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FROM THE CEO

Expo: 
Like Christmas 
Come Early
I don’t know about you, but for me, 

Expo is like an early Christmas. 
And, even though the years are 

starting to pile on and the candles on 
my cake sometimes set off smoke 
alarms, I still love Christmas.

Remember back when you were 
a kid? Christmas couldn’t come soon 
enough. The stores would start their 
holiday sales the same day they began 
their after-Halloween blowout. At 
school we practiced Christmas carols 
for our winter concert (they still did 
that back then!)

And the days dragged on. It 
seemed like Christmas would never 
get here.

As I got older, suddenly Christmas 
started showing up almost before I re-
alized it. I had so much to get done and 
it seemed like I’d never finish on time. 
In fact, that’s probably when I first 
realized I’d become an adult: when 
Christmas stopped taking forever to 
get here and started showing up before 
I was ready.

Not that I don’t still love 
Christmas: I do. But it’s no longer 
about the presents I’m going to find 
under the tree. Discovering just the 
right gift for my wife and daughter and 
watching their faces light up as they 
open them on Christmas morning… 
well, it’s even better than when I was 
a kid.

That’s kind of what it’s like for me 
with Expo. Expo’s one of my favorite 
times of the year… when we get to 
reunite with many of our best friends 
and share stories and ideas with each 
other. It’s when everything we’ve 

worked for the entire year begins to 
burst to life, and we can see what 
kind of an impact we’re having on 
our industry.

Can it get any better than that?
And right now, part of me is like a 

little kid again, watching the calendar, 
wondering if Expo is ever going to 
get here.

At the same time, I’m also 
wondering how in the world we’ll get 
everything done in time. Expo is just 
a couple months away, and there’s still 
an awful lot we have to get in place for 
everything to click.

Not that I don’t enjoy the buildup; 
I do. And I take terrific pride in the 
efforts of everyone here who works so 
hard to bring Expo to life.

It’s just that every day the clock 
clicks around to midnight, and that 
takes us one day closer to Expo… and 
I ask “How are we going to get all our 
ducks in a row before the show opens 
on October 29th”?

In some ways I’m a little jealous of 
you… you get to attend Expo, instead 
of also having to plan and present it. 
You get to enjoy the all the benefits of 
the camaraderie and education without 
having to worry about how many 
chairs we need in seminar room 1. You 
get the thrill of a long weekend in Las 
Vegas without being concerned about 
handout deadlines.

But even with all the responsi-
bility, Expo is still one of my very 
favorite times of the year. I wouldn’t 
trade that for anything… even if it 
meant not having to finish the What’s 
Working presentation. Because, for 

all the work and pressure, it’s still the 
greatest feeling when we get to see 
just how much it means to everyone 
in attendance.

And I know just how much 
Expo has done for our industry. 
Think I’m overstating? Check out 
this issue’s shop profile on page 52. 
Chris Kennedy took what he and 
his technicians learned at Expo and 
redefined their business model… not 
just for one shop, but for an entire 
franchise! That’s impact… and that’s 
why I take such pride in Expo.

This year’s Expo is going to 
be amazing. The programs are 
exceptional, with speakers collected 
from all around the world and all 
walks of life. Our What’s Working 
focus is to discover how to convince 
today’s young people to choose our 
industry as a career path.

And our keynote speaker at the 
Raybestos luncheon is none other than 
John Ratzenberger — you know him 
as Cliffy from the TV show Cheers. 
He’s going to share his views about 
what’s happened to the craftsman of 
yesterday. It’s sure to be memorable.

If you haven’t made your plans 
to attend, well, I have to ask: Are you 
nuts? Expo is like Christmas come 
early! What are you waiting for? Make 
your plans today… and we’ll celebrate 
Expo together.

by Dennis Madden
members.atra.com
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LET'S PLAY BALL

Last time we looked at the 6R80 
from the outside; in this issue 
of GEARS, we’re going to look 

at the servicing and more about the 
internal circuit board and solenoids. 
Let’s start with the servicing. 

TRANSMISSION FLUID 
LEVEL INDICATOR

Look for the removable dipstick-
type fluid level indicator toward the 
right front of the transmission case 
(Figure 1). It’s held in by an external 
fluid fill plug. You can remove the 
transmission fluid level indicator with 
the transmission fluid fill plug. This lets 
you check the transmission fluid level 
(Figure 2).

To check the transmission fluid level, 
you’ll need to bring the transmission to 
normal operating temperature, 89ºC-102ºC 
(193ºF-215ºF), with the vehicle sitting level. 
The transmission fluid should reach the upper 
level of the crosshatch marks on the indicator.

TRANSMISSION 
CONTROL UNIT (TCU)

The TCU controls the electronic functions of 
this transmission. A plastic-molded frame bolts to the 
main control assembly. The lead frame contains the turbine 

by Lance Wiggins
members.atra.com

Figure 1 

Figure 2 
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shaft speed (TSS), output shaft speed 
(OSS), transmission fluid temperature 
(TFT), and transmission range (TR) 
sensors (Figure 3).

The TCU receives input signals 
from engine and transmission sensors 
and uses these inputs to control line 
pressure, shift timing, and to operate 
the torque converter clutch (TCC) and 
shift solenoids.

TURBINE SHAFT SPEED 
(TSS) SENSOR

The TSS sensor is a Hall Effect 
sensor that provides a digital signal 
that changes frequency as the rotating 
speed of the forward (1, 2, 3, 4) clutch 
cylinder varies.

The TCU compares the TSS 
sensor signal with engine speed to 
determine the amount of slip in the 
torque converter.

The TCU also compares the TSS 
and OSS sensor signals to determine 
the gear ratio provided by the rear 
planetary gearset.

The TCU uses the TSS sensor 
signal as an input for its strategies 

for shifts and TCC operation. The 
TCU also uses the TSS sensor signal 
for transmission fault detection and 
diagnostics.

OUTPUT SHAFT 
SPEED (OSS) SENSOR

The OSS sensor is a Hall Effect 
sensor that provides a digital signal 
that changes frequency as the 
rotating speed of the output shaft ring 
gear varies.

The TCU compares the OSS 
and TSS sensor signals to determine 
the gear ratio provided by the rear 
planetary gearset.

The TCU uses the OSS sensor 
signal as an input for its strategies 
for shifts and TCC operation. The 
TCU also uses the OSS sensor signal 
for transmission fault detection 
and diagnostics.

TRANSMISSION FLUID 
TEMPERATURE 
(TFT) SENSOR

The TFT sensor is a temperature-
dependent resistor that contacts 

transmission fluid in sump. The 
TCU monitors the voltage across the 
TFT sensor, which changes with the 
temperature of the transmission fluid.

The TCU uses the TFT sensor 
signal as an input for its strategy 
for shifting and TCC operation, 
and for transmission fault detection 
and diagnostics.

TRANSMISSION RANGE 
(TR) SENSOR

The TR sensor has a set of Hall 
Effect sensors that operate in a pattern 
of on/off states, depending on the 
position of the manual valve.

The TR sensor also provides 
signals for the starting system and 
backup lights.

The TCU uses the TR sensor 
signal as an input for its strategy 
for shifting and TCC operation, 
and for transmission fault detection 
and diagnostics.

Here are the direct engine and 
driver inputs to the TCU, along with 
module information from the vehicle 
controller area:

Figure 3 
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Network (CAN)
• Engine speed
• Engine torque
• Engine coolant temperature
• Throttle position
The TCU also:
• Monitors inputs and 

outputs for faults.
• stores DTCs.
• Provides outputs through the CAN 

for transmission range, output 
shaft speed, turbine shaft speed, 
transmission fluid temperature, 
and gear range.

• Provides on-board diagnostic 
(OBD) information using the CAN 
to light the malfunction indicator 
lamp (MIL) or transmission 
control indicator lamp (TCIL).

• Provides diagnostic information to 
a laptop scan tool through the data 
link connector (DLC).

LINE PRESSURE 
CONTROL (LPC) 
SOLENOID

The line pressure control (LPC) 
solenoid is a variable force solenoid 
(VFS) that varies hydraulic pressure 
by actuating a hydraulic valve (Figure 
4). The TCU applies current to the 
LPC solenoid, which varies pressure in 
the VFS5 hydraulic circuit to the main 
regulator valve. 

With zero current, the LPC 
solenoid opens the hydraulic valve 
all the way, to apply the maximum 
pressure to the pump hydraulic circuit 
and the main regulator valve through 
the VFS5 hydraulic circuit. 

With maximum current to the 
solenoid, the hydraulic valve closes the 
outlet port for minimum pressure to 
the VFS5 hydraulic circuit, lowering 
the line pressure in the pump hydraulic 
circuit.

TORQUE CONVERTER 
CLUTCH (TCC) 
SOLENOID

The TCC solenoid is a variable 
force solenoid (VFS) that varies 
hydraulic pressure by actuating a 
hydraulic valve (Figure 5). The TCU 
applies current to the TCC solenoid, 
which varies pressure in the VFS6 
hydraulic circuit to the converter 
release regulator and the bypass clutch 
control regulator valves. 

With zero current, the TCC 
solenoid closes the hydraulic valve, 
which applies minimal hydraulic 
pressure to the converter release 
regulator and the bypass clutch control 
regulator valves through the VFS6 
hydraulic circuit. This releases the 
TCC.

With maximum current to the 
solenoid, the hydraulic valve opens 
the outlet port to provide maximum 

pressure to the VFS6 hydraulic circuit 
to apply the TCC.

SHIFT SOLENOID A 
(SSA),  B (SSB), C (SSC), 
AND D (SSD)

Shift solenoids A through D are 
variable force solenoids (VFS) that 
vary hydraulic pressure by actuating 
hydraulic valves. The TCU applies 
current to the shift solenoids, which 

Figure 4 

Figure 5 

Controlling the 6R80 from the Inside
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vary pressure in the hydraulic circuit 
to the regulator and latch valves for the 
clutch that each solenoid controls. 

SSA and SSC are directly 
proportional (NL) Figure 6): As 
the TCU decreases current, the 
solenoid decreases pressure. As the 
TCU increases current, the solenoid 
increases pressure. SSA and SSC are 
supplied hydraulic pressure from the 
SREG circuit.

With zero current, SSA and 
SSC fully close the hydraulic valves. 
This shuts off hydraulic pressure to 
the regulator and latch valves of the 
clutches they control and releases the 
clutches. With maximum current to the 
solenoids, the hydraulic valves open all 
the way, to provide maximum pressure 
to the regulator and latch valves and 
apply the clutches.

SHIFT SOLENOID 
B (SSB) AND D (SSD) 
PROPORTIONAL  VFS

SSB and SSD are inversely 
proportional (NH) (Figure 7). As 
the TCU decreases current, the 
solenoid increases pressure. As the 
TCU increases current, the solenoid 
decreases pressure. SSB and SSD are 
supplied hydraulic pressure from the 
solenoid regulator circuit.

With zero current, SSB and SSD 
open the hydraulic valves all the way. 
This applies maximum hydraulic 
pressure to the regulator and latch 
valves, which apply the clutches they 
control. With maximum current to the 
solenoids, the hydraulic valves fully 
close to shut off hydraulic pressure 
to the regulator and latch valves of 
the clutches they control and release 
the clutches.

SHIFT SOLENOID E (SSE)
SSE is an on/off solenoid (NC) 

(Figure 8). When SSE is off, SSD 
controls the regulator and latch valves 
to apply the low/reverse clutch. When 
SSE is on, SSD controls the regulator 
and latch valves to apply the overdrive 
clutch (456). 

Later on in this issue Mike Souza 
will take a closer look into the internal 
hard parts and discover the details of 
interchangeability from one model to 
the next. 

Figure 6 

Figure 7 

Figure 8 
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THE WORD ON THE STREET

by Mike Souza
members.atra.com

Figure 1
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If you’ve worked on a Ford with a 
6R60 series transmission, then 
you can work on a ZF6HP series 

transmission: They aren’t identical, but 
there are some very close similarities. 
The only major difference is the 
vehicles they’re found in.

Sometimes even that may be very 
close; for example, some Jaguars with 

the ZF6HP use the same type 4.0 liter 
engine as the Fords with a 6R60.

In the GEARS April 2013 issue, 
we examined the differences in the 
input shafts on the E clutch drum 
and ring gear in the 6R60 and 6R80 
transmissions, along with other 
common problems. In this article, 
we’re going to compare the 6R60 and 

ZF6HP input shafts, along with some 
other common issues we see on the 
HotLine.

First, let’s look at the ZF6HP 
series input shafts and stator supports 
alongside the 6R60 series (figure 1). 
Starting from left to right, the 6R60 
E clutch drum only takes two sealing 
rings and has a bushing journal just 

Don’t Get 
Shafted 
Working 
on the 6R60/80 
and ZF6HP Units
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Figure 2

Figure 3

Figure 4

Don’t Get Shafted Working on the 6R60/80 and ZF6HP Units
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below the splines on the tip of the 
input shaft; the 6R80 and 6R90 don’t. 
Instead of using a bushing to seal 
the converter clutch circuit, it uses a 
sealing ring.

The shaft diameter on the 6R80 
series is also larger and has more 
splines. The stator support on the 6R80 
series doesn’t use a bushing; the 6R60 
series does (figure 2). Neither of the 
two ZF6HP series units shown have 
a bushing journal at the front of the 
input shaft.

The bearing at the bottom of the 
input shaft is staked in place on the 
ZF6HP series E clutch drum, while the 
6R60 and 80 series isn’t (figure 3).

The 6R60 input shaft has two 
sealing rings and the 6R80 series has 
three. The ZF6HP series input shafts 
all have three sealing rings.

