1870

What they don’t realize is that 
new cars are a lot different than, say, a 
1970 Mustang. On those older cars you 
could change the air filter and the car 
would run great. Not so with new car 
technology.

Here’s what happens: As the air 
filter becomes plugged and begins to 
restrict air flow, the computer reduces 
the fuel delivery to maintain a proper 
air/fuel mixture. When you install a 
new air filter, you need to reset the 
computer so it can relearn the air/fuel 
mixture quickly and efficiently. 

If you don’t reset the computer, 
the air/fuel mixture will remain out of 
calibration for the new level of air flow, 
so the car may actually run worse than 
it did with the dirty air filter!

Another problem is when custom-
ers attempt to save a buck over the 
long haul by installing a reusable air 
filter (figure 2). These air filters can 
allow up to 50% more air through than 
a paper air filter, but that really has no 
effect on the actual performance; the 
computer just compensates for it.

The real problem that shows up 
is that these reusable air filters are 
wet filters. You have to apply a small 
amount of oil to the filter to keep them 
working properly. And if someone adds 
too much oil to the air filter, that oil can 
contaminate the MAF sensor.

If that happens, just cleaning the 
MAF sensor may be enough to correct 
the problem and make all the difference 
in how the vehicle will run and how the 
transmission will operate.

Code P1870: It can be a tough 
one to track down and correct, because 
many of the problems aren’t in the 
transmission itself. But a little think-
ing outside the box can help you track 
down and clear up these annoying 
conditions.

Figure 2

The real problem 

that shows up is 

that these reusable 

air filters are wet 

filters. You have 

to apply a small 

amount of oil to 

the filter to keep 

them working 

properly. 
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When transmission rebuilders have questions, 
Precision has ansWers.

Training seminars & trade show  
presentations 
John Parmenter, Precision’s technical 
advisor/consultant conducts transmis-
sion-training seminars all over the world 
(most recently in Australia, Russia and  
M e x i c o ) .  H e  a l s o 
appears at major indus-
t ry  t rade shows on 
behalf of Precision, 
where he hosts presen-
tations for Precision’s  
customers.

According to Soviero, 
“These in-person sem-
inars and presentations 
give repair people a great 
opportunity to talk to a 
transmission specialist 

one-on-one. Not only does John fully 
understand the computer-driven technol-
ogy of today’s transmissions, he’s also 
an independent transmission shop owner/
rebuilder, so he’s ‘on the bench’ every 
single day.”

Parmenter typically hosts presentations 
at two major trade shows: Transmission 
Expo, usually in September/October and 
at the Auto TECH Expo in April/May. 
(This year, in addition to his regular train-
ing seminar, Parmenter will perform an 
interactive hands-on teardown of a trans-
mission at the Transmission Expo in Las 
Vegas in October.)

Online videos
Precision maintains a lively YouTube chan- 
nel and also hosts training videos on their 
website (transmissionkits.com). Each of 
the videos was produced by Precision and 
provides a quick overview of an issue that’s 
been discovered in a transmission and 
offers guidance on how to address the issue 
and make the needed repair. The videos, 
also hosted by John Parmenter, highlight

In the old days (not that long ago actually), music was on vinyl, books were on paper, and transmission re-
pair was a fairly straightforward job. Not anymore. Today highly advanced technology is a key component 
in virtually every transmission. That in turn makes transmission repair a far more complex job than at any 
time in history. “The technical advances have been extraordinary,” says Vinny Soviero, Precision Interna-
tional’s Engineering/Technical Manager. “Step-shift transmissions with up to ten shifts, direct shift gearboxes 

(DSG’s), computers–the sophistication of transmission technology 
has grown exponentially over the past ten years alone.”

Soviero goes on, “Fifteen or 20 years ago a transmission repair guy 
could be just that: a transmission repair guy. But today he also has 
to be a trained diagnostician, with the ability to use computer tech-
nology to analyze and identify a transmission’s problem. He also 
has to possess the knowledge to repair what 
has become an extremely complex piece of  
equipment.”

But that doesn’t mean transmission repair 
professionals are on their own. For exam-
ple, Precision International, which has been 
making transmission repair kits for over 40 

years, provides a steady stream of vital education and information to people on the “front 
lines” of transmission repair. What follows are some of the ways Precision International 
helps transmission repair pros stay up-to-date.

Vinny Soviero, Engineering/ 
Technical Manager, Precision 
International

Attendees on the trade show floor at one of the annual Transmission 
Expos.
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When transmission rebuilders have questions, 
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John Parmenter, Precision’s technical 
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sion-training seminars all over the world 
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appears at major indus-
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behalf of Precision, 
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customers.
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“These in-person sem-
inars and presentations 
give repair people a great 
opportunity to talk to a 
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one-on-one. Not only does John fully 
understand the computer-driven technol-
ogy of today’s transmissions, he’s also 
an independent transmission shop owner/
rebuilder, so he’s ‘on the bench’ every 
single day.”

Parmenter typically hosts presentations 
at two major trade shows: Transmission 
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at the Auto TECH Expo in April/May. 
(This year, in addition to his regular train-
ing seminar, Parmenter will perform an 
interactive hands-on teardown of a trans-
mission at the Transmission Expo in Las 
Vegas in October.)

Online videos
Precision maintains a lively YouTube chan- 
nel and also hosts training videos on their 
website (transmissionkits.com). Each of 
the videos was produced by Precision and 
provides a quick overview of an issue that’s 
been discovered in a transmission and 
offers guidance on how to address the issue 
and make the needed repair. The videos, 
also hosted by John Parmenter, highlight

In the old days (not that long ago actually), music was on vinyl, books were on paper, and transmission re-
pair was a fairly straightforward job. Not anymore. Today highly advanced technology is a key component 
in virtually every transmission. That in turn makes transmission repair a far more complex job than at any 
time in history. “The technical advances have been extraordinary,” says Vinny Soviero, Precision Interna-
tional’s Engineering/Technical Manager. “Step-shift transmissions with up to ten shifts, direct shift gearboxes 

(DSG’s), computers–the sophistication of transmission technology 
has grown exponentially over the past ten years alone.”

Soviero goes on, “Fifteen or 20 years ago a transmission repair guy 
could be just that: a transmission repair guy. But today he also has 
to be a trained diagnostician, with the ability to use computer tech-
nology to analyze and identify a transmission’s problem. He also 
has to possess the knowledge to repair what 
has become an extremely complex piece of  
equipment.”

But that doesn’t mean transmission repair 
professionals are on their own. For exam-
ple, Precision International, which has been 
making transmission repair kits for over 40 

years, provides a steady stream of vital education and information to people on the “front 
lines” of transmission repair. What follows are some of the ways Precision International 
helps transmission repair pros stay up-to-date.
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what he has come across in his shop on 
a daily basis. Soviero explains, “Talking 
through transmission repair issues on video 
allows us to show people how a particular 
fi x needs to be made. And since you’re 
watching that fi x, in real time, there’s noth-
ing that can get lost in translation.”

Precision regularly adds to their video 
library (there are currently 39 videos 
posted) and viewers are encouraged to 
check back to watch new episodes.

Tech tip sheets
Precision inserts tip sheets into many of 
their kits. Known as “Precision Pointers,” 
these sheets are designed to help the 

rebuilder get a feel for what he’ll need to do 
to make the repair correctly. John Sollazzo, 
Precision’s Vice President of Sales & 
Marketing explains, “Precision Pointers are 
developed in-house by Precision. They’re 
created as part of our repair kit develop-
ment process. That’s when we tear apart 
new transmissions to determine the parts 
we’ll need to develop for our repair kits. 
As part of this process we often realize 
that repair people may need some expla-
nation and guidance on a specifi c aspect 
of a repair, and we are more than happy 
to provide that guidance.”  Sollazzo con-

tinues, “We also understand that with the 
broad range of transmissions, sometimes a 
rebuilder may be seeing a unit for the fi rst 
time ever, or hasn’t seen it in a long time 
and this information will help them be able 
to get through the rebuild at hand.”

The Precision Advisory Board
Several times throughout the year, 
Precision brings to its New York headquar-
ters transmission shop rebuilders as well as 
shop owners. The purpose of these meet-
ings is to hear directly, from the source, 
what new issues have been discovered and 
how those issues have been addressed. 

Soviero says, “The advisory board gives us 
a great opportunity to get feedback directly 
from the people ‘on the bench’ and to fi nd 
out what they’re seeing. Precision will in 
turn share what we’ve learned and what 
solutions we’ve developed through our 
various outreach media.”

Not only do Precision’s advisory board 
rebuilders discuss existing issues, they 
sometimes discover problems even the 
manufacturer may not yet be aware of. 
“You’d be surprised how often a mem-
ber of our advisory board brings to the 
table something brand new.” According 
to Soviero, “When that happens, of course, 
we may reach out to the OEM. But we also 
engineer a fi x and let the rebuilders in the 
fi eld know about it.”

Precision’s free KIT FINDER app
The goal for all of Precision’s outreach 
and educational endeavors is to make the 
rebuilder’s job easier. That’s the moti-
vation behind the development of their 
mobile application. With Precision’s free 
KIT FINDER app, rebuilders can identify 
a vehicle’s auto-
matic transmission 
quickly and easily. 
The app can also 
determine the 
Precision over-
haul, banner and 
master kit part 
numbers asso-
ciated with that 
transmission. Plus, 
it will locate the 
nearest Precision 
distributor and call 
them on the spot.

John Marsar (Engineering/Technical Assistant 
Manager), left, and Pete Zervakos (Research & 
Development Engineer) tearing down a transmis-
sion for kit development.

KIT FINDER app, rebuilders can identify 

haul, banner and 
these sheets are designed to help the 

rebuilder get a feel for what he’ll need to do 

Precision International’s Advisory Board members are: Harry Lehrfeld (Aamco Transmissions, 
Middletown, NY/Rockland Community College, Suffern, NY); Art Landeck (Consumer Transmissions, 
Inc, Poughkeepsie, NY); Ed Lee (DelTrans, Newark, DE/Sonnax, Bellows Falls, VT); Caroline Gruber 
(European Transmissions & Parts, Cumming, GA); Herbert Gruber (Europeans Transmissions & 
Parts, Cumming, GA); John Parmenter (Centereach Transmissions, Centereach, NY)...John is also the 
Advisory Board Leader & Precision International Technical Consultant; Tom Turini (Star Transmissions, 
Farmingdale, NY); Kevin Pryor (formerly of Aamco Transmissions & ATRA); Corey Ratner (Rockland 
Community College, Suffern, NY).
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Have you 
discovered a 
transmission 
issue nobody 

else has?
Sometimes, when you’re on the bench, you might come across a flaw or a defect and say to yourself, “I’ve never seen this and I’ve never heard anyone talk about this.” If you’ve come across a transmission issue that you haven’t heard about from anyone else, let Precision know. You may win a $50 gift card. 

