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March is the GEARS annual 
torque converter issue. It’s 
when we focus on a critical 

— and often misunderstood — area of 
today’s automatic transmission.

And let’s face it: Torque converters 
are a mysterious component for most 
of us. Much like today’s onboard 
computers, they’re a sealed, black-
box system that we can’t examine or 
even really diagnose directly. Our 
only way to address them is through 
a roundabout process of elimination: 
If everything else that can cause a 
problem looks okay, it must be in the 
converter… right?

Maybe that’s why the converter 
ends up taking the heat for so many 
nonspecific problems. When all else 
seems okay, technicians point to the 
converter as the culprit. It’s an easy 
out, but it’s an inefficient diagnostic 
model at best.

The real problem with torque 
converters often traces back to the 
complete lack of communication 
between the transmission shop (you) 
and the torque converter rebuilder 
(them). That makes solving problems 
even more difficult for the converter 
rebuilder, because they never get the 
benefit of being able to diagnose — or 
even see! — the vehicle.

And it’s not just the transmission 
repair industry that suffers from this 
lack of communication. The general 
repair industry was also left out in the 
cold, which is probably why so many 
crankshaft wear issues seem to trace 
back to “torque converter ballooning.”

Turns out that diagnosis may be 
a lot more common than the actual 
condition. ATRA CEO Dennis Madden 
brings this into focus beginning on 
page 4, where he takes a fresh look 

at torque converter ballooning and 
the conditions it’s likely to cause. His 
analysis proves rather conclusively that 
the converter is getting the blame a lot 
more often than it deserves.

The dearth of communication 
between the transmission and torque 
converter repair industries is a big 
part of why the Torque Converter 
Rebuilders Associat ion (TCRA) 
was born. Their primary goal was 
to tear down the walls between the 
transmission shop, the torque converter 
rebuilder, and the converter suppliers, 
and create a network that allows for 
shared information between them.

And that’s proved to be a valuable 
resource for the transmission repair 
industry, which is why ATRA and 
GEARS have been primary supporters 
of TCRA since its inception. In fact, 
TCRA had a booth at last year’s Expo 
at the Rio in Las Vegas, and they 
already have their booth reserved for 
this year’s Expo.

In addition to Dennis’s article 
on torque conver ter ballooning, 
we’re covering the TCRA Seminar 
event being held in Greenville, South 
Carolina, April 24 and 25. Check out 
the article on page 66.

Once again ATRA and GEARS are 
taking part in the program: ATRA’s 
Mike Souza will be presenting a tech 
seminar there, and we’re a primary 
sponsor and marketing resource for 
the event. 

Keep in mind, supporting TCRA 
is by no means an altruistic gesture. 
TCRA’s goals have a direct effect on 
the transmission repair industry. Their 
success is our success, and we owe it to 
ourselves and our industry to support 
their goals in every way possible.

Finally, this issue’s shop profile 

presents Team Ramco Transmissions 
and Torque Converters; an ATRA and 
TCRA Member in Yuma, Arizona. 
David “Flash” Sharrar is the shop’s 
manager, and his story is one that truly 
defines and clarifies the relationship 
between the transmission and torque 
converter rebuilders.

I’m sure that somewhere there’s a 
transmission rebuilder who’s blaming 
the torque converter for the pile of 
junk on his bench that was a working 
transmission just the week before. 
Meanwhile the shop’s owner is pulling 
his or her hair out, trying to make sense 
out of the excuse, and decide whether 
the failure was truly caused by a bad 
converter or simply rebuilder error.

This is always going to be part 
of our situation, and, yes, the torque 
converter will always be our industry’s 
own special enigma. But the ability 
to share information through articles 
in GEARS, technical bullet ins 
from TCRA and ATRA, and the 
collaboration from all partners in the 
supply chain, is doing its part to help 
reduce — if not completely eliminate 
— this situation.

We’ve come a long way in 
building a relationship with today’s 
torque converter rebuilders. Better 
communication has led to better 
rebuild practices and materials, and 
a clearer understanding of what shop 
owners are looking for when choosing 
a torque converter supplier.

There’s still a lot more relationship 
building to come in the day’s ahead, 
but we’re moving in the right direction.

I think that’s progress.

FROM THE MANAGING EDITOR
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by Dennis Madden
members.atra.com

by Dennis Madden

Considering that this is the 
GEARS torque conver ter 
i s s u e ,  i t  s e e m s  o n l y 

appropriate to bring up one of my 
favorite subjects: crankshaft failure 
related to torque converter problems.

Torque converter rebuilders seem 

to get blamed for a lot of failures and 
a biggie for them is crankshaft thrust 
bearing failure caused by “converter 
ballooning.” I covered this topic in 
depth about 20 years ago, but I think 
it’s about time to modernize the topic 
with a bit more information.

To set up the discussion I’d like 
to first state that the vast majority of 
crankshaft thrust failures have nothing 
to do with the transmission or torque 
converter. The problem generally 
stems from improper crankshaft 
machining. The scenario generally 
goes something like this:

Someone decides to get their 
motorhome or truck engine rebuilt 
and, while they’re at it, they get the 
transmission rebuilt, too. From that 
point on they can’t keep a crankshaft 
in the engine.

The engine rebuilder trots out 
some dusty old article that cites 

converter ballooning as the cause 
and the bickering begins, with the 
customer in the middle. Oddly though, 
we almost never see a scenario where 
only the transmission was rebuilt 
followed by crankshaft failure. It 
always follows an engine rebuild.

So let’s take a look at the common 
areas of thought related to torque 
converter-caused crankshaft failure.

TORQUE CONVERTER 
BALLOONING

Torque conver ter ballooning 
occurs when the pressure inside the 
converter gets so high that it expands, 
or stretches, the converter, just like 
you’d think of when blowing up a 
balloon (hence the name).

As much as this seems like a 
conceivable culprit, there’s just one 
problem: If the ballooning converter 
is pressing on the crankshaft, then 

the vast majority 
of crankshaft 

thrust failures have 
nothing to do with 
the transmission or 
torque converter.

CONVERTER PRESSURE, THAT IS

UNDER
PRESSURE;

SHOP TALK
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Under Pressure; Converter Pressure, That Is

why isn’t it pressing back against the 
transmission?

Ballooning is no different than 
breathing in a sense: Just sitting there 
breathing, your chest is expanding 
and contracting; there’s no force being 
exerted anywhere. 

In the case of the converter, the 
only thing confining the transmission 
end of the converter is the pump gear. 
If converter ballooning was really the 
problem, it’d take out the pump, too. 
So, if there’s no damage to the pump, 
converter ballooning is pretty much 
out of the question. 

But it may not be out as a clue.

TORQUE CONVERTER 
PRESSURE

Converter pressure is the pressure 
inside the torque converter during 
operation. It’s the byproduct of the 
difference between the amount of fluid 
flowing into the converter and what’s 
able to get out through the lube circuit.

Most transmissions don’t have 
a pressure tap to measure converter 
pressure, so the next best way to check 
it is to tee into the outlet cooler line; 
those pressure levels will be as close 
as you’ll get to what’s inside the 
converter. 

This is an interesting topic, 
and for this we’ve set up a jig for 
measuring the effects of converter 
pressure (figure 1). The concept is 
pretty straightforward: The converter 
operates like a hydraulic ram; no 
different than what you’d find on a 
hydraulic lift or jack.

The ram portion of the converter 
is the converter hub. You might even 
think of it like a servo piston. The 

force it applies is simply the surface 
area of the piston multiplied by the 
pressure working on the piston.

In the case of the converter, it’s 
the area of the converter hub. The 
diameter of the converter hub is 2 
inches, so the area is 3.142 square 
inches (figure 2).

The jig allows us to pressurize the 
torque converter and measure the force 
it exerts, as though it were pressing 

against the crankshaft. We’ve sealed 
off passages in the pump to contain the 
pressure and added a pressure source 
and gauge to the converter drain tap. 
Notice, too, that we’ve included the 
flexplate; we’ll explain that later. 

Here’s how the test works: We 
place the pump and converter assembly 
on a scale within a hydraulic press. 
When we pressurize the converter, we 
can measure the force it exerts toward 

Figure 2

Calculating Area:
The formula for calculating area is: πR2

The radius (R) of the hub is 1" (2.00 ÷2 = 1)
When we square the radius R we get 1x1= 1
π is approximately 3.142, so 3.142x1= 3.142
The area of a 2" hub is 3.142 sq. in.

Figure 1
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Under Pressure; Converter Pressure, That Is

the press, which is just what it would 
exert against the end of the crankshaft.

The torque converter, f lexplate, 
and gauge assembly weigh 40.6 
pounds. Normally you wouldn’t 
consider the weight of the converter 
and flexplate because they’d be resting 
sideways in the car and would have no 
effect on the force exerted against the 
crankshaft. But for our test we’ll have 
to overcome the weight of these parts 
before we can measure the additional 
force applied to the scale.

Here goes: Figure one shows our 
jig in the press with zero PSI applied 
to the converter. We’ve zeroed the 
scale and are ready to start the test.

When we apply about 40 PSI to 
the converter, it transfers about 83 
pounds of force to the scale (figure 3). 
Adding the weight of the parts, that’s 
about 123 pounds of force exerted 
toward a crankshaft. This is the 
action that takes place under normal 
conditions in a vehicle.

With about 50 pounds of converter 
pressure, we get about 158 pounds 
of force (Figure 4). As you can see, 
we could get into trouble if converter 
pressure were to get too high. 

This is where adding coolers 
and making lube modifications can 
cause problems. The good news is that 
engines can withstand a good amount 
of force before they go south. That 
is, until someone rebuilds the engine 
incorrectly.

So what about that f lexplate? 
Some discussions surrounding this 
problem claim that the f lexplate 
actually absorbs the force of the 
converter and reduces its effect on the 
crankshaft. Let’s test that hypothesis:

For this test, we’ll place a hollow 
adapter on the f lexplate so the 
converter pilot is free to move (figure 
5). The force from the converter now 
passes through the f lexplate. The 
adaptor adds 1.2 pounds of weight to 
the converter so the force will measure 
slightly lower but is accounted for 
when we do the math. 

As we pressurize the converter 
with the same 40 PSI, notice the 
weight on the scale: It’s roughly the 
same as our previous test (figure 6). 
The flexplate offered no reduction in 
the amount of force exerted against the 
crankshaft.

Figure 3: Actual pressure for this test
was 39.3 psi.

Figure 5

Figure 6: Actual pressure for this test
was 40.5 psi. The slight increase of air pressure 
compared to the test in figure 3 is the cause of 

the slightly higher weight on the scale.

Figure 4: Actual pressure for this test
was 50.4 psi. 117.6 + 40.6

(weight of the converter) = 158.2 lb.

ShopTalk_315 v2.indd   8 2/12/15   8:04 AM
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Under Pressure; Converter Pressure, That Is

EXCESSIVE CONVERTER 
CLEARANCE

This is an interesting aspect of 
converter operation and it took me a 
while to wrap my mind around it. If 
you look at a side view of a converter, 
you’ll notice the space between 
the turbine and converter housing 
(figure 7).

Under high-torque conditions, 
there’s a pressure head that develops 
in this region. This pressure works to 
push the front cover of the converter 
housing and the turbine apart. This 
pressure can be intense. So much so 
that, given the right conditions, it can 
force the turbine into the impeller 
(f igure 8). It’s also a contributor 
toward ballooning.

Under normal conditions, the 
turbine moves backward, takes up 
the clearance, and bottoms out, first 
against the stator and then against the 
rear bearing surface of the converter, 
so it’s not a factor. But in rare 
instances, look out! 

Three things have to happen for 
this scenario to play out:

•  High torque
•  Excessive endplay
•  Spline lock on the turbine
Here’s the scenario: During a 

high-torque condition, it’s normal for 
some degree of turbine spline lock to 
occur. You can see this if you measure 
flexplate movement while raising and 
lowering line pressure.

Try it on a dyno: Measure the 
amount of f lexplate movement while 
varying line pressure while there’s no 
load on the converter (transmission 
in park or neutral). Then do the same 
test with a load on the converter. With 
the turbine splines bound, it’ll actually 
prevent the converter from moving 
forward as much as before because 
there’s very little clearance in the 
converter. 

Now introduce a lot of clearance 
caused by misassembl ing the 
conver ter. Under high load, the 
pressure head between the turbine and 
converter cover increases.

If the turbine can’t slide back 
on its splines and bottom out on 
the stator, it’ll push the converter 
toward the engine until it takes up 
all the clearance in the converter. If 
that clearance is excessive, there’s a 

chance it can bottom out 
the conver ter against 
the crankshaft. If that 
happens, it’s over for the 
crankshaft thrust bearing.

This is such a rare 
condition that it’s almost 
not worth mentioning, but, 
if a discussion on the topic 
gets heated, someone’s bound to 
mention it, so it’s worth knowing.

That’s about it when it comes to the 
topic of crankshaft failure. So, when 
someone comes to you with crankshaft 
thrust washer failure that’s “obviously 
been caused by converter ballooning,” 
ask to see the corresponding pump 

damage. If it’s not there, the crankshaft 
damage probably wasn’t caused by 
the converter: Look elsewhere for the 
source of the problem.

Figure 7

IMPELLER

PRESSURE HEAD

TURBINE

Figure 8

Photograph courtesy of Pro Torque
Bohemia, NY
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KEEP THOSE TRANNYS ROLLING

by Pete Huscher
members.atra.com

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

and problems encountered with 
Ford Motor Company’s TorqShift 6 
transmission. Ford’s introduction of 
the TorqShift 6 in 2011 ushered in a 
new era of medium-to-heavy duty 
truck transmissions. The TorqShift 6 
transmission was designed to compete 
with the Allison, used in most 
medium-to-heavy duty GM trucks.

The TorqShift 6 is manufactured 
at Ford’s award-winning transmission 
plant in Sharonville, Ohio, and was 
specifically designed to partner with 
the newly designed 6.7L diesel engine 
and the 6.2L gas engine.

Let’s take a look at some of the 
benefits the TorqShift 6 transmission 
brings to Ford’s medium-to-heavy 
duty truck line.

TORQSHIFT 6 BENEFITS
• S e l e c t S h i f t  —  Au t o m a t i c 

functionality, including progressive 
range select and manual functions. 
SelectShift provides conventional 
automatic operation or a manual 
shift mode that gives the driver 
complete cont rol  over gear 
selection. The system synchronizes 

the engine and transmission speeds 
to allow fast, crisp shifts.

• Progressive Range Select — allows 
the driver to reduce the range of 
available gears in drive, to limit the 
use of upper gears when the truck 
is heavily loaded or while towing 
on grades. Drivers can also pull the 
shift lever into M for full manual 
mode and select the gear desired.

• Live Drive PTO (Power Take Off) 
— enabled with Super Duty diesels 
with the PTO prep option. This 
segment-exclusive feature allows 
the transmission to power auxiliary 
equipment, such as cement mixers, 
aerial lifts, tow truck lifts, or dump 
trucks. Power is available any time 
the engine’s running.

• High Capacity filtration system — 
provides longer fluid life (150,000 
service interval).

• Low speed torque converter lockup 
— for increased fuel economy and 
performance.

Now that we’ve seen some of the 
benefits the TorqShift 6 transmission 
has to offer, it’s time to take a look 
at some of the problems encountered 
with it over the past year on the ATRA 
Technical HotLine.