Now look a little closer: The 
inner teeth on the 6R60 ring gears 
are hardened (darker); the entire ring 
on the ZF6HP series is hardened. 
We discovered this when we used 
an electric scribe to etch the drum 
identification on the outside edge of 
the ring gears. The Ford drums etched 
very easily while the ZF drums would 
barely scratch the surface (figure 4).

1mikesouza815.indd   12 7/28/15   7:40 AM



SuperiorTransmission_August2015.indd   1 7/28/15   8:25 AM



Figure 5

Figure 6

Don’t Get Shafted Working on the 6R60/80 and ZF6HP Units
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The most important consideration 
is the clearance between the bushing at 
the back of the stator: It should be no 
more than 0.0015” (0.04mm). On the 
E drums we measured, the large input 
shafts were 1.180” (30mm); the smaller 
shafts were 1.1021” (28mm). Some 
replacement bushings may not be tight 
enough in this area and will quickly 
wear until they become too loose. 

Figure 5 shows a new bushing with the 
correct clearance.

Looking at another drum (figure 
6) you can see as much as 0.004” 
(0.1mm) wear. That’s quite a leak for a 
clutch sealing surface. Remember, this 
bushing seals the E clutch oil circuit. 
You’ll need to measure the bore and 
compare it to the thickness of the shaft 
to make sure the clearance is correct.

1mikesouza815.indd   14 7/28/15   7:40 AM



Transmissions have changed 
a lot over the last 30 years. 
From 4-speed to 9- and 
10-speed step units, to belt 
and chain driven CVTs, 
dual-clutch technologies and 
now EVTs. However, one 
thing has remained constant. 
TransTec® is a brand that is 
trusted by transmission 
professionals both locally 
and globally.

Your customers TRUST you.
 You TRUST

1984
for Generations

“We don't think it's possible to 
overstate the importance of quality. 
This is especially critical 
to businessmen who are as 
profit-conscious as a successful 
transmission builder must be today.  
They know a comeback resulting 
from installing a cheap rebuilding kit 
that saved a few pennies can wipe 
out profits from several rebuilds...not 
to mention the loss of good will and 
referral business.” 

- F. Eugene Bradshaw
(sitting) with his son 

John “JB” Bradshaw (standing)

TRUSTED 

TODAY
“We are a relationship building 
and brand warehouse. 
We don’t just sell parts; 
we build relationships with the 
transmission shops and our 
suppliers. And because we are 
a brand warehouse, we’re proud 
to have partnered with the 
TransTec® brand all those years 
ago. Then, as well as now, it’s a 
product both our customers and 
we continue to trust.” 

– John Bradshaw
 (sitting) with his son 

Ross Bradshaw (standing)
Portland Transmission Warehouse

Portland, Oregon
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Figure 7

Figure 8
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Another crucial bushing is the 
one at the back of the E clutch drum 
(figure 7). This is especially important 
on drums without the bushing journal 
to provide support at the front of the 
input shaft. These drums will have less 
support to keep the drum centered and 
may apply more load to the bushing. 
Replace these two crucial bushings 
during every rebuild. 

Next, check the stator supports: 
The first things you should notice are 
the holes in the stator support align 
differently. In addition, one hole on the 
6R60/80 series has a checkball; there 
are no checkballs on the ZF6HP series 
(figure 8). There is also a 6HP19/21 
stator support that uses the same front 
bushing as the 6R60 not shown in 
this article.

So mixing up these stator supports 
could create some issues with both the 
lockup and E clutch circuits. These 
are just some of the differences you 
will find with these parts; there may 
be other differences in the E clutch 

drums and stator supports that we 
didn’t cover, because there are so 
many different vehicles that use this 
transmission.

In addition, the ring gear tooth 
counts will be different for ratio 
differences between vehicle makes 
and models. With all the European 

and domestic vehicles that these 
transmissions can be found in, it’s 
likely the differences will be extensive 
(figure 9).  

So be careful when changing hard 
parts: You don’t want to get shafted! 
And, as we say in Massachusetts, I’ll 
see youse at EXPO!
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Figure 9
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PRECISION INTERNATIONAL— 
WHERE RELIABILITY AND QUALITY MEET TO TREAT YOU LIKE FAMILY FOR 40 YEARS
How many companies do you know, that after 40 years in business the founder is still involved in the day-to-day operations of the business? The answer is probably very
few, if any at all. That’s what makes Precision International’s founder Dennis Marshall a truly dedicated businessman. Marshall says, “I come to work every day, I’m not
an absentee owner. I wouldn’t do anything different.” In fact, his level of dedication to the business has trickled down into nearly every aspect of the company. Precision
International provides an unprecedented level of dedication to the entire operation. Marshall adds, “We treat people like they’re family, and I just love what I’m doing.”
Precision International has been manufacturing transmission kits since 1974.

Marshall’s dedication to Precision International can be seen in every aspect of the company’s production— from research and development to manufacturing, to
maintaining convenient inventory levels for distributors at all times, and above all an attention to detail that guarantees superior quality in every single transmission
rebuild kit they produce. There’s no margin for error when you’re working with transmission kits, and thanks to Marshall, Precision International has been providing the
industry with top-of-the-line transmission kits for the last 40 years.
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COMPANY HISTORY
In 1974, Dennis Marshall started his business with ten basic transmission kits that included approximately 20 parts per kit made primarily of paper and rubber
components. Back then, there weren’t any seals or fancy imported parts. In the beginning it was all domestic transmissions, the business was straightforward and
inventory featured about ten different kit models. Over the years, as more and more makes and models, as well as foreign/import transmissions, have become more
widely available, the kits have become increasingly complex. These days, kits are made of many different materials and available for most popular manufacturers
worldwide.

The first rebuild kit hit the market in 1975. The Transmission Paper and Rubber kit didn’t have any bells or whistles, but it worked— and it worked well. In the 1980s,
more manufacturers started putting out vehicles with front wheel drive, which put more complex transmission kits in demand. Flash-forward to today, the automatic
transmission has become so reliable for widespread use that the demand for new kits needed to be met.

It doesn’t stop there, developments like rear-wheel drive, all-wheel drive and Hybrid vehicles has
changed the way transmission kits are made, too. Precision International has remained on the cusp of
innovative technology in the industry. Producing quality product with a global reach has been one of
Marshall’s key focal points for the company.

In the past 40 years, not only have the kits expanded and changed dramatically but so has the
transmission rebuilding industry as a whole. Society’s digital age has changed business-to-consumer
relations. That’s why Precision International’s website has a host of informative videos featuring
industry expert, John Parmenter who offers insight and professional tips for rebuilding transmissions.
Additionally, Precision International has a free Kit Finder app that helps mechanics to quickly indentify
a vehicle’s transmission, overhaul kit associated with the specific transmission and to locate a local
distributor to conveniently order parts.

14 Todd Court Extension, Yaphank, NY 11980 
(631) 567-2000 • Fax (631) 567-2640 Toll Free: 800-872-6649 www.transmissionkits.com
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RECOGNIZED FOR SUPERIORITY
In 2014, Precision International was named one of General Motor’s (GM) Suppliers of the Year. Companies that are recognized as a GM Supplier of the Year have exceeded
GM’s requirements and provide outstanding innovations and experiences for customers around the world. Precision International is honored to be among the best-of-
the-best in the industry and to be recognized for outstanding quality assurance for the past 40 years.

Precision International pays attention. They may be the oldest kit manufacturer in the industry, but their tactics are far from stale. If anything, they’ve remained a step
ahead for 40 years, not only in the world of transmissions, but in the actual world, too. In fact, their 68,000 square foot production facility in Yaphank, NY is powered more
than half by solar. Precision International is the second largest transmission kit manufacturer in the United States and by using solar power at their manufacturing facilities
they are not only preserving energy, they’re lowering overhead costs which saves their customers in the long run.

DEDICATED, PROUD STAFF
Part of Dennis Marshall’s great success at Precision International is due in large part to his dedicated staff of experts. The majority of the staff has been with the company
for over 20 years and are proudly dedicated to the services rendered. The company’s VP and General Manager, Frank Miller who has over 24 years with Precision says, 
“The pressure to be first, while not losing sight of quality, is the burden of kit development.” However big the burden is to bear, it doesn’t keep Precision from investing
countless hours into research, development and testing. John Sollazzo, VP Sales and Marketing at Precision, who has been with the company for over 30 years says, “We
will settle for nothing less than perfection… [We] get it right, no matter what.”

From left to right: David Bakos, Executive Director of GM
Aftersales Engineering; Bill Burnside, BP Engineering - OE Sales
Rep; Dennis Marshall, Precision Founder and President; Michelle
Braun, Executive Director of Purchasing GM CCA

14 Todd Court Extension, Yaphank, NY 11980 
(631) 567-2000 • Fax (631) 567-2640 Toll Free: 800-872-6649 www.transmissionkits.com

PrecisionInternational 815.indd   20 7/28/15   7:41 AM



QUALITY YOU CAN RELY ON
Whenever a new transmission hits the market, the first thing Precision International does is order it,
tear it apart and test every aspect of it to develop a kit that has been thoroughly vetted for ultimate fit
and function. When a new transmission arrives at Precision headquarters, a member of the
engineering team deconstructs the transmission and inspects all parts in order to develop a new kit.
The engineers are looking for variations of the necessary components for the new rebuild kit, including
O-rings, metal clad seals, friction plates, molded pistons and steel clutches. Then, the engineer
determines if existing parts will suit the new transmission, or if a blueprint must be drawn up to
develop a new part for the kit. This process lasts between six to nine months— if not longer— until
every aspect of the kit has been tested and proven to the highest quality standards set by Precision.
“We think it’s well worth the investment,” says Vinnie Soviero, Engineering/Technical Manager.

The developmental process Precision International follows for new kits is extensive, but what’s even
more assuring is the dedication to quality control all Precision employees carryout in the day-to-day
operation. Precision International Quality Control Inspectors receive extensive and thoroughly
documented on-the-job training and perform in-house calibrations, measure rubber components for
thickness and size, perform visual inspections in development as well as in-process assembly line
inspections. “Quality control is a thorough and comprehensive process and it’s on display in every
department and facet of our operations,” says Sollazzo.

The International Organization for Standardization (ISO) has recognized the level of quality Precision
International offers. The ISO is a global organization that determines specifications for products and
systems to ensure consumer safety and efficiency. Precision International is rated ISO 9001, which
means that they consistently demonstrate the ability to provide product that considerably meets and
enhances consumer satisfaction while adhering to industry standards.

A BUSINESS WHERE
EVERYONE IS 
TREATED LIKE FAMILY
At Precision International, the supreme dedication
to quality control, research and development and
service separates the company from competitors.
It’s a true testament how proud the employees are
to be a part of the operation. Doing business with a
company that treats not only their employees, but
also their distributors like family is the best way to
assure drivers everywhere they’re operating
vehicles with the best transmission repair kits in the
world. “We understand our place in the market, we
know what our distributors and their customers
expect from us and we strive everyday to meet
those expectations” says Marshall.

14 Todd Court Extension, Yaphank, NY 11980 
(631) 567-2000 • Fax (631) 567-2640 Toll Free: 800-872-6649 www.transmissionkits.com
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by Jarad Warren
members.atra.com

Figure 1

Every time you turn around, another 
new transmission starts showing 
up at your door. The race to meet 

ever-tightening CAFE standards is 
forcing manufacturers to find more 
efficient transmission designs. Subaru 
is no different.

In this article, we’ll look at some 
of the changes Subaru has introduced 
between their Lineartronic Gen 1 and 
Gen 2 CVTs.

We’ll examine the procedures 
to service the front differential and 
the transmission fluid. You’ll learn 
the sensor locations and how they’re 
getting their signals. Finally, we’ll 
cover how to check line pressure and 
test the transfer case clutch.

Generation Changes
The new Lineartronic Gen 2 is 

more compact than the earlier model, 
so the new CVT can now fit in a 
smaller chassis. The Gen 2 is 100 mm 
(3 15/16”) shorter than the Gen 1 and 
15% lighter.

Here’s how to identify the 
difference (figure 1): 

Gen 1 has tag number TR690 on 
the bellhousing and the valve body is 
under the bottom pan like a normal 
transmission.

Gen 2 has tag number TR58 in 
the same location on the bellhousing. 
The valve body on this unit is under 
the valve body cover on top of the 
transmission.

Power flow on the Gen 1 is through 
the input shaft, then goes through 
the primary reduction gears and 
transferred through the input clutch, 
which powers the primary pulley.  

TALES FROM THE BENCH

More on The Subaru 

 CVT Gen 2 
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After the secondary pulley, the forward 
and reverse clutch and planet provide the 
direction of rotation.

The power flow on the Gen 2 
transmission is different: It goes through 
the input shaft, which has the forward 
clutch attached to it. The reverse clutch 
and the planet are connected in front 
of the primary pulley. This means that 
pulley rotation changes between forward 
and reverse. 

Having the forward and reverse 
clutch in front of the pulley cuts down 
on engine drag in neutral and park, 
because the pulleys aren’t rotating in 
those ranges, as they are in Gen 1.

Oil Fill Procedures
One of the main reasons this 

transmission has been showing up in 
transmission shops is because quick lube 
centers aren’t filling the front differential.

To service the front differential 
fluid, there’s a differential drainplug on 
the bottom.
•	 Use a T70 torque bit to drain the fluid 

(figure 2).
•	 After the fluid drains, reinstall the 

drainplug and torque it to 52 ft/lbs 
(70 Nm).

•	 Remove the check overfill plug with 
an 8mm Allen socket (figure 2).