Just send your discovery to 
sales@transmissionkits.com

“Our KIT FINDER app is a natural exten-
sion of Precision’s core mission to make 
transmission repair as easy as possible for 
everyone who is ‘on the bench’ everyday,” 
explains Sollazzo. “With just a few taps on 
their smart phone, rebuilders can instantly 
know the kit number they need to order 
from their distributor.”

Precision’s KIT FINDER app is available 
for both Apple and Android phones. It can 
be downloaded for free by going to the 
Apple iTunes store for Apple products and 
the Google Play store for Androids.

Guest articles
With so much accumulated transmission 
repair knowledge under one roof, Precision 
is often called upon to share their know-
how and experience by writing guest 
articles in the major trade magazines. 
These articles give Precision the opportu-
nity to address, at length, a specifi c topic or 
issue. Soviero says, “We’re always eager 
to share what we’ve learned with the wider 
transmission rebuilding community. And 
in the process, if we give advice to our 
competitors, that’s fi ne with us. From our 
point of view, if the transmission-repair 
industry as a whole is recognized as a 
knowledgeable and professional commu-
nity, that helps us all.”

Presentations
Precision is routinely invited to make pre-
sentations that are part of larger events, 
usually hosted by automotive associa-
tions or manufacturers (see list below). 
Depending on the location and the asso-
ciation’s needs, Precision will focus on 
topics specifi c to the theme of the event or 
on the local need for technical information, 
i.e. what transmissions are coming into the 
shop presently and what are the common 
issues with them. Precision usually cus-
tomizes each presentation and typically 
adds information about other transmission 
issues and solutions.

Social media
Precision has a Facebook page 
which is updated daily with 
new kit announcements, tech 

tips from the workbench, factory videos, 
and video seminars. The page is full of 
information to help make the rebuilder’s 
job easier. The page name is Precision 
International Automotive Products, Inc.

Here are Precision’s upcoming 
events:

AUTOMECHANICA
Frankfurt, Germany

Sept. 16th – 19th
_______________________

TRANSEXPO
Las Vegas, Nevada

Oct. 31st – Nov. 2nd
_______________________

SEMA
Las Vegas, Nevada

Nov. 3rd – 5th
_______________________

AUTOMECHANICA
Shanghai, China
Dec. 9th – 12th

Rebuilders & shop owners attending a technical 
seminar at one of the annual Transmission Expos.
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what he has come across in his shop on 
a daily basis. Soviero explains, “Talking 
through transmission repair issues on video 
allows us to show people how a particular 
fi x needs to be made. And since you’re 
watching that fi x, in real time, there’s noth-
ing that can get lost in translation.”

Precision regularly adds to their video 
library (there are currently 39 videos 
posted) and viewers are encouraged to 
check back to watch new episodes.

Tech tip sheets
Precision inserts tip sheets into many of 
their kits. Known as “Precision Pointers,” 
these sheets are designed to help the 
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Precision’s Vice President of Sales & 
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developed in-house by Precision. They’re 
created as part of our repair kit develop-
ment process. That’s when we tear apart 
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As part of this process we often realize 
that repair people may need some expla-
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of a repair, and we are more than happy 
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tinues, “We also understand that with the 
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rebuilder may be seeing a unit for the fi rst 
time ever, or hasn’t seen it in a long time 
and this information will help them be able 
to get through the rebuild at hand.”
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Several times throughout the year, 
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ters transmission shop rebuilders as well as 
shop owners. The purpose of these meet-
ings is to hear directly, from the source, 
what new issues have been discovered and 
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Soviero says, “The advisory board gives us 
a great opportunity to get feedback directly 
from the people ‘on the bench’ and to fi nd 
out what they’re seeing. Precision will in 
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engineer a fi x and let the rebuilders in the 
fi eld know about it.”
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The goal for all of Precision’s outreach 
and educational endeavors is to make the 
rebuilder’s job easier. That’s the moti-
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Inc, Poughkeepsie, NY); Ed Lee (DelTrans, Newark, DE/Sonnax, Bellows Falls, VT); Caroline Gruber 
(European Transmissions & Parts, Cumming, GA); Herbert Gruber (Europeans Transmissions & 
Parts, Cumming, GA); John Parmenter (Centereach Transmissions, Centereach, NY)...John is also the 
Advisory Board Leader & Precision International Technical Consultant; Tom Turini (Star Transmissions, 
Farmingdale, NY); Kevin Pryor (formerly of Aamco Transmissions & ATRA); Corey Ratner (Rockland 
Community College, Suffern, NY).
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Have you 
discovered a 
transmission 
issue nobody 

else has?
Sometimes, when you’re on the bench, you might come across a flaw or a defect and say to yourself, “I’ve never seen this and I’ve never heard anyone talk about this.” If you’ve come across a transmission issue that you haven’t heard about from anyone else, let Precision know. You may win a $50 gift card. 

Just send your discovery to 
sales@transmissionkits.com

“Our KIT FINDER app is a natural exten-
sion of Precision’s core mission to make 
transmission repair as easy as possible for 
everyone who is ‘on the bench’ everyday,” 
explains Sollazzo. “With just a few taps on 
their smart phone, rebuilders can instantly 
know the kit number they need to order 
from their distributor.”

Precision’s KIT FINDER app is available 
for both Apple and Android phones. It can 
be downloaded for free by going to the 
Apple iTunes store for Apple products and 
the Google Play store for Androids.

Guest articles
With so much accumulated transmission 
repair knowledge under one roof, Precision 
is often called upon to share their know-
how and experience by writing guest 
articles in the major trade magazines. 
These articles give Precision the opportu-
nity to address, at length, a specifi c topic or 
issue. Soviero says, “We’re always eager 
to share what we’ve learned with the wider 
transmission rebuilding community. And 
in the process, if we give advice to our 
competitors, that’s fi ne with us. From our 
point of view, if the transmission-repair 
industry as a whole is recognized as a 
knowledgeable and professional commu-
nity, that helps us all.”

Presentations
Precision is routinely invited to make pre-
sentations that are part of larger events, 
usually hosted by automotive associa-
tions or manufacturers (see list below). 
Depending on the location and the asso-
ciation’s needs, Precision will focus on 
topics specifi c to the theme of the event or 
on the local need for technical information, 
i.e. what transmissions are coming into the 
shop presently and what are the common 
issues with them. Precision usually cus-
tomizes each presentation and typically 
adds information about other transmission 
issues and solutions.

Social media
Precision has a Facebook page 
which is updated daily with 
new kit announcements, tech 

tips from the workbench, factory videos, 
and video seminars. The page is full of 
information to help make the rebuilder’s 
job easier. The page name is Precision 
International Automotive Products, Inc.

Here are Precision’s upcoming 
events:

AUTOMECHANICA
Frankfurt, Germany

Sept. 16th – 19th
_______________________

TRANSEXPO
Las Vegas, Nevada

Oct. 31st – Nov. 2nd
_______________________

SEMA
Las Vegas, Nevada

Nov. 3rd – 5th
_______________________

AUTOMECHANICA
Shanghai, China
Dec. 9th – 12th

Rebuilders & shop owners attending a technical 
seminar at one of the annual Transmission Expos.
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As most of you are aware, 
Magna has taken over manu-
facturing the transfer cases for 

domestic vehicles. As we discussed in a 
previous article, the Magna Powertrain 
transfer case has replaced New Venture 
transfer cases for all full-sized GM 
truck applications. Various models of 
the MP transfer case include:

•  Manually shifted models MP 
1222, MP 1225 and MP 1226 (all 
identified by RPO code NQG) 

•  Electrically shifted models MP 
1625 and MP 1626 (all identified 
by RPO code NQF)

•  Auto transfer case models MP 
3023 and MP 3024 (identified by 
RPO NQH)

During the 2011 model year, 
Magna approached GM with a plan that 
would reduce production costs by using 
several common components in their 
transfer cases. These transfer cases now 
use a common planetary, which led to 
several other parts changes.

Figure 1

by Steve Garrett
members.atra.com

Change Is in the Air:
Updates to the 
Magna Powertrain 
Transfer Cases
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These components were updated as 
part of this production change:

•	 Planetary assembly
•	 Range sleeve

•	 Front case half and ring gear
•	 Input shaft and sun gear

Change Is in the Air: Updates to the Magna Powertrain Transfer Cases

Figure 2
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• Planet thrust washers
• Lock plate
• Pilot bearing
These production changes were 

implemented between December 2011 
and January 2012 for all models. The 
updated parts can be interchanged as 
long as you update all the parts at the 
same time.

If the transfer case has been 
replaced, you’ll need to identify the 
design regardless of the vehicle year. 
You can use the Julian date on the 
transfer case ID tag to identify its parts 
content.

If the tag is missing or damaged, 
you’ll need to identify the transfer case 
version by inspecting the components. 
The easiest way is to compare the sun 
gear, carrier, and ring gear tooth counts 
and dimensions. 

1st Design Verses 
2nd Design ID

Sun gear/input gear: The 1st design 
input gear (figure 1; component A) has 
56 teeth and an outside diameter of 
3.60” (91.4mm). The second design 

input gear (figure 1; com-
ponent B) has 53 teeth with 
an outside diameter of 3.45” 
(87.5mm).

The 1st design carrier 
has 30 shift sleeve teeth and 
the inside diameter is 2.42” 
(61.35mm). In addition, 
the 1st design carrier has a 
recessed pocket at the rear 
thrust washer location.

The 2nd design car-
rier (light duty, 3-pinion) 
has 29 shift sleeve teeth 
and the inside diameter is 
2.37” (60.2mm). The 2nd
design carrier doesn’t have 
the recessed pocket in the thrust washer 
location.

The 1st design carrier (heavy duty, 
5-pinion; figure 2; component A) has 
30 shift sleeve teeth and the inside 
diameter is 2.42” (61.35mm). 

The 2nd design carrier (super 
heavy duty, 6-pinion; figure 2; compo-
nent B) has 29 shift sleeve teeth with 
an inside diameter of 2.37” (60.2mm).

You can identify the shift sleeve 

design by counting the external teeth, 
which should correspond to the tooth 
count on the carrier. The 1st design shift 
sleeve has 30 teeth and measures 2.58” 
(65.5mm) OD. The second design shift 
sleeve has 29 teeth and measures 2.49” 
(63.25mm) OD.

The front case half, which contains 
the ring gear, is designed to match the 
carrier and input gear design. You can 
identify the case half by the ring gear: 

Used, New and Rebuilt Hard Parts, Soft Parts
Electrical Components & Flywheels

Order Online 24/7 at www.slauson.com • Phone Hours: 7:00 am to 5:00 pm/ PST 
Call (800) 421-5580 • Local (310) 768-2099  • FAX ( 310) 768-8298 • Se habla Español!

SLAUSON
TRANSMISSION

PARTS

STP_Gears_1-14-3.indd   1 12/22/13   4:33 PM
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1/4 ISLAND 1/4 ISLAND

Does the guy at the 

dealership  

care how much  
you pay?

We Care.
Since we manufacture OE-quality parts  

right here in North Carolina, we can  

sell them for less.

Available from your favorite distributor.