FORD’S
TORQSHIFT 6

12   GEARS   March  2015
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PROGRAMMING ISSUES
The TorqShift 6 transmission 

r e l i e s  he av i ly  o n  c om pu t e r 
programming to control its operation, 
using inputs from both the PCM and 
TCM. Engine performance problems 
can interfere with t ransmission 
operation. Some of the problems we’ve 
encountered specifically related to 
computer system programming are:
• False codes being set in the PCM 

and TCM
• Delayed forward and reverse 

engagements
• Shift problems, such as f lared, 

harsh, or abrupt shifts, or gear 
hunting

• These problems can usually be 
corrected by reprogramming the 
PCM and TCM with the latest 
updates and resetting the adaptive 
strategy.

TORQSHIFT 6 PROBLEMS
• The TorqShift 6 transmission has 

also been plagued with several non-
computer related problems, such as:

• Solenoid funct ion. Solenoids 
aren’t interchangeable and must be 
reinstalled in their correct locations. 
You can identify solenoids by body 
color and band-width identification 
number (2-5) marked on solenoid 
(figure 1).

• Torque converter hub and pump 
bearing failure (figure 2).

• Valve body wear.
These problems can usually be 

corrected by replacing the faulty 
solenoid, worn torque conver ter 
and pump bearing, or repairing or 
replacing the worn valve body.

VALVE BODY WEAR
Now that the TorqShift 6 has 

been in service for five years, valve 
body wear problems are becoming 
pretty common. Valve body wear can 

cause numerous transmission-related 
conditions such as:
• Delayed engagements
• Flared shifts
• Harsh or abrupt shifts
• Shift hunting
• Neutrals when coming to a stop

Let’s take a look at a specific 
condition caused by a worn valve 
body.

HARSH 1-2 UPSHIFT
OR 2-1 DOWNSHIFT

This condition was brought to 
our attention after the repair shop had 

exhausted every means at its disposal 
to correct a harsh 1-2 upshift or harsh 
2-1 downshift. The vehicle was a 2011 
F250 with a 6.7L diesel engine and a 
TorqShift 6 transmission.

The customer brought the vehicle 
to the shop complaining about a 
harsh 1-2 upshift and a harsh 2-1 
downshift. After further inspection, 
the shop determined that the f luid 
was discolored and the transmission 
needed to be rebuilt.

They removed and rebuilt the 
transmission, replacing worn clutches, 
seals, and torque converter. After the 

With today’s electronic transmissions relying heavily on computer 

programming, it’s getting harder and harder to differentiate between a 

computer control problem and a mechanical problem.

Torqshift 6/6R140 Solenoid Identifi cation   (Function)

1 Shift Solenoid E (SSE) Overdrive (4,5,6) Clutch, Normally High

2 Shift Solenoid C (SSC) Intermediate (2,6) Clutch, Normally Low

3 Shift Solenoid A (SSA) Forward (1,2,3,4) Clutch, Normally Low

4 Shift Solenoid B (SSB) Direct (3,5,R) Clutch, Normally High

5 Torque Converter Clutch (TCC) Solenoid, Normally Low

6 LIne Pressure Control (LPC) Solenoid, Normally Open

7 Shift Solenoid D (SSD) Low/Reverse (1,R) Clutch, Normal Low

Figure 1
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Exedy_March_2015.indd   1 2/18/15   11:01 AM



Ford’s TorqShift 6

16   GEARS   March  2015

rebuild, they installed the transmission 
and filled it with the recommended 
f luid. They then performed the 
adaptive strategy reset procedure and 
took the truck for a test drive.

Dur ing the test d r ive, the 
technician noticed that the transmission 
still had a harsh 1-2 upshift and a harsh 
2-1 downshift at light-to-medium 
throttle. The technician was familiar 
with the adaptive strategy reset and 
knew it might take a few test drives to 
get the computer system to adapt the 
transmission shifts.

T he  t ech n ic ia n  pe r for med 
several lengthy test drives, hoping 
the computer system would adapt and 
correct the harsh 1-2 upshift and 2-1 
downshift. It didn’t.

Certain that this was a computer 
system problem, the technician 
reprogrammed the PCM and TCM 
with the latest update and then took 
it for another test drive. The harsh 1-2 
upshift and a harsh 2-1 downshift were 
still there. 

At that point the technician 
believed the condition had to have 
been caused by a valve body problem.

VALVE BODY INSPECTION
After talking to the technician, I 

asked him to send us the valve body 
for further inspection.

The valve body arrived the next 
day by special courier. I inspected the 
valve body and solenoids for any signs 
of damage. Then I disassembled it, 
inspecting each valve and valve bore 
for wear. I performed three proven 
testing methods on the valve body.

I performed a wiggle test on each 
valve. I used a light source behind 
each valve to see if any light would 
pass by and lastly I used vacuum. 
After all three tests, I discovered the 
intermediate clutch regulator valve, 
the forward clutch regulator valve, the 
solenoid feed pressure regulator valve, 
the line pressure regulator valve, and 
their respective bores were all worn 

excessively (Figure 2 & 4).
Due to the extent of the valve 

and valve bore wear, I recommended 
replacing the valve body.

REPLACING VALVE BODY
After informing the technician 

of our findings, he replaced the valve 
body with a new, OEM valve body 
from Ford. He installed the new valve 
body and downloaded the new solenoid 
body strategy into the TCM. Then he 
was ready to take the truck for a test 
drive.

During the first few minutes of 
the test drive, the transmission shifts 
were a little firm. As the test drive 
continued, the transmission started 
to shift normally. After several miles 
of driving, the transmission began 
working properly and it appeared the 
new valve body eliminated the harsh 
1-2 upshift and 2-1 downshift.

It appeared we had the problem 
whooped.

Figure 2
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quality story and uncompromising commitment to you.
After all, the last thing we want is a leaky seal draining
your time and money. 
For more information, give us a call.

www.transmissionkits.com

Some transmission seals just can’t hold their fluid like others. To help keep the transmissions you rebuild on the
road and out of your shop, make sure you use only parts and kits from one of the most trusted and respected
names in transmission repair for nearly four decades – Precision International. We rely on the same top
manufacturers who supply OEMs. We thoroughly inspect each and every incoming parts shipment for proper
size, fit, material and appearance. And we constantly monitor OEMs for product changes or updates to
eliminate surprises and help keep both of us on top of our game. Even more reassuring, our technical advisory
group actually tests our kits out on the most current transmission designs before they go to market. So we
often identify and solve potential transmission problems before the OEMs even discover them!

The best info and advice in the business
Precision also offers outstanding tech support and
assistance, including www.transmissionkits.com – our
website with continually updated video seminars from
leading transmission expert John Parmenter, question
and answer forums, complete parts information and

much more. 
So you can troubleshoot
any problem and offer your
customers the very best
transmission solutions
possible. It’s all part of our

Our seals can go 
thousands of miles 

without a leak.

Our seals can go 
thousands of miles 

without a leak.

Go with the leader in transmission repair for nearly 40 years
and stop leaky seals from compromising your work and reputation.

The Problem Solvers.
14 Todd Court Extension, Yaphank, NY 11980 
(631) 567-2000 • Fax (631) 567-2640 Toll Free: 800-872-6649
E-mail: sales@transmissionkits.com
www.transmissionkits.com
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CONCLUSION
W i t h  t o d a y ’s  e l e c t r o n i c 

transmissions relying heavily on 
computer programming, it’s getting 
harder and harder to differentiate 
between a computer control problem 
and a mechanical problem. That’s why 
it’s always a good idea to verify that 
the computer system has the latest 
calibration updates before jumping 
into a mechanical repair.

With a better understanding of 
how the computer system controls 
the transmission, and having the 
recommended diagnostic equipment 
— you should have no problem 
keeping those trannys rolling.

Figure 4

Figure 3

Lower Valve Body Identifi cation

1 Low/Reverse Latch Valve
(1.626 X .363 X .043)

2 Solenoid Feed Pressure Regulator Valve
(1.608 X .365 X .048)

3 Direct (3,5,R) Clutch Latch Valve
(1.626 X .363 X .043)

4 Forward (1,2,3,4) Clutch Latch Valve
(1.626 X .363 X .043)

5 Intermediate (2,6) Clutch Latch Valve
(1.626 X .363 X .043)

6 Overdrive (4,5,6) Clutch Latch Valve
(1.626 X .363 X .043)

7 Manual Valve

8 Line Pressure Regulator Valve
(3.114 x .719 X .057)

9 TCC Charge Limit Valve 
(1.163 X .481 X .056)

10
Cooler Bypass Valve
Orange Spring  (1.267 X .492 X .038
Yellow Spring (1.263 X .433 X .038

Upper Valve Body Identifi cation

1 Overdrive (4,5,6) Clutch Regulator Valve

2 Intermediate (2,6) Clutch Regulator Valve

3 Forward (1,2,3,4) Clutch Regulator Valve

4 Direct (3,5,R) Clutch Regulator Valve

5 Low/Reverse Clutch Regulator Valve

6 Torque Converter Clutch (TCC) Regulator Valve

7 TCC Apply Regulator Valve  
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WHY NOT BUILD YOUR
OWN CONVERTERS? 

(877)298-5003
CW3WELDER.COM

6747 Whitestone Road • Gwynn Oak, Maryland 21207

All equipment carries a one year parts warranty

FAMILY OWNED  •  AMERICAN MADE

Clutch Piston 
Bonder

Quick Test Converter 
Leak Tester

Accu-
Balance 
Converter 
Balancer

CW3 Converter 
Welder

©  2015 ATI Performance Products, Inc.

ATI’s CW3 Converter Welding 
and Overhaul System has been 
manufactured in Baltimore, 
Maryland for over 25 years by the 
same people who invented it. Our 
converter rebuilding machines are 
designed specifically to increase 
precision and production in your 
shop. We know what you work on 
and we address your needs. No 
other manufacturer offers you the 
same level of personal service. 
Our systems come complete with 
many options available and they 
will make you money. Talk to 
an ATI user then order your new 
profit center today.

38” wide x 73” tall x 30” deep

Why 45º? Gravity pulls 
the weld into the pump 

and cover seam for  
nearly 100% leak-free 

production.

ATI’s CW4 COMING SOON!
 5” more swing and can 

accommodate a 3” taller 
converter than the CW3!

ATI Performance March2015.indd   1 2/19/15   9:45 AM
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Whatever It Takes is more 
than just our company 
name; it’s a promise from 

our owners… all 375 of them!
Lots of businesses promise great 

service. But, as anyone who’s ever paid 
for cable television can tell you, not all 
of them deliver on those promises.

That’s because the guys who 
make the promises aren’t necessarily 
the same ones who provide the service. 
The people you deal with are often just 
employees; usually low paid and often 
short term. 

That’s what makes WIT different. 
Its unusual name — WIT — is also its 
motto: “Whatever It Takes.” And it’s 
a motto that each person at WIT lives 
by, each and every day.

Why is that so important to the 
people at WIT? Because they’re more 
than just employees: Each one is a part 
owner in the company.

So when you call WIT to order 
transmission parts, you’re speaking 
with an owner. The one who pulls 
those parts from inventory? He’s an 
owner too.

“Because I Am WIT!”
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Which means that getting those 
parts to you is more than just another 
job to them: It’s their business. And 
they know their business is about 
keeping you prof itable. Not just 
because someone told them to, but 
because, when you’re happy and 
making money, so are they.

Even more, they’re professionals. 
Selling t ransmission par ts isn’t 
something they just started doing last 
week. The average person at WIT has 
been with the company for over 10 
years, and most were involved with the 
industry for another ten before coming 
onboard.

That means two things to you: 
One, they know this business. And 
two, they’ve gotten to know you, their 
customer. So when you call WIT to 
order a part, you’re not dealing with 
whoever is answering the phone 
today; you’re speaking to someone 
who’s spent years building a long-
term relationship with you… and 
the industry.

You matter to them, and not just 
because you hold the purse strings. 
You matter because they think of you 
as an old friend.

Sounds almost too good to be 
true, doesn’t it? So let’s find out: Let’s 
see what the folks who claim they’ll 
do “Whatever It Takes” have to say 
about it.

Amanda Faulkner, Sales: 8 years 
with WIT; 17+ years in the industry 
— “I love what I do; I enjoy building 
relationships with my customers. They 
call and talk to me about their day, 
their kids, what’s going on at home… 
it’s like being a part of their family.

“And my customers are important 
to me, and I’m glad to go above and 
beyond for them. They have my cell 
phone number so they can reach me 
anytime, whether I’m at lunch or on 
my way home.

“That’s the way we do business at 
WIT. It comes right from the top and 
it’s something we all believe in. That’s 
the way business is supposed to be; 
it’s what you should be able to expect 
from your parts supplier.

“W hen you’re one of  my 
customers, your success is my success, 
because I am WIT!”

Andy Montgomery,  Sales:
10 years with WIT; 16 years in the 
industry — “Everyone has problems 
from time to time. What’s key is how 
you handle those problems. That’s 
how I build relationships with my 
customers; it’s how they learn that I’m 
willing to go the extra mile to take 
care of them.

“Those relat ionships aren’t 
something that happens overnight. 
I built them one day at a time. It’s 
not hard. It’s about how I treat my 
customers. You’ll never take the 
relationship factor out of this business; 
it’s too instilled in the job.

“As an owner, I take pride in my 
company. And customers respond to 
it. They recognize that the business is 
important to me… that I care a little 
more than someone who’s just doing a 
job. And I know that’s true… because 
I am WIT!”

Greg Pascal, Sales: 12 years with 
WIT; 24 years in the industry — “How 
important are my relationships with 
my customers? They’re the ones who 
got me into WIT!

“I was working at ATC when they 
moved to Stockbridge. That was too 
far for me to travel, so I took a job at 
Sears. When WIT opened, a couple 
of my old customers called to tell me 
about it and pushed me to apply for 
a job.

“So yeah, those relationships are 
important. I have a rapport with my 
customers; I can usually recognize 
their voices over the phone. 

“This isn’t some corporate thing 
where I only know them as customer 
25471. I know my customers by 
name, and that’s the way I like to do 
business… because I am WIT!”

Jeff Hunt, Quality Control: 
12 years with WIT; 17 years in the 
industry — “We try to provide 
our customers with the best parts 
available, but sometimes parts fail. 
When a part comes back, it’s my job 
to find out why, to make sure it doesn’t 
happen again.

“And if we begin seeing repeated 
failures, I’m the one who’ll flag it and, 
if necessary, pull that part from the 
shelves. The last thing I want to do is 
let bad parts go through our doors.

“That often requires working 
with the technician who installed the 
parts, and over the years I’ve gotten to 
know who I can count on for accurate 
technical observations. That isn’t 
something that happens overnight.

“It’s up to me to make sure 
the parts that WIT sells meet our 
standards — and yours! — for 
quality and performance. And that’s 
a responsibility I take seriously… 
because I am WIT!”
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Joey Peters, Sales: 10 years with 
WIT; 18 years in the industry — 
“Over the years I’ve built some very 
close relationships with our customers, 
to the point that some of us have even 
taken vacations together.

“My customers are the reason I’m 
here. I know you have a choice when it 
comes to buying parts, and I want you 
to know you can count on me. I want 
you to feel comfortable enough to say, 
‘Joey knows what I need; he’s going 
to take care of things so I can go back 
to work.’

“And that’s not just my opinion; 
it comes right from the top. Our vice 
presidents and managers — I call them 
our ‘support team’ — any time I’ve 
had to call them, they’ve always been 
there to help me do the right thing to 
take care of my customers.

“I take pride in what I do because 
this is my business… because I am 
WIT!”

Linda Childers, Branch Support: 
10 years with WIT; 20+ years in the 
industry — “My job is to make sure 
each of the WIT stores has everything 
it needs to serve our customers. I make 
sure the stores have the parts available 
so that the sales people can keep our 

customers supplied quickly.
“That’s important to me as an 

owner, because our business depends 
on how well we serve you. It’s my 
personal goal to make sure we always 
have the parts we need to keep you 
supplied and working profitably. And 
I enjoy that.