•	 Remove the fill plug on the passenger 
side of transmission with an 8mm 
Allen socket (figure 3).

•	 Fill the front differential with 75w-90 
gear oil until it begins to drip out the 
differential check level plug.
The front differential requires 1.43 

quarts (1.35 liters) of 75w-90 gear oil.
To service the transmission, remove 

the 14mm drain plug on the pan (figure 
2). The filter is serviceable and is under 
the pan. Reinstall the filter and pan, and 
torque the drainplug to 23 ft/lbs (30 
Nm).

To fill the transmission: 
•	 Remove the fill plug with an 8mm 

Allen socket (figure 4). 
•	 Fill transmission until fluid drips out 

the fill plug.
•	 Start the engine and run it through the 

gear ranges. 
•	 Let the transmission fluid warm up 

to between 95ºF–115ºF (35ºC–45ºC).
•	 Add fluid until it’s level with the 

bottom of fill plug.
•	 Tighten the fill plug to 37 ft/lbs (50 

Nm).

The transmission requires Subaru 
CVTF fluid and 13.1 quarts (12.4 liters) 
on a dry fill.

Sensor Layout
Look for the inhibitor switch on 

the passenger’s side of the transmission 

(figure 5). This switch inhibits starter 
operation and operates the backup 
lights. It also tells the transmission 
control module what range the 
transmission is in. 

There are two bulkhead connectors 
on top of the transmission that connect 

Figure 2

Figure 3

Figure 4

More on The Subaru CVT Gen 2
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Automatic Transmission Repair Kits
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comprehensive kits available to transmission professionals. Premium 
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the transmission harness to the 
transmission control module harness. 

The brown connecter is the T3 
connecter. It contains the inhibitor 
switch and speed sensors’ signals.

The gray connector is the T4 
connector for the transmission solenoids 
and temperature senor.

The speed sensors and pressure 
sensor are on the driver’s side of the 
transmission (figure 6). The three speed 
sensors all have a common ground and 
a common feed. They produce a 5-volt, 
square-wave signal.

The turbine speed sensor reads 
input speed. The sensor creates its 
signal from the side of the forward 
drum. The forward drum is connected 
to the input shaft.

The primary speed sensor reads the 
speed of the primary pulley. The sensor 
creates its signal from the exciter ring, 
attached to the primary pulley.

The secondary speed sensor 
monitors the speed of the secondary 
pulley. The sensor pickup is the 
reduction gear on the secondary pulley.

The secondary pressure sensor 
measures secondary pressure, or, as 
we call it, line pressure. The sensor has 
a 5-volt power source and a ground. 
The signal wire ranges from 0.5 volts 
at no pressure to 4.5 volts at maximum 
pressure.

Secondary Pressure 
Tests

When one of these units comes 
in with a problem, always start by 
checking the fluid level. After that 
you need to check secondary pressure 
(line pressure). The secondary pressure 
port is on the driver’s side under the 
secondary pressure sensor (figure 7).

CAUTION: This transmission 
develops extremely high pressures! 
You’ll need a special gauge and hose 
rated at 1000 PSI. For your safety, 
use a pressure transducer instead of a 
standard gauge.

Subaru’s part number for the gauge 
assembly is 18801AA000 and the 
adaptor is 18681AA010.

If you’d like to make your own 
adapter, the plug size is 18mm x 1.5 
thread pitch.

When running the pressure test, 
compare the pressure reading from your 
scan tool to the actual gauge pressure. 

If the pressures aren’t close, check 
power and ground to the secondary 
pressure sensor. If the voltage levels are 
correct, replace the sensor.

To take the pressure readings, 
bring the transmission temperature to 
between 140ºF–175ºF (60ºC–80ºC).

In park and neutral with the throttle 
closed (idle) the pressure should be 
between 72–218 PSI (4.95–15.00 Bar).

In drive and reverse at stall, the 
pressure should be between 652–870 
PSI (44.95–60.00 Bar).

Figure 7

Figure 5

Figure 6

More on The Subaru CVT Gen 2
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Transfer Clutch 
Pressure

If the transfer case clutch chatters 
on turns or there’s no power to the 
rear wheels, check the pressure at 
the transfer case clutch pressure port 
(figure 8). Remove the plug with an 
8mm Allen socket.

Subaru has part numbers for the 
pressure gauge setup:
•	 34009AC010 Adaptor Hose A
•	 34099AC020 Adaptor Hose B
•	 18681AA000 Pressure Gauge 

Adaptor
•	 4985754000 Pressure Gauge 

Assembly
If you’d like to make your own 

adapter, the plug is 13mm x 1.5 thread 
pitch.

The transfer case clutch pressure 
should be zero with the duty cycle at 
zero. When the transfer case clutch 
solenoid duty cycle signal rises, 
pressure increases. At 60% duty cycle 
you should have 58–102 PSI (4.00–
7.00 Bar) and at 95–100% duty you 
should have 145–174 PSI (10.00–12.00 
Bar). When in park or neutral, you 

should have zero pressure with a closed 
throttle. 

Some models have an FWD test 
mode for use with a scan tool. When 
in FWD test mode, transfer pressure 
should be zero all the time.

There you have it: Now, when a 
new Subaru Gen 2 CVT makes its way 

to your shop, you have the information 
you need to service it. And those units 
will be showing up in your shop before 
long.

Special thanks to Perfection Plus 
in Portland, Oregon, for the use of the 
core.

Figure 8
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As a transmission specialist, you 
have your hands full diagnosing, 
repairing, and sending a good, 

reliable product out the door. You 
do everything you can to stay ahead 
of the game by reading, researching 
new transmission technology, and 
acquainting yourself with new systems 
that can directly affect the integrity of 
your work.

In spite of your best efforts, 
there’s always a piece of technology 
that’s either introduced or altered that 
renders your knowledge useless by 
introducing exceptions to the rules 
you’ve learned to trust. 

One area that’s been changing 
dramatically is the transmission 
cooling system. These systems have 
evolved from a simple oil-to-water 
unit to complex, thermostatically 
controlled, remote warmer systems. 
In this article, we’ll focus on cooler 
system changes and what you need 
to know and do to make sure your 
transmissions stay cool.

On one level, the purpose of 
a cooler is obvious: to keep the 
transmission cool. Remember, the 
transmission relies on transmission 
fluid to physically move the vehicle, 
operate clutch and servo pistons, 

and cool and lubricate the internal 
transmission components. No other 
fluid in the automobile does so much! 

That’s why it’s important to make 
sure the fluid can be adequately cooled 
at all times. On another level, later 
designed cooler systems incorporate 
quick warmup technology in addition 
to cooling. This makes it extremely 
important to know how your cooling 

system works. Let’s take a closer look 
at some of these systems.

The most common cooler system 
used is the conventional oil-to-water 
type (figure 1). With this system, the 
engine cooling system will directly 
affect the transmission’s ability to 
remain cool.

Diagnosing the efficiency of 
this system is relatively easy, but 

by Keith Clark
members.atra.com

KEEPIN’ IT 
COOLER!

A look at today’s transmission coolers and 
the issues you face to make sure 

they’re working properly.

Figure 1
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Keepin’ It Cooler!

often overlooked. The easiest 
way to make sure the cooler is 
doing its job is with an infrared 
temperature gun (figure 2). 
Measure the temperature of the 
outlet and return lines after a 
good warmup and at least a 10- to 
15-minute test drive.

The difference in the temper-
ature between the two lines should 
settle in at about 10ºF (about 
6ºC). If the difference is less than 
that, suspect a cooler restriction 
or a problem with the vehicle’s 
cooling system. 

Another quick test would be 
to use your infrared temperature 
gun to scan the radiator near 
the cooler tank. Especially in an 
older vehicle, debris and deposits 
can build up around the heat 
exchanger, insulating the cooler 
from the engine coolant. In that 
case the engine temperature 
may be perfect, but the 
transmission temperature could 
climb uncontrollably. 

Another oil-to-water cooler 
failure that’s becoming more 
common is where the cooler 

collapses. That cooler sits inside a 
pressurized system (usually about 
12-15 PSI). As the cooler ages, the 
pressure squeezes down on the cooler, 
causing it to collapse. You can only 
diagnose this condition after an 
extended drive. Cooler flow may be 
perfect up to operating temperature, 
and then gradually fade the longer 
you drive.

A more accurate, but more 
costly, way to monitor cooler flow 
is with a flowmeter. Presently, 
Sonnax is the only company that 
manufactures a dedicated transmission 
cooler flowmeter. This tool must be 
connected in the cooler line, where it’ll 
provide a real-time flow measurement 
in gallons per minute. This makes it 
easy to pinpoint cooler deficiencies.

If you try to cure an overheating 
engine and transmission by removing 
the engine thermostat, you can trigger 
a code P1281: engine too cold for 
too long.

Even though this may allow the 
transmission to run at an acceptable 
temperature and overcome an 
overheating problem, it’ll affect engine 
performance and reduce gas mileage. 
It’ll also turn the Check Engine light 
on; in states with strict emissions 
standards, the vehicle would fail 
the emissions test. It can also affect 
transmission operation, possibly 
preventing the unit from shifting into 
lockup or high gear.

Another addition to the 
conventional cooling system is a 
thermostatic bypass valve. There are 
several manufacturers that incorporate 
this setup either inside the valve body 
or outside the unit (figure 3a & 3b). 
This diverts cooler flow away from the 
cooler element until the transmission 
reaches normal operating temperature. 
It allows the system to warm up faster, 
so all of the fuel saving shift strategies 
will be available sooner. 

Disabling this component may 
cause OBD-II readiness state issues 
or, in some cases, emissions failure. 
On the other hand, if the system sticks 
in bypass mode, the transmission may 
overheat severely.

Always remove and clean 
these elements and verify they’re 
functioning properly. You can check 
the thermostatic element by placing it 

Figure 2

Figure 3a
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Figure 3b
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Figure 4a Figure 4b

in hot water (about 150º to 170ºF; 65º 
to 75ºC), and make sure it responds.

Several foreign manufacturers 
incorporate several different styles of 
fluid warmer systems. Honda, Acura, 
and some Volkswagen and Nissan 
models use a compact, transmission-
mounted unit with engine coolant rout-
ed to it (figure 4a & 4b). These units 
may be used along with a convention-
al, in-radiator, oil-to-water cooler.

Others use a thermostatically 
controlled unit (figure 5). In the event 
of a catastrophic transmission failure 
where the unit is contaminated with 
heavy debris, always replace these 
coolers. Due to the multiple passages 
and parallel flow pattern, there’s no 
way to flush them adequately.

You may be able to increase 
system capacity by adding an auxiliary 
cooler. Most factory auxiliary coolers 

are low pressure drop design. This 
type cooler is desirable because it 
offers several parallel paths for flow, 
which provides greater cooling with 
a smaller footprint. And their low 
pressure drop design doesn’t add 
pressure to the system. 

These coolers are available from 
aftermarket suppliers. The only 
drawback is that, in the event of a 
catastrophic transmission failure, you 
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Figure 5

won’t be able to flush them adequately, 
because of their multiple path flow 
design. The cooler flusher will push 
fluid through the least resistive 
path, so only the clean channels will 
get flushed.

Another type of auxiliary cooler 
is the tube-and-fin design. These are 
usually the least expensive way to add 
a cooler, but the single path design 
adds resistance and pressure to the 

cooling system. These coolers have 
a larger footprint and less cooling 
capacity than the low pressure drop 
design. On the other hand, they’re 
completely flushable.

Finally, it’s important to re-
member the need to flush in-radiator 
style coolers. Even if you use a 
heated automatic fluid transmission 
cooler flusher with a flowmeter, and 
it indicates the cooler has plenty of 

flow, it may not be true. Today's 
in-radiator coolers are more likely 
to be contaminated with debris than 
their predecessors. They’re produced 
with such tight parameters that any 
contamination may prevent you from 
restoring it to its original efficiency.

In some cases you’ll need to 
replace the radiator, because it 
isn’t possible to bypass the cooler. 
Sometimes an auxiliary cooler will 
allow too much flow, which doesn’t 
allow enough time for the fluid to 
release heat. Today's in-radiator 
coolers are designed to provide the 
correct flow rate for the system. As 
a result, your only choice may be to 
replace the radiator with a factory unit.

So, in the hustle and bustle of 
getting cars in and out of your shop 
efficiently, don't make the fateful 
assumption that the cooler is going to 
be all right. Before the job leaves your 
shop, make sure the cooler system will 
indeed protect your hard work and 
keep your customer happy.
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There’s little doubt that the 
introduction of the reman 
seriously altered the landscape 

of transmission repair. Some of those 
changes required many transmission 
shops to completely reevaluate their 
business models.

But one change that’s been 
helpful has been the addition of a new 
alternative: With most transmissions, 
you now have a choice to rebuild or 
replace. If the old transmission has too 
much damage, or parts costs are too 
high, replacing the entire unit is often 
a terrific option.

But that can create a new set of 
problems on some vehicles. A good 
example is a problem we ran into with 
the 2008-09 Accord. To begin with, 
Honda matched the transaxle with 
the engine; each engine type has a 
different transaxle model. 

How different? Not very; in 
fact, you’ll be hard pressed to see the 
difference without pulling them apart 
and examining them side by side. But 
they’re different enough to cause a 
problem. There’s a model number on 
the ID tag, but that’s could be damaged 
or difficult to read. That’s why it’s 
critical to use the vehicle identification 

number (VIN) to choose the right 
transmission or transaxle for the 
vehicle you’re working on. 