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

Rostra
Made in the USA

EASY TO OPERATE SOFTWARE
CANBUS & K-LINE ONBOARD
INCREDIBLE SAMPLE RATES
DEDICATED SUPPORT TEAM
ACCURATE RESULTS

WWW.BLUEREACHAUTOMATION.COM
INFO@BLUEREACHAUTOMATION.COM

COME AND SEE US FOR A LIVE DEMO AT THIS YEARS
POWERTRAIN EXPO BOOTH #126

+44 (0) 845 519 4471

The 1st design ring gear has 94 teeth 
and measures 5.85” (148.5 mm). The 
second design ring gear has 91 teeth 
and measures 5.60” (142.0mm). 

Other changes to the 2012 model 
year include:

•  An updated front drive shaft out-
put seal and deflector/slinger (fig-
ure 3). The updated parts are 
designed to be used with an updat-
ed front output shaft. The updated 
output shaft has a machined area 
on the shaft OD near where the 
seal rides

•  On the manually shifted transfer 
cases (RPO NQG), the shift fork 
and shift sleeve were updated 
because of wear issues.
Ø The second design forks can 
be identified by the half-round 
plastic inserts and three notch-
es cut into the forks where the 
inserts ride.
Ø The second design is the only 
fork available, as the 1st design 
forks have been eliminated from 
the parts system. The updated 
fork design must be used with the 
updated shift sleeve. The updated 

shift sleeve may be used with 
either a 1st or 2nd design fork. 

As you can see, the MP trans-
fer case family has made some pretty 
major changes. But as long as you can 
identify the updates and the design 
level of the parts, your customers will 

experience a quality repair.
Until next time remember: “An 

education isn’t how much you’ve com-
mitted to memory or even how much 
you know. It’s being able to differenti-
ate between what you know and what 
you don’t.”

Figure 3

Change Is in the Air: Updates to the Magna Powertrain Transfer Cases
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Ihn the last issue of GEARS we 
looked at an all too common prob-
lem on the E4OD and 4R100 

transmissions: The unit it shifts 1-3-4; 
it skips 2nd gear entirely.

While having one of these trouble-
some transmissions come into your 
shop can be a problem, it’s nothing 
compared to a different kind of prob-
lem: The one you built in yourself.

You know the ones: They weren’t 
there when the unit came through 
the door; it first showed up after you 
repaired the transmission.

These problems are so much worse 
because, well, there’s really no other 
way to say it: You did it. Something 
you did while fixing the transmission 
created this new problem. And now you 
don’t have a choice… you have to fix it. 
Your reputation depends on it.

Here’s how this scenario gener-
ally unfolds: The truck drives in for 
a converter slip or front leak; there 
are no missing gears prior to repairs. 
Once you’ve repaired the transmission 
it shifts 1-2 perfectly. Then the PCM 
commands 3rd and the transmission 
won’t shift into 3rd gear; it remains in 

2nd. The O/D light starts flashing and 
the PCM sets codes for a 3rd gear error.

You drive the vehicle back to the 
shop and install another solenoid block. 
While the pan is off you inspect the 
2-3 shift valve and 3rd clutch regula-
tor valve. You even air test the unit for 
good measure. 

Everything checks out okay; you 
don’t see any reason why the transmis-
sion won’t shift past 2nd gear. Reverse 
is okay so the 3rd/reverse clutch is 
good, and it passed the 3rd clutch air 
check, so the 3rd clutch has to be okay.

Figure 1

After Rebuild Troubles:
E4OD or 4R100 Won’t 
Shift Past 2nd Gear

by Mark Puccinelli 
members.atra.com
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Then you go for a road test with 
the new solenoid block in place, and 
once again the transmission won’t shift 
past 2nd. The transmission had no shift 
issues when it came in, so what went 
wrong and where do we go from here?

Let’s take a look at the systems 
involved and see what you could have 
done that would have caused this situ-
ation.

Normal 2-3 Operation
When the engine is off, the 2-3 

shift valve is held in the 3rd gear 
applied position by the 2-3 shift valve 
spring. Once you start the engine and 
shift into drive, the 2-3 shift valve 
strokes to the 3rd gear released posi-
tion by shift solenoid 1 and 1st gear oil 
pressure.

When shift solenoid 1 opens, it 
exhausts pressure from the end of the 
2-3 shift valve. Spring tension strokes 
the 2-3 shift valve back into the 3rd 
gear applied position. This directs pres-
sure to the 3rd and 3rd/reverse clutches 
to shift the transmission into 3rd gear.

Okay, that’s how it should work. 
But if the 2-3 valve sticks in the 
stroked/shifted position, it won’t slide 
back to the 3rd gear applied position 
when solenoid 1 opens. This will block 
the apply oil to the 3rd and 3rd/reverse 
clutches, so the transmission won’t 
upshift into 3rd gear.

The valve will only bind after 
you’ve bolted the valve body to the 
case. You’ll rarely witness it with the 
valve body on the bench. It’s usually 
because the valve body gets distorted 
once you bolt it down, either because of 
a flatness problem in the case or valve 
body, or because you overtightened the 
valve body to the case.

Diagnosing the Problem
•	  Take the vehicle on a road test 

until the transmission stops shift-
ing into 3rd gear. 

•	  Pull the vehicle into the shop and 
remove the pan.

•	  Examine the 2-3 shift valve; it’s 
probably stuck against the retain-
er clip (figure 1). That shows the 
valve is sticking in the bore.

•	  Grab your speed handle and care-
fully loosen the valve body bolts, 
a little at a time, while watching 
the valve. The valve will snap 
back into place.

If the valve snaps back when you 
loosen the valve body, it proves the 
valve is binding because the valve 
body is distorted. Either the bolts are 
too tight or the valve body or case is 
warped.

The Fix
To correct this and prevent the 2-3 

shift valve from sticking, there are a 
few things you can do:

1.  Flat file the case and flat sand the 
valve body to remove any high 
spots and prevent distortion when 
torquing the valve body bolts.

2.  Install an aftermarket steel 2-3 
shift valve; these are less likely to 
stick in the bore.

3.  Reduce valve body bolt torque to 
65-80 lb-inches. Sometimes the 
factory spec of 100-110 lb-inches 
is too much for fatigued and time-
tested parts. 

If you’ve done that and the valve is 
still sticking, your only other choice is 
to replace the valve body.

That’s all there is to it: a flat case, a 
flat valve body, a good steel valve, and 
a little less torque on the bolts, and this 
problem should be a thing of the past. A 
simple enough solution to an annoying 
problem.

In fact, to avoid this after-rebuild 
condition from showing up on any 
future transmissions, follow these steps 
during every E4OD and 4R100 you 
rebuild. It’s a simple way to make sure 
your rebuilds go out… and stay out.

After Rebuild Troubles: E4OD or 4R100 Won’t Shift Past 2nd Gear
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There are two schools of thought 
for selling transmission work 
on the phone: The first is, when 

someone asks for a price, you give it 
to them. It’s simple: You know the cus-
tomer is price-shopping, and you have 
at least a ballpark idea of a price. The 
second school of thought is to insist 
they bring the car in for diagnosis first. 

Here’s the scenario: The phone 
rings and the caller asks, “What’s your 
price for a rebuilt transmission?” 

Your response is something like: 
“Well, it depends on what you need. If 
you’ll bring the car in we’d be happy 
to take a look and tell you what you 
need.” 

The caller says, “No, I just need 
to know the price.” Or they hang up… 

or both. 
Many shop owners would say, 

“Yes, that’s the problem. The customer 
isn’t thinking right. We need to see 
the car.” They think the problem is the 
customer.

Wrong! 
The problem is the way you’re 

handling the conversation. 
Naturally you need to see the trans-

mission to diagnose the need. And yes, 
the customer is approaching this the 
wrong way. But the customer isn’t the 
problem. In fact, they’re your friend. 
They just don’t know it yet.

And you need to be thinking as
their friend; not as a price-quote source. 
So how do you get past their price 
shopping? There’s a third option; one 

that’s in between giving a price and not.
First, you know that you have more 

than one solution to their problem, so 
one price quote wouldn’t be a good 
answer anyway. You could offer a used 
transmission, a remanufactured one, or 
a custom rebuild. Now, you may not 
want to offer all of those options, but 
they’re still potentially available for the 
customer.

The reality is that the transmission 
might not need replacing. In fact, they 
might not even have a transmission 
problem. You (and they) don’t know 
yet. 

What you do know is that the 
vast majority of transmissions 
that come into your shop are from 
the same basic 10 or 12 models. 

by Jim Cathcartby Jim Cathcartby Jim Cathcart

What Do You Say to 
Phone 
SHOPPERS
Who Only Ask about Price? 

The caller says, “No, 
I just need to know 
the price.” Or they 
hang up… or both.
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There are plenty of exceptions, but 
most of the time you have a pretty good 
idea of what you’re going to be dealing 
with.

So it wouldn’t be hard to create a 
list of prices and price ranges for the 
most common solutions. $X for simply 
servicing a transmission, to $Y or $Y+ 
for a good used transmission, $Z to $Z+ 
for a reman, and leaving the custom 
rebuild as an option where you need to 
see the car first.

Having that price range chart 
handy would give you and your team 
more confidence in quoting prices and 
presenting customers with options.

But this isn’t about ‘quoting pric-
es’; it’s about creating customers. The 
way you talk about it is what deter-
mines whether the customer trusts you 
enough to go to the next stage with 
you… bringing their car in to your 
shop. 

Let me repeat that: This isn’t about 
quoting prices. Anyone can do that; in 
fact, a machine could do that (press # 
for a price quote), but it won’t get you 
the business. It’s how you conduct the 

conversation that determines whether 
they hang up or not.

The tension in this conversation 
is two-sided: They’re nervous about 
whether to trust you to solve their prob-
lem and you’re nervous about losing 
the customer by quoting prices over 
the phone. Remember, what you want 
is to help the customer and get them to 

become one of your shop’s loyal fans. 
Everything else is just “process.” 

Consider this dialog: 
Caller: “What’s the price for a 

rebuilt transmission for a 2004 Ford 
Taurus?” 

You: “It varies, depending on the 
kind of transmission you choose. The 
longer you plan to keep the car the bet-
ter the transmission needs to be. How 
long do you think you’ll own this car?” 

Caller: “Well I don’t want a cheap 
transmission that I’ll have to worry 
about.”

You: “That’s not a problem; 
we don’t do incomplete solutions. 
Whatever we do for you will be some-
thing reliable that you can trust. How 
long do you think you’ll be driving this 
car?” 

Caller: “Probably a couple years.” 
You: “Assuming you need a 

replacement rather than just a service, 
then your price would be somewhere 
between $900 plus installation on the 
low end for a low-mileage used trans-
mission, to $1500 plus installation for 
a remanufactured transmission from a 

First, you know 
that you have more 
than one solution 
to their problem, 

so one price quote 
wouldn’t be a good 

answer anyway.
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national firm. Of course I can rebuild 
your transmission if that’s what you’d 
prefer. To give you a firm price, natu-
rally I’d need to see what’s wrong.”