“When you’re doing well, we’re 
doing well; that’s my job, because I am 
WIT!” 

Elliot “Lo” Davis, Warehouse 
Advisor: 8 years with WIT; 8 years in 
the industry — “I’m the guy who pulls 
your order off the shelves, puts it all 
together, and gets it into the trucks to 
be delivered. 

“I love what I do. I thrive on 
competition. And I don’t like waiting. 
So when your order comes in, I want to 
make sure it gets assembled properly 
and loaded onto the trucks quickly. 
Because I know your customers don’t 
like waiting any more than I do.

“Sometimes a salesperson will 
put in a last minute order after we’ve 
closed. Folks at other companies might 
say ‘it printed after the cutoff time, so 
it’s not my problem.’ And they’ll let it 
wait until tomorrow.  

“Not at WIT. Our Dropbox 
program lets us get parts out overnight. 
When you get in the next morning, 
your parts are right there waiting for 
you. You can get started right away 
instead of waiting around for our 
first delivery. That’s how we help you 
stay busy.

“That’s great, because when 
you’re busy, we’re busy, and we both 
stay profitable. And that’s my goal, 
because I am WIT!”

Neil Hester, Hard Parts: 12 years 
with WIT; 39 years in the industry — 
“I’m the guy who collects good used 
hard parts and cores that we need to 
keep a broad selection available for 
our customers. I watch the trends to 
make sure we have the parts you’re 
looking for.

“As an owner, my week doesn’t 
necessarily end on Friday. I was 
in Houston for a seminar over the 
weekend, and while I was there I 
made it a point to visit some of our 
area suppliers, just to see if they had 
anything we could use. 

“Because  t ha t ’s  t he  most 
important thing I can do for you: make 
sure that, whatever you need, I have 
it on the shelf. And because we’re 
providing used and rebuilt parts, we’re 
able to provide those parts for less, so 
you can earn more with your rebuilds.

“I go the extra mile to make sure 
you have access to terrific used and 
rebuilt parts at the right price, because 
I am WIT!”

Paula Matos, Parts Delivery: 9 
years with WIT; 9 years in the industry 
— “My job is to bring the parts you 
ordered from the warehouse to your 
shop. And my job is very important 
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to me, because I know how important 
those parts are to you.

“I’m not about to let anything 
stand in my way, because those parts 
are what keeps your shop working 
and making money. And when you’re 
working and making money, so am I.

“Most important, I know that 
everything I do ref lects on my 
company. So I make it a point to 
provide fast, eff icient, courteous 
service… because I am WIT! 

Ted Welter, Regional Manager: 
9+ years with WIT; 20 years in the 
industry — “I’m the guy who oversees 
the stores in one of our regions to 
make sure things are going smoothly.

“I try to put myself in your shoes, 
and think of what you would need 
and want from your parts supplier. 
And then I see what I can do to make 
that happen. 

“That’s why WIT carries more OE 
lines and offers more choices than any 
other supplier in the country. We only 
buy from the most reputable suppliers 
and we hold every part we sell to 
the highest standards. And we buy 
American whenever possible. 

“Then we do everything possible 
to provide you with a good pricing 
structure, make sure to have the parts 
you need, and get them to you when 
you need them. And, if you decide 
you need to return a part you ordered, 
I’m going to make sure you get your 
refund credited quickly; usually within 
24 hours.

If I discover a problem with any 
part of that service chain, I’m going to 
find out why and fix it… because I am 
WIT!

There you have it, right from the 
folks who are there to serve you… the 
ones you deal with, day in and day out. 
These are the real people who make 

sure WIT does Whatever It Takes to 
make sure you never have to think 
about parts.

And isn’t that what you really 
want from a parts company? The truth 
is, you never think about things when 
they’re going smoothly. You only have 
to get involved when there’s a problem. 

Maybe that’s what WIT is really 
about: doing Whatever It Takes to 
make sure you never have to think 
about keeping your shop in quality, 
reasonably priced parts.

And maybe the reason they can 
promise that is because, no matter who 
you call or who you talk to, you always 
know that the person you’re speaking 
with can make it happen… because 
each of them can say, without any 
hesitation, “I am WIT!”
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There’s more to checking a valve body than attaching an air hose. WIT’s process includes a full vacuum test, isolated circuit test, 
solenoid test, and a complete valve body dyno test.
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A Routine Day Turned Nightmare

by Mike Souza
members.atra.com

THE WORD ON THE STREET

A Routine 
Day Turned

Adding fuse 28 sets multiple transmission 
trouble codes on a Jeep Cherokee.

Sometimes a transmission job 
comes into your shop that’s so 
routine you’d never imagine 

it could turn into a nightmare. Let’s 
look at one that did: A 2001 Jeep 
Grand Cherokee Limited with a 4.7L 
engine and 545RFE transmission 
arrived at a Member’s shop with codes 
P1765 (Switched battery) and P1767 
(Transmission relay always on).

This should be no big deal right? 
We see these types of transmissions 
and codes every day. But this vehicle 
was already at another shop and they 
couldn’t fi x it after trying for a couple 
weeks.

According to the factory 
information, code P1765 (Switched 
battery) will set when the transmission 
control module (TCM) senses voltage 
from any pressure switch circuit before 
the TCM energizes the relay.

Code P1767 (Relay always on) 
will set when the transmission control 
module senses more than 3 volts at 
the transmission control relay output 
terminals to the TCM before the TCM 
energizes the relay.

So the fi rst check would be to look 
for voltage at the TCM pressure switch 
input circuits before turning the key on. 
A check on these circuits revealed there 
was no voltage present. The tech went 
to the next code and checked for voltage 
at the TCM relay output terminals. No 
voltage there either.

He decided to try a used computer, 
but he still had the same codes. The 
technician checked the circuit for the 
conditions that would set code P1765; 
here’s how (fi gure 1):
Step 1: Key off.
Step 2: Unplug the TCM and 

transmission harness.

So the first 
check would 

be to look for 
voltage at the 
TCM pressure 
switch input 

circuits before 
turning the 

key on.
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Figure 1

Figure 1
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A Routine Day Turned Nightmare

Step 3: Remove the relay.
Step 4: Jump relay pins A/30 to B/87 

with a fused jumper wire.
Step 5: Key on, engine off.
Step 6: Check voltage at pressure 

switch pins 9, 29, 47, 48, and 
50.

There should be 0 volts at all of 

these pins. If voltage is present, it 
indicates a short to power in the circuit. 

On this vehicle, the technician 
didn’t have any voltage at any of the 
pins, so there was nothing in the circuit 
that should have set code P1765.

Next he checked code P1716; 
here’s how (fi gure 2):

Step 1: Key off.
Step 2: Unplug the TCM harness. 
Step 3: Remove the relay connect 

jumper wires.
Step 4: Key on, engine off.
Step 5: Check for voltage at relay pins 

86 and 87 using jumper wires.

Figure 2

A Routine Day Turned Nightmare
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You should see zero volts. If there’s 
any voltage present, repair the circuit. 
Once again the vehicle had no voltage, 
so there was no reason for the code to 
have set.

We tried removing all the pressure 
switch pins from the TCM connector 
to see if code P1765 would reset. 

Both codes returned, which doesn’t 
make sense; those two codes are only 
supposed to set if the TCM fi nds 
voltage on the pressure switch pins or 
the relay output pins before energizing 
the relay. With the circuits disconnected 
from the TCM, it shouldn’t have seen 
any voltage at those circuits.

During a subsequent call, the 
technician mentioned that he pulled 
a 15-amp fuse (number 28) from the 
power distribution center fusebox 
while checking the power and ground 
circuits (fi gure 3). What was baffl ing is 
the TCM suddenly stopped setting the 
codes. He went on another road test and, 

Figure 3
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A Routine Day Turned Nightmare

sure enough, the transmission 
worked fi ne.

Fuse 28 is identifi ed in the 
fusebox legend as the fused 
transmission control relay 
output (fi gure 4). When the tech 
couldn’t fi nd that fuse in the 
wiring diagram, he removed it. 
Now he wanted to know why the 
transmission worked fi ne when 
the fuse was removed. 

Wiring diagrams for a 4.7L 
engine with a 545RFE don’t 
show fuse 28 in the transmission 
circuit; they show a 30-amp fuse 
5 that powers the relay (fi gure 5). Figure 5

Figure 4

A Routine Day Turned Nightmare

Wiring 
diagrams for 
a 4.7L engine 
with a 545RFE 

don’t show 
fuse 28 in the 
transmission 
circuit; they 

show a 30-amp 
fuse 5 that 
powers the 

relay.
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A Routine Day Turned Nightmare

Wiring diagrams for a 4.0L with a 42RE 
transmission do show fuse 28 to power 
the relay in the diagram (fi gure 6).  

Factory wiring diagrams show the 
transmission circuit diagrams for both 
the 4.0L and 4.7L engine together; not 
separately like other diagrams (fi gure 
7). So it appears that Jeep may be 
using the same wiring harness for both 
transmissions.

The wiring diagram in fi gure 7 
shows fuse 28 is only used with a 4.0L 
engine and 42RE transmission, but you 
can see where the two circuits are wired 
into each other. Jeeps with the 4.0L 
engine and 42RE transmission don’t 
use a TCM; just a Powertrain Control 
Module (PCM).

On vehicles with the 4.0L 
engine, the relay energizes fuse 28, 

which supplies voltage straight to 
the solenoids. It also shows a small, 
diamond-shaped icon next to the fuse, 
and below the legend it indicates that 
this is used with 4.0L engines only 
(fi gure 8). 

One body style can have multiple 
engines and transmissions. To save 
costs, manufacturers often build one 
wiring harnesses to work in all the 

Figure 6

A Routine Day Turned Nightmare
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various combinations, with slight 
modifi cations. Some fuses aren’t 
meant to be used; they’re listed as “not 
applicable” — N/A. 

The fi x was simply to remove fuse 
28. Apparently the shop that worked on 
the vehicle before saw a transmission 
problem, noticed the missing fuse 
marked transmission control relay 
output, and installed it. That’s when the 
nightmare began.

So if you’re working on a Jeep with 
a transmission that’s working fi ne, and 

the transmission control relay output
fuse in the power distribution box is 
missing, leave it out!  Adding it will 
only create new problems.

Figure 7

Figure 8
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by Chris Kokonis
CK Performance Products Inc.

Some years ago I developed a method of converting a 4L80E to full manual 
control in the absence of a shift box, to be used with my transmission dyno. 
Since then I’ve prepared many 4L80E transmissions for competition using 

these methods. So this article provides a tried-and-true procedure for converting 
any 4L80E transmission to full manual control, eliminating the need for a PCM. 

The 4L80E uses shift solenoids A and B to control upshifts and downshifts in 
all forward ranges. The solenoids are both powered with system voltage when the 
ignition is on. Ground is provided by the vehicle PCM in a specific sequence to 
control shift scheduling (figure 1).

Easily Convert
the 4L80E
to Full Manual 
Control

They say 
necessity is
the mother

of invention. 
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GEAR RANGE SOLENOID "A" SOLENOID "B"

Park, Reverse, Neutral ON OFF

First ON OFF

Second OFF OFF

Third OFF ON

Fourth ON ON

Figure 1
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Engineered Solutions
Seal Aftermarket Products actively creates solutions 
to improve on automatic transmission system 
weaknesses. These solutions include the use of 
enhanced materials, modified component design, 
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Easily Convert the 4L80E to Full Manual Control

Figure 2

GROUND
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The 4L80E 
incorporates a 
pressure manifold 
assembly, which 
provides ground 
signals to indicate 
the manual valve 
position to the 
PCM (figure 2).
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In the absence of the PCM to control solenoid operation, 
you can use the pressure manifold assembly to substitute 
the necessary ground signals to energize the solenoids in 
the proper combination to provide full manual control. 
Here’s how: 
• Cut and splice the A and B outputs from the pressure 

manifold assembly to the ground side of shift solenoid A. 
• Cut and splice the C output from the pressure manifold 

assembly to the ground side of shift solenoid B (figure 3).

• Use an aftermarket external wiring harness repair kit to 
supply system voltage to the pink wire, to provide the shift 
and lockup solenoids with power.

You now have full manual control over the shifts. To 
activate the lockup converter, supply ground to the brown 
wire in the repair harness through a toggle switch. And 
the yellow wire? That’s used to activate the B solenoid for 
transbrake apply, as well as guarantee me a future article 
(figure 4).

Figure 3 Figure 4
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Easily Convert the 4L80E to Full Manual Control

When performing this conversion, 
be sure to include these modifications: 
1. Plug the reverse boost passage in 

stator support (figure 5). That’ll 
close the reverse boost circuit, 
eliminating dangerously high line 
pressure in reverse. I had a quantity 
of 0.355” cup plugs made some time 
ago for this purpose.

2. Since you’ve eliminated reverse 
boost, you’ll need to vent the circuit 
to provide adequate exhaust of 
torque signal oil that crossleaks into 
the passage (figure 6). 

 Locate the reverse boost land on 
the reverse boost valve (228); 
that’s the larger of the two lands. 
Grind a small flat on the valve land 
(figure 7). That’ll exhaust or vent the 
crossleaked oil, preventing it from 
working on the large land where it 
can create excessive line pressure.

3. Increased or fixed line pressure will increase internal 
torque converter oil pressure and volume. This increases 
converter drainback or blowoff pressure and volume. The 

diameter of the converter drainback hole in the pump 
cover is too small to exhaust this increased oil pressure and 
volume, and can cause front seal blowout. To prevent that, 

Figure 5 Figure 6

Figure 7
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Easily Convert the 4L80E to Full Manual Control

enlarge the converter drainback hole 
in the pump cover with a 0.250” drill 
(figure 8). That’ll provide adequate 
exhaust flow.

4. If you’d like to change the direct 
clutch to dual feed, remove the 
second oil sealing ring from 
its groove in the center support 
(figure 9).

5. After installing the center support in 
the case, be sure to plug the reverse 
feed hole (figure 10).

6. Most of you already have a feed 
hole recipe you’re comfortable with. 
Just keep in mind the shifts will be 
noticeably firmer, due to fixed line 
pressure. So don’t increase feed hole 
sizes beyond 0.120”.

That’s all there is to it: With these 
simple changes, you’ve converted 
a 4L80E from computer control to 
manual operation. 

Figure 8

Figure 9 Figure 10
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•  Pull the black plastic housing 
straight up and separate from the 
aluminum housing. 

•  Flip the plastic housing over and 

remove the five transmission 
pressure switches. Each pressure 
switch contains a metal cap, a cup 
seal, and a brass contact. 

•  The solenoids have six round 
rubber spacers; place them to the 
side. 

Figure 1
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Saving Money: Dodge RFE Solenoid Packs

Testing the Solenoids
Once you have the solenoid pack 

apart, you’re ready to test the solenoids 
(figure 2). If you have any code 
information available, this is when you 
should test to find the problem.

All of the solenoids except the line 
pressure control solenoid should have 
about 1.8 ohms resistance. The line 
pressure control solenoid should have 
about 3.9 ohms resistance.

The underdrive and multiselect 
solenoids are normally open. When 
these solenoids aren’t energized, air 
should flow through them freely. 
When you energize them, they should 
close and prevent air from flowing. 
These solenoids have an ink-stamp 
identification mark (figure 3), which 
can be black, yellow, or white. 

The white ink stamps are very hard 
to see, so don’t mix up the solenoids. 
But if you do, just check them: If you 
can blow through the solenoid you 
know it’s one of the normally open 
solenoids.