But that’s just half the story, 
because these Honda transaxles come 
with the transaxle computer built in. 
So, when you replace the transaxle, 
you need to plan on reprogramming 
the computer system, to make sure all 
the coding matches the vehicle.

This programming is so critical 
that, even if you removed a transaxle 
from a working, identical vehicle and 
put it in the car you’re working on, 
there’s a real chance the car will have 
a problem.

What’s more, there’s no way 
to program just the transmission 
computer. Nor can you remove the 
computer from the old transaxle and 
install it in the new one; it doesn’t 
work. So even if you purchase the 
transaxle right from your local 
dealership, you’ll still have to plan on 
completely reprogramming the vehicle.

What does that mean to you? 
Unless you’re working at one of the 
very few shops that has the capability 
to reprogram a Honda, you’ll probably 
need to have the vehicle towed to 
your nearby Honda dealership to get 

it reprogrammed after replacing the 
transaxle.

Which means you need to add 
in the price for towing and the cost 
of reprogramming when you quote a 
price for replacing the transaxle. In 
most cases that’ll be anywhere from 
$175 to $250, plus the cost of the tow 
and your time. So you could end up 
with an additional $500 charge to get 
that new transaxle working and the car 
back on the road.

That still may be a worthwhile 
expense, but it’s important that you 
be aware of it… before you quote any 
prices to your customer.

And, while our specific 
information only applies to the 2008-
09 Accord, you can bet it probably 
applies to some other Honda and 
Acura models as well. 

Sure, there’s an upside to the 
reman industry; it means that you can 
always consider replacement as an 
option when a customer has a trans-
mission problem. But it’s important 
to be aware of all the costs for that 
reman… before you give the customer 
a price. Otherwise you could end up 
installing an expensive surprise.

Things To Know 
Before You replace 
a honda Trans…

1rolly815.indd   34 7/28/15   7:48 AM



LubeGard_August2015.indd   1 7/28/15   9:40 AM



36   GEARS   August  2015

by Joe Rivera

I’ve given some thought to the 
things I’ve heard about legends at 
some of the previous ATRA meet-

ings. What does that term mean to you? 
The word “legend” itself has a meaning 
that evokes a potent emotion for many 
people. Well, I’m a big fan of truly 
understanding the gravity of a single 
word, so, as I often do, I checked the 
dictionary for an accurate definition. 

It defines legend as “a famous or 
important person who is known for 
doing something extremely well.” As 
much as we agree that a true legend is a 
powerful descriptive adjective, so is the 
term icon. And the dictionary further 
explains the word icon as “a person 
who is very successful and admired.”

After more than 30 years in this 
industry, I feel more than humbled 
and blessed to have worked and had 
business affiliations with many of our 
industry legends and icons. The most 
obvious and influential for me of course 
has been through my relationship with 
Mr. Joe Rivera: my father. 
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As much as I have been in the 
limelight over my career with Pro 
Torque, my father has generally taken 
a back seat. But from my perspective 

this man has always been the 
professional driving force behind my 
accomplishments in the transmission 
industry. 

Legends

Editor’s note:  Legends by Joe Rivera is an important reminder on the impact several individuals have had on our ever 
evolving industry.  Remembering those that have passed as well as acknowledging our “Living Legends” today helps all of 
us appreciate where we have come, and the potential of our future.  The people mentioned in Joe’s article certainly have 
earned our industry’s praise and we are happy to provide them this well-deserved recognition. Looking back on the past 
60 or so years, we could literally fill an entire issue of GEARS with such individuals. Therefore please consider the names 
within this article as an incomplete list that we look forward to completing in future issues.

Neil Joseph - Founder Sonnax Industries, with Joe Rivera, Sr.
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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 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

Precision International August2015.indd   1 7/28/15   9:41 AM



38   GEARS   August  2015

Recently I’ve heard about 
the passing of some other industry 
icon and legends. Lately it seems as 
though every issue of GEARS reports 
the passing of someone we know and 
what they’ve accomplished in their 
lifetime. I recognize that I’ve been 
blessed to work with some of these 
legendary people; others I’ve never had 
the opportunity to meet. 

For instance, in the last few months 
people like Jim Beattie, Bill Taylor, 
Roger Swenson Sr., Red Girdley and 
Joe Cardente have left us. These men 
left an impact on this industry and 
over the years have been repeatedly 
mentioned in the trade magazines. 
Unfortunately, we always seem to read 
about these great stories and the men 
involved after their passing.

But today I urge everyone to 
take a moment, look around, and help 
celebrate the men and women in this 
industry that you believe fall into this 
category. After all, why shouldn’t they 
be able to enjoy the accolades of their 
success before they pass on?

This also caused me to reflect 
on this unique time in our industry. 
There’s a small group of men who 
are old enough to have been born 
when the automatic transmission and 
torque converter were just becoming 
automotive industry standards.

My father, Mr. Joe, was born in 
1940… the same year Oldsmobile 
released the Hydramatic transmission. 
So, in essence, he was born with this 
industry and has seen many of his peers 

come and go… all while knowing what 
he has always known: the importance 
of problem solving and prudently 
recycling existing resources.

Dad has a unique skill set that 
allows him to take the simplest method 
to solve the most difficult problems 
as efficiently and cost effectively as 
possible. Unfortunately this useful skill 
set is often overlooked and even lost on 
younger generations. 

With all that said, I humbly submit 
that we, as a culture and a society, 
mistakenly forget to honor the living 
legends among us. There are several 
that come to mind, including Marv 
Ripes, John Kilgore, Ed Lee, Vince 
Hall, Terry Greenhut, Mike Weinberg, 
Terry Hedrick, Kenny Hester, John 

Mainard, Dick Lewis, John Winters, 
Steve Griner, Kris Abrahamson, Jim 
Roddick, Gary Jennings, Art Carr, and 
of course my dad, Mr. Joe Rivera. 

I’m not sure exactly how old these 
men are, but let’s just say that they are 
in this unique group who are old enough 
to know what the business was like at 
its infancy, and who are still very active 
in the daily rigors of the transmission 
aftermarket business. They’re the 
ones within my own personal circle of 
influence; I’m sure there are others and 
I certainly wouldn’t want to exclude 
anyone.

You may have your own list of 
legends and icons. I urge you to think 
about this and celebrate these people.

Legends
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Legends

Roger
Swenson
 

Red
Girdley

Vince
Hall

Kenny
Hester

Gary 
Jennings

Cheryl
Nicholson

Lee
Williams

Dennis
Erikson
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Let’s do the math on what these 
folks have seen in their lifetimes:

1945 — atomic bomb
1947 — transistor
1955 — TV remote and the 

microwave oven
1950 — cruise control
1952 — first automatic coffee pot
1954 — transistor radio
1958 — commercial jet airliner
1960 — pacemaker
1962 — video games
1963 — touchtone telephone
1966 — fuel injection
1967 — handheld calculator
1969 — smoke detector
1970 — air bags
1971 — contact lenses
1973 — cell phone and MRI
1978 — GPS
1984 — DNA fingerprinting
1985 — antilock brakes
1997 — hybrid car
1998 — MP3 players
You get the point. Now let’s just 

look at our industry alone. Consider 
the progress of the automobile and the 
transmission itself over the last 75 years. 
It’s nothing short of amazing. These 
units have gone from relatively simple 
systems to the computer controlled, 
self-learning, adaptable, long lasting, 
durable, and amazing power transfer 
devices they are today. Just compare the 
Hydramatic from the 1940s to today’s 
6l80e or Chrysler’s fluid coupling to 
today’s 8-speed ZF. 

I suggest that you take a minute 
and think about the senior members 
of your circle of influence. Let them 
know that the time spent in their — in 
our! — craft is appreciated. Without 
them, we younger members would have 

nothing to work on and have no idea 
how to do what we do.

We have so many more advantages 
than they had; the most important of 
which is to have had them as mentors. 
These people have a depth of experience 
and history that will never be duplicated 
in this industry. They are the forefathers 
and the innovators of this industry and I 
am humbled by their accomplishments.

My dad turned 75 on June 7th 

and the best gift I can offer him is to 
give him something that doesn’t cost 
anything, yet, with a little time and 
energy, communicates a message that 
he’s a legend and icon in my book. For 
many people today, 75 isn’t really that 
old. My dad still comes into the shop 
every day because he loves to do what 
he does: Solving problems one day at 
a time. And I’m honored to share that 
time with him.
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Marvin Wilson, Advanced transmission - with Joe Rivera Jr. and Joe Rivera, Sr.
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UP YOUR BUSINESS

INSIDE 
the MIND 
    UNHAPPY 
CUSTOMER
of
  an

by Thom Tschetter
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Up Your Business is an exclusive 
GEARS Magazine feature in 
which I share stories, insights, 

and reflections about real business and 
life challenges. 

For this story and its associated 
lesson to make sense, I need to give 
you a little unrelated background:

A few months ago, my neighbor 
was having a major remodeling project 
done in his house. The project took 
about three weeks and, as I watched 
the process unfold, I was particularly 
impressed by the demeanor and 
professionalism of Jason, the 
contractor, as well as his crew. They 
always showed up on time, they all 

had great attitudes, they cleaned up 
the debris every day, and, according to 
my neighbor, they finished the entire 
project on schedule and on budget.

Impressed by that, a couple weeks 
later I decided to have him give me 
an estimate for some fairly significant 
work Sue and I were considering.

When he came over, as com-
monly happens when you’re getting 
acquainted with someone, the conver-
sation worked around to our respective 
backgrounds. He told me he’d started 
his business from scratch and built it 
entirely through word-of-mouth refer-
rals. He said he was a real believer in 
the power of referral-based marketing.

When I told him that I was retired 
from the transmission and auto repair 
industry, he asked some of common 
questions that I’m sure you’ve gotten 
in similar situations: 

• How often does transmission fluid 
really need to be changed? 

• Is it better/cheaper to put in a 
new transmission or to have the 
original one rebuilt? 

• How much for this and for that, 
etc?
At some point in the conversation 

I mentioned that, since retiring and 
moving to Arizona, I’d experienced 
auto repair from the opposite side of 
the counter. I explained that I now 
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Inside the Mind of an Unhappy Customer

have a better appreciation of how auto 
repair customers feel.

He told me that he had a great 
mechanic who takes care of his fleet 
of trucks and his personal cars. He 
said he’d used him for nearly 12 years 
and trusted him implicitly. True to 
his belief in referral marketing, he 
took the time write down the fellow’s 
contact information and told me I 
wouldn’t regret using him. Jason was 
definitely a happy customer of his 
“Trusted Mechanic.”

About two weeks later, Jason 
called me and asked if I had a few 
minutes to talk and possibly help 
him with a transmission problem. Of 
course I was both curious and willing 
to help if I could. 

The following story provides 
a different perspective of customer 
upset. Usually we only get the shop’s 
perspective, and seldom do we get an 
inside look from the customer’s point 
of view. Jason was very forthcoming 
with his thoughts, suspicions, and 
ultimate decision process. I think 
there’s a great lesson in this for any 
business owner.

THE BACKGROUND
The story begins five months and 

14,000 miles ago:
 1. One of Jason’s trucks ran over 

some rebar on a construction site, 
damaging the transmission case.

 2. Jason had it towed to his Trusted 
Mechanic (TM for short). The 
TM told Jason it needed a new 
transmission case. TM thought it 
would be less costly to purchase 
a used transmission and to use it 
as a core to rebuild. He estimated 
about $3500 out the door. Jason 
agreed to proceed.

 3. Later that day, TM called Jason 
to tell him he’d located a good 
working used transmission and 
that he could install it “as is” 
at a considerable savings. He 
said it came with a 12 month / 

12,000 mile warranty from the 
wrecking yard. TM’s quote was 
$1750 including installation. 
Jason remembered how happy and 
relieved he was and chalked up 
another brownie point for TM.

 4. According to Jason, the used unit 
worked great. But five months 
and 14,000 miles later it started 
leaking. Jason took it to TM to 
have it checked a week before his 
SOS call to me. 

THE PROBLEM
The rest of this story is as close to 

firsthand customer perspective as you 
will likely ever get… unless you’re the 
customer.
 1. The first thing Jason asked me 

was if someone could tell if the 
transmission case was cracked 
without seeing the crack. I asked 
for more details. Jason explained 
that TM checked the transmission 
to see what was leaking. Without 
removing the transmission from 
the truck, TM told Jason that the 
case was cracked and he needed 
another transmission.

 2. Jason asked TM how he could 
tell the case was cracked without 
actually taking it out of the truck 
to inspect it. TM replied that he’d 
seen it before on other trucks and 
just knew it was cracked.

 3. Jason asked TM what would cause 
a crack in the case. TM replied, 
“At this point, it really doesn’t 
matter what caused it; it just needs 
another transmission. Do you 
want me to take care of it or not?”

 4. Jason said he’d never seen TM be 
so defensive. He thought maybe he 
was just having a bad day. 

 5. Jason asked TM to call the 
wrecking yard to see if they’d be 
willing to take care of it or at least 
help out in some way. TM replied, 
“Their warranty was only 12,000 
miles and they won’t cover it.” 

 6. Jason responded, “How do you 

know if you don’t ask? Just give 
me their number and I’ll call 
them. I think we need to talk to 
them before we do anything else.”

 7. TM refused and they argued. 
During the argument, TM told 
Jason he’d take the transmission 
out and send it over to the 
wrecking yard to see what they’d 
do. But TM demanded that Jason 
prepay him $700 for removal and 
reinstallation before he’d begin.

 8. Jason told me that money had 
never been an issue and he’d 
always paid TM whenever he 
picked up vehicles after repairs. 
He was puzzled by TM’s attitude 
but gave him $700 in cash to get 
the unit out and take it to the 
wrecking yard.