(Then, before you end your com-
ments, you transition to inviting them 
to come in.)

“We’re an ATRA certified auto-
matic transmission Rebuilder Member. 
Have you been to our shop before?” 

Caller: “No, I’m just shopping for 
the cheapest good repair.” 

You: “That’s exactly what I’d do, 
too. When could you drop by to check 
us out in person? I’d be happy to give 
you an official quote at no charge.” 

You change the reason for the visit 
to “check us out in person” and you 
offer the “quote at no charge.” This 
approach to the call keeps you in con-
trol of the discussion without putting 
any pressure on the caller, or just stat-
ing a price and praying for a sale.

The caller doesn’t feel manipulated 
and you don’t feel you’re being held at 
arm’s length by a price quote. 

The reason for quoting the used 
and reman prices are to give you some 

points of reference and discussion alter-
natives. You can change the statement 
to fit your preferences and natural lan-
guage. It needs to sound like you; not 
a script. 

Here’s your “homework”: 
1.  Create a price sheet that summa-

rizes your prices well enough to 
give you and your team an easy 
reference tool. You don’t have to 
publish this or put it into the cus-
tomer’s hands, but you could. 

2.  Write a sample conversation like 

the one above, using your own 
words, but being careful not to 
change the feeling of the respons-
es. 

3.  Go over this with your team and 
role-play the conversation a few 
times until they get comfortable 
following this. (Practice this 
every few months.) 

4.  Drop me a note and let me know 
how it’s working. I’d love to hear 
from you and if you have a better 
process, please share that, too. 
Now, isn’t that your phone ring-
ing?

“This is not about quoting 
prices. It’s about creating 

customers. The way you talk 
about it is what determines 

whether the customer trusts you 
enough to go to the next stage 

with you… bringing their car in 
to your shop.”
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The votes are in… the verdict’s 
been reached… the writing’s 
on the wall: There’s no longer 

any way for a shop to remain dedi-
cated to custom transmission rebuild-
ing alone. You have to switch over to 
remans and general repair if you want 
any hope of surviving.

What a load of… well, you know.
All you need to do is open a copy 

of GEARS from the last three years or 
so. At least a third of the shops we’ve 
profiled specialize exclusively in cus-
tom rebuilds. And they’re doing just 
fine… that’s why we profiled them.

So why do so many shop owners 

think that ATRA and GEARS are rec-
ommending that all shops need to take 
on general repairs? Probably because 
it’s been receiving a lot of attention 
lately. 

And no wonder: Many shops are 
still struggling. Today’s transmissions 
are lasting longer, and shops that used 
to be able to write their own tickets are 
living hand to mouth. They’re looking 
for anything to improve their bottom 
lines, and general repairs is a valid 
approach to accomplish that.

It’s getting a lot of attention 
because, for years, general repairs were 
off limits to transmission shops. Those 

trans shops depended on general repair 
shops for a substantial part of their 
business. And, as one transmission 
shop owner so succinctly put it, “you 
don’t bite the hand that feeds you.”

But lately, more and more general 
repair shops have started to keep those 
transmission jobs for themselves. They 
order up a reman, drop out the old 
transmission, pop in a new one, and 
they get to make all the money.

Never mind that their actual profit 
isn’t much more than they’d have made if 
they sent the job to you. The RO showed 
big bucks, so they’re thrilled with bring-
ing “transmission work” in house.

by Rodger Bland
members.atra.com

WHAT’S WORKING

by Rodger Blandby by 

What the Market 
Will Bear
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But now that they’re doing trans-
missions in house, there’s no longer a 
reason not to compete with the general 
repair market. What’s more, there are 
few distinct advantages to offering gen-
eral repairs:

1. It creates a wider range of ser-
vices, so there’s more potential 
for profit.

2. Since it’s only a small part of your 
business, you can cherry-pick the 
jobs you want to handle and pass 
on the ones you’d prefer to avoid, 
like engine work or air condition-
ing. You can refer those jobs to 
one of the general shops that used 
to send you work: Maybe they’ll 
pay you a commission!

3. General repair shops see their 
customers far more often than 
trans-only shops, so there’s more 
opportunity for building relation-
ships with customers; relation-
ships that’ll be valuable when their 
transmissions have a problem.

As you can see, general repairs can 
be a valuable addition to your shop. So 
why wouldn’t everyone do it?

The simple truth is, not every-
one needs to. Some shops are doing 
extremely well handling custom 
rebuilds and transmission repair. 
They’re making good money and have 
more work than they can handle. Why 
on earth would they add general repair 
work to the mix?

What about the other shops? The 
ones that are just squeaking by? In 
some cases, they may be suffering from 
poor marketing or inadequate business 
practices. 

That’s why we dedicate so much 
of our space here in GEARS and so 
much of our management program at 
Expo to helping you discover ways to 
improve your business. Better market-
ing, improved business practices, and 
building relationships are all aimed at 
one thing: bringing more customers in 
your door.

But what if you’ve done all that 
and still aren’t bringing in enough 
work? You may have reached the limit 
of your potential market.

Here’s what that means: Every 
business has a potential market that’s 
available to it. For a transmission shop, 
that market will usually be based on the 
number of cars within a given radius.

How large a radius? That usually 
depends on where you’re doing busi-
ness. In downtown New York City, 
that radius may only be a mile or so. In 
rural Utah, customers expect to travel 
farther to find the services they need: 
The radius may stretch out to 50 miles 
or more.

So, if there are generally 100,000 
cars within your business radius — 
either from people living or working 
there — well, that’s a lot of cars! And, 
chances are, there’ll be a reasonable 
number of them in need of transmis-
sion work. Maybe enough to keep your 
shop dedicated to custom transmission 
repair, if that’s what you choose to do.

But the number of cars is just one 
part of the equation. A second part is 
the financial consideration: If a large 
part of your business market is affluent, 
there’s a good chance that you won’t be 
seeing a lot of work from them.

That’s because those folks gener-
ally have newer cars; cars covered by 
factory warranties. Chances are their 
transmissions are fine, but even if they 
fail, you can be pretty sure they’ll call 
the dealer; not you.

On the other hand, if your area is 
generally on the lower end of the eco-
nomic scale, there might be plenty of 
work but not enough money to pay for 
a complete rebuild. They may only be 
able to afford targeted repairs or used 
parts.

So your market plays a critical role 
in deciding how much work — and 
what type of work — will be avail-
able to you. And if there aren’t enough 
transmissions in your market to keep 
you busy, you may not be able to 
remain exclusively a custom rebuild 
shop and still make money. It’s just not 
a feasible option.

In that case, your choices are some-
what limited. They go like this:
•	  You could remain transmission 

only and continue struggling.

•	  You could move your shop to an 
area that has a larger potential 
market.

•	  You could add something to your 
business to help pick up the slack; 
general repair for example.

Okay, it’s decided: You’re going 
to add general repairs to your ser-
vice menu. Regardless of what you’ve 
heard, you can’t just add “and General 
Repairs” to the business name on your 
sign and start taking in work. 

There’s a lot of education and 
training that’s going to be necessary to 
bring your technicians up to speed on 
the latest diagnostic and repair issues 
facing the general repair market. You 
may even have to hire someone with 
general repair experience specifically 
to handle that part of your business.

And you’ll also have to plan 
on spending money for equipment. 
Contrary to what some people will 
tell you, just because “you already 
have a scan tool and a DMM,” that 
doesn’t mean you’re equipped for gen-
eral repairs. There are tools and equip-
ment necessary and you’re going to 
have to spend some money to be ready 
to handle those services.

In some cases — such as air con-
ditioning — you’ll even need someone 
who’s certified before you can work on 
the refrigeration system. Working on 
a refrigeration system without proper 
certification could get you fined by the 
EPA.

So is it possible for a shop to make 
a good living as a dedicated, custom 
rebuild transmission shop? Of course, 
provided your market will bear it. And 
no one here at ATRA or GEARS is 
going to suggest otherwise.

But if you don’t have a large 
enough market to support custom 
transmission repairs exclusively, add-
ing general repair can be a terrific 
option for turning a marginal shop into 
a busy one. 

I would love to hear from you on 
what’s working in your organization. 
Have a unique strategy or process that’s 
working for your shop that you would 
be willing to share with the rest of the 
industry?  Send me an email at rbland@
atra.com. Until next time, remember: If 
you don’t drive your business, you will 
be driven out of business.

What the Market Will Bear
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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.

Have you ever had a customer try 
to talk you into doing a job for less 
money if he pays cash and just skip 
the receipt? Obviously, he’s wrong for 
suggesting that you do something that’s 
technically illegal, and, if you accept, 
you become complicit.

Here’s an intriguing story from 
one of our anonymous readers that 
illustrates just how much can go wrong 
when you head down this slippery 
slope. 

The Details
1. Toward the end of the day on 

Thanksgiving Eve, the customer 
limped his older GMC pickup 
truck into the shop. The shop 
owner had already left for a 4-day 
holiday weekend.

2. A quick checkout confirmed it 
had a TH350 in need of an over-
haul. 

3. The service advisor told the cus-
tomer that these older transmis-
sions normally cost less to rebuild 
than the newer models and sug-
gested a range of between $850 
and $1250. 

4. The customer asked what the best 
price would be if he paid cash. 

He said he didn’t even care if he 
got a warranty or a receipt; he 
just wanted it done as cheaply as 
possible. He even asked if any of 
the shop mechanics ever did side 
jobs.

5. Ultimately, the service advisor 
couldn’t resist the temptation to 
make some quick cash on a “sim-
ple side job,” and he knew the 
job could be done before the shop 
owner returned on Monday. He 
struck a deal with the customer 
to replace the transmission for 
$750 cash.

6. Instead of doing it as a side job 
and while keeping his scheme 
secret from the crew, the service 

UP YOUR BUSINESS

by Thom Tschetter

“Wow… 
I Didn’t See 
That Coming!”
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advisor decided put the job into 
the Friday workflow for Friday 
afternoon completion. The job 
workflow sheet called for install-
ing one of the shop’s stock trans-
missions. 

7. The job was completed and, as 
agreed, the customer paid $750 
cash and left with his truck but 
with no receipt or written war-
ranty. But service advisor told the 
customer to ask for him if he had 
any subsequent problems and he 
would take care of him.

8. Unbeknownst to the service advi-
sor, the installer became suspi-
cious of what was taking place 
because there was no RO number 
on the workflow sheet. To protect 
himself and the shop, he discreet-
ly made a copy of the workflow 
sheet, just in case his suspicions 
were valid.

9. When the shop owner returned 
on Monday, the installer brought 
the copy of the workflow sheet 
to him. The service advisor was 
immediately confronted with it 
and he confessed to the wrongdo-

ing, providing all the details in an 
attempt to transfer blame to the 
customer. 

10. The shop owner fired the ser-
vice advisor and told him that he 
wouldn’t press charges if he left 
peacefully and repaid the $750 
he’d stolen from the shop. The 
service advisor agreed and com-
plied.