The low/reverse/TCC, overdrive, 

2nd, and 4th clutch solenoids are 
normally closed solenoids. With the 
solenoid de-energized, no air should 
flow through them. When you energize 
them, you should be able to blow air 
through them freely.

The low/reverse/TCC solenoid is 
very active as it serves two purposes. If 
you have spare solenoid pack, it’s best to 
junk the low/reverse/TCC solenoid and 
replace it with a spare, normally closed 
solenoid from a different solenoid pack.

Remove the solenoids by pulling 
straight out, or you can use a punch to 
push them out from the bottom of the 
solenoid pack.

To remove the line pressure control 
solenoid you’ll need to remove the 
two pins that hold the solenoid in by 
pushing the pins out through the bottom 
of the solenoid pack with a small piece 
of wire. Then pull the line pressure 
control solenoid out of its bore.

Figure 2

If you can blow 
through the solenoid 
you know it’s one of 
the normally open 

solenoids.

Figure 4Figure 3
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Rebuilding the Pack
After cleaning all components, 

you’re ready to start rebuilding the 
solenoid pack: 

1. Replace the O-rings on the six 
clutch solenoids. Each solenoid 
takes a large, medium, and small 
O-ring.

2. On the line pressure control 
solenoid, replace the two O-rings; 
the rebuild kit usually has four 
O-ring for this solenoid, so match 
them up to get the correct ones.

3. Lube the bores and seals of all 
solenoids.

4. Install the line pressure control 
solenoid and the two retaining 
pins. 

5. Installing the six clutch solenoids 
can be a little tricky. The main 
issue is to align the electrical tabs 
so they’re in the proper position 
when installed in the black plastic 
housing (figure 4). If the tabs 
aren’t aligned, it’s easy to bend 
them, which will set solenoid 
codes.

6. Make sure you install the 
two solenoids with the paint 
identification marks in the proper 
locations. 

7. Install the six rubber solenoid 
spacers on top of the solenoids 
with a little assembly lube to hold 
them in place.

8. Set the solenoid housing on its 
side and grab the black housing 
that holds the pressure switches.

9. Install the five pressure switches 
into the black plastic housing 
(figure 5).

10. Install the brass contact in the 
spring pocket.

11. Install the seal with the flat side 
facing the brass contact. Make 
sure the other side of the seal is 
cupped and faces toward you.

12. Finish it with a little transmission 
assembly gel and the metal cap to 
hold the assembly together.

13. Flip the black plastic housing over 
and press against the solenoid 
pack. Make sure the electrical 
solenoid tabs are lined up. You’ll 
need to apply a little force, but not 
too much.

Need
Hard Parts?

2148 Refugee Road, Columbus, OH 43201 | 1.877.888.5160
G-CorAutomotive.com

Rebuilder Sales
Jacob Snyder jacob.s@g-cor.com 
Jayson Price j.price@g-cor.com

Wholesale
Jonathan Benner  

j.benner@g-cor.com

Export
Margarita Ordonez  

margarita@g-cor.com

Shops–Online
Michael Bennett

m.bennett@g-cor.com

Just Ask!

Figure 5
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Saving Money: Dodge RFE Solenoid Packs

14. Install the five switch springs and 
six steel spacers.

15. Install the steel cover.
16. Torque the six bolts to 60 pound-

inches (6.8 Nm) and the one 
screw to about 20 pound-inches 
(2.25 Nm).

17. Install the solenoid gasket/screen 
on the bottom and the top solenoid 
rubber grommet.

Final Testing
A solenoid tester is a nice piece of 

equipment and it can save a shop a lot 
of money. This isn’t always possible 
and isn’t absolutely necessary, but it 
could save you some time and help 
identify problems before you install the 
solenoid pack.

The low/reverse/TCC solenoid 
is the most common solenoid to fail, 
which is why you should replace it with 
a spare solenoid. 

Replace the pressure switch 
cup seals and inspect the electrical 
connections.

Perform some final checks to make 
sure you didn’t bend any the electrical 
tabs or have any open circuits. Locate 
the pins and check their electrical 
descriptions (figures 6 and 7).

Connect one meter lead to the 
system power terminal (10) and test the 
solenoids, one at a time, at pins 2, 7, 17, 
19, 20, and 21. They should each have 
about 1.8 ohms resistance. This tests 
the circuits for the low/reverse/TCC, 
overdrive, underdrive, 2nd, 4th, and 
multiselect solenoids.

Test pin 12 to check the line 
pressure control solenoid; it should 
have about 3.9 ohms resistance.

Finally, check the transmission 
temperature sensor: Connect your meter 
leads to terminals 22 and 23; at 72ºF 
(22ºC) you should have around 9.37k 
ohms resistance.

Final Tips
Some key things to remember 

while working on these solenoid packs: 
•	  The solenoid packs include both 

normally-open and normal-closed 

solenoids, so don’t mix them up.
•	  If you have a spare solenoid pack, 

always replace the low/reverse/
TCC solenoid.

•	  Align the electrical tabs on the 
solenoids before installing them 
in the black plastic pressure 
switch housing.

•	  On the pressure switch seal, make 
sure flat side faces the brass 
contact and the cup side faces the 
steel cap.

With these few key points and a 
little attention to detail, you should be 
able to rebuild these solenoid packs 
successfully. And that means big 
savings for your customers and big 
profits for you; a win-win in anybody’s 
book!

PIN # DESCRIPTION

1 Battery/Reverse Lights

2 LR/TCC Solenoid Control

3 P/N Signal

4 Trans Range T41

5 Trans Range T42

6 To Reverse Lights

7 Overdrive Solenoid Control

8 Trans Range T3

9 Trans Range T1

10 Battery + Solenoid

11 4th Pressure Switch

12 Line Pressure Solenoid Control

13 Trans Range T2

14 L/R Pressure Switch

15 2nd Pressure Switch

16 Overdrive Pressure Switch

17 Underdrive Solenoid Control

18 Underdrive Pressure Switch

19 4th Solenoid Control

20 2nd Solenoid Control

21 Multi-Select Solenoid Control

22 Tempature Sensor Ground

23 Tempature Sensor Signal

Figure 6

Figure 7

A solenoid tester 

is a nice piece of 

equipment and it 

can save a shop a 

lot of money.
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The Mazda GF4AEL is a fairly 
common unit in today’s trans-
mission repair shops. But it’s 

beginning to get a bit long in the tooth, 

and more of them are showing up 
with worn or damaged valve bodies. 
Problem is, there’s more than one valve 
body out there, and that’s created some-

thing of a puzzle when it comes time to 
replace them.

Until 1995, the GF4AEL valve 
body came with 7 solenoids (Figure 1). 

HEAVY METAL!

by Rolly Alvarez
members.atra.com

by Rolly Alvarez
members.atra.com

Making Sense 
Out of the 
Mazda GF4AEL 
Solenoid Puzzle

by Rolly Alvarez

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

Rostra

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

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

Available from your favorite distributor.

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

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

Made in the USA
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Making Sense 
Out of the 
Mazda GF4AEL 
Solenoid Puzzle Then, in 1996, the manufacturer began 

using a 6-solenoid valve body (Figure 
2). They eliminated the solenoid that 
controlled TCC feel and converted the 
TCC control solenoid from a simple, 
on-off solenoid to duty cycle control.

These later valve bodies still control 
TCC apply feel, but instead of adjusting 
the pressure with one solenoid and Figure 1

Problem is, there’s 

more than one 

valve body out 

there, and that’s 

created something 

of a puzzle when 

it comes time to 

replace them.

Special Thanks to Bob Sanghera at Valve Body Pro for the photos!
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controlling TCC apply with another, 
both functions are now performed by 
the TCC control solenoid, which now 
receives a duty cycled signal from the 
computer.

What’s interesting is that the 
TCC control solenoid is still the same 
mechanically as it was before. It still 
has the same resistance and the plug 
connector is still identical to the one on 
the older, 7-solenoid valve body.

So here’s what that means to you:
1. If the transmission came with a 

7-solenoid valve body, you must 
replace it with a 7-solenoid valve 
body. There’s no conversion for 
using any other valve body on 
these older units.

2. If the transmission uses a 
6-solenoid valve body, you can 
replace it with a 7-solenoid valve 
body. You’ll need to leave all 
seven solenoids in place; you just 
won’t have anything connected to 
the seventh solenoid.

That sounds simple enough, right?
But then Mazda threw a monkey 

wrench into the works: They came out 
with a new, 6-solenoid valve body, with 
one of the valve trains removed and 
the housing cast over. It still has six 
solenoids, but the valve body itself was 
modified.

That’s okay; you can use the new 
valve body in any transmission that 

came with six solenoids. The casting 
change simply eliminated the need for 
the additional valve train that used to 
control TCC apply feel. The solenoids 
themselves are still the same, and 
they’ll still plug into the harness exactly 
the way the old solenoids did.

So here’s what that all boils down 
to: The 7-solenoid valve body works in 
any GF4AEL as long as you leave the 
7th solenoid in place. The 6-solenoid 
valve body works in any unit that came 
with six solenoids, regardless of the 
changes to the casting.

And that’s all it takes to solve this 
valve body puzzle.

Figure 2

Making Sense Out of the Mazda GF4AEL Solenoid Puzzle

The 6-solenoid 

valve body 

works in any 

unit that 

came with 

six solenoids, 

regardless of 

the changes to 

the casting.

Special Thanks to Bob Sanghera at Valve Body Pro for the photos!
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by Dennis Madden
members.atra.com

WHAT’S WORKING

by Dennis Madden

In 2014, we studied general repair 
shops as part of the What’s 
Working study, and presented 

what we learned at ATRA’s Powertrain 
Expo in Las Vegas. The purpose of the 
study was to understand what general 
repair shops wanted from their rebuilt 
transmission source.

This wasn’t an exercise aimed at 
benefiting the general repair industry 
per se; it was to understand their 
needs so that transmission shops that 
wanted to increase their wholesale 
work had a better idea of what those 
customers expected. 

The study offered a lot more data 
than we can cover in this article, but 
we’ll look at the high points. Here’s the 
criteria we used for the survey: The 
target was 300 general repair shops 

that offer some type of transmission 
solution to their customers, and that 
gross at least $750,000 a year.

This was a phone survey; we 
wanted the ability to get more from 
the respondents than simply checkbox 
answers. We wanted real responses, in 
some cases offering their opinions on 
the subjects. And boy, did we get them!

The first thing we discovered, 
to our surprise, was how many shops 
offer no solution whatsoever when 
their customers have a transmission 
problem (figure 1). Only 46.3% of 
the shops polled offered any kind of 
solution, so we had to contact around 
650 shops to collect a valid sample.

The other th ing we found 
interesting is that some of these shops 
didn’t offer any solution, they didn’t 

Generally
Speaking

Figure 1
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Generally Speaking

even recommend a shop for their 
customers to take their cars! They 
left them to fend for themselves. 
Think about that for a moment: A 
significant number of shops wouldn’t 
help their customer one bit to correct a 
transmission-related problem.

The good news, however, was that 
63.5% of the shops that don’t offer 
transmission repair services referred 
their customers to an independent 
transmission shop (figure 2).

There were a series of other 
questions we asked, and one in 
particular gave us another interesting 
result. We asked “What is your 
greatest concern with purchasing a 
remanufactured transmission?”

45.7% — or almost half — of 
the respondents indicated the hassle 
of the warranty process was their 
greatest concern (figure 3). Not the 
time for shipping… not installation or 
diagnostic problems… the warranty!

If you’re considering expanding 
your wholesale market, this is a biggy. 
It means that shops purchasing your 
wholesale work don’t want to hassle 
with getting their customer back on 
the road should they have a problem. 
They don’t want your problem to 
become their problem. 

That’s good to know: Use it as 
part of your sale. Let them know that, 
if they ever have a problem with one 
of your transmissions, they won’t have 
any problem getting it fixed. And then 
be prepared to do whatever it takes 
to honor that commitment, even if 
it means losing a few bucks on that 
particular job. It’ll pay off in the end.

When it came to the most 
important factor when purchasing a 
transmission, the answer was quality 
(figure 4). But what does quality 
mean to a general repair shop? While 
we can’t say for sure, in most cases 
we believe it means simply that the 
transmission will work when the 
customer gets the car back, and it’ll 
keep working for years to come. 

Another thing that surprised us 
was that time barely even registered. 
What was missing from this response 
was how long it generally took to get 
a transmission from their source. So 
we don’t really know whether their 
source gets transmissions to them 
quickly or if the time it takes isn’t all 

Figure 2

Figure 3

Figure 4
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that important; if it takes four days it 
takes four days.

That brought two things to mind:
1. Many of you have purchased 

transmissions from a variety 
of sources, so you should 
have a general idea of how 
long it takes to get a reman in 
your area.

2. We learned f rom earlier 
studies that most consumers 
expect a rebuild to take about 
two days.

This is a big deal, because the 
general shop owner may not realize 
that. This is something you can offer 
your potential wholesale customers: 
The knowledge of how long customers 
expect to wait, and how you can help 
them meet that goal.

Another question we asked was 
where they got their transmissions. 
Over half — 52.3% — got them from 
a reman supplier; the next largest 
response was from a local shop 
(figure 5).

We followed that by asking who 
their second source was (figure 6). 
This question was only posed to shops 
that used remans as their first choice; 
the other shops were screened out. 

Finally we asked “What would 
persuade you to select a local shop 
as your transmission source?” This 
was a write-in question so there isn’t 
an effective way to share these results 
other than to say that about 60% would 
consider using a local shop as their 
source (figure 7). 

This gives you just a bit of the 
information from our study and the 
program we presented at ATRA’s 
Powertrain Expo last October. We 
have a few seminars this year where 
I’ll present the program for shop 
owners interested in expanding their 
wholesale customer base. Check the 
seminar listings to learn when they’ll 
be in your area. 

One thing we learned for certain: 
There’s an opportunity for shops that 
want to expand their reach, but, like 
anything else, it’s important to know 
what your customer wants. After that, 
it’s just about taking the leap to do it.