 9. Jason was there when TM pulled 
the unit. TM showed him all the 
fluid, but the source of the leak 
wasn’t clear and there was no 
apparent crack. 

 10. TM became even more defensive, 
but finally agreed to call the 
wrecking yard. Jason overheard 
the phone conversation when TM 
called them. The wrecking yard 
counter person told TM that the 
mileage didn’t really matter to 
them; their warranty was based 
on 12 months and since it had 
only been 5 months, if he’d bring 
the truck over, they’d check to see 
what was going on. They’d take 
care of it at no charge as long as it 
was properly installed and hadn’t 
been abused.

 11. When TM told the counterman 
that the unit was already out of 
the truck, he told TM there was 
nothing he could do for him. They 
needed it to be in the truck so they 
could inspect the installation as 
well as the transmission leak.
Jason told me this was the last 

straw. He’d lost faith in TM and 
suspected that he was trying to hide 
something. Perhaps he’d damaged 
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the transmission when he installed 
it, or he realized he’d made some sort 
of installation error that was going to 
make them liable for the repairs.

In any event, Jason fired TM and 
wanted to know if I’d recommend a 
transmission guy — someone I knew 
and trusted. Hesitatingly, I told him I’d 
make a couple calls. 

The first two shops I called didn’t 
want to get in the middle of a messy 
dispute that involved another shop 
and a wrecking yard. Frankly, I fully 
understood their hesitance and was 
about to give up. But look at what 
came from the third call.

A GOOD GUY 
TO THE RESCUE

My next call was to Joe, a fellow 
I knew to be an all round good guy. I 
didn’t call him first because I knew 
he’d do just about anything for 
anybody, and I didn’t want to be the 
guy to get him into a sticky situation.

My first words to him were, “If 
you don’t want to do this, I completely 
understand. In fact, I’m not sure I’d do 
it if it were me. But I wanted to at least 
give you the opportunity to say no.”

Joe’s immediate response was, 
“Sure, give me the customer’s phone 
number and I’ll give him a call. Let’s 
see if we can help him out. After all, 
he needs his truck to make a living, 
doesn’t he?”

Joe called Jason and they talked 
things through. Joe asked a lot of 
questions and did a lot of listening. 
Ultimately, Joe towed the truck into 
his shop. 

It turned out that the transmission 
had a repairable leak, and Joe got him 

back on the road a day later for just 
$450.

Jason was so happy, guess who his 
new “Trusted Mechanic” is?

By the way, Joe also picked up 
a new fleet account for his general 
repair department. And not just a 
new customer, but the best kind of 
customer… a customer who loves to 
tell his friends about local businesses 
he trusts.

THE LESSON
If you read my article in the 

October issue of GEARS — Apostles, 
Terrorists, or Apathetics — you’ll 
appreciate that Jason is the perfect 
example of a reputation-building 
apostle for businesses he trusts. I’m 
willing to bet he’s also a reputation-
destroying terrorist for any business 
that loses his trust. 

Our inside look into Jason’s mind 
allows us understand his belief (correct 

or not) that TM was more interested 
in fixing the blame than on fixing the 
problem. And TM was trying to fix 
the blame on anyone but himself. The 
result was that TM became part of 
the problem while Joe immediately 
jumped into action to become part of 
the solution. 

What can we learn from this 
story? 1) Fix the problem; don’t fix 
the blame. And 2) keeping customers 
happy keeps customers.

Share Your Stories
If you’ve personally experienced a 

weird or unusual customer dispute and 
wouldn’t mind sharing it to help your 
industry, please contact me. You just tell 
me the story and I’ll do all the heavy 
lifting to write it.

We can make it an article about you, 
or you may remain anonymous. The main 
thing is we want to share stories that will 
help others avoid similar problems. Call 
me at 480-773-3131 or email to me at 
coachthom@gmail.com.

About the Author 
Thom Tschetter has served 

our industry for nearly four decades 
as a management and sales educator. 
He owned a chain of award-winning 
transmission centers in Washington State 
for over 25 years. 

He calls on over 15 years of 
experience as a certified arbitrator for 
topics for this feature column.

Thom is always eager to help 
members of our industry and continues to 
be proactive in pursuing ways to improve 
your business and your life.
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Easily rotate the 
machine 180° to 
weld the converter 
with the cover lip 
over the pump!

Why 45º? 
Gravity pulls the 
weld into the pump 
and cover seam for  
nearly 100% leak-
free production.

© 2015 ATI Performance Products, Inc.

CW3  Converter Welder
Produces a perfectly perpendicular, beautifully 

welded, perfectly true, leak-proof converter 
with exacting internal clearances.

156 welders in use in over 23 countries and in 
shops throughout the United States!

Why Choose ATI

Produce your own converters 
and expand your business!

Before you invest thousands of dollars to 
get into the converter rebuilding business, 
you need to make an intelligent decision 
on what company is most qualified to lead 
you into your new venture—one that can 
supply you with the proper equipment and 
training to get the job done.
Choose a company that not only supplies the 
equipment but uses it as well. That’s where 
ATI Performance Products comes in. ATI 
uses our own equipment daily to rebuild race 
torque converters - the same equipment we 
are selling to you. While some manufacturers 
tell you that their machinery is on the cutting 
edge of technology and the most effective 
method to rebuild—only ATI has the daily 

Should your equipment, training and 
procedures be anything less? 

ATI manufactures all new race converters 
in-house. From stampings, slottings and 
blades to assembly and rolling, each task 
is performed right at ATI.

While this capability is out of the realm of 
most converter shops, ATI accomplishes 
the task of building brand new torque 
converters from start to finish for our 
high performance customers everyday. 
At ATI, we have the technology and our 
equipment is built to exceed the most 
stringent tolerances in the world. 

45°

Get the whole story by 
scanning this QR code or 

go to www.aticw3.com!

ATI’s
CW3 Converter 

Welding System

hands-on experience to 
back up that claim.

ATI is an authorized GM 
vendor and has developed a specialized 
CW3 Converter Welder that fixtures and 
tig tacs 298mm high speed converters for 
the Corvette and supercharged programs. 
We’ve worked very closely with GM Design 
Product Planning and manufacturing 
engineers on a continuous basis and 
have prototyped many new GM torque 
converters.

ATI supplies Miller Welding 
Equipment with our machine!

Get the free mobile app at
http:/ /gettag.mobi

ATI’s CW3 Converter Welding and 
Overhaul System puts  total control 
of the drive, fixturing and welding 
right at the operator’s fingertips!

Coming Soon!

CW4 WITH
3” MORE TRAVEL  

AND 
3” MORE SWING
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No other manufacturer offers you the same level of personal service when 
choosing your rebuilding equipment. ATI’s machines are designed specifically 
to increase precision and production in your shop. We know what you work 
on and we address those needs. At ATI, we focus on just a few machines. 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.

(877) 298 - 5003 
www.aticw3.com

• CW3 CONVERTER WELDER
• ACCU-BALANCE CONVERTER BALANCER
• QUICK TEST LEAK TESTER
• CLUTCH PISTON BONDER
• CUT-OPEN & ENGINE LATHES
• PASS THROUGH CONVERTER WASHER
• GM AND FORD WELDING  FIXTURES
• AIR RIVETER
• TOOLING & MORE

6747 Whitestone Road • Gwynn Oak, Maryland 21207

ATI’s complete CW3 
Converter Welding and 

Overhaul System

Already have an older ATI

Balancer? Instead of buying

a new one, update the 

control with ATI’s  Accu-

Balance Retro Fit Kit!

Our third 

generation bonder

accepts all prior 

tooling!

All equipment carries a 
one year parts warranty

Air pressure 
only

In memory of Jim Beattie

Personalized service to fit 
your needs & make money!

Accu-Balance
Converter Balancer

Built for maximum performance and safety 
in the heat bonding of frictional material to 
torque converter clutches. May be factory 
retooled and designed to perform other 
bonding and pressing operations, such as 
punching, forming, sizing, and laminating. 
Includes 30 piece steel die tooling kit.

Accurately balances converters in under 
20 seconds! 95 piece tooling kit included.

Determine the integrity of a converter 
in under a minute with this easy-to-use tester.

Call or visit us on-line 
at www.aticw3.com 
to get a copy of our 
latest brochure full of 
detailed information 
on our entire 
product line!

Don’t overpay for your 
welding equipment! 

Call ATI and compare!
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Clutch Piston Bonder

Quick Test Leak Tester

GOT HP

Powerglide 
Gear Sets
• 100% brand new parts
• Brand new precision

balanced carriers
• Heavy duty outputs
• Made in the USA

T-400
Wicked Quick
Aluminum
Valve Body

Powerglide 
Input Shafts

•Direct bolt-on replacement
•Fully 5 Axis CNC-Machined
•Ultra fast fluid release brake
•Patented Adjustable Pressure Regulator
•Minimum flow restriction passages

• Vasco or 300 M
• Powerglide or Turbo Spline
• Patented Ringless Super Shafts
seal nearly 100 % of fluid flow!

Billet Aluminum
Pumps for 
PG and T-400
• PG Super Pump standard

on Superglides 2 & 4
• Maximum Flow and 

Increased Pump Life
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by Mark Sanborn

Holding or Helping?
Dr. Henry Cloud tells an inter-

esting story about someone 
he worked with who wanted 

to make a friend accountable for a much-
needed improvement in health.

 Cloud inquired about what the man 
had done. “Oh, I continually call and 
remind him that he needs to exercise 
more. I cajole him about getting to the 
gym or going for a run.” 

“And how has the reminding and 
cajoling worked out?” Cloud asked.    
“It hasn’t worked at all,” the man 
reported.

Cloud went on to explain, “Maybe 
that’s because you really aren’t helping 
him be accountable. Instead of calling, 
why not show up with your running 
shoes and ask your friend to go for a 
jog?”

We often think we’re holding 
people accountable when we’re doing 
nothing more than requesting, pleading, 
begging and/or demanding performance. 
As the story illustrates, these approaches 
generally aren’t very successful.   What 
if we took Cloud’s advice and “helped 
people be accountable” rather than just 
“holding them accountable?” 

What if we were active participants 
in their change and improvement? 

What would that look like?

It Isn’t About Doing
Helping people be accountable is 

more than identifying what they need to 
do; it is about clarifying what needs to be 
accomplished.

Clear outcomes can often be 
achieved several different ways. We tend 
to be too rigid about the means and 
completely miss the end. For instance, in 

the example above, the objective wasn’t 
running, it was fitness.

Structure your efforts around the 
end goal, and involve the person you’re 
working with in determining the “how.” 
Giving them an active role in creating 
the process will engage them and create 
a greater sense of ownership.

“What” Rarely Works 
Without “Why”

People aren’t motivated by a goal; 
they are motivated by the reasons for 
achieving a goal. If I can’t see a benefit 
to be gained or a negative consequence 
to be avoided, why would I exert any 
effort to change?

Motivation is primarily about 
hope of gain or avoidance of pain. To 
help another be accountable, unpack 
the consequences of a change or lack 
thereof. Find reasons that are compelling 
to them, not just to you.

Find the Barriers that Need 
to be Busted

If you are investing in another’s 
growth, you can help them by both 
identifying and then overcoming 
barriers. I’m not suggesting you do the 
work for them, but it can pay dividends 
if you do the work with them.

Sure, it takes a lot more effort to go 
for a jog than to simply recommending 
jogging, but the difference in 
effectiveness is dramatic.

Find out what’s keeping your 
employee or colleague from doing what 
needs to be done, and accomplishing the 
intended results. Once you know what he 
or she is up against, you can brainstorm 
solutions for overcoming those barriers.

Never Confuse An 
Explanation with an Excuse

Our best efforts can be short-
circuited by misguided benevolence. 
Sometimes we get explanations for failed 
results that we confuse for excuses.

What’s the difference?
An explanation is a statement of fact 

about what happened.   An excuse is a 
get out of jail free card.

Your son might punch his little 
brother. His excuse? Junior made him 
mad.   Even before you read this, you 
would have said, “That’s no excuse.”   
So why do we let people off the hook for 
explanations disguised as excuses?

A sales manager might have this 
conversation with an excuse-making 
rookie: “Yes, it is hard and you had a lot 
to do this week. That’s an explanation. 
But it doesn’t change the requirement to 
make more cold calls.”

Be a Sermon Seen
There is an old familiar poem that 

says, “I’d rather see a sermon than 
hear one any day. I’d rather one would 
walk with me than merely show the 
way.”  When you go beyond simply 
holding others accountable and help 
them through the process, you become a 
sermon seen rather than a sermon merely 
heard.

When you help your son or daughter 
with their homework, not only does the 
homework get done, but also the child 
learns more in the process.

 And when you help a colleague be 
accountable, you actively build into his 
or her success.
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ReMaTec 2015 Draws 
Record Crowds by 

Sanne van Dartelen
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The international remanufactur-
ing industry gathered for the 
eighth time in RAI Amsterdam 

in June for the largest edition to 
date of the industry’s main event, 
ReMaTec2015. The show is widely 
recognized as the must-attend event 
for automotive and heavy duty reman-
ufacturing specialists and functions as 
a networking platform for the industry.

This year the show floor was filled 
by 240 exhibiting companies from 25 
countries, together attracting 3,500 
visitors from no less than 71 countries. 
Visitors included many representatives 
of large Original Equipment Manufac-
turers (OEM’s) from the automotive 
and heavy duty industry such as BMW 
AG, Volkswagen AG, Paccar Inc and 
Caterpillar Inc, to name but a few.