11. About two months later, the cus-
tomer came back to the shop 
with a transmission problem. The 
shop owner confronted him with 
the fact that he knew what had 
taken place; he advised the cus-
tomer that there would be no 
warranty and asked him to leave 
the premises. He added that, if he 
wanted a warranty, he should take 
it up with the service advisor he’d 
schemed and conspired with.

12. The customer responded that he 
hadn’t schemed or conspired and 
had done nothing wrong. All he 
had done was “negotiate” with 
the shop’s service advisor for the 
best price, and that the shop was 
responsible for the actions of its 

employee. He said even though 
he didn’t have a written warranty, 
the shop needed to stand behind 
its work or he’d sue.

13. The case ended up in court and 
the results were eye-popping. 
a) The customer sued the shop 

for the warranty repairs.
b) The shop contingently sued 

the service advisor for dam-
ages if the shop was found 
liable for the warranty repairs.

14. Other than the copy of the work-
flow sheet, the case was based 
entirely on the testimony of the 
customer, the crew, the termi-
nated service advisor, and the 
shop owner.

15. The terminated service advisor 
testified that the customer had 
proposed the scheme, but the cus-
tomer insisted that he believed 
he was only negotiating with the 
shop’s representative… not with 
the service advisor personally. He 
added that any conclusion to the 
contrary by the service advisor 
and the service advisor’s lack of 
integrity were not his problem.

CapitalCore Ad v3_ol.indd   1 1/16/14   1:12 PM
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16. The crew confirmed that they 
replaced the transmission as 
directed by the service advisor.

The Decision
The judge ruled in favor of the 

customer: 
1. The shop was responsible to either 

perform the warranty repairs or 
refund the $750 to the customer. 

2. He ruled that the shop had 
assumed liability in four ways: 
•	 First, the shop is liable for the 

actions of its employees. 
•	 Second, the customer paid 

for the job in “good faith” 
and was entitled to value in 
exchange for payment. A war-
ranty is part of the value the 
customer is purchasing. In the 
absence of a written warranty, 
there’s an implied warranty of 
merchantability that presumes 
a reasonable service life on 
products and services provid-
ed by a business. In this case, 
the judge felt the transmission 
didn’t pass that test.

•	 Third, the shop was effectively 
paid for the job when the ser-
vice advisor repaid the $750. 

•	 Fourth, the shop owner no 
longer had financial recourse 
against the service advisor 
because he’d struck a settle-
ment with him when he agreed 
to leave peacefully and repay 
the $750.

My Thoughts
If this case had been brought to 

me for arbitration, I’m not sure I would 
have come to the same decision as the 

Small Claims Court judge. But it’s dif-
ficult to argue with his logic.

As always, one of the difficulties 
in arbitration cases is that decisions 
have to be based on the testimony and 
evidence presented. The decisions are, 
by definition, arbitrary and often sub-
jective rather than objective. 

It was a surprise to me that the 
judge felt the shop had been paid when 
the service advisor agreed to repay the 
$750, and even more surprising that 
this settlement effectively put all the 
liability on the shop. This demonstrates 
the difference between what’s fair and 
what’s legal, doesn’t it?

Short of settling the matter with the 
customer out of court, I’m not sure the 
shop owner could have done anything 
to avoid this adverse ruling.

I understand why the shop owner 
refused to do the warranty repairs and 
asked the customer to leave. However, 
while the customer’s intentions seemed 
obvious, unfortunately they weren’t 
provable.

One thing the shop owner might 
have done was to engage the customer 
in a conversation to confirm whether 
he had actually tried to get the service 
advisor to do the job as a cash (side) 
job. Depending on how the customer 
responded, it might have been worth 
taking care of his problem to avoid 
the hassle of the day in court… not to 
mention the other legal exposure he 
suffered.

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

be learned from this case. The most  
important lesson is to be careful and  
diligent when you terminate an  

employee. Take care that you don’t 
close the door to future unknown dam-
ages by entering into a settlement. It’s 
worth a few bucks to seek the advice of 
an attorney on the best course of action 
for terminating employees.

The broader underlying lesson is 
contained in one of my favorite Norman 
Vincent Peale quotes, “There is no right 
way to do a wrong thing.” 

Share Your Stories
If you’ve personally experienced a 

weird or unusual customer dispute and 
wouldn’t mind sharing it to help your 
industry, please contact me. 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, like this month’s con-
tributor, you may remain anonymous. 
The main thing is we want to share sto-
ries that will help others avoid similar 
problems. Call me at 480-773-3131 or 
email to me at coachthom@gmail.com.

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.

“Wow… I Didn’t See That Coming!”
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Big R/ReMaTecUSA: 
A Great New Show, 
Definitely Worth
A Visit

Since 2001 ReMaTec Amsterdam 
has been the focal point for 
the automotive rebuilding and 

remanufacturing industry. Initiated by 
the Automotive Parts Remanufacturers 
Association (APRA) and the European 
Federation of Engine Remanufacturers 
(FIRM), it was their vision to create 
one comprehensive show for all auto-
motive parts and components that are 
subject to remanufacturing processes.

Embracing all different aspects of 
automotive & HD reman in one single 
show has generated tremendous syn-
ergy. For instance, think of cleaning 
and testing equipment. Whether you are 

cleaning transmission, engine, power 
steering or water pump parts, you prob-
ably have to sandblast them or clean 
using ultrasonics. ReMaTec showcases 
the current technology in both and 
offers information that crosses all plat-
forms, enabling suppliers to step into 
different markets.

ReMaTec is also reaching com-
panies in the transmission parts and 
rebuilding industry. Over the past three 
editions of ReMaTec, renown com-
panies such as ZF, Sussex Auto Parts, 
DB Automobile, Ganzenboom,  ATP, 
Automatic Choice Europe, Newco 
Autoline, Superflow, GFX have taken 

significant positions at ReMaTec 
Amsterdam with a combined show 
floor space of: 

2011: 5,500 sq ft
2013: 7,160 sq ft
2015: 11,300 sq ft
 and together cover about 20% 

of the total floor space of ReMaTec 
Amsterdam.  

As Maron de Groot of Automatic 
Choice, a leading distributor for 
automatic transmission parts and – 
tools in Europe puts it: “The Dual 
Shifting Gear (DSG); a regular 
visitor in the European workshops, is 
now also making his way to America 

by Niels Klarenbeek
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and Australia. The spare parts for 
Continuing Variable Transmissions 
(CVT)  have been a regular seller from 
our shelves, while recently we got word 
from one of our American suppliers 
stating they now offer a (small) range. 
And it is not by coincidence that German 
manufacturer ZF developed World’s 
First 9-Speed Transmission, which is 
now also used for, among others, the 
Jeep Cherokee.

While the traditional perception 
of an automatic transmission used 
to be  mainly mechanical and hard 
parts, today’s challenge is filled with 
electronics.  Being able to understand 
the flow and cause of fault codes will be 
the key that can make the difference in 
being ready for the future or not.

That is why the request for shar-
ing knowledge is getting louder day 
by day. At the moment Europe, with 
all his various languages and cul-
tures, lacks the abilities for a solid 
knowledge exchange. Whereas in the 
USA Seminars, Clinics and Hands-on 
Sessions are much more part of the 
workshop life. The ReMaTec show is 
a big part of our marketing strategy. ”

ReMaTec now  
comes to USA

Now, on the heels of the success 
of its event in Europe, APRA and 
ReMaTec bring their formula for suc-
cess to Las Vegas. The inaugural Big R/
ReMaTecUSA trade show takes place 
Nov. 1-3, just prior to Industry Week 
and has already sold more than 95% 
of its floor space. About 100 different 
companies will showcase their products 
and solutions at a 40,000 sq ft exhibit 
floor; more than twice the size of last 
years’ Big R Show at the Tropicana.

One interesting aspect of the book-
ings so far is the interest shown by 
European and other overseas exhibi-
tors. Until now, over one third of the 
registered companies are international 
with well-known European companies 

like Autoenterprises, Melett, Emmetec 
& ORPAV, Pos Service Holland and 
KARDES Elektrik among them. 

With BigR/ReMaTecUSA and 
ATRA Power Train Expo together at 
the RIO we anticipate the same synergy 
we know from our Amsterdam shows. 
Whether it’s about core, cleaning, 
return logistics, testing & diagnostics 
BigR/ReMaTecUSA has a lot to offer, 
both on the expo floor and the seminar 
program. 

Attendees of ATRA Powertrain 
Expo will have the opportunity to get 
access to BigR/ReMaTec free of charge. 

We look forward to welcoming 
you at our show at the RIO.

Big R/ReMaTecUSA: A Great New Show, Definitely Worth A Visit

With BigR/ReMaTecUSA 
and ATRA Power Train 

Expo together at the RIO 
we anticipate the same 
synergy we know from 
our Amsterdam shows. 
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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
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Intermittent Hard Shifting
Harsh Reverse Engagement, Harsh 3-4 Shift
5R110W/Torqshift
Chatter in Reverse
Pressure Specifications
6R140W/Torqshift 6
Clutch Application and Stall Speed Charts
Gear Ratio and Solenoid Application Charts
Clutch Clearances
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by Nancy Friedman, 
the Telephone Doctor 

Do you know what the number 
one skill in sales and service is?

I gave you a hint in the title. 
Right – listening skills.

Do we really LISTEN? Most of us 
‘hear,’ but do we really listen to what 
people are saying? Are there any meth-
ods, tricks, ideas, tips or techniques to 
make us better listeners? Yes, there are. 
Listed below are some of the often used 
skills of better listeners.

What do you think the difference is 
between listening and hearing?

Bottom line: Hearing is 
physical. Listening is mental.

What do some folks do that others 
don’t in order to be a good listener? It’s 
pretty simple. Take a TV commercial. 

Most of us normally hear it, but do 
we always listen to it? Probably not. 
Especially if it’s about something we’re 
not particularly interested in for our-
selves.

Take the Super Bowl. We talk about 
the commercials before they’re even on 
TV. How many can you remember now? 
My guess is you’ll recall those that were 
of ‘interest’ to you. We probably ‘heard’ 
them. We may have watched them. But 
again, how many did we really listen to? 
Pay attention to?

Below are 6 easy steps to becoming 
a better listener. As with many things 
there are more for sure, but starting with 
these will help you a lot. Listen up!

1. Decide to be a Better 
Listener – That’s like an attitude. You 

can really decide to be a good listener. 
It’s a decision. Will everything be of 
interest or value to you? Maybe not, but 
not listening can be dangerous. So make 
a mental decision to listen better to those 
you talk with; especially if you have 
asked them a question and they answer. 
We need to LISTEN to them. We need to 
acknowledge. We can only intelligently 
answer and acknowledge if we are lis-
tening.

2. Welcome the Customer – 
On the phone, in person, in business or 
at a social event. We need to make the 
person feel welcomed. That in turn helps 
make you a much better listener. We 
need to be obviously friendly when we’re 
talking with a customer. And it needs to 
be sincere. (Most folks can tell when 

ListenListenUP!
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you’re not.) So bring a welcoming phrase 
to the table and use it to make the cus-
tomer feel as though he’s a long lost 
friend!