Figure 7

Figure 6

Figure 5
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Solenoids
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August 8 - Albuquerque, NM

TBA - Portland, ORTBA - Portland, ORTBA
August 22 - Atlanta, GA

August 29 - Anaheim, CA
September 12 - Billings, MT
September 19 - Chicago, IL
September 26 - Newark, NJ
November 7 - Baltimore, MD

Vane-Type Binary Pump
Transmission Components
General Specifications

1 Free Expo Package* awarded at each seminar!

*Expo Package includes 1 Complete Conference Registration & up to *Expo Package includes 1 Complete Conference Registration & up to 
4 nights hotel stay at the Rio Hotel & Casino. Must be present to win.
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CHRYSLER (cont’d)
Harsh 4-3 Downshift and Shift Quality
545RFE
Codes P1765, P1767
AS68RC
K3 Clutch Burnt Out
Code P0707 and P2806
Shift Issues, P0796
CVT2/JF011E
Won’t Upshift Past 1:1
8HP90
Introduction
Adaptation
Thermal Management Unit
Hydraulic Impulse Storage
Start/Stop Feature
948TE/9HP48
Manual Park Release
Transmission Range Sensor
Speed Sensors
Transmission Fluid Temperature Sensor
Dog Clutch Pressure Transducer
Adaptation

IMPORT SECTION
5L40E
No Crank/Start
BVGA
Binds in Manual 1, Erratic Shift Feel
BAXA/MAXA/B7XA
P1705 and No Start
Shifts 1st to Neutral, Neutrals in 2nd, Soft 3-4 Shift, Code 
P1750
Mini-Cooper S
Valve Body Interchange
A960
Code P0761
DTC P0751
U140E/F
Late 1-2 Shift
Erratic 1-2 and 2-3
No or Delayed 3rd/Reverse
U660
Case Damage
RE0F09A (CVT)
Codes P0705, P0745 and P0845
RE5R05A
Downshift Clunk
Lineartronic CVT
Introduction
Sensors and Switches
Inhibitor Switch Testing
Fluid Temperature Sensor Testing
Secondary Pressure Switch Testing
Pulley Operation
Transfer ClutchTransfer ClutchT
Reverse Clutch
Forward Clutch
Valve Body and Case
Pulleys
Input Clutch and Pump
Solenoid Identification
Solenoid Function
Valve Body

GENERAL MOTORS (cont’d)
MP3023/3024 
DTCs C0398, C038D or C0397

FORD
5R55N/S/W
No Forward/Reverse, Manual 3, 2 and 1 are Good
Neutrals on Take Off When Hot, Shift Concerns, Erratic
Shift Feel, Harsh or Flared Shifts
5R55S
Delayed and/or No Reverse or Forward
Code P0734, Delayed Reverse, Spins Out in 4th Gear
Codes P0778 & P0966
Reverse Engagement Issues
5R55W
Moaning Noise After Overhaul
No Reverse When Hot
Will Not Hold on the 2-3 Shift
6F35N
No Upshifts, Binds at Times, No Codes
6F50/55
Intermittent No Upshift, No DTCs
AF21
Harsh Reverse, Erratic Idle, Codes P1719, P0174, P0171
FNR5
Intermittent Engagement into Reverse
No Reverse, No 2nd Gear
DPS6
Operation
Introduction
Tool Needed
Clutch Reassembly
Installing the Clutch
Setting Up the Clutch
TCM and Shift Actuators
CFT30
Required Tools
Replacing the Variator Chain
5R110W
Delays in Reverse, Worse When Hot
No Engagement when Warm after Overhaul
Codes P0720, P0721, P0722, P0715, P0717, P0718, 
P0791, P0793, P0794

CHRYSLER
42RLE
Limp Mode, Can’t Reset Adapts
545RFE
Code P0218
62TE
Neutral on the 1-2 Shift
All Chrysler RWD Units 
TCC Cycles Overhaul
545RFE
Low Line Pressure, TCC Cycles, Slips Forward and May Kill 
the Engine
722.6
Multiple Ratio Codes, Vehicle No Start
Codes P0733, P0734, P0735 and P0700
Limp Mode, Code P0762
No Shifts, Multiple DTCs, Codes P0778, P0501, U140B,
U140A, C101F, C102A, C121A
Codes P1637, P1731

Setting Up the Clutch
TCM and Shift Actuators
CFT30
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Up Your Business is an exclusive 
GEARS Magazine feature in 
which I share stories about real 

customer upsets. Many of these stories 
come from cases that I’ve helped settle 
through mediation and arbitration. 
Others come from shop owners who 
unselfishly share their own experiences 
hoping to spare others from similar 
problems.

This article comes from a 
conversation I had with a shop owner 
who asked to remain anonymous. Let’s 
call him Jack and his shop Shoulda-
Coulda-Woulda Transmissions, SCW 
for short. 

The Story
A customer brought his car 

into SCW Transmissions to get an 
estimate for a rebuild. There was 
no question in the customer’s mind 
that the transmission needed to be 
rebuilt, which was confirmed by 
SCW’s diagnosis.

Jack prepared two options for 
the customer: an SCW rebuild with a 
12-month/12,000-mile Golden Rule 
Warranty, and a reman unit with 
a 3-year/36,000-mile nationwide 
warranty offered by the reman 
company. 

The customer told Jack that he 
couldn’t afford either of the options. 
So, in an effort to save the job and to 
offer the customer a more affordable 
alternative, Jack offered to see if he 
could locate a good used transmission. 
The customer told Jack that he could 
only afford $1500, and Jack replied 
that he would do his best to work 
within that budget.

Jack found a wrecking yard unit 
for $750 with a 12-month replacement 
warranty on the unit, plus up to $150 
for R&R.  

Jack priced the unit at $1000 
plus $450 for R&R labor and fluid. 
He provided a 12-month/12,000-mile, 
shop-only warranty. The warranty 
clearly stated that it was only valid at 
SCW Transmissions and it provided 
full parts and labor coverage for the 
first six months. But if the unit failed 
during the second six months, the 
customer would have to pay 50% of 
the original repair price: $1450 x 50% 
= $725. 

The unit developed significant 
problems in just over eight months, 
and the customer brought it back to 
SCW to have it repaired. When Jack 
explained that, under the warranty 
terms, he would have to pay $725, the 
customer said he recalled that he had a 
12-month warranty and asked to see a 
copy of the original paperwork. 

Jack asked his office assistant to 
make copies for the customer to read 
over while he went on a test drive of 
another customer’s car. Inadvertently, 
she made copies of the entire packet, 
including the wrecking yard’s 
warranty. When the customer saw that 
the wrecking yard offered a full 12 
month warranty plus $150 for R&R he 
confronted Jack.

He said he didn’t mind that SCW 
profited on the first job, but felt it was 
unethical for them to charge for work 
that was still covered by the wrecking 
yard’s warranty. It was readily apparent 
to the customer that SCW stood to 
make even more profit this time than 
the first time because they would get 
a free replacement transmission and 
$150 from the wrecking yard, plus 
$725 from him.

Jack responded that he was not 
ethically or legally obligated to offer 
the same warranty as the wrecking 
yard, and that he could offer whatever 

warranty he chose to offer. The 
argument resulted in the customer 
losing trust in Jack and SCW. He 
decided to leave and to “take matters 
into his own hands.” 

The customer, after calling the 
wrecking yard to confirm that they 
would extend their warranty to him 
even if he took it to a different shop, 
took it to another shop to have the 
unit replaced. This shop charged the 
customer $425 including fluids. The 
wrecking yard covered $150 of the 
bill, so the customer was out of pocket 
$275.

The customer took the matter 
to small claims court seeking to be 
reimbursed $275, based on his belief 
that SCW shoulda given him the same 
warranty that the wrecking yard offered 
in the first place, and they shoulda
taken care of it at no added cost to him.

On behalf of SCW, Jack argued 
that he was perfectly within his legal 
rights to offer any warranty that was 
commercially reasonable, and that 
whatever warranty existed between 
SCW and the wrecking yard was a 
separate matter. Jack further argued 
that he didn’t owe the $275 because 
the customer had violated the terms of 
the SCW written shop-only warranty 
by not having the work performed at 
SCW.

The Judge Narrows the Focus
The judge narrowed the focus of 

the case down to two questions:
1. Was it legal for SCW to offer its 

own, shorter warranty without 
disclosing the wrecking yard’s 
warranty to the customer?

2. Did the customer forfeit his rights 
under the SCW warranty by taking 
his car to another shop in violation 
of the warranty terms, thereby 

UP YOUR BUSINESS

“Shoulda,
Coulda, Woulda” by Thom Tschetter

54   GEARS   March  2015

1tschetter315 v2.indd   54 2/26/15   7:38 AM



relieving SCW Transmissions of 
any further obligation?
Before reading any further, I ask 

that you take a minute to digest what 
you’ve read so far. What do you think 
the judge decided and why?

The Judge’s Decision
As the judge rendered his decision, 

he prefaced it with, “Sometimes the 
rule of law doesn’t seem fair, and 
sometimes I have to render decisions 
that I wish I could rule otherwise. This 
is, unfortunately, one of those cases.”

He continued, “With respect to 
question number 1, SCW Transmissions 
was within its rights to offer 
commercially reasonable warranties 
on their work, and, in the absence of 
any knowledge of the wrecking yard’s 
warranty, the SCW warranty seems 
commercially reasonable. 

“Additionally, the wrecking yard’s 
warranty was technically between them 
and SCW. The fact that the wrecking 
yard was willing to honor it for the 
customer was commendable, but didn’t 
legally obligate SCW to do the same.” 

The judge seemed to be speaking 
to the customer as he continued. “Now 
with respect to question number 2, 
while it might seem fair to award $275 
to the plaintiff, legally he forfeited any 
claim by taking the car to another shop.

“My ruling is for the defendant.”

My Thoughts
Because of the nature of this 

particular customer dispute, I think it’s 
more beneficial to discuss some of the 
things that maybe shoulda, coulda, or 
woulda happened.

In short, the judge ruled in favor of 
SCW Transmissions, but I think SCW 
lost.

Consider these points:
• It’s clear that even the judge thought 

SCW shoulda handled things a little 
differently.

• SCW Transmissions didn’t look 
good even though they did win. I 
think all the people in the courtroom 
that day saw SCW in a pretty 
negative light, don’t you?

• I also think SCW coulda been a little 
more ethical by passing the wrecking 
yard warranty on to the customer, 
just like they were offering to do 
with the reman company’s unit.

• Jack coulda really made points with 
this customer if he woulda been 
more flexible and customer-centric. 
What if Jack woulda listened to 
the customer’s perspective? Don’t 
you think Jack coulda and woulda
resolved the matter and kept the 
customer happy by negotiating a 
more ethically moral agreement, 
based on doing what’s fair instead 
of digging in his heels over what’s 
legal?

• For instance, if Jack woulda taken 
a few minutes to calmly seek a fair 
resolution, he might have come 
up with something along this line: 
in light of the wrecking yard’s 

warranty, SCW would deduct the 
price of the transmission and the 
R&R labor reimbursement from the 
original price, the customer woulda
only had to pay $1450 - $1000 - 
$150 = $300. In this scenario, SCW 
gets $450 for doing the R&R and its 
only out-of-pocket cost is the fluid.

At the end of the day, we’ve 
all faced shoulda, coulda, woulda
situations, and, as the saying goes, 
“hindsight is 20/20.” 

I firmly believe that the 
professionals in our industry almost 
always take the moral high ground. But 
there are times that we get caught up in 
the heat of the battle and find ourselves 
in what I call an ethical gray area.

Next time you’re faced with one 
of these situations, ask yourself the 
following questions regarding what 
you’re about to say or do.
1. Is it legal? If yes, go to number 2. 

If no, stop.
2. Do I feel like I need to justify it? 

If no, go to number 3. If yes, stop.
3. Would I mind if it was published 

on the front page of tomorrow’s 
paper? If no, you’re probably on 
high moral ground. If yes, stop.
Sure, SCW won the lawsuit. But 

in the end, there’s little doubt they 
lost a lot more than just a few dollars 
or even a customer. The injury to their 
reputation will far outweigh anything 
they coulda made on that one job.

“Shoulda, Coulda, Woulda”

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

Transmission Specialties
manufactures the entire parts list for the very

Powerglide transmission from the
aftermarket SFI caseaftermarket SFI case to the  to the new front pumpnew front pump,

tail housing, input shafts, 1:80 unbreakable
gear sets, and all the small parts to build a 
Powerglide without looking for a junk yard core!

"Where High Performance is Automatic"

aftermarket SFI case

Transmission Specialties
manufactures the entire parts list for the very

Powerglide

         Transmission Specialties
manufactures the entire parts list for the very
popular 

tail housing

GEARS   March  2015 55

1tschetter315 v2.indd   55 2/12/15   7:25 AM



October 29 - November 1October 29 - November 1

Rio Hotel & Casino
Las Vegas, NV

Live demos See New Products

Sharpen Your Skills & Your Business Plan!

hosted by

Evening Events

powertrainexpo.com

atra expo ad1.indd   2 2/18/15   10:09 AM



Sharpen Your Skills & Your Business Plan!

POWERTRAIN EXPO 2015

Registration Opens in April!

Training YOU Need Great room ratesEvening Events

powertrainexpo.com

Room Rate: $119
Cut-off Date: September 27

atra expo ad2.indd   2 2/18/15   10:11 AM



by Scott Harris
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Hopefully, as 2015 begins to 
unfold, you have established 
your business goals and are 

taking steps toward achieving them. 
But, on the off chance you’ve been too 
busy to get to them, or have not yet 
been convinced of their value, please 
continue reading. Actually, please 
continue reading even if you have 
established your goals—this article 
may still give you some ideas for 
how to make your goals even stronger 
and/or confirm that they are already 
on track.

One of the great things about the 
process of establishing business goals 
is that it inspires focus. We are first 
forced to focus as we develop our 
goals, and we are then continually 
forced to focus—and refocus—
throughout the year as we work toward 

achieving them. This requires hard 
work, but having well thought-out, 
achievable, motivating goals can make 
the difference between a successful 
year and a not so successful year.  

Since we are so close to New 
Year’s, however, let’s quickly 
differentiate between goals and New 
Year’s resolutions. I understand 
wanting to read more, lose weight 
or spend more time with the kids.  
All are worthy objectives and make 
for excellent personal resolutions.  
However, the only way your resolutions 
should be tied to your business goals is 
if one of them is, “Establish Business 
Goals for 2015”.

So, now that we’ve established that 
goals are not New Year’s resolutions, 
let’s define what they actually are.  
Strong goals are quantifiable and have 

a timetable. Unlike feel-good mission 
statements (which are really a company 
version of New Years resolutions), they 
are more concrete and measurable, 
and require greater accountability, 
than “happy employees,” “giving 110 
percent” or “being in harmony with 
the earth.” I tell my clients that goals 
are about hard numbers and tight 
deadlines, not unicorns and butterflies. 
Often times, establishing realistic, 
challenging goals is the most difficult 
part of developing a quality action 
plan. But, at the same time, it is the 
most important.

When I work with clients on 
establishing goals, the first question I 
ask is, “What are your goals?” Almost 
always, the initial answer is "make 
more money," usually delivered with 
a "duh" smile.  When pushed to move 

“Often times, establishing realistic, challenging goals is the most 
difficult part of developing a quality action plan. But, at the same 
time, it is the most important.”

- Scott Harris

SUCCESSFUL 2015
“Not To-Do” LIST
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past “more money,” the next set of 
goals tends to be: increase revenue, 
increase the bottom line, expand, get 
more business from current clients or, 
perhaps, increase market share.  These 
are obviously all variations on the 
“more money” theme.  As a matter of 
fact, without exception (and I've been 
doing these plans for more than 20 
years), the initial answer is always tied 
to increasing the bottom line.

Of course, increasing the bottom 
line is critical, but it’s not a particularly 
strong goal. Push yourself to think 
beyond the obvious and generic.  
What I am suggesting is that you tie 
your goals to success and then spend 
some time defining success.  For you 
and your company.  Maybe you don’t 
need more money or a larger bottom 
line. (I said maybe!) Maybe you need 
less stress, more time off, increased 
challenges, new markets to explore, or 
new products or services to sell.  This 
is different for everyone, and can be a 
combination of personal and private.

Once you have defined success, 
you are ready to circle back around and 
articulate your goals.  Understand that 
the goals still have to be quantifiable 
and have a timetable but, if you achieve 
your goals, you should also achieve 
your success. What about, in addition 
to some version of making more 
money, increasing employee retention 
by 15 percent from last year—a sure 
sign that people like working for 
you? What about increasing customer 
satisfaction, which means your 

customers are happy and will 
also probably increase business? 
How about a goal tied to 
community service or donations 
to non-profits? Having these 
two areas of your professional 
life (goals and success) working 
in the same direction should 
be fulfilling, rewarding and 
dramatically increase the odds of 
being successful. 

Hopefully, by this point, you are 
eager to start defining success and 
developing your goals. But, before 
you run off to grab a pen, a couple of 
final notes. 

First, do not be afraid to change 
or modify your goals to reflect new 
business opportunities or a changing 
business environment.  Goals should 
be your guiding light for the next 
12-18 months, informing and shaping 
each business decision that you make. 
They should guide you and keep 
you focused, but not to the point of 
being inflexible. 