With a strong focus on innovation 
and education, the show launched 
its InnovationLAB, showcasing new 
techniques as well as offering an 
inspiring theatre program. Dutch 
remanufacturing company KTB 
presented a unique opportunity to 

make European trucks greener. With 
lots of attention from the audience, 
two technicians remanufactured a 
DAF WS truck engine, upgrading 
the engine from its original Euro 0 
qualification to the stricter European 
emission standard of Euro IV – all live 
on the show floor.

The ReMaTec Theatre was for 
the first time incorporated in the 
InnovationLAB and as always a 
popular feature on the show floor. 
Sessions from industry experts such as 
Martyn Howorth from Melett and Dr. 
Salvador Munoz Zarate from WABCO 
as well as presentations from business 
advisory firms like FTI Consulting 
were available to the audience free 
of charge.

The exhibition also featured a 
well-attended and comprehensive side 
events programme, with prestigious 
industry events such as the World 
Remanufacturing Summit featuring 
noted speakers like Moritz Poremba 
from BMW, Dr. Janez Potočnik, 
former European Commissioner for 

Environment and Scott Wood from 
Rolls Royce. The International Con-
ference on Remanufacturing (ICoR 
2015) drew academics to Amsterdam 
from all over the world and a Circular 
Economy Seminar put the spotlight 
on the role remanufacturing plays 
within today’s circular economy. Many 
other industry-related events drew an 
audience from all across the world.

As usual, a lot of equipment 
was to be found on the show floor 
and many of the exhibitors were 
showcasing new techniques, and 
used the show as an opportunity to 
show visitors what goes on ‘behind 
the scenes’. ZF Services had a techni-
cian on their booth disassembling an 
automotive axle and Meritor brought 
a huge remanufactured rear-axle from 
the British Military, as well as one of 
their Dakar rally trucks. From dem-
onstrations of electronic remanufac-
turing equipment at Sercore Tech to 
the most advanced ultrasonic cleaning 
equipment at Ekyma Ultrasounds – it 
was all there at RAI Amsterdam.
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The ReMaTec2015 opening ceremony with FIRM, APRA and RAI Amsterdam 
jointly opening the show.

Remanufacturer of the Year Award winner Soren Toft-Jensen 
with the panel of judges.
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VOTE OF CONFIDENCE
ReMaTec2015 attracted more 

new exhibitors than ever, with 70 new 
companies joining the ranks. “We’re 
very happy with the large number 
of new exhibitors joining the show,” 
says Manager ReMaTec Shows & 
Publications, Niels Klarenbeek. “It’s 
a clear indication that our market 
is growing and of the potential as 
remanufacturing as an industry.”

The remanufacturing industry 
gave the show a clear vote of 
confidence with over half of the 
exhibiting companies rebooking 
their stand for 2017, which resulted 
in a Booking Office that has never 
been busier. 

“I have been coming now for 10 
years and it is so gratifying to see how 
the show has grown,” Michael Halston 
of GFX Corp said. “To see the size and 
scope of ReMaTec today makes me 
proud to be a part of our industry.” 

“As a global organization we 
participate in ReMaTec2015 because 
it’s a great platform to showcase our 

innovative products,” says Paul Bliek 
of ZF Services. “We also use the show 
to build relationships in the reman 
industry as well as maintaining our 
existing ones, and to start a dialogue 
regarding any future requests and 
business within the service and 
reman industries.”

WHAT’S NEXT?
The ReMaTec team is now gearing 

up for the second edition of their USA 
show, Big R/ReMaTecUSA, taking 
place in the RIO Hotel and Convention 
Center in Las Vegas, Nevada from 
October 31 through November 2, 2015. 
The next ReMaTec Amsterdam will 
take place on June 18 – 19 – 20, 2017 
at RAI Amsterdam.

REMANUFACTURER OF 
THE YEAR AWARD GOES TO 
BORG AUTOMOTIVE

Of course ReMaTecNews, the 
international news magazine for the 
automotive and heavy duty remanu-
facturing industries, also announced 

its Remanufacturer of the Year Award 
for 2015 during the show. The 
winner of the industry’s most 
coveted honour is Søren Toft-Jensen, 
founder and owner of Borg 
Automotive, one of Europe’s largest 
independent remanufacturing com-
pany, who received his award 
during a well-attended ReMaTec 
Reception.

Toft-Jensen received the award 
for his outstanding entrepreneurship 
the field of remanufacturing over 
nearly 40 years, during which he has 
transformed a modest electrical repair 
shop in a small town in Denmark, 
to a European heavyweight with 
around 900 employees and significant 
operations in the UK, Poland and 
Belgium.
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by Jim Cathcart

Without 
Reflection 
There Is 
No Learning
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Mindfulness: My colleague, 
Kevin Buck, says, “Without 
reflection, there is no true 

learning.” I agree with him. Until we 
take time to think about what we see 
or hear, the understanding process 
doesn’t take place. We need time 
to process the input. Just like fluid 
pouring into a reservoir, it needs time 
to flow through to where it’ll do the 
most good. 

Facts mean nothing until 
they’re organized into information. 
Information is only marginally 
valuable until we apply it to produce 
knowledge. Knowledge isn’t really 
helpful until we reflect on it to create 
understanding. Understanding is 
good, but even better, over time and 
application, is what it reveals: wisdom. 

Society today seems structured 
to discourage reflection. In doing so, 
it discourages wisdom. If you pause 
to think before acting, some people 
criticize you for being slow to act. 
We have 864,265 television shows 
on demand and an equal number of 
radio shows, podcasts, video blogs, 
and much more. But where’s the gap? 
Where’s that space in which we can 
pause and ask, “What does this mean?” 

Personally, I must have that 
time to be effective. For example: 
I’ve never been a really good debater 
because the pace of the debate is often 

too fast for me. But put me into an 
email debate where I can think and 
rethink between answers, and I can 
sometimes be excellent. So what I’ve 
done over the years is develop daily 
routines; habits that give me that time 
to think. 

When I was starting my career 
as a professional speaker and 
consultant, I knew that I’d be on 
the road for over 200 days a year. 
So when a friend invited me to 
take up golf with him, I declined. 
There’s nothing wrong with golf, 
but I couldn’t afford to have a 
hobby that required a bag full 
of equipment and a minimum 
of three hours each time I 
played it.

So I became a 
jogger. Not only did my 
running give me the quiet 
time I wanted, but it also got 
me intowbetter shape. I lost 52 
pounds of fat and increased my 
energy for work. Nice payoff. P.S. 
— I don’t wear headphones when 
I jog. 

Think about your own 
routines. When do you think? Don’t 
say, “As I work,” because that isn’t 
the kind of thinking I’m addressing. 
I mean the kind that allows you to 
roll an idea around and consider 
all aspects of it. The kind where 
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you have a chance to gather some 
new information and go deeper into 
your subject. 

Maybe you could restructure just 
one part of your day to free up some 
brain and heart time.

Another habit that’s served me 
well is having breakfast alone. For 
over 39 years as a traveling consultant, 
author, and speaker I’ve mostly had 
breakfast alone. The solitude at the 
start of my day gives me a peaceful 
and grateful mindset for the challenges 
I may face.

I don’t listen to the radio or a 
podcast, I don’t read the newspaper, I 
don’t watch TV or meet someone else, 
I don’t even take my day’s workload to 
breakfast with me. It’s just my notepad 
and me. Those other things can wait 
for their own best times. What I want 
to do is think about what matters most 
in my world that day and what I can do 
to make things even better.

Earl Nightingale suggested this 
habit long ago and I embraced it. 
Spend an extra hour each day thinking 
about what you most want to achieve 
and generate as many ideas as you 
can and how you can achieve it. Do 

this while your mind is fresh and 
don’t let news, music, or discussion 
intrude… yet. 

Years later, when I had a small 
staff and my business was based in 
my home, I found a different way to 
get my solitude: I bought a motorcycle. 
Yep, I got a BMW, then a Honda, then 
a Kawasaki, (yes I sold or traded the 
other ones), then a Triumph, and a 
Yamaha. My first bike, when I was 
very young, was a Harley FYI.

The motorcycle gave me a 
thinking place. I’d ride to breakfast, 
sometimes 60 miles away in a small 
mountain village, and then call the 
office to check in. Each time I came 
home or called in I’d be filled with new 
ideas and action items for the business. 

I hear you saying, “But I don’t 
have time to go for long rides.” Well, 
make another time for your mind. Go 
for long walks at the start or end of 
the day, beyond work hours. Create 
a space for thinking and get the 
agreement of your family and friends 
to support you and not intrude on that. 
(Show them the same courtesy, too.)

There is a way, and if you decide 
to create it you will. Make this your 

first thinking project: How can I create 
a regular time and process that will 
allow me to really think about what 
matters most to me and my business? 

What do you care about most? 
What are you doing to achieve it? 
How’s your current pattern working 
for you? What changes could you 
make that wouldn’t unsettle things too 
much? What dramatic changes should 
you be planning toward in the future? 

Think about it. 

Jim Cathcart is a strategic advisor 
to ATRA, the author of Relationship 
Selling, and a frequent speaker at the 
annual Powertrain Expo. Contact him 
at Cathcart.com or info@cathcart.com 
to help grow your business. 
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Earlier this year, the Mister 
Transmission chain of trans-
mission repair shops became 

ATRA Members. There are probably 
a number of reasons for them com-
ing on board, but one shop owner 
was the driving force behind the deci-
sion: Chris Kennedy, co-owner of 
Mister Transmission in Moncton, New 
Brunswick, Canada.

At the time, the franchise  
was connected to another transmission 
information company. Chris was 
familiar with their services and what 
they had to offer.

He also was a Technical Subscriber 
to ATRA and a regular Expo attendee 
— this year he and his team will 

SHOP PROFILE by Steve Bodofsky
members.atra.com

Mister Transmission, L to R: Rick Dikens, Tyler LeBlanc, Chris Kennedy and Kirk Weaver

Gene Lewis and Chris Kennedy

Mister Transmission, Moncton, New Brunswick, Canada

Blazing New Trails for the 
Mister Transmission Franchise
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be attending their seventh consecutive 
Expo. He quickly became convinced 
of ATRA’s superiority as a business 
resource.

“I can remember sitting in the 
management seminar, listening to the 
speakers with tears in my eyes, because 
I was the guy they were talking about,” 
says Chris. “And I was making those 
mistakes they were discussing. After 
attending my first program, I knew 
what wasn’t working was me. So I’d 
never miss an Expo… ever.

“As long as I’m planning to be in 
the transmission repair business, why 
wouldn’t I try to surround myself with 
successful people?”

So when he was asked to become 
a member of the Mister Transmission 
Advisory Council, one of his goals 
was to convince the chain to switch its 
affiliation to ATRA.

“I felt that the other group was 
stuck in the past; ATRA is breaking 
new ground in technology and business 
support. In my opinion, ATRA is the 
leader; I want to be a part of that.”

And, when it comes to Expo, Chris 
is quick to acknowledge that not all of 
his learning comes from the seminars. 
“I try to network with people who are 
older than me… who’ve been in this 
business longer… and find out how 
they’re handling the problems that I 
experience.

“To me, Expo is like a complete 
reboot for the year,” he says. In fact, 
this year Chris is planning on using 
Expo as a springboard, and staying on 
through Industry Week to attend SEMA 
and AAPEX.

Wholesale Repairs; 
Transmission Only

A big part of the business model 
at Mister Transmission, Moncton, is 
based on their wholesale customers. 
That’s kind of unusual these days: 
Many of today’s transmission shops try 
to avoid wholesale work; they prefer 
to sell directly to the end user, to keep 
profits as high as possible. And to 
supplement their income, they expand 
into general repairs.

According to Chris, one of their 
biggest missteps was getting into 
general repairs. “We wanted to grow 
our revenues, so we tried adding general 
repairs. It did increase revenues and 

brand recognition in Moncton among 
retail customers.

“Instead of processing 10 or 12 
cars a week, we were handling maybe 
10 cars a day. But it didn’t work out 
the way we’d hoped: The amount of 
paperwork and headaches from dealing 
with the additional customers… all the 
stresses increased, but our gross profit 
margin dropped.

“We generated more activity, 
handled more sales, yet at the end of 
the day our bottom line was really no 
different. The competition alienated our 
wholesale accounts.

“That’s when President & CEO 
Randall Moore, challenged me to visit 
some of the more successful shops 
in the franchise and see what they 
were doing. None of them were doing 
general repairs and they told me I was 
killing my business with it.

“So after about a year of offering 
general repairs, we decided it was a 
mistake and we changed course. We 
dropped general repairs and came back 
with a new outside sales program.”

Today, wholesale is Chris and 
Gene’s primary focus. “What I’ve 
found is that, when a shop sends us a 

Rick Dikens, rebuilder

Gene Lewis and Tyler LeBlanc
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transmission job, they want to know 
first and foremost, that their customer 
is being taken care of.”

Of course, it wasn’t easy convincing 
local shops to trust them with their 
transmission work after having been 
in competition with them for general 
repairs.

“It took us about six to eight  
months to convince shops nearby that 
we weren’t going to compete with  
them. To prove it, we started referring 
general repair jobs to them. We 
continued to knock on their doors… 
weekly. Little by little, shops started 
sending us work, and it just grew from 
there.” 

Today the split at the Moncton 
shop is about 60-40; about 60% of 
their business comes from referrals or 
wholesale work, while about 40% is 
retail customers.

“What’s missing in a lot of shops 
is strategy. My strategy used to be that 
we’d come into work in the morning, 
put in a good effort, and work as hard 
as we could all day long. We worked 
really hard, but we weren’t making any 
money.