3. Concentrate – Listening is 
not the time for multi-tasking. And today, 
we can all turn to the left or right and 
catch someone texting and probably try-
ing to have an in person conversation 
as well. One of these things will be in 
trouble. We simply cannot do two things 
well at once. Your concentration must be 
on the conversation – in person or on the 
phone. Do nothing else but ‘listen.’ Don’t 
text, don’t hold side conversations, and 
keep your eyes (and ears) on the person 
talking.

4. Keep an Open Mind – Well, 
why do we need to do this? I’ll tell you 
why. There are some of us who think we 
know what the other person is going to 
say before they say it and so we interrupt 
(or interject) our comments before the 
person can answer. That’s not keeping an 
open mind. That’s not listening to what 
they’re saying. Some of the times we’re 
right. And yes, we do know what the per-
son will say, but it’s important to put your 
teeth in your tongue and not interrupt. By 
keeping an open mind you’ll gain more 

information as well. And your listening 
skills will be sharper.

5. Give Verbal Feedback – 
Talking with someone and not acknowl-
edging what they’re talking about is 
very frustrating for them, especially on 
the phone, because we don’t even have 
body language to check out. So come 
up with a few feedback lines. A few to 
start you off are: “I see.” “Hmmm, that’s 
good.” “Ok.” “Interesting.” A few simple 
words and phrases like that will help the 
person feel you’re listening and listening 
well. In person, you have the ability to 
nod and smile, and they can SEE your 
expressions. However, on the phone, we 
need verbal feedback. And be careful 
we’re not saying the same word over and 
over. Like OK, OK, OK, OK. That’s just 
boring.

6. Take Notes as You Talk 
– This is my favorite. And yes, even 
in person. That’s perfectly acceptable! 
Taking notes lets the person know you’re 
interested in what they’re saying. It’s a 
good sign of respect.

I do it all the time when I’m on the 
phone. I tell the client, “I’m taking notes 
so I can refer to them later and so I don’t 
forget what you’re saying.” No one has 

ever said, “Don’t do that.” Most say, 
“Thank you. That’s great; that’s super!”

Taking notes so you can refer back 
is also a big compliment. Don’t forget to 
do it. It really helps your listening skills.

There you are. Six pretty easy steps 
to becoming a good listener.

And watch how many times you 
need to say: “I’m sorry, what did you 
say?” That’s not a great sign you’re lis-
tening.

Good luck!

Nancy Friedman is a featured speaker at 
franchise, association & corporate meetings. She 
has appeared on OPRAH, Today Show, CNN, FOX 
News, Good Morning America, CBS This Morning 
& many others. Nancy is the author of 8 books on 
sales and customer service and is the spokesper-
son in the popular DVD customer service training 
programs. For a demo of Nancy call 314 291 1012 
or visit www.nancyfriedman.com.

 - See more at: http://www.nancyfriedman.
com/listen-up/#sthash.z7mRrHfX.dpuf
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There’s little doubt in anyone’s 
mind that the transmission 
repair business isn’t what it 

once was. Most shops find it more 
difficult to make a living fixing trans-
missions today; invoices are astronomi-
cally higher while profits are dramati-
cally lower.

But some transmission shops have 
managed to do more than survive… 
they actually thrive in today’s market. 
They’ve recognized that the industry 
has changed and they’ve changed along 
with it. And few shops provide a better 
example of this than Russell Auto Inc., 
in Manchester, New Hampshire.

To be honest, this isn’t the first 
time we’ve looked in on Russell Auto: 

SHOP PROFILE by Steve Bodofsky
members.atra.com

Russell Auto Inc, Group shot L to R: Jennifer Russell Vana (Wayne's daughter), Scott O'Neill, Wayne Russell, Kirk Waterhouse, Chris Estabrook, 
Wes Russell (founder- Wayne's father- Jenn's grandfather & Tory's uncle!), Bill Dwire, Tory Russell (Wayne's nephew), Jon Samson

Time tested. Russell Auto has been serving the Manchester, New Hampshire area since 1957.

Russell Auto Inc., 
Manchester, New Hampshire
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They were profiled back in April, 2005; 
almost 10 years ago. But shop owner 
Wayne Russell has become so success-
ful at adapting his business model to 
our changing market that we thought 
it might be good to pop by for a closer 
look.

That’s because Russell Auto got its 
start back in 1957; nearly six decades 
ago! Back then, transmission repair 
was an entirely different business. And 
many shop owners from back in those 
days have never managed to adjust to 
the new paradigm they face in today’s 
market. Wayne has.

How well are Wayne and crew fit-
ting into today’s market? They were just 
honored by the Better Business Bureau 
of New Hampshire with their Torch 
Award as the Best Small Business in 
New Hampshire! Sounds like they’re 
fitting in just fine.

So what’s his secret? No secret: 
Just a good attitude and a willingness 
to change with the times. So let’s take a 
quick look at where they were then and 
see how he’s adapted today.

In the Beginning
The story of Russell Auto begins 

in October, 1957, when Wesley Russell 
— Wayne’s father — began operating 
a branch for Portland Transmission 
Exchange. This was one of the earli-
est versions of a “reman” company, 
offering rebuilt transmissions over the 
counter to shops in the area.

In fact, in an interview several 
years ago, when asked about his busi-
ness model, Certified Transmissions 
owner Peter Fink was quoted as say-
ing, “I didn’t create a new business 
model; I just started with what Portland 
Transmission was doing back in the 
’50s and ’60s.”

Wesley purchased the business in 
May, 1965, and moved the company to 
its present site on Alpheus Street. Later 
they expanded to South Willow Street.

Wayne got his first taste of the 
business back when he was in elemen-
tary school. “I can remember taking a 
cast iron Ford valve body apart, mount-
ing all the pieces on a sheet of plywood 
with everything labeled, and taking it 
in to school for show-and-tell,” says 
Wayne.

After graduating high school, 
Wayne went to college with a major in 

engineering. But he left college after 
about a year to join his father in the 
family business; that was 1972.

Wayne bought the business from 
his father in 1997. But Wesley still 
keeps his hand in, helping out with 
older units and sharing his knowledge 
and understanding of the industry.

A Changing Market
In their early days, the name said 

it all: Portland Transmission Exchange. 

They were one of the earliest rebuilding 
shops to operate in a factory setting.

And of course, the transmission 
industry was on their side: Only a few 
transmissions constituted the bulk of 
their market, and they had very few 
variations from one car to the next. 
Change the speedometer gear and one 
transmission could service dozens — 
maybe hundreds! — of models.

Technician Chris Estabrook works on a removal.

Service advisor Scott O’Neill sits in front of the many certificates of 
continuing education on display at Russell Auto.
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So it was easy to build a business 
model around offering stock units. In 
fact, it would be hard to find a transmis-
sion shop back then that didn’t keep at 
least a few stock units on their shelves, 
ready to install.

These days Russell Auto keeps far 
fewer transmissions in stock, focusing 
mainly on custom rebuilds and drive-
train repairs. They also have a truck 
bay that’s large enough to accept pretty 
much any single-axle truck.

“We work on motorhomes and 
trucks up to about 26,000 GVW… 
sometimes a little more; electric com-
pany trucks, armored trucks… We also 
do some fleet work and some general 
repair; no more than about 20–25% of 
our total work. But we try to stay 
focused on the driveline repairs.”

One thing they’ve tried to maintain 
is their relationship with the general 
repair market, so a substantial portion 
of their business still comes from refer-
rals and wholesale work. From their 
wholesale accounts they get a mix of 
work: “Some shops send the car for us 
to fix, while others prefer to bring the 
transmission to be rebuilt.”

Back in the ’70s, the bulk of their 
work came from wholesale customers, 
while only a small percentage was from 
retail customers.

Today only about 25% of their 
transmission work is related to whole-
sale customers; the rest comes direct-
ly from retail customers. This market 
reversal is why Russell Auto is now 
willing to consider some general work; 
their wholesale customer base is small-
er, so there’s less risk competing with 
them.

One thing that hasn’t changed is 
that Wayne won’t offer general repairs 
to their referral customers. “I guarantee 
my wholesale accounts that I won’t try 
to sell their customers any addition-
al work. We handle the transmission; 
that’s it. For anything else, they need to 
speak with the referral shop.”

Because, as he points out: “You 
don’t bite the hand that feeds you.”

Marketing to  
Today’s Customer

Like most shop owners, Russell 
Auto used to depend almost exclusively 
on the Yellow Pages for customer con-
tact. And Wayne spent a bundle on 

those ads over the years.
But over the last few years, he 

began decreasing his spending and 
reducing his presence there. This year 
he finally broke ties with the Yellow 
Pages entirely. “I think phone book 
advertising is all but dead,” he says. 
“You tell someone you found them in 
the phone book, they’ll laugh at you!”

According to Wayne, one of the 
big reasons they’re seeing so much 
more retail work today than they were 
in the ’70s is that today’s customers 
aren’t as closely tied to a single repair 
shop. So they’re more likely to search 
Google when they have a transmission 
problem.

Because of those changes in the 
market, Wayne has made it a point to 
focus more of his marketing budget on 
the internet. His primary site — www.
RussellAutoInc.com — brings him a 
lot of referrals, as does their Facebook 
page and the ATRA referral program.

“The repair shop and the phone 
book aren’t quite the referral base they 
used to be,” he says. “I think there are 
still a lot of customers who are loyal to 
their general repair shop; but there are 
also a lot that shop around at the chains 
or big-box stores for the best price.

“We know that a lot of customers 
are finding us through the internet. We 
track those calls and can identify where 
they got our name.”

Wayne’s also a member of a local 
Business Network International group. 
As the only auto repair member in his 
group, he’s had the opportunity to build 

Technician Jon Samson (AKA Samson) working on another job. Rebuilder Kirk Waterhouse digs into another unit on his bench.

Russell Auto Inc., Manchester, New Hampshire

Technician Bill Dwire.
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some valuable relationships with other 
members of his business community.

One thing that hasn’t changed 
for Russell Auto is their dependence 
on customer referrals. Wayne knows 
that this is one of the more important 
aspects of his business, and he focuses 
his business approach on making sure 
that customers are thrilled with their 
work and are only too happy to refer 
their friends.

That mentality has become such 
an important part of their business 
model that, earlier this year, the Better 
Business Bureau of New Hampshire 
honored Russell Auto by presenting 
them with the 2014 Torch Award for 
Marketplace Ethics. 

This prestigious award honors 
Russell Auto as the most ethical small 
business in the state. No wonder cus-
tomers are happy to refer their friends!

Russell and ATRA
According to Wayne, Russell Auto 

became an ATRA Member back in the 
’70s; around the time he came back 
to work for his father. Originally they 
joined ATRA for the technical support 
and to take advantage of the Golden 
Rule Warranty. 

But unlike so many other shop 
owners, that’s not where Wayne’s 
relationship with ATRA ended. He’s 
been a firm supporter of the seminar 
programs, attending the technical and 
management seminars since becoming 
a Member.