Second, aim for no more than 
three goals.  Anything more than that 
and it becomes a “to-do” list.  While 
there’s nothing wrong with having a 
to-do list in addition to your goals, the 
two should not be one and the same.  
As a matter of fact, you should review 
your to-do lists (be they daily, weekly 
or monthly) to see if they align with 
your goals.  If not, take a look at your 
goals, or your to-do list, and figure out 
how to get both on the same page.

Last, consider developing a “not 

to-do” list. So many of us 
get so caught up checking 
things off our lists that we 

end up confusing that with 
being productive. But, as the 
great college basketball coach 
John Wooden once said, 
“Never mistake activity for 
achievement”.

So, take some time to 
reflect on your life, your job 

and your business.  Identify a tangible 
definition of success that you can 
articulate to those around you and 
use as a platform for developing your 
business goals. Then, start diligently 
working toward those goals. Imagine 
where you’ll be a year from now.

Scott Harris is the owner of Mustang 
Marketing, a full-service marketing 
agency serving Ventura County and 
the San Fernando Valley for more than 
25 years. You can reach Scott at Scott@
MustangMktg.com or visit Mustang’s 
website at www.MustangMktg.com.
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by Jim Cathcartby Jim CathcartMOMENTS
of Truth
The phone is ringing, a customer 

is coming in the door, or one of 
your team members is asking 

for your help… here comes a moment 
of truth. 

In a dramatic story, there’s often a 
key point in the script where the future 
outcome is determined by what the 
person does in that moment. This is 
referred to as a “moment of truth.” In 
business we experience such moments 
every day. They are any time when 
your business and its customers come 
into direct contact. 

Some of these contact moments 
are unimportant and yet others are 
critically important. I like to call them 
touch points and trust points. For 
example, when you call a customer to 
tell him that his car’s ready, that’s a 
touch point. Not much is at stake and 
the news is good for both parties.

But when he arrives at your shop 
and you’re reviewing the service and 
the bill, that’s a trust point. If that 
contact goes poorly, then there’s much 
more on the line — not just money; 
customer loyalty, too. 

That’s why it’s valuable to have a 
proven process for your trust points. 
You need to know almost exactly how 
you’re going to address certain issues 
and topics. With a system in place for 
communicating vital information and 
handling delicate discussions, your 
success probability is increased. 

The person credited with making 
this concept famous is Jan Carlson, 
when he took over as the head of SAS 
Airlines (Scandinavian Airways). He 

identified the hundreds of moments in 
each trip where the airline interacted 
with the traveler.

And they refined their processes 
for optimizing each one: online 
booking, checking bags at the curb, 
getting a boarding pass, selecting a 
seat, providing in-flight service, etc. 
By doing this he saved the airline 
millions of dollars in wasted time and 
effort and they became the top choice 
for business travel for many years. 

We can use the same thinking: 
Ask yourself, when is the first time 
the customer learns you exist? How 
can you improve that? When is the 
first contact you have with a customer, 
in person or online? How can you 
improve that one? 

Follow this process through to 
final delivery and follow through. 
Look for ways to standardize how 
you handle each step. Practice them 
and discuss them with your team 
till everyone is on the same page. 
Then track the results: costs, time 
used, customer reactions, coworker 
reactions, etc. 

Every year, millions are spent 
on signs, adver t ising, building 
improvements, and promotions to 
get people to notice us and want to 
do business with us. But the real 
difference is made when they first 
come in contact with one of our team.

Shouldn’t we spend as much time 
making the contacts excellent at each 
touch point? By the way, this has 
already been solved for you by your 
colleagues throughout the industry. 

In each issue of GEARS, you see 
stories of shops that have worked out 
the best practices in every aspect of 
this profession. Their solutions may 
be your best solutions. But since shops 
vary so widely in size, location, mix 
of services, etc., we make a point of 
offering lots of profiles and stories 
for you.

Use these articles to shop for the 
best practices to work for you. Then 
make a habit of them — set them in 
reinforced concrete, so to speak — so 
that they won’t waiver over time. 

Consider that the true professionals 
at the top of every industry are always 
those who’ve worked out the best 
methods for doing what all of us do. 
Other people have created theme 
parks, but Walt Disney made a science 
of doing it almost perfectly every time. 
That’s why Disneyland has never had 
to worry about competition.

Neither should you: Manage and 
Master your Moments of Truth. 

In the Spirit of Growth, 
Jim Cathcart

   
Jim Cathcart is the author of 16 

books including Relationship Selling 
and a member of the international 
Sales & Marketing Hall of Fame. As 
part of the ATRA team, he is a ready 
resource and advisor for those of us 
growing our businesses as owners 
and operators. He can be reached at 
www.Cathcart.com.
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There are shops that rebuild 
transmissions and shops that 
rebuild torque converters. 

There aren’t a lot of shops that do both. 
Team Ramco, in Yuma, Arizona, 

does, and their reasons for expanding 
into torque converters may mirror a lot 
of your own concerns.

David “Flash” Sharrar is Team 
Ramco’s primary owner and business 
manager (more about that later!) He’s 
the one who made the decision to 
expand the shop into the world of 
torque converter rebuilding. And he has 
a lot to say about the reasons for that 
change.

“I got tired of that ‘donut’ going 
into my transmissions and becoming a 

SHOP PROFILE by Steve Bodofsky
members.atra.com

 Team Ramco  L-R Donny Asa, Bobby Spencer, Stu Johnson, John Harris, Flash Sharrar, Mathew Sharrar, 
Steve Griswald, Steve Kolvek, Matt Sharrar, Harvey Boys Jr., Dave Cooper 

Team Ramco 
Transmissions and Torque Converters

An Unusual Shop with 
a Unique Business Model

 Team Ramco  L-R Donny Asa, Bobby Spencer, Stu Johnson, John Harris, Flash Sharrar, Mathew Sharrar, 

Photos by Mavreen Fleming
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problem,” explains Flash. “I wanted to 
build a better torque converter; one that 
people could depend on.

“A car would come in with a 
transmission problem; there’d be all 
kinds of metal on the magnet. But I’d 
pull the transmission apart and there’d 
be nothing wrong with it. Back then I 
didn’t have the tools to cut the torque 
converter apart.

“So I bought an existing torque 
converter business. And I’d cut the 
torque converter apart and find stator 
cap failures… on the multi-clutch 
Fords, the one ring would dig into the 
cover. And that’s what was creating the 
metal shavings.

“And I thought, ‘How many times 
have I sold a transmission when all it 
needed was a converter? I have to do 
something about this. How do I do this 
and save customers money and still 
make money?’

“I’d reseal the unit, clean the valve 
body, replace the converter, and down 
the road it’d go. And over the years I’ve 
sold more torque converters than I have 
transmissions.

“I’ve had cars come in where 
I sold them a torque converter at 
100,000 miles, and they came back at 
300,000 miles and they finally needed 
a transmission. And I made two sales: 
First I sold a converter and a valve 
body, and then I sold a transmission 
down the road.

“I bought the original torque 
converter business in 2000. Later I 
purchased new torque converter 
equipment: balancers, turret welders, 
bonding machines, and so on. We still 
use two of the original lathes.

“We use Sonnax kits… everything 
is brazed and welded by hand… 
everything gets balanced. And every 
month we check tolerance and run-out 
on all our equipment.”

And Flash stands behind his work: 
“All my multi-disk torque converters 
have a 5-year, 100,000-mile warranty.”

Team Ramco is a member of both 
ATRA and TCRA, and they find those 
memberships very valuable for helping 
discover problems that other shops are 
facing, and how they’re dealing with 
those problems.

“As a TCRA Member, we get to 
talk with guys all around the country,” 
says Flash. “We had a problem with one 

of our clutch linings lifting. I must have 
spent about $70,000 researching and 
solving that problem.

“We found a bulletin that the 
vehicle manufacturer put out, claiming 
the clutch was delaminating because 
someone had left a thumbprint on 
the mating surface. That wasn’t the 
problem.”

Turned out the problem was the 
clutch material itself. “I threw out 
all the old clutch material we had in 
stock and switched to a new Raybestos 
clutch; we haven’t had any problem 
with the clutch lifting since.

“I order the parts and I test them 

Partners, Flash with his sons Bear (L) and Matt (R)

Matt and Bear Sharrar (inset) rebuilding torque converters.

Book Keeper, Steve Griswald
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in my own vehicles first. If they hold 
up, then I’ll use them in my customers’ 
cars.”

In addition to building converters 
for their own transmission shop, Team 
Ramco sells torque converters to 
transmission shops through their web 
site, www.TeamRamco.net. In most 
cases that involves custom rebuilds. 
“I can’t compete with the prices they 
charge for basic rebuilt converters 
because I do more to mine,” says Flash.

He also prefers not to sell torque 
converters to transmission shops in 
their area, because in too many cases 
he doesn’t trust the quality of the local 
shops’ repairs.

“I’d rather put our converters in 
our own customers’ vehicles, instead 
of allowing someone else install them 
who isn’t keeping up with today’s 
technology.”

For example, Flash is firmly 
convinced of the value of using a hot 
flusher. “I used to use a simple solvent 
flush. One day a salesman came around 
with a hot flusher. He said, ‘You just 
flushed that car, didn’t you?’ I said 
‘Yeah.’

“He connected his hot flush 
machine and flushed it again. After 30 
minutes I couldn’t believe how much 
dirt he got out of the cooler. I bought 
two of those machines that day; cost 
me $10,000!”

His ultimate goal is to offer his 
customers the best possible work for 
their money. “I want to build the better 
mousetrap for my customers. I want to 
give them what they’re paying for. 

“Too many shops buy a converter 
for $90; they charge $450 and call it 
‘heavy duty.’ It’s not, and that hurts the 
rest of our reputations.”

A Business Cooperative
Rebuilding transmissions and 

torque converters in the same shop isn’t 
particularly common, but that’s not the 
only thing that makes Team Ramco 
unusual — maybe even unique — in 
our industry.

Because, in addition to being both 
a transmission and torque converter 
rebuilding shop, they’re also a business 
cooperative. There’s no one owner; 
everyone who works there is also a 
partner in the business.

Turning the shop into a partnership 
was an idea that Flash began toying 
with for about 10 years before he 
implemented it.

“I’d see these guys buying a 
thousand dollars worth of tools and, 
back then, they weren’t able to write 
those tools off.

“So I thought, ‘How about if I 
make them all partners?’ That caused 
two things to occur: One, I got a better 
product going out the door because they 
have a vested interest in the business; 
and two, they can deduct things like 
tooling, education… there’s just so 
much more opportunity for them to 
make more money and enjoy a better 
way of life.”

“I studied this business model for 
over ten years before putting it into 
place, because I don’t break the law. 
First I went to the IRS. What was 
interesting about that is they tell you 
themselves that you can bend the rules; 
just don’t break them.

“And I looked at workers’ comp. 
They want you to buy this expensive 
policy so that if anyone gets injured, 
that person is protected. But I 
discovered that if someone gets injured, 
he has to hire a lawyer to fight for his 
compensation.

“It seemed like the guy who got 
injured only ended up with a lawyer’s 
bill. In case studies, 50% of the guys 
who got injured ended up with nothing. 
That just didn’t make sense when you 
consider all the money we’d put into it.

“After all that research I 
implemented the program and made 
Team Ramco a partnership.”

The shop members earn money 
based on the billable hours they 
complete each week. And they get paid 

Dave Cooper and Flash inspecting parts 
on the builder’s bench

Partners in Business L-R Stu Johnson, Matt Sharrar (holding his daughter, Mara), 
Mathew Sharrar, Flash (holding his grandson, Seth), John Harris, Stu Johnson, Harvey 

Boys Jr., Steve Kolvek, Bobby Spencer, Bear Sharrar, Dave Cooper

Team Ramco Transmissions and Torque Converters

Melanie Sharrar is the main Book Keeper 
and Office Manager for Team Ramco
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100% of what they earn. At the end of 
the year, each partner receives a profit 
distribution based on what the company 
earned. 

Each partner is responsible for 
their own insurance, taxes, and so on. 
The accountant comes in every quarter 
and works out the quarterly tax deposits 
for Flash and each of his partners. It’s 
up to them to make those deposits and 
file their taxes.

“I’m not allowed to fire anyone; 
they have to vote out any partner who 
isn’t living up to the team’s standards. 
And if anyone’s dismissed, we have to 
buy out their share of the business, and 
they’re restricted from working within a 
predetermined radius. We have monthly 
meetings, keep the minutes, and turn 
everything over to the corporate lawyer.

“The team dismissed one guy and 
he turned us in to the IRS and workers’ 
comp. The IRS examined the claim, 
said we were working within the law, 
and threw the claim out.”

The result from workers’ comp 
wasn’t quite so cut and dried: “Workers’ 
comp sent out an investigator and he 
found a timing issue: According to his 
report, we weren’t covered for six hours 
on the day we signed the contracts, so 
they fined us $500. From that point on 
they said everything was legal.”

Better Work and 
Responsibility

According to Flash, the partnership 
puts a lot more responsibility into the 
workers’ hands. “Suddenly comebacks 
are down and the quality of the work is 

going up. Because, if a job comes back, 
they’re responsible for making it right,” 
says Flash.

“For example, if a rebuilder 
screws up a transmission job, either 
he has to remove the transmission the 
second time, or he has to pay the R&R 
technician’s rate to have it removed and 
replaced.”

And, of course, when the shop 
enjoys a better reputation, it translates 
into more work, which is reflected 
in everyone’s paycheck. “Most of my 
guys drive newer cars than I do!” says 
Flash.

So they’ve learned that there’s a 
direct connection between the quality 
of the work they do and the amount of 
money in their pockets.

In addition, Flash has noticed a 
dramatic improvement in the way his 
team cares for their equipment. “When 
a piece of equipment breaks down or 
needs to be replaced, they all have to 
share in the cost. You’d be amazed at 
how careful they’ve become with that 
equipment now.”

Business Philosophy
Over the years, Flash and Team 

Ramco have built a reputation in their 
neighborhood for doing honest, quality 
repairs. When asked about how they’ve 
done that, here’s what he had to say:

“I worked for other transmission 
shops over the years, and, even back in 
the ’90s, some of those guys would pick 
a simple C6 apart unit it cost $3500. I 
thought that was wrong; I wanted to do 
something better… for me and for my 

customers.
“I believe in fixing my customers’ 

cars the way I’d fix my own car; 
what’s best for me is the best for my 
customers. And by charging less and 
providing the best service makes me 
the winner.

“I believe in talking to my 
customers to find out what they can 
tell me about their problem. They drive 
the car the most, and they’re the best 
diagnostic tool I have.

“I’ve discovered that, if you fix the 
car right and you satisfy the customer, 
they’ll pretty much pay whatever you 
want. And, if you make a mistake, tell 
the customer you made a mistake. And 
then fix it.

“That’s the way I try to run this 
business, and that’s why we’re so busy 
all the time.”

Kinda tough to argue with that.

Mathew Sharrar washes a customer’s car for final delivery. Business partner, Dave Cooper dives into another rebuild.

Undercar with business partner, 
Harvey Boys Jr. 
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MAKE
PLANS
TO ATTEND
THE TCRA 
SEMINAR
APRIL 24–25, 
GREENSVILLE, SC

The 2015 Torque Conver ter 
Rebuilders Associat ion (TCRA) 
annual seminar event will take place 
on Friday and Saturday, April 24 and 
25, at the Crown Plaza Greenville 
in Greenville, South Carolina. And, 
whether you’re a torque converter 
rebuilder or a transmission repair 
shop, you’ll want to be in attendance.