“Year after year, our transmission 
repair volume was going down. For us, 
outside sales became key to growing 
as a transmission shop. And I think 
it’s a worthwhile strategy for any shop 
hoping to specialize in transmission 
repairs.

“If that takes you out of your 
comfort zone, then you need to hire 
someone to handle outside sales for 
you. But it needs to be done.”

Reprogramming Business
While Chris, Gene, and crew 

renewed their commitment to 
transmissions, their focus didn’t end 
there. At Expo a few years ago, Chris 
started learning about the benefits 
of flash reprogramming computer 
systems.

“My technicians were there with me 
and they were discussing what they’d 
learned about flash reprogramming. I’d 
worked for a Chrysler dealership; I’d 
flashed computers before and knew 
it wasn’t that difficult. So I thought it 
might be something we should consider 
for our shop.”

As they built the program for 
themselves, Chris was struck with a 
thought: “There was no one else doing 
flash reprogramming in our area other 
than the dealers, and any time I tried 
to take a car to the dealership to be 
reprogrammed, they treated me like a 
second-class citizen. 

“They’d send me to the back of the 
line and try to charge me for an hour of 
diagnostics. I just put the transmission 
in the car; what was the point of 
charging me for diagnostics?”

“That got me thinking if no one 
but the dealer is doing this, we could 
change that and help other shops  
in the area without competing for 
business.”

He spent the next year imple-
menting this as part of his new business 
model. They now have the ability to 
flash the computers for most car lines. 
It’s become an invaluable service, 

both for his wholesale and his retail 
customers. “It’s amazing how much 
reflashing the computer improves the 
quality of your repairs.”

Chris also shared his idea with the 
Mister Transmission head office and 
they came onboard almost immediately. 
Chris is now assisting the entire 
franchise in becoming a resource for 
flash programming. “After over 50 
years in business, we changed our tag 
line; now we’re ‘Mister Transmission: 
Transmission and Technology 
Experts,’” says Chris. 

And just a month ago they 
began advertising the computer 
reprogramming service to retail 
customers. 

It’s a big change; one that Chris 
credits at least in part to one of his visits 
to Expo.

Technician of the Year
In 2014, Chris received the 

Canadian Technician of the Year award 
from Canadian Technician Magazine. 
It’s an award he’s very proud of; one 
that came with a lot of benefits and 
recognition.

According to the CARS Magazine 
web site, 21 technicians were nominated 
from the whole Canadian Aftermarket 
Repair Industry for the annual award; an 
award that “recognizes exemplary shop 
owners or technicians who have gone 
above and beyond either by mentoring 
young technicians, completing special 
training courses, being active in their 
community, going that extra mile 
for colleagues, or offering unique 

Kirk Weaver, shop foreman and R&R technicianTyler LeBlanc, R&R and electrical technician

Mister Transmission, Moncton, New Brunswick, Canada
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diagnostic or troubleshooting skills.”
The deciding factor appears to 

have been Chris’s work bringing flash 
programming to the forefront of the 
franchise’s business model. They go 
on to say that “Chris’s efforts not only 
transformed his business, but also had 
a huge impact on the entire chain of 
Mister Transmission shops across the 
country.”

Reaching Out
As a franchised shop, Chris and 

Gene get a lot of help with marketing. 
Head office provides web presence, 
both with a web site and through 
social media. They also run nationwide 
campaigns yearly, which are promoted 
through various media types such as 
radio, print, television and digital.

Chris likes to supplement that 
marketing with local radio spots, using 
his voice and offering a more personal 
message, which has brought an even 
greater  return.

He’s also still running ads in the 
Yellow Pages. “After analyzing the 
responses from our customers, we found 
that about 30% of our customers find  
us through the phone book, all though 
half of them were from Yellow Pages 
online mobile app.” While they’ve 
reduced their Yellow Pages ad purchase, 
there’s still enough of a return to 
maintain a presence there.

Of course, just like so many other 
shops have learned all around the U.S. 
and Canada, Chris and his team have 
discovered there’s no better way to 
build a reputation than to reinforce 

their presence in 
the community.

“Every year 
we do a 5k run 
for the Canadian 
Breast Cancer 
Foundation, called 
CIBC Run for the 
Cure,” says Chris. 
“Our team here in 
Moncton is called 
the ‘Boob Crew.’ 
The program was 
initiated by head 
office, as many of our franchisees have 
a close connection to the disease either 
through a family member or friend.”

This past year the Mister 
Transmission franchise raised $80,395 
to support the fight against breast 
cancer; something Chris is very proud 
of.

And while they didn’t get involved 
in the effort to market their shop, more 
than a few customers have mentioned it 
when they called or came in for repairs. 
“I’ve had people come up to me on the 
street, grab my hand, and thank me for 
my efforts,” says Chris. “And they tell 
me they hope we’re going to continue 
it.”

“It’s that touch from the women in 
the community that reached me; it isn’t 
about the marketing… it’s about the 
impact it has on my community.”

Not Just Chris
One thing Chris was adamant 

about: Mister Transmission, Moncton, 
isn’t just about him. He couldn’t have 

achieved his current level of success 
without the help of other people.

For one there’s his business partner 
and father-in-law, Gene Lewis. Gene 
brought a lot of management experience 
to the shop, and he’s been instrumental 
in building their outside sales program.

Then there are their employees:
•	  Rick Dikens, rebuilder
•	  Kirk Weaver, shop foreman and 

R&R technician
•	  Tyler LeBlanc, R&R and electrical 

technician
These are the people who Chris 

credits with making their shop a 
success. It’s a terrific attitude, and one 
that a lot of people can learn from. 
Here’s hoping that the future continues 
to look bright for Chris and all the other 
Mister Transmissions.

Chris Kennedy scanning the vehicle Gene Lewis and Tyler LeBlanc in the shop

Gene, Tyler, Chris, Rick and Rick's little car cutie, Roslyn!
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Before a customer decides to 
pick your transmission business 
to service their vehicle, chances 

are they are reading your online re-
views to see what others have to say 
about their experiences. Negative 
reviews are pretty much inevitable 
– especially in the automotive indus-
try – because, as the old saying goes: 
“You can’t please everyone.” Negative 
reviews present opportunities to both 
improve your business and show that 
although you realize you can’t please 
everyone, you will not stop trying to 
do so!

So, you get a negative review on 
Google, Yelp or another review site…
now what do you do? Responding to 
the review is important, but doing so 
in a tactful way can be an art. Here are 
our 4 top tips to help get you started.

1. KEEP YOUR COOL
Do not justify a negative review 

with an angry, accusatory response. 
No one enjoys getting a negative 
review, but responding in a diplomatic 
way is really important. Take a deep 
breath, gather any information you 
need to help you in your response, 
and then approach the situation with 
a calm, cool, and collected attitude. 
One of the worst things you can do 
is respond in a defensive way. Keep 
in mind that everyone can see your 
response, and they’re probably reading 
it. Show your potential customers that 
you will work tirelessly to make sure 
they have good experiences and that 
you value and can learn from your 
customers’ feedback.

2. BE TIMELY
Although you should make sure 

you have gathered and verified as 

much information about the situation 
as possible, every negative review does 
not require an indepth investigation. 
It is extremely important to respond 
to your reviews in a timely manner. 
Ignoring the review does not make 
it go away. In fact, ignoring the 
review can have a more negative 
impact on your business than if 
you’d handled it in the first place. 
You want your current and potential 
customers to know that you care 
about their concerns and that they are 
important enough to deserve your time 
and attention.

3. KEEP IT SHORT
You do not have to write a novel 

when responding to negative reviews. 
Keep in mind that people would 
rather read something concise than 
a long, detailed account of “what 
really happened.” In addition, when 
the response goes into too much 
detail, it is easy to come across 
as defensive. Acknowledge the 
customer’s complaint, outline the 
steps you’ve gone through to resolve 
the issue, and then offer to take the 
conversation offline if the customer 
has further concerns.

4. LEARN FROM THE 
REVIEW AND MOVE ON

Reviews – good and bad – are 
direct feedback from your customers, 
which means you should take what 
they say seriously and use them to 
help improve your business. Patterns 
in negative reviews can indicate 
something more serious you might 
need to deal with internally. Handle 
the concerns a customer raises in 
a review as thoroughly as possible, 
and then move on. Dwelling on the 

negative review is not going to make it 
go away, which is why responding to it 
in a constructive way is so important.

IN CONCLUSION…
The Internet has created so 

many great opportunities for your 
transmission business and for people 
looking for it, but it also has created 
exponentially more work for you as 
a business owner. Online reputation 
management is not something that can 
be taken lightly and should definitely 
not be ignored. Reviews can be 
extremely helpful to both potential 
customers and to you as a business 
owner, so make sure your responses 
will show people why they should 
choose your shop. Using these tips 
should help you to craft well thought 
out, constructive responses to negative 
reviews so your shop can continually 
improve and grow.

About the Author 
Jessica is a Social Media Special-

ist at Autoshop Solutions. When she's 
not engaging in social media, she is 
out exploring the world (or the nearest 
beach), singing and dancing her way 
through life. She's quick to jump in the 
car and drive anywhere, and always 
ready for an adventure! Autoshop 
Solutions, the leading digital market-
ing agency for the automotive industry, 
is the Official Social Media Sponsor 
of this year’s Powertrain Expo. Make 
sure to find Jessica and the Autoshop 
Solutions Team on the trade show 
floor! Booth # 322

by Jessica Lucas
Social Media Specialist

Top 4 Tips for 
Responding to 
Negative Reviews
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Sharpen Your Skills & Your Business Plan....

POWERTRAIN EXPO 2015
October 29 - November 1hosted by

  Rio All-Suite Hotel & Casino
3700 W Flamingo Rd

Las Vegas, NV 89103
(888) 746-6955

$119/night
Until September 27

Each suite offers more than 600 sq.ft. of spacious luxury and at a very special ATRA group 
rate! Reserve your room today! Rates will be available until the cut-off date of September 27.



7am-5pm Attendee Registration

8am-6pm Technical Seminars
The 948TE- Bill Brayton
Mass Air Flow Sensor Tips You Should Know - Dan Marinucci
Scoping Transmissions 2015 - Sean Boyle
Inside & Out of the U660...Solving the Mysteries - Mike Brown
Engine Diagnostics Part 1 - Scott Shotton

3pm-6pm Management Seminars
Generations - Bill Haas
What’s Working - Dennis Madden, Rodger Bland

6pm-7:30pm ATRA Welcome Reception

7am-5pm Attendee Registration

7am-8am ATRA Member Meeting

7:30am-5pm Technical Seminars
Diagnostic & Strategy for Repairs, Failures & Fixes of ZF Transmissions - Dirk Fuchs
Tips & Tricks from the Builders Bench - John Parmenter
Diagnose & Reprogram Transm Electro Hydraulic Control Modules (TEHCMs) - Dan Nagy

8am-12pm Management Seminars
Marketing Matters - Alex Goldfayn
Sell Value, Not Transmissions - Don Hutson

12pm-2pm ATRA Luncheon - sponsored by Raybestos

2pm-7pm Trade Show

4pm-6pm ATRA Chapter President’s Meeting

7pm-9pm Transtar Cocktail Reception

8am-5pm Attendee Registration

8:30am-2:30pm Technical Seminars
GM 6L80/90/45 and Ford 6R140 Product Concerns - Steve Garrett
Chrysler, Looking Into the Future - Alan McAvoy
All About the 8 Speeds - Mike Souza
All About the 8 Speeds - Mike Souza
TCRA Presentation - Ed Lee

9am-12pm Management Seminars
Become a Master - Jim Cathcart
Leadership Everyone Needs - Mark Sanborn

12pm-5pm Trade Show

3pm-4pm ATRA Longtimer’s Meeting

8am-12pm Management Seminars
Food For Thought - Scott Johnson
Life Happens - Maylan Newton

9am-11am Technical Seminars
Engine Diagnostics Part 2 - Eric Ziegler

9am-10:30am Technical Seminars
Reprogramming to the Fullest - Keith Clark

Thursday, October 29

Schedule At A Glance

Friday, October 30

Saturday, October 31

Sunday, November 1



Present

EDUCATING, MOTIVATING AND 
EMPOWERING AMERICANS 

TO EXPAND SKILLS & 
ENTREPRENEURSHIP!

Friday, October 30, 2015
12pm
ATRA Luncheon
sponsored by Raybestos

John Ratzenberger
Producer & Star of the Travel Channel’s “Made In America”

“Cliff” on Cheers
Voice of many Pixar characters

...and much more!



Registration Form 
October 29 - November 1, 2015 • Las Vegas, NV

Company Name                                            ATRA Account Number

Contact Person: (will receive all correspondence)

Address 

City  State   Zip

Country Email Address 

Area Code Phone No.  Fax No.

(           )                           (           )            

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

ADDITIONAL
TICKETS

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

CONFERENCES
(Includes Luncheon & Trade Show)

  Complete      
  Conference      Technical     Management  Trade Show       Lunch 

NAME _______________________________________________________________________________    

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

NAME _______________________________________________________________________________   

   Before Sept 1st      Sept. 1st - Oct. 9th ALL 
REGISTRATION FEES Qty Member Non Mem Member Non Mem ON-SITE SUBTOTAL

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

                                         TOTAL  $____________

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

Card Number ___________________________________________________ Expiration Date                                               Security Code

Print Name on Card __________________________________________________________  Signature __________________________________________

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

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

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

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

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other
TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other
TITLE:        Owner             Manager

                  Rebuilder        Diagnostician

                  Other

All cancellation requests made 
after 10/1/2015 are subject to a 

$50 cancellation fee.
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Luke Epstein Joins Stellar 
Automotive

S t e l l a r 
A u t o m o t i v e 
Group is proud 
to announce that 
Luke Epstein 
has joined their 
team as business 
development manager. Epstein joins 
Stellar during a planned expansion, 
where he will be working with their 
wholesale team while assisting in 
purchasing and product development.