He’s quick to credit some of his 
success today to what he’s brought back 
from the What’s Working programs at 
Expo. And he shares what he’s learned, 
both from ATRA and on his own, on the 
What’s Working forums.

Not simply content to sit back and 
let ATRA bring the business support to 
him, he and shop owner Mike Smith 
founded the Northeast ATRA Chapter 
back in the late ’70s, and Wayne was 
its first president. And he served on the 
ATRA Board of Directors from 1986 
through 1988.

Influencing Techs
Far too many shop owners never 

consider their future staffing require-
ments until they need to hire a new 
technician. Then they complain that 
they can’t find qualified help.

Wayne believes in a different 
approach: He wants to help educate 
the next crop of technicians, to make 
sure there’s always a strong pool to 
hire from. He currently serves as 
chairperson for Manchester School 
of Technology Automotive Advisory 
Committee and he’s on the Manchester 
Community College Automotive 
Advisory Committee.

His reasoning is simple: If you 
want to be sure that there will be quali-
fied technicians in the market, you have 
to be willing to help make sure they get 
started on the right foot.

As part of that process, Russell 
Auto often has interns working in the 
shop. “Not that we’re planning on keep-

ing them here now,” explains Wayne. 
“But whether they’re working here 
today or come to work here 10 years 
from now, at least we know they’ll be 
working from a strong foundation.”

And having those interns in the 
shop actually helps keep his current 
employees fresh. As anyone who’s ever 
taught a class will tell you, teaching 
requires a different level of understand-
ing. You have to be able to explain why 
you’re doing something and explain 
every detail of the procedure; not just 
do it. That keeps their minds agile and 
their skills sharp.

Of course, if a truly exceptional 
intern comes into Russell Auto, Wayne 
has first crack at him or her. But either 
way, Wayne’s doing his part to prepare 
the next crop of technicians for the 
future of our industry… and maybe one 
day for a job in his bays.  

Russell Auto has been a leader 
in the transmission repair industry for 
nearly six decades… just a few years 
after the first automatic transmissions 
began rolling off the assembly line.

But what makes them successful 
today isn’t just the years of experience 
they bring to the table; it’s their willing-
ness to alter their approach to the busi-
ness as the industry changes. And that 
may be the most valuable thing we can 
learn from Wayne.

Bill Dwire fills a unit from below. A clean and inviting waiting room keeps  
Russell Auto customers comfortable.
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Register Today!

ATRA Returns to ATRA Returns to ATRA Returns to ATRA Returns to ATRA Returns to ATRA Returns to 

Thursday, October 30
7am-5pm Attendee Registration
8am-6pm Technical Seminars

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

3pm-5pm Management Seminars
What’s Working - Dennis Madden, Rodger Bland

5pm-6pm ATRA Member Meeting

Friday, October 31
7am-5pm Attendee Registration
7:30am-5pm Technical Seminars

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

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

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

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

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

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

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

Sunday, November 2
9am-12pm Management Seminars

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

9am-12pm Technical Seminars
We CAN Rebuild It - Bob Nuttall
Tapping Into Your High Performance Needs! - Randall Schroeder
Using Toyota’s Techstream Scan Tool Software & TIS SVC Info - Jack Rosebro

www.PowertrainExpo.com www.PowertrainExpo.com

ATRA Returns to ATRA Returns to ATRA Returns to 
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Travel Information

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

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

Room Rate: $119 Single/Double
Cut-off Date: October 7

Each suite offers more than 600 sq.ft. of spacious luxury 
including a separate dressing area, couch, 32’ TV, table 
with chairs, hairdryer, in-suite refrigerator, iron, ironing 
board and complimentary in-suite safe. All of this for a very special ATRA group rate!
Reserve your room today!

There are many reasons why Las Vegas commands the title as “The Entertainment Capital 
of the World.” Some of the world’s most exciting and versatile entertainers have performed 

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

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

ATRA Luncheon 

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

Best strip view in town!
Great entertainment 

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

Room Rates starting as low as $99/night!

Top Notch Training!

Visit Vegas!

www.PowertrainExpo.com
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Registration Form 
October 30th - November 2, 2014 • Las Vegas, NV

Company Name                                            ATRA Account Number

Contact Person: (will receive all correspondence)

Address 

City  State   Zip

Country Email Address 

Area Code Phone No.  Fax No.

(           )                           (           )            

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

ADDITIONAL
TICKETS

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

CONFERENCES
(Includes Luncheon & Trade Show)

  Complete      
  Conference      Technical     Management  Trade Show       Lunch 

NAME _______________________________________________________________________________    

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

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

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

                                         TOTAL  $____________

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

Card Number ___________________________________________________ Expiration Date                                               Security Code

Print Name on Card __________________________________________________________  Signature __________________________________________

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

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

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

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

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other
TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other
TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

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

$50 cancellation fee.

www.PowertrainExpo.com
EXPO 814 4-pager.indd   2 7/29/14   2:51 PM



Check it out at http://members.atra.com

We’ve Gone Mobile!

If you use an iPad, iPhone, Tablet, Android or any other type of tablet or smart phone, search-
ing for tech JUST GOT EASIER!   The new mobile version of ATRA Tech Repair center offers 
a simpler approach to getting your customer’s vehicles fixed...and FAST!  No more waiting 
for the computer in the office or taking time away from the office manager.  Search from the 
bench...find your answers...fix it...and get PAID!

Save Time-Now search  for Tech using your mobile device

ATTENTION TABLET AND SMART PHONE USERS!

For information about ATRA Membership, contact ATRA at (805) 604-2000 or visit http://members.atra.com

Automatic Transmission Rebuilders Association
(805) 604-2000 • (866) 464-2872

RESPONSIVE DESIGN
The site will automatically  

adjust its screen size based  
on the device you are using.

AUTO COMPLETE
The system will automatically fill in 
the box for your search as you type 
one or two letters and/or numbers 

of the transmission or phrase.

AUTO ANSWER
Answers automatically populate 

based on your search for the most 
common bulletins and articles  

pertaining to your search.

atra tech ad 614.indd   2 5/30/14   1:19 PM
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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.

BAAN Powertrain  
Moves into New  
Distribution Center 

BAAN Powertrain Corp moved 
and expanded its Edmonton, Canada 
main distribution center.

Jordan Schlamp, president of 
BAAN Powertrain, had this to say: 
“We are very excited and pleased to be 
in our new headquarters and the possi-
bilities this new facility allows. I would 
like to thank our staff for all the extra 
efforts in making this happen success-
fully, and our customers’ patience and 
understanding through this transition.”

High density racking and wire 
guided turret lift trucks in the new 
larger facility allow for faster and more 
efficient order fulfillment. With a ware-
housing capacity for over 14,000 trans-
missions, transfer case, differentials, 
and engines in the Edmonton location, 
the distribution center will support sales 
to other BAAN warehouses and domes-
tic Canadian aftermarket customers.

Increased loading dock capacity 
also will allow for easier staging of 
container shipments for BAAN’s export 
customers from around the world that 
purchase BAAN’s new, OEM remanu-
factured and aftermarket remanufac-
tured powertrain units.

For more information please con-
tact sales@baanpowertrain  or 780-
633-2780.

New From Alto  
Products Corp

Alto Products Corp now offers the 
complete series for the AS68RC, A465 
2007-On.  The plates are available as 
complete friction or steel module, Alto 
# 202752 or 202753, or as individual 
plates.  

Also, Alto Products Corp offers 
the complete series for the GM 6L40E, 
6L45E, 6L50E 2007-On.  The plates 
are available as complete friction or 
steel module, Alto # 201752 or 201753, 
or as individual plates.  For more infor-
mation on these clutches and other 
products that we offer visit us at www.
altousa.com.

North American  
Powertrain Components  
Announces New VP

North American Powertrain 
Components (NAPC) is proud to 
announce the appointment of Todd 
Crane as vice-president.

Todd has been part of the power-
train industry for over 20 years, spe-
cializing in supply chain management, 
business development, marketing, and 
inside and outside sales. He’s been dili-
gent in developing and strengthening 
NAPC for the past two years as acting 
chief operations officer.

Todd’s expertise has proven vital 
to the positive growth NAPC has 
seen in recent years. North American 
Powertrain Components is looking 
forward to continued excellence from 
Todd in his new role as vice-president 
and congratulates him on this mile-
stone. 

For more information, visit NAPC.
CA or call 1-866-456-4498. 

Precision Introduces 
New Suzuki Kits

Precision International now has 
available overhaul, banner, and mas-
ter kits for the Suzuki A174 (SN413/
SN415).

Overhaul Kit — K79900PX-MD
Banner Kit: — K7900PXW/O
Master Kit — K7900PX
Applications:

2000-2006 Suzuki Caribian (L4 1.3L)
2001-2003 Suzuki E-RV (L4 1.3L)
2000-2005 Suzuki Escudo (L4 1.3L)
2000-2007 Suzuki Every (L3 0.7L, L4 

1.3L)
2000-2004 Suzuki Jimny (L3 0.7L, L4 

1.3L)
2007-2011 Suzuki Landy (L4 1.4L)

For more, visit Precision on line at 
www.transmissionkits.com.

Sonnax Acquires  
New R&D Center

A third facility recently joined 
Sonnax headquarters and distribution 
centers in Bellows Falls, VT. On July 
7, the employee-owned company pur-
chased a former manufacturing space 
located only a quarter mile from exist-
ing Sonnax sites to house the compa-
ny’s research and development teams.

 Todd Crane, vice-president
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“I am very excited to have the 
room to expand”, said Sonnax Senior 
Vice-President of Development Steve 
Jaussaud. “We continue to grow, and 
have been getting tight on space. This 
facility will help us establish a great 
R&D center suited to our diverse prod-
uct lines. As an engineering-driven 
company, this will allow Sonnax to 
become even better at product devel-
opment and meeting our customer’s 
needs.”

The newly acquired building at 
10 Spencer Drive in Bellows Falls 
contains 26,000 sq. feet of open space 
that will become the new home of the 
Sonnax engineering, product line man-
agement, and technical support teams.

The site will be completely reno-
vated in the coming months to accom-
modate dedicated shop, testing and 
quality control areas, plus office space 
for approximately 35 employees. Space 
currently used in other Sonnax build-
ings for these activities will be freed up 
to accommodate growth in other areas 
of the company.

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

Also from Sonnax,  
Ford 6F35 Oversized  
TCC Regulator Valve Kit

Tackle troublesome issues in Ford 
6F35 units, such as TCC slip, harsh 
TCC apply, fluid overheating, and poor 
fuel economy, with the new Sonnax 
oversized TCC regulator valve kit, 
144740-19K. 

Featuring lengthened spools for 
additional bore contact and support and 
upgraded materials to protect against 
premature wear, this kit will recover 
hydraulic control and renew TCC per-
formance. 