Why would a transmission shop 
owner or technician want to attend the 
TCRA event? Because transmissions 
and torque converters go hand in hand, 
like burgers and fries… Rocky and 
Bullwinkle… Lester and Earl.

The fact is, the success of your 
rebuilds often depends on the quality 
of the torque converters you install. 
And, in most cases, you are the only 
connection the converter rebuilder 
has with the customer or vehicle. 

So their best opportunity to identify 
problems and refine their product 
depends on communication with you. 
It’s probably the ultimate example of a 
synergistic relationship.

That’s where TCRA comes in. 
TCRA is the ATRA for the torque 
converter industry. They provide 
a direct connection from the parts 
supplier, to the converter rebuilder, 
to the sales center, to you, the 
transmission rebuilder.

And, just like ATRA does for the 
transmission repair industry, TCRA 
connects hundreds of torque converter 
rebuilders, to put all that experience 
together to be shared and improved, 
each and every day.

No wonder ATRA and GEARS 
are both sponsors of TCRA… and 
why they’re both intimately involved 

by Steve Bodofsky
members.atra.com
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in the sponsorship and presentation 
of the TCRA seminar event. In fact, 
ATRA is sending longtime technical 
specialist and seminar favorite Mike 
Souza to provide one of the seminar 
programs. Because the information 
and connections made at the TCRA 
even will be that valuable to the 
transmission repair industry, too.

In fact, the only thing they’re not 
promising — yet! — is to open a big 
hole in the ground and push in a bunch 
of expensive Corvettes! But who 
knows? It’s happened before…

So let’s take a quick look at what’s 
shaping up to be a memorable event:

FRIDAY KOYO VISITS
Friday morning begins bright 

and early with a visit to the Koyo 
Bearing Technical Center and Plant. 
Who is Koyo? They’re the company 
that provides the thrust bearings 
you remember that used to carry the 
Torrington name. Koyo bought the 
Torrington company and they retired 
the name a few years ago. But they 
still manufacture the bearings that 
have been integral to our industry 
for years.

We’ll start with a visit to the Koyo 
Bearing Technical Center, just a short 
drive from the host hotel. There you’ll 
meet with engineering staff and learn 
about just how much goes into creating 
those little bearings that carry the 
weight of our industry.

Then it’s back on the bus for the 
second leg in the journey: the Koyo 
Plant, about an hour away. There 
you’ll get a firsthand look at the actual 
manufacturing and assembly lines 
where those bearings get produced. 

Somewhere between the two 
visits, you’ll receive a box lunch, 
courtesy of Koyo.

Finally, we’ll head back to the 
Crown Plaza Greenville hotel for 
the TCRA Members Meeting. Not a 
TCRA Member? No problem; you’re 
all invited to attend.

Then, immediately after the 
meeting, there’ll be a cocktail 
reception hosted by Sonnax; always 
a highlight of these events. This is 
where you’ll get to rub elbows with 
some of the leaders of the torque 
converter repair industry as you knock 
back a few, enjoy a variety of hors 
d’oeuvres, listen to stories, and make 
new friends with backgrounds that 
mirror your own.

After the reception, you’ll want to 
get a good night’s sleep, because the 
seminar program will kick off first 
thing the next morning.

SATURDAY SEMINARS
Saturday morning is when the 

program really kicks into high gear 
with the seminar program. And, while 
all the seminar subjects haven’t been 
firmed up quite yet, you can be sure 
it’s going to be a stellar list.

According to TCRA Executive 
Director Chris Horbach, the program 
will include presentations from “the 
leaders of the industry.” And if the 
past program was any indication, that’s 
probably an understatement. Plan on 
taking notes, because the tech will be 
coming fast and furious.

During the breaks you’ll get to 
meet with several of the industry’s 
suppliers, who’ll have tables set 
up in a mini-trade show, similar to 
ATRA’s regional seminars. See the 
latest technical advances for torque 
conver ter technology, and make 
connections that’ll pay off big in the 
weeks ahead.

CONTACTS AND 
CONNECTIONS

Probably the most valuable 
feature of any meeting or seminar 
program like this is the contacts you’ll 
make while you’re there. And this 
event is no exception: You’ll meet 
with other rebuilders, suppliers, and 
technicians… connections that’ll 
be valuable to you long after you’ve 
packed up and headed home.

And this isn’t just for torque 
converter rebuilders: Transmission 
repair technicians will find the TCRA 
seminar program just as valuable, both 
for the technical information you’ll 
learn and the contacts you’ll make.

Remember, the real key to terrific 
torque converters is communication, 
and that requires making connections 
with the torque converter rebuilding 
community. And you’ll never find a 
more complete gathering of torque 
converter professionals in one place 
than at the TCRA Seminar.

Visit the TCRA web site at www.
TCRAonline.com to learn more and 
to register to attend the 2015 TCRA 
Seminar event. Registration for TCRA 
Members is just $250 for one person; 
each additional registrant is just $175. 
Non-members are $350.

And while you’re at it, contact the 
Crown Plaza Greenville and reserve 
your room. Ask for the “Torque Block” 
or block code “TCA” for special room 
rates of just $119 a night, exclusively 
for TCRA event attendees.

So don’t wait: Register today to 
become a part of something that’s sure 
to help improve your business… and 
your industry. Register to attend the 
TCRA Seminar event, April 24–25… 
Do it today!
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Use extreme caution and care 
on the installation of these 

torque converters.

Figure 1

Figure 3

Figure 2
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Special care is a must for the installation of the CVT 
torque converter into the transaxle. The CVT transaxle 
introduced in the 2009-up Subaru. Most installers will 

wiggle the torque converter up and down on the shafts of the 
transmission while turning the torque converter. Excessive 
wiggling up and down will result in damaging the front cover 
of the CVT transaxle (Figure 1). This torque converter has to 
go though the supporting bearing. The supporting bearing 
is in a very shallow pocket of the cover (Figure 2). There is 
a snap ring to hold the bearing into the pocket (Figure 3). 
Excessive force on installation will crack the casting that the 
snap ring is held into. These torque converters are having 
a lot of failures and the most experienced transmission 
specialty shops are having this problem. Call your local 
dealer and try to buy this cover. You will find that there is a 
2-3 week wait.

Use extreme caution and care on the installation of these 
torque converters.

Supplied is a parts list with part numbers and the suggested 
retail price of the part.

13118AA050 $43.33 Cover
806747020 $6.47 Front seal
805172090 $2.67 Snap ring
31728AA121 $69.28 Filter
(No aftermarket that could be found)
35X5  110-B4 $7.78 Axle seal
35X5  110-B5 $7.78 Axle seal

A special thanks to Maurice Croteau of Croteau’s 
Transmission of Johnson City. N.Y.

SUBARU CVT
TORQUE CONVERTER
INSTALLATION
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APRIL 24TH, 25TH 

GREENVILLE, SC

, 25

TCRA 2015
Online Registration!

Technical 
and Business 

Presentations from 
Industry Experts

—

Tour the Koyo 
Bearing Tech Center 
and Walhalla Thrust 

Bearing Factory

—

Find out if your
shop is the winner

of the 2014
Raybestos

Innovation Award

—

Don't Delay -
Register Today!

—

•  Visit www.tcraonline.com
•  Click on the Seminar Link
•  Register Online or Print and Fax
•  Pay online safely and securely

VISIT THE NEW TCRA
WEBSITE AT

www.TCRAonline.com
to learn more.
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John is survived by his longtime 
companion, Angie Porter; his children, 
Anthony, Frank, Gino, and Gracemarie; 
and grandchildren Mason, Nicholas, 
and Mia.

The entire Association would like 
to extend its condolences to the Bozzi 
family for their loss.

BRAND ONE Introduces
HFM ATF Supplement

BRAND ONE SYNTHETICS 
introduces Synthetic (HFM) 
Highly Friction Modified 
ATF Supplement. It is 
specifically designed to 
convert Dexron/Mercon 
ATF into HFM fluids.

BRAND ONE 
HFM supplement helps 
eliminate stocking a wide 
variety of OE ATFs, 
saving time, space, and 
money. BRAND ONE 
HFM supplement also softens hard 
shifts, extends fluid life and keeps 
valves free.

For more information contact 
BRAND ONE at 901-754-7923 or visit 
them on line at www.brand1lube.com.

CK Performance Introduces 
4L80E Billet Input Shaft

The OEM material and design of 
the 4L80E input shaft can become very 
unstable when used in vehicles with 
capabilities of about 500 horsepower, 
or at about 450 lb-ft torque. This can 
cause sudden shaft fractures, and 
eventually prevent the vehicle from 
moving in any gear.

To prevent this, CK Performance 
has designed a replacement input shaft 
designed to handle high power/high 
torque 4L80E applications.

CK’s redesigned shaft is fully 
CNC machined from your choice of 
E4340, 300M, or Aermet steel billet 

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.

John Gino Bozzi
August 22, 1942 – December 23, 2014

A T R A 
is  saddened 
to report the 
passing of John 
Bozzi, founder 
and owner of 
Trans-O-Matic 
of Chicago, after 
a lengthy battle 
with cancer. John was 72.

John was born in Loseto, Bari, Italy. 
He left school after just the 4th grade 
to help support his family. That’s when 
he got his first taste of the auto repair 
industry, learning to repair the military 
vehicles left there after World War 2. 

He emigrated from Naples to the 
U.S. in 1960 at the age of 18. Settling in 
Chicago, he worked as a technician at a 
Rambler dealership where he became 
versed in automatic transmissions. He 
began repairing transmissions from his 
home to help supplement his income; 
this is where he began to build a 
reputation in the community.

He opened Trans-O-Matic in 1965; 
first on Polaski Road in Chicago. He 
opened a second shop at their present 
location on Irving Park Road in the 
early ’80s, and shortly thereafter closed 
the original shop.

In addition to serving the 
general public, John’s shop provides 
transmission service and repair 
for the Chicago and Illinois police 
departments. Today, Trans-O-Matic 
continues to follow the business model 
that John created, under the direction of 
his son, Gino.

Not content simply to work in the 
transmission industry, John operated 
a private contracting business. 
Trans-O-Matic’s present location 
includes one of the buildings he 
contracted. And he held a seat on the 
board of the Lakeland Community 
Bank.

John loved to spend much of his 
spare time at the Mazzini Verdi Club 
in Franklin Park; an Italian social club 
where he could enjoy the company 
of people who shared his history 
and culture.

material, and features a redesigned 
profile, adding extra material at critical 
diameters to eliminate failures. The part 
is heat treated and precision ground to 
strict tolerances.

For more information or to order 
an input shaft, visit CK on line at 
www.ckperformance.com, or call them 
directly at 631-218-1989.

CVC Announces New 
Torque Converter 
2015 Catalog

CVC — Consolidated Vehicle 
Converters — North America’s leading 
torque converter manufacturer, is 
pleased to announce their new 2015 
catalog is now available on line 
at www.cvcconverters.com. Printed 
copies available soon by request.

CVC offers the broadest range of 
high quality torque converters in the 
industry. For local distributors, visit  
www.cvcconverters.com/distributors.html.

F o r  m o r e  i n f o r m a t i o n , 
call 800-727-4461 or e-mail 
info@cvcconverters.com.

Ford Engineers Recommend 
Against Universal ATFs

According to Ford’s engineers, 
when it comes to automatic 
transmission fluids, there’s no one-size-
fits-all-solution. Ford transmissions 
are designed for use in many different 
service environments and operating 
conditions, and each transmission has 
its own set of fluid requirements.

All  Motorcraf t  Automatic 
Transmission Fluids (ATF) have 
specially formulated properties to 
meet unique requirements that result 

introduces Synthetic (HFM) 

eliminate stocking a wide 
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in optimal vehicle performance — 
something that can’t be achieved with 
a single product.

Visit 
www.fcsdchemicalsandlubricants.com 
to access the latest application charts, 
fluid capacities, product specifications, 
and the online catalog for all 
Motorcraft chemicals and lubricants.

NACAT Launches 
Hour of Automotive  
Technology Program

NACAT Education Foundation is 
pleased to announce the official launch 
of an Hour of Automotive Technology, 
a program devoted to helping K-12 
students become exposed to career 
and technical education subject matter 
related to automotive technology.

Hour of Automotive Technology 
allows teachers to access peer-
reviewed, grade appropriate, one-
hour science and technology-based 
lessons which have been submitted 
by classroom educators or corporate 
trainers. Lessons are actively being 
solicited and can be submitted through 
July 1, 2015.

Program information, including 
how to submit a lesson or provide 
support, can be found at www.
nacatfoundation.org/index.php/hour-
of-automotive-technology.

VBX Expands Its 
Production Capabilities

Due to rising industry demand, 
Valve Body Xpress (VBX) of 
Paulsboro, N.J., recently added a 
second shift to expand production. This 
increase in production capacity allows 
VBX to meet ever-growing customer 
needs in less time, and plans of adding 
new items to the extensive product line 
will soon be put into action.

“Our team is really excited about 
this new opportunity to ramp up 
production,” said Tim LaCerra, VBX 
vice president of remanufacturing. 
“Our commitment to continuously 
improving business operations 
promotes steady growth and 
development, as well as strengthens 
our ability to achieve 100% customer 
satisfaction.”

Founded in 2002, Valve Body 
Xpress was the first company dedicated 
exclusively to providing the industry 

with remanufactured valve bodies. The 
company was purchased in 2014 as a 
remanufacturing division by Sonnax 
Industries, Inc., an employee-owned 
industry leader in the aftermarket 
transmission, torque converter, and 
drivetrain products industry.

For more, visit Valve Body Xpress 
on line at www.valvebodyxpress.com.

Tri Component Introduces 
New Converter Bearing

PW-2-10HD

Tri Component is pleased to 
announce the availability of its PW-2-
10HD problem-solver bearing for 
Fichtel & Sachs torque converters.

This innovative, double-cage 
design eliminates the common needle 
pop-out problem caused by converter 
ballooning.

This new bearing is USA-produced 
in Tri’s New York bearing plant and 
shipped from stock.

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

Gearbox Holdings CEO  
Appointed to AASA  
Board of Governors 

The Automotive Aftermarket 
Suppliers Association (AASA) has 
elected Gearbox Holdings CEO David 
Coolidge to a three-
year term on its 
board of governors. 
Coolidge rejoins the 
AASA with several 
years of experience, 
having served as 
chairman of the 
board in 2011. 

“I am honored to once again be 
a part of the AASA and to serve 
alongside an esteemed group of 
executives in such an influential 
automotive aftermarket organization,” 
said Coolidge.

For more, visit AASA on line at 
www.aftermarketsuppliers.org.

Orlando Branch Takes Home 
Top Award from Jasper 
Engines & Transmissions 
Sales Banquet

The Orlando, Florida, branch of 
Jasper Engines & Transmissions took 
home the President’s Award for 2014 
at the company’s annual sales banquet 
January 27th. 

Recognized as JASPER’s top 
branch award, the President’s Award 
is based upon improvements in many 
categories, including:
•	 Percentage and total dollar sales 

increase
•	 Percentage and number of units 

sold increase in every product cat-
egory

•	 Percentage of profit increase and 
dollars increase of profit
In addition, the Orlando branch 

received awards for Most Improved 
Gas Engine Sales, and Most Improved 
National Account Sales.

“I  want  to  pass  along 
congratulations to all the Associates 
of the Orlando branch for winning 
the President’s Award for 2014,” says 
Zach Bawel, JASPER President.  “The 
Florida market for JASPER products 
continues to grow and prosper.  I look 
forward to continued growth from our 
Orlando branch in the future.” 