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

ATI Introduces  
Superglide 4® Transmission

If you have a high horsepower 
racecar and want to get all your power 
to the pavement, ATI has the solu-
tion: ATI’s new 1.62 Superglide 4  
transmission is designed to handle up 
to 3500 horsepower thanks to its heavy 
duty 1.62 ratio Vasco gear set, pat-
ented ATI ringless 1-3/16” input shaft, 
T400 output shaft, aluminum super 
pump, and adjustable wicked quick 
valve body, all packaged in an ATI SFI-
certified Supercase with your choice of 
SFI bellhousing make or SFI 6.3 “Can.”

An ATI Outlaw torque converter is 
included with every Superglide 4 pur-
chase and an optional lockup version 
is available.

The 1.62 Superglide package 
allows racers to leave the line with 
more power and get down the track 
quicker as track conditions change or 
help with traction if you run a limited 
tire.

ATI’s Superglide has been in the 
field for more than five years, with 
thousands of runs. An industry leading 
one-year warranty against any hard part 
failures comes with all Superglides and 
it’s offered with an available second 
year with maintenance.

For more, visit ATI Performance 
Products, Inc. at www.atiracing.com.

Motorcraft Low Viscosity  
Motor Oil Boosts  
Performance in Hybrids

Motorcraft has launched a pre-
mium-quality passenger car motor oil 
recommended by Ford Motor Company 
for 2013 model year and forward 

hybrid electric vehicles. SAE 0W-20 
Premium Synthetic Blend Motor Oil 
meets engine oil recommendations for 
Ford, Lincoln, and many other equip-
ment manufacturers. It is API Certified 
for gasoline engines, ILSAC GF-5 and 
meets API SN/Resource Conserving.

“Motorcraft has added premium 
quality motor oil to its line-up, geared 
specifically towards hybrid electric 
vehicles,” said Robert Boss, Motorcraft 
maintenance marketing manager. 
“When Ford and many other manufac-
turer vehicles use Ford Quick Lanes, 
there is now a Motorcraft oil that deliv-
ers superior quality for this market 
subset.”

SAE 0W-20 includes performance 
additives and friction-reducing tech-
nology that provides superior engine 
protection and energy-conserving char-
acteristics, which result in improved 
fuel economy compared to SAE 5W-20 
and 5W-30 motor oils.

Manufactured with high-viscosi-
ty index, premium-quality synthetic/
hydroprocessed base oils, and specifi-
cally designed performance additives, 
SAE 0W-20 helps minimize engine 
deposits and wear, protects against high 
temperatures, low-temperature gelling, 
rust corrosion and foaming.

With this addition, Motorcraft’s 
product offerings now cover eight dif-
ferent engine oil viscosities with many 
available in both a semi-synthetic and 
full-synthetic formulation. Whether 
you’re servicing a Ford or non-Ford 
vehicle, Motorcraft can provide the cor-
rect oil for the engine.

SAE 0W-20 hit the market in 
February 2014. It is available every-
where Motorcraft products are sold.

For more information, visit motor-
craft.com.

Doug Greenfield  
Joins Elite Worldwide  
as Business Coach

Elite Worldwide has announced 
that Doug Greenfield, owner of Kent 
Performance Auto Center in Kent, 
Washington, is its newest business 
development coach.

In his new role, Doug will use his 
33 years of industry experience to pro-
vide 1-on-1 business-building guidance 
to other shop owners. 
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After starting with Chrysler, Doug 
saw an extraordinary opportunity in 
the independent market. Today, Kent 
Performance operates from a 24-bay 
facility that does over $2.5 million in 
annual sales. 

Doug takes pride in having a con-
sistent, positive impact on his com-
munity. Kent Performance provides 
monthly donations to homeless shel-
ters and veterans hospitals, offers spe-
cial discounts to schoolteachers, and 
supports community fundraisers and 
events.

For these efforts, the shop received 
the 2014 Patriot Award from the U.S. 
government, and their customers voted 
Kent Performance as one of the top 10 
auto repair shops in Kent in 2013. 

Doug also serves on the member-
ship committee for the Kent Chamber 
of Commerce and is on the advisory 
board for the Kent School District. He 
decided to work with Elite because he 
truly loves helping people. 

“It’s an honor to work with some-
one like Doug who not only knows how 
to run a successful auto repair business, 
but who is philanthropic and really 
cares about people. I have no doubt that 
Doug will be a tremendous asset to the 
Elite team, and do a great job of helping 
our clients,” said Bob Cooper, president 
of Elite Worldwide.

For more, visit www.
EliteWorldwideStore.com.

JASPER Offers  
MaxxForce DT  
Diesel Engine

Jasper Engines & Transmissions is 
pleased to announce the availability of 
the MaxxForce DT complete engine, 
available on exchange for the following 
2007-2009 International/Navistar 
applications:  

•	 CXT	 •		3300
•	 3800	 •		3900
•	 4300	 •		4400

•	 IC Corporation CE 300
•	 IC Corporation FE 300 
•	 IC Corporation RE 300
“Each complete engine is 

remanufactured using a standard set of 
new parts,” said Brad Boeglin, JASPER 
new product development team leader. 
“All other castings and components are 
remanufactured to meet or exceed OEM 
specifications.”

The International MaxxForce DT 
complete includes the block, head, 
crank, cam and lifters, rods and pistons, 
valve train, front cover, oil pump, oil 
pan, oil filter, oil cooler, water pump, 
intake manifold, crank hub, flywheel 
housing, front engine mount and 
bellhousing.  

“JASPER’s remanufactured 
complete engine includes thorough 
cleaning, precise machining, assembly, 
and testing processes that will help 
assure the customer of maximum engine 
life and performance,” added Boeglin.

The International MaxxForce DT 
complete is covered by a one year 
parts and labor warranty. Full warranty 
disclosure is available on their web site 
or upon request.

For more information on Jasper’s 
remanufactured diesel products, contact 
them at 1-800-827-7455 or visit www.
jasperengines.com.

Also, JASPER Offers 
Nissan VQ40DE 4.0L 
DOHC Engine

Jasper Engines & Transmissions, 
the nation’s leader in remanufactured 
products, announced the availability 
of its remanufactured Nissan VQ40DE 
4.0L engine. This DOHC V6 engine 
is available on exchange for the 2006-
2011 Nissan Frontier, Pathfinder, and 
Xterra.

This remanufactured JASPER 
engine offers several advantages:
•	 Redesigned JASPER piston with 

graphite coating to help prevent dry 
startup and piston scuffing.

•	 Installation of plasma moly rings, 
which have a higher durability to 
help reduce cylinder wear.

•	 Installation of Viton valve stem seals 
which have an increased resistance 
to heat, oil additives, and abrasion.

•	 MLS Head Gasket: multilayer steel 
head gasket is installed to reduce 
head gasket failure.

•	 New cam gear chains and chain 
tensioners to prevent upper chain 
noise.

•	 New water pump to prevent coolant 
leaks in the timing cover.

•	 New oil cooler gasket to assist in 
installation and the reduction of oil 
leaks.

•	 New nitrided engine valves for 
improved heat resistance and the 
reduction of valve guide wear.

•	 100% testing of camshaft actuators.
•	 Live-run testing provides peace of 

mind and assures reliability
The JASPER remanufactured 

VQ40DE engine is covered by 
JASPER’s 3-year, 100,000-mile 
nationwide transferable parts and labor 
warranty.  Full warranty disclosure is 
available on their web site or upon 
request.

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

H&A Transmissions 
& Gearspeed Latest 
Announcement

H&A Transmissions & Gearspeed 
is proud to announce that our Honda 
and Acura Transmissions, as well as our 
transmission parts are now available 
into the Canadian market exclusively 
through North American Powertrain 
Components. NAPC is well known 
and respected in the marketplace for 
its overall customer satisfaction and 
industry knowledge, we are pleased to 
have the opportunity to work with our 
Canadian partners and look forward to 
a long and successful endeavor.

For more information on H&A 
Transmission please visit: www.
hnatrans.com To learn about North 
American Powertrain: http://napc.ca
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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

1shoppers 814.indd   68 7/30/14   3:36 PM



GEARS   August  2014 69

1285 Embarcadero
Oakland, CA

600 Bruckner Road
Spartanburg, SC

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

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

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net

SPRINTER Transmissions
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HELP WANTED: Our Arlington, Texas 
company is seeking experienced trans-
mission builders, R&R Techs and a 
Swing-Man with the desire to learn to 
build transmissions. We are looking for 
professionals with good communica-
tion skills that are detail oriented. This 
is a very clean, professional and posi-
tive shop environment.  Please send 
resume and/or questions to todd@
nttrans.com.  ATRA Mbr

HELP WANTED: Well-established 
Northern California Transmission Shop 
looking for a Installer/Swingman who 
wants to learn to rebuild. Must have 
minimum 5 years transmission experi-

EQUIPMENT FOR SALE:  2013 All elec-
tric Transfer Case Dyno for sale,  with 
Eddie load’s - electric host. Designed 
and used for a major USA OEM test 
project.  Less then 100 hours in like new 
condition with warranty.  Original Cost 
$85,000.00 it’s yours for $25,000.00.  for 
additional information contact:
Steve Glassinger  @ G-TEC Inc. (417) 
725-6400, (800) 725-6499, Fax: (417 
)725-3577 steve@g-tec.com.
   ATRA Mbr

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 
Transmission, Boston, MA  (617) 268-
7409.   ATRA Mbr

SEEKING NEW OPPORTUNITY: 
Sales Manager and Inside Sales 
Representative seeking a new oppor-
tunity. Open to relocation for the right 
company and right fit. Several years of 
experience in transmission parts sales 
and management. Resume available 
upon request: Newopportunity333@
gmail.com.

HELP WANTED: We are an automo-
tive franchise company looking for 
experienced Transmission Rebuilders, 
General Automotive Technicians and 
R&R men with diagnostic and electri-
cal experience.  Must have 3-5 years 
of transmission rebuilding experience.  
Responsibilites include, diagnose trans-
mission problems, rebuild transmis-
sions, installation and general engine 
repair.  Email contact information and 
salary requirements to ddelso@moran-
brands.com.

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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Space For Sale!

www.gearsmagazine.com

805-604-2023

$325
Highest Quality
Remanufactured 
Valve Bodies 

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

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

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Innovative 
Solenoid 
Solutions 

Innovative 
Solenoid 
Solutions 

Maxx Fluxx™

Bushings
Maxx FluxxMaxx Fluxx™

Bushings
Minimal or No Adjustment Required

For The Ford 5R55N/W/S

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

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

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

heffins.com/atra
License #0564249
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Don't forget to check the Seminar Information on page 50–51!

ence. Team player, quality work, positive work attitude. 40 
hours work week, no weekends, one week paid vacation after 
one year. Must have current references. Please email resume 
to: dbland@atra.com Subject: BB-0714-1.        ATRA Mbr

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

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

HELP WANTED: REBUILDER WANTED - Must be experi-
enced in late model units (10 year old & newer units).  Excellent 
working conditions, $64K to start, paid hourly plus benefits, 
health, dental, vision, & retirement. 5 day work week. Check 
out our shop tour videos, and others at http://www.transteam.
com/memweb/LarryBloodworth.html -or- call (805) 852-7700..  
             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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