“Congratulations to the entire 
staff of our Orlando branch for taking 
top honors in 2014,” added Joe 
McDonald, JASPER Regional Vice 
President.  “The branch exceeded sales 
expectations by providing exceptional 
service and products to the finest 
customers in the Florida area.”

Individually, Orlando Factory 
Representatives, Darin Damron and 
Shelby Damron, were named Silver 
Level recipients, achieving a company 
sales increase in 2014 over the previous 
two consecutive years.  Orlando 
Factory Representative R.B. Burkhardt 
was a Bronze Level recipient, achieving 
a company sales increase in 2014 over 
the previous year.
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Precision Introduces
New Overhaul Kit and
Separator Plates

KP31900H

Precision International is pleased 
to introduce a new overhaul kit and 
bonded separator plates.

The new overhaul kit fits the C635 
auto, also known as the DSG semi-
automatic.

The new kit part number is 
KP31900H, which works with these 
vehicles:

Vehicle Engine Years

Chrysler 

200 2.4L 2012-13

Sebring 2.4L 2011 

Dodge

Avenger 2.4L 2011-12

Dart 1.4L, 2.0L, 2.4L 2012-13

Fiat

500L 2012-13

The new bonded separator plates are 
for the ZF8 and ZF9 transmissions. Use 
the chart to identify which separator 
plate you need:

P/N Valve Body 
Code

Original Number
(Stamped into 

Plate)

82238 A/B 1094-394-238

82135 A135/B135 N/A

82248 None N/A

For more information on each of 
these new products, visit Precision on 
line at www.transmissionkits.com.

TransTec Introduces
Two New Kits to Its
Product Lineup

Hyundai A 6GF1

TransTec is pleased to introduce 
two new kits to its lineup: one for the 
Hyundai A 6GF1 transaxle, and the 
other for the rack-and-pinion steering 
for the 2012-2013 Kia Soul.

Kit 2639 services the Hyundai 
A6GF1 6 speed transmission, which is 
found in the following models:

Vehicle Engine
Type/Size Years

Hyundai

Accent L4 1.6L 2012-14

Avante HD/MD L4 1.6L 1.8L 2009-14

B-SUV L4 1.6L 2014

Elantra L4 1.6L 1.8L 2012-14

i30 L4 1.2L 1.6L 
1.8L 2.0L 2011-14

Mistra L4 1.8L 2014

Veloster L4 1.6L 2012-14

Inokom

Elantra L4 1.6L 2012-14

Kia/Naza

Carens L4 1.6L 2013-14

Cee'd/Pro_Cee'd L4 1.6L 2012-14

Cerato L4 1.6L 2012-14

Forte L4 1.6L 2011-13

K3 L4 1.6L 1.8L 2012-14

Optima L4 2.0L 2013-14

Pride L4 1.6L 2011-14

Soul L4 1.6L 2.0L 2011-14

Sportage L4 1.6L 2012-14

And it includes these components:
TransTec® 
Number Description Years

3584 Sealing Ring Kit 2009-up

4452 Valve Body
Gasket Set 2009-up

B33462 Molded Rubber
Pan Gasket 2009-up

B37222 Converter Hub Seal 2009-up

B37223 Manual Lever Seal 2009-up

B37279 Right Axle Seal 2009-up

B37278 Left Axle Seal 2009-up
TransTec Kit Number 8986 is a rack-
and-pinion rebuild kit for the 2012-
2013 Kia Soul.

RACK & PINION SEAL KIT
2012-2013 Kia Soul

(Image is only a representation and may not be exact)

This is a complete rebuild kit, 
including inner and outer boot clamps, 
seals, O-rings, and bushings.

The kit includes all components 
spec i f ica l ly  eng ineered  for 
aftermarket rebuilders to ensure 
reliable performance.

The O-rings are specifically 
designed with OE quality materials 
or compounds for optimum fit and 
function.

Both kits are available for 
immediate delivery.

For more, visit TransTec on line at 
www.TransTec.com

J.P. Transmissions
Now Offering Parts
to Repair Shops

J.P. Transmission Recycling Inc. in 
Dallas, Texas, has recently expanded 
its business to include the sale of used 
parts and transmission cores directly to 
transmission repair shops. In the past, 
their main focus was selling to parts 
distributors.

They’ve revamped and computer-
ized their warehouse facility to provide 
prompt and courteous service for all 
your parts needs.
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J.P. Transmission Recycling boasts 
over 10,000 domestic and foreign 
parts numbers on hand, 35 years 
in the transmission parts business, 
and an excellent reputation for 
customer service.

C h e c k  t h e m  o u t  a t 
www.jptransmission.com or call 
800-443-8135.

Sonnax Introduces
the 4R70W Smart-Tech® 
Forward Clutch Drum

A common failure of the Ford 
4R70W series transmission is breakage 
of the forward drum at the snap ring 
groove. Pressure on the forward clutch 
piston creates a high stress load at the 
groove, causing the upper portion of 
the drum to split and break away, which 
can lead to no forward engagement 
or slipping in 1st, 2nd and 3rd gear. 
Featuring superior strength and 
durability, the new Sonnax one-piece, 
forged Smart-Tech forward clutch 
drum 76654-01K eliminates weakness 
at these stress points, preventing 
unnecessary damage associated with 
OE stamped steel drums.

Visit www.sonnax.com for more 
details.

TeckPak Introduces
Chrysler Case Bushing
for Late Model Cases

TeckPak Case Bushing, P/N T22916S

Cases for the older 518 and 618 
units are becoming harder to find. So, 
if the sprag breaks or the case develops 
a problem that makes it unusable, it can 
be difficult and time-consuming to find 
a replacement.

You can’t use a late-model case, 
such as one from a 47RE, because the 
opening for the electronics connector is 
too large. That is, until now…

Because now the TeckPak Case 
Bushing, P/N T22916S fits in the 
47RE case, reducing the opening size 
to handle the earlier harness connector. 
The only caveat is that the later model 
case must have a screw in the neutral 
safety switch to work with this bushing.

To learn more or to order your 
Case Bushing, visit TeckPak on line 
at www.teckpak-fitzall.com, or call, 
toll free, 1-800-527-2544.

Dura-Bond Bearings
Offer Industry’s 
Tightest Tolerances

Dura-Bond Bearing Company is 
a world leader in camshaft bearing 
and bushing manufacturing, with over 
60 years of experience providing the 
industry standard, and backed by the 
internationally recognized ISO9001 
and MRP — Oliver Wight Class “A” 
certifications.

Our seamless, 100% machined 
surface design provides the tightest 
tolerances in the industry. The 
centerless ground OD / centerless 
bored ID results in wall variations of 
just 0.0004” (0.01 mm). 

Dura-Bond bimetal bearings are 
constructed of seamless steel tube 
with a thin layer of lead-based babbitt 
material. Seamless construction makes 
installation easy, eliminating breakage 
and bearing surface interruptions.

Babbitt’s superior embedability, 
conformability, and anti-seize 
characteristics have proven to reduce 
engine and transmission failures that 
harder bearing materials can cause. 
Dura-Bond bearings offer:
• Oversize and undersize bearings
• Semi-finished IDs for line boring 

requirements
• Fluoropolymer coatings

• Special small run bearings/bushings 
for prototypes

• Transmission bushing kits
Dura-Bond has a very limited 

transmission distribution base by 
design. We make it and the industry 
experts sell it: There are no end-user 
sales. And all of our products are made 
in the USA — Carson City, Nevada — 
and shipped worldwide.

TRANSMISSION ENGINE MFG. / TRANS. TYPE

6F50/6F55 FORD - FWD 6 Spd 2007-Up

6T70/6T75 GM - FWD 6 Spd 2007-Up

AISIN SEIKI AS68RC (A465) CHRYSLER - RWD 6 Spd 2006-Up

45RFE/5-45RFE/68RFE CHRYSLER - RWD 4, 5 & 6 Spd 1999-Up

U140/U240/U241/U250 TOYOTA (LEXUS) - FWD 4 Spd 1999-Up

FNR5 FORD - FWD 5 Spd 2005-Up

AL4 PEUGEOT / CITROEN - FWD 4 Spd 
1998-2009

DPO RENAULT - FWD 4 Spd 1998-2009

4F27E FORD - FWD 4 Spd 2000-Up

FN4A-EL MAZDA - FWD 4 Spd 1999-Up

R4A51/V4A51/R5A51/V5A51 HYUNDAI / MITSUBISHI - RWD 4 & 5 Spd 
1999-Up

ZF6HP26 (6R60) FORD - RWD 6 Spd 2005-Up
ZF - RWD 6 Spd 2005-Up

09G (TF60SN) VOLKSWAGEN / AUDI - FWD 6 Spd 2003-Up

5L40E/5L50E GM - RWD 5 Spd 2000-Up

AW55-50SN/AW55-51SN AISIN WARNER / BORG WARNER - FWD 5 
Spd 2000-Up

(AF23/AF33/RE5F22A)
GM - FWD 5 Spd 2000-Up
NISSAN / INFINITI - FWD 5 Spd 2000-Up
SATURN - FWD 5 Spd 2000-Up
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ERIKSSON INDUSTRIES

•MECHATRONICS - Programmed•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

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

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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 

powerpusher.com | 800-800-9274

Pushes 18,000 lbs up a 5% grade
Safe for use on plastic bumpers
Variable Speed–Soft Touch Control
Built-in 115V charging system
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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 

Transmissions  
by WesTside
We specialize in rebuilt ZF 
Transmissions (5HP24 / 6HP26 / 
6HP28) for Range Rover 2002-2010!

• Rebuilt valve bodies available
•  Comes with ONE-YEAR unlimited mile warranty
• TWO-YEAR warranty available
• All transmission include torque converter

(310) 231-8962
www.westsidetransmission.com

by Wesby Wes
We specialize in rebuilt ZF
Transmissions (5HP24 / 6HP26 /
We specialize in rebuilt ZF
Transmissions (5HP24 / 6HP26 /
We specialize in rebuilt ZF

6HP28) for Range Rover 2002-2010!
Transmissions (5HP24 / 6HP26 /
6HP28) for Range Rover 2002-2010!
Transmissions (5HP24 / 6HP26 /
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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

We are the premier wholesale 
provider of new and remanufactured 

manual transmissions, 
transfer cases, differentials,and all 

related components.

Multiple Distribution Locations
1-800-658-2537

622 West 1st Street
Zumbrota, MN 55992
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Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

Why buy foreign, 
When you can buy 
American Quality

Tools and parts 
 washers

At an 
Unbeatable Price!

www.trans-tool.com
1-800-531-5978

Visit our website for more information, 

or the links below for our Parts Washers:

www.partscrubber.info • www.partscrubberx.info

www.midipro.info 

www.transmissionpartswashers.info

• 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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Manager on Duty. ATRA Mbr

HELP WANTED: Are you are a great 
builder who is underappreciated 
and have been at your current shop 
for years.  You advanced from R&R 
to building, but now feel trapped 
and unsatisfied.  
In today’s economy, it’s way too 
risky to set out on your own and 
incur the expenses, responsibilities, 
and risks associated in opening 
your own shop. But even so, you 
feel just stuck and unfulfilled in your 
current situation and want more. 
Solution: Partner up with an existing 
shop where you can use your 
valuable skills as a builder and also 
enjoy the benefits and challenges 
of shop ownership.  Manchester 
Transmissions is an established 
shop in central CT who’s builder/
partner is retiring. – We are seeking 
a builder with the ambition to own 
their own business by buying into 
this existing profitable shop and 
thus avoid risking your life savings 
or amassing huge debt.  Contact 
Jay at: (860) 646-0022 or email 
manctran@att.net to advance to 
the next level in the transmission 
industry.  

BUSINESS FOR SALE:  Very 
successful automatic transmission 
shop located in eastern NC.  
Grosses 950K-1M annually.  Great 
reputation and established clients.  
Owner wishes to retire.  Turn key 
operation.  Phone (919) 738-3661.

BUSINESS FOR SALE: Make 
2015 the year to be in business 
for yourself.  Extremely profitable 
transmission shop located in 
Chicago is looking for a new owner.  
A complete turn-key operation, 
all personnel in place for the new 
owner to step right in and continue 
running this successful 30 year old 
business.  Has experienced 20% 
sales growth in 2014 and 2013. 
Great seller financing for the new 
owner.  Call today (847) 347-8304.

BUSINESS FOR SALE: Owner 
retiring - A 50 year old established 
transmission business in middle 
Tennessee area. Business is located 
in the heart of the nation’s top 10 for 

best economy and job growth with 
several large companies moving 
to the area. Over 2300 new jobs 
created in this county alone in 2013. 
A great place to raise a family! 
Please email contact information to: 
SUBJECT: BB-1214-01 dbland@
atra.com. ATRA Mbr

HELP WANTED: Northern NJ 
transmission shop has openings 
for top rebuilders and installers.  
Experience and quality work a 
MUST, have own tools.  Competitive 
salary, 5 day work week, clean work 
environment.  Installer must be 
able to perform general mechanic 
duties.  Opportunity to reach your 
fullest potential.  Email resume/
references to bestatrashop@gmail.
com for consideration. ATRA Mbr

HELP WANTED: Well Established 
Transmission shop. 4 locations, 
moving our torque converter 
rebuilds in house, located in 
Central North Carolina. Looking for 
a Converter Rebuilder with good 
leadership skills to lead this project 
and then head up the operation. 
Send resume: Convertershopgm@
gmail.com or call (336) 558-
5051 ask for The General 

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

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

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

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Innovative 
Solenoid 
Solutions 

Innovative 
Solenoid 
Solutions 

Maxx Fluxx™

Bushings
Maxx FluxxMaxx Fluxx™

Bushings
Minimal or No Adjustment Required

For The Ford 5R55N/W/S

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325

Mar 7 - Phoenix, AZ Mar 14 - Boston, MA Mar 21 - Biloxi, MS

Mar 28 - Coeur D’Alene, ID Mar 28 - Salt Lake City, UT Apr 11- Minneapolis, MN

Apr 18 - St. Louis, MO Apr 25 - Concord, CA May 2 - Columbus, OH

ATRA'S POWERTRAIN EXPO 2015  •  Oct 29- Nov 1, 2015
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HELP WANTED: Well-established Southern California 
Transmission Shop looking for an experienced rebuilder 
who wants to be a rebuilder, partner or buyer. Owner is 
retiring. This is a very clean, professional and positive 
shop environment. Beautiful and unique shop layout 
in ideal location. Tremendous potential for growth as 
rebuilder. Excellent opportunity to become a shop 
owner. Call:   (818) 425-7260. 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.

Name___________________________________________

Address_________________________________________

City_____________________________________________________

State_____________________________  Zip___________________

Phone___________________________________________________

Signature________________________________________________

X

Please enclose check or money order in U.S. funds and send to:

GEARS • 2400 LATIGO AVENUE • OXNARD, CALIFORNIA 93030
or call: (805)604-2000

U.S. $30 ~ Canada $45 ~ Other Areas $65

I want my very own subscription 
to the next 9 issues of GEARS.

Subscribe Today!
Grab Your GEARS Now!

Mar 7 - Phoenix, AZ Mar 14 - Boston, MA Mar 21 - Biloxi, MS

Mar 28 - Coeur D’Alene, ID Mar 28 - Salt Lake City, UT Apr 11- Minneapolis, MN

Apr 18 - St. Louis, MO Apr 25 - Concord, CA May 2 - Columbus, OH

ATRA'S POWERTRAIN EXPO 2015  •  Oct 29- Nov 1, 2015

Don't Miss the ATRA SEMINAR Near You!

2015 ATRA TECHNICAL SEMINARS 

800.428.8489
http://members.atra.com
MEMBERS.ATRA.COM
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CALENDAR ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2015 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule information at:
members.atra.com
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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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