Luke brings over 25 years of 
experience to his new role, most 
recently in sales management and 
purchasing at Slauson Transmission 
Parts.

Stellar Automotive Group President 
Justin Archer says, “Adding a 
professional of Luke’s caliber is a win 
for Stellar. He knows the parts business 
— both products and people. He 
understands the Stellar commitment 
to customer service. We look forward 
to working together to add products 
and innovative sales solutions to serve 
the many segments of the automotive 
aftermarket.”

For more information, visit Stellar 
on line at www.StellarGroupInc.com.

TransTec Introduces 
ZF Pump Cover Bolts

TransTec now offers pump cover 
bolt kit 4464, which includes the 
bolts and washers for ZF8HP45/55/70 
transmissions built since 2009.

This new bolt kit is in stock and 
available for immediate delivery.

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

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.

Roger Swenson, Sr.

 
February 23, 1937 – June 22, 2015

Roger Swenson, Sr., founder and 
owner of Teckpak-Fitzall, passed away 
on June 22, 2015 at the age of 78.

A longtime transmission rebuilder, 
Roger recognized the need for those 
annoying little pieces that often cost 
technicians time and money; what 
he liked to call “widgets.” He began 
developing these workaround kits and 
offering them for sale to an industry 
that was thrilled to receive them.

His company is probably best 
known for its line of adapter kits that 
allowed technicians to replace a newer, 
more troublesome transmission with 
older, more dependable units. These 
Fitzall kits became an industry standard 
for retrofitting 350s and 400s into cars 
that came equipped with 200s and 
700s, and they extended outside the 
transmission industry into the general 
repair market.

According to the Techpack-Fitzall 
web site, the company, now being 
operated by Roger’s son, Roger Jr., 
takes its cues from requests from the 
rebuilders throughout the industry. 
Roger’s daughter, Ronda Swenson; 
Ronda is responsible for marketing 
and sales.

Roger is survived by Eunice, his 
wife of 58 years, who was always active 
in the business and our industry, his 
four children, Roger Jr., Rene, Shelly, 
and Ronda, plus six grandchildren and 
three great grandchildren.

Roge r ’s  i nnova t i on  and 
determination has left a legacy that will 
live within our industry for years to 
come. The thoughts of the industry are 
with Roger’s family; he will be missed.

New Driveshafts 
from North American 
Powertrain Components

North American Powertrain 
Components offers a full line of 
driveshafts for domestic trucks. They 
now have the ability to build front 
driveshafts for a majority of domestic 
models, as well as custom build front 
and rear driveshafts upon order.

North American Powertrain is proud 
to be a supplier of brand new aluminum 
rear driveshafts for select GM models.

In addition, they’re stocked with a 
full line of u-joints, yokes, slip yokes, 
and all driveline parts necessary. Get 
top quality products from Canada’s 
largest powertrain remanufacturer. 

Call NAPC today at 1-866-456-
4498 for more information or visit them 
on line at napc.ca.

New AB60E/F Bushing Kits  
from Omega

Omega Machine is pleased to 
introduce a new bushing kit, P/N 
153500, for the AB60E/F 6-speed in 
these vehicles:

2008-14 Toyota Land Cruiser
2008-14 Toyota Sequoia
2007-14 Toyota Tundra
2009 Volvo RWD LX 570
2009-14 Lexus GX460
2012-14 Lexus LX
These kits are in stock at your 

favorite transmission parts distributor.
Omega Machine continues to 

provide bushings, bushing kits, 
and machine shop services for the 
automotive transmission industry. 
Stay up to date by subscribing to their 
newsletter, available from their web site 
at www.omegamachine.com.
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Mary Doyle Named 
EWC’s Outstanding 
Woman of the Year

Mary Doyle, wife of Ed Doyle, 
owner of A1 Transmissions in 
Kerrville, Texas, was named Executive 
Women’s Outstanding Woman of the 
Year by the Executive Women’s Club. 

This prestigious award is voted on 
by the entire club membership.

The Club is a gathering of women 
in the area who contribute their time 
to help the community. They recently 
donated $50,000 to the women’s center 
at the Peterson Regional Medical 
Center, to help remodel and renovate 
their mammogram suite. 

“The mammogram unit at the local 
hospital was in very poor condition,” 
explains Mary. “We wanted to make 
it a little more comfortable for the 
women who have to be there.”

Mary was also welcomed to her 
returning position as secretary for the 
Club at the meeting on May 20, which 
was held at the Kerrville Y.O. Ranch 
Hotel and Convention Center.

More proof that nothing beats 
community involvement for building 
a terrific reputation in your area. The 
entire ATRA Membership would like 
to thank Mary for her efforts and 
congratulate her for her award.

AMSOIL Expands 
European Line with 0W-40 
Synthetic Motor Oil

AMSOIL INC. has 
expanded its European 
car formula line to 
include AMSOIL 
E u r o p e a n  C a r 
Formula 0W-40 
f u l l - S A P S 
synthetic motor 
oil. This full-SAPS 
0W-40 viscosity 
f o r  E u r o p e a n 
appl ica t ions  i s 
engineered to deliver 
maximum protection and performance 
while improving fuel economy.

AMSOIL European car formula 
0W-40 features the same premium 
synthetic formulation as their 5W-40 
and is recommended for the same 
applications. It’s designed for motorists 
in search of lower viscosity motor oil. 
AMSOIL European car formula 0W-40 
provides the additional cold-weather 
advantages of 0W synthetic motor 
oil while keeping engines clean and 
operating at peak performance.

AMSOIL European car formula 
synthetic motor oils are specially 
formulated to provide outstanding 
protection and performance for 
European gasoline and diesel cars 
and light trucks. Blended with 
advanced AMSOIL synthetic base 
stocks, premium additives and broad 
viscosity ratings, European car formula 
allows motorists to take advantage 
of the maximum extended drain 
intervals recommended by European 
automakers.

AMSOIL has been the recognized 
leader in synthetic lubrication since 
1972. For more information about 
AMSOIL synthetic lubricants and 
performance products contact your 
nearest AMSOIL distributor, call 
AMSOIL at (715) 392-7101 or 1-800-
777-8491, or visit them on line at www.
amsoil.com.

ATI Introduces New 
T400 Small Parts

Don't let a 40-year-old small part 
ruin your new racing transmission! 
ATI now offers new, hard-to-find small 

parts for your next T400 transmission 
build. These all-new parts include:

• T400 Park Pawl 
P/N 407810

• T400 Pawl Pin and Clip 
P/N 405742

• T400 Modulator Plug Clamp 
P/N 970211

• T400 Rooster Comb Kit 
P/N 402110

• T400 Park Actuator Rod 
P/N 402113

• T400 Park Pawl Guide Plate 
P/N 402114

• T400 Shift Shaft Kit 
P/N 402100
These new parts will save you 

from having to reuse or look for these 
commonly worn out parts in your 
performance T400 builds. All parts are 
exact or better OE style replacements 
and will work with OE mating parts 
and competition-type shifters with no 
modifications to the case.

ATI Performance Products, 
Inc. is located in Baltimore, MD, 
and specializes in producing and 
maintaining high performance products 
for street and strip applications. 

For more, visit ATI on line at www.
ATIracing.com, or call 866-203-5094.

Kobalt Toolbox Giveaway 
from A & Reds and Transtec

A & Reds Transmission Parts and 
Transtec are teaming up to give away 
a Kobalt toolbox. The toolbox will be 
given away on Oct 24th at A & Red’s 
show in Wichita. 

For details, call your A & Reds rep 
and see their ad in GEARS.
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Magnum Gaskets by MSI 
Wins Jasper Service Award.

Bannockburn, IL. Jasper Engines 
& Transmissions presented its 2015 
Service Award to Modern Silicone 
Technologies Inc. (MSI) at their recent 
supplier conference. Winners were 
determined in a joint nominating effort 
between members of Jasper’s sourcing 
and buying staff members. Key 
considerations for receiving the award 
include: a “can do” attitude, a sense 
of urgency, timely responses, prompt 
problem resolution and a high level of 
expertise.

“We are thrilled to be recognized 
for our commitment to quality 
and unsurpassed service by one of 
America’s leading production engine 
remanufacturers,” said Alex Grunfeld, 
Magnum Gaskets’ President. “We look 
forward to supplying even more of our 
world-class gaskets and seals to Jasper 
and others as we greatly expand our 
Magnum Gasket product line.”

MSI’s rapid expansion includes 
entirely new product categories for 
the Magnum Gaskets brand, including 
full sets, timing cover sets and rear 
main bearing seal sets, plus individual 
miscellaneous gaskets in poly bags. 
You will also see greatly enhanced 
coverage in head gaskets and head sets 
as well as more depth of domestic and 
import coverage in all categories.

The Magnum Gaskets brand was 
launched in 2012 by Modern Silicone 
Technologies (MSI), America’s leading 
contract manufacturer of high-tech 
molded gaskets for major aftermarket 
brands and OEM for over twenty years.  
For more information, visit www.
magnumgaskets.com or call 847-580-
6110.

FluidLogic Test & Control 
Introduces S+VBT Advanced  
Solenoid and VB Tester

In a cooperative effort, BlueReach 
Automation & Control and Mackie 
Automatic Transmission have joined 
forces to create Fluidlogic Test & 
Control LTD. And that joint effort has 
created their new solenoid and valve 
body tester.

One of the most problematic areas 
of transmission rebuilds today is the 
valve body and solenoid assembly. 
Even the tiniest leak or sticking valve 
can create havoc with your complex 
rebuilds.

The Fluidlogic Solenoid and Valve 
Body tester can help you put an end 
to all those problems. And because 
the system was originally designed for 
in-house use, no expense was spared in 
its design and manufacture.

Designed from the ground up, the 
system incorporates technology that 
isn’t available to other equipment 
manufacturers and offers an OEM 
specification level of test and control 
on an industrial grade platform.

Software enhancements include 
real time data acquisition and self-
learning algorithms, which ensure 
constant, automated control of system 
parameters such as pressure and 
temperature. Embedded field bus 
protocols provide maximum coverage 
for today’s systems, and those in the 
future.

The company has been set up 
to offer this innovative and ground 
breaking technology to the industry 
with an emphasis on creating a better, 

more professional level of test and 
control within the aftermarket. We 
strongly believe that the industry will 
benefit from this innovative line of 
equipment and a continuation of expert 
support.

For more, visit www.fluidlogic.co, 
call 011 44 845-519-5571, or email 
info@fluidlogic.co.

ATI introduces its all-new 
10% Overdriven Super 
Damper

(Part # 918485) for the 2015+ 
HEMI Hellcat 6.2L Supercharged 
engine. The new 8.9” diameter, 2024 
Billet Aluminum-shell damper with 
a steel hub, increases boost by 3 psi 
and with custom tuning has yielded 
60 more HP at the rear tires using 93 
octane pump gas, and even more on 
E85. The ATI Super Damper is better 
capable of handling a wider variety of 
driving habits that Hellcat owners will 
put their new cars through, especially 
with the added HP! OEM dampers are 
optimally tuned to a narrow band of 
perceived normal driving conditions 
and do not perform well outside of 
those limits. The ATI Super Damper 
can handle any engine speeds and 
driving conditions that get thrown at 
it to better protect your engine. ATI 
Super Dampers provide balanced 
dampening of torsional crankshaft 
vibrations through all RPM ranges and 
exceed SFI 18.1 Safety Certification 
for competition use.

ATI Performance Products, 
Inc. is located in Baltimore, MD, 
and specializes in producing and 
maintaining high performance products 
for street and strip applications. Over 
the years ATI has earned a reputation 
for its cutting edge technology, 
attention to detail, and rigorous testing 
under race conditions.
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Adapt-A-Case Releases 
Reverse Drum Tool

The new, 6L80 3-5-Rev Drum 
Tool, part#-T47781AC, is used for the 
removal and installation of the 1-2-3-
4/3-5 reverse drum in A 6L50, 6L80 
and 6L90. This large drum is very 
difficult to handle without the use of 
our specialty clamp. It’s a real time 
saver.

Visit www.adaptacase.com or call  
616-331-0000 for more information.

Kukui’s Todd Westerlund  
and Mike Giblin 
at NACE/CARS 2015 

Kukui Corporation CEO Todd 
Westerlund and President of U.S. 
Operations Mike Giblin will share 
their marketing and sales knowledge 
with attendees of this year’s NACE/
CARS Expo and Conference. Held 
in Detroit from July 21-25, 2015, 
the International Autobody Congress 
& Exposition (NACE) and the 
Congress of Automotive Repair and 
Service (CARS) are the premier events 
dedicated to the automotive service and 
repair industries.

Westerlund will speak at 10am 
on July 22nd as part of the panel, 
Alternative Revenue Streams, which 
will explore new revenue opportunities 
that make use of a shop’s existing 
staff and resources. At 1pm on the 
22nd, Giblin will present the seminar, 
Generation Why, offering strategies to 
help shop owners better market to the 
millennial generation.

Westerlund and Giblin both have 
experience working inside shops. 
Westerlund served as an ASE Certified 
Smog Technician and Giblin managed 
his family’s service station for 25 years.

Through its revolutionary software 

platform, Kukui is able to accommodate 
all of a service shop’s marketing needs, 
from web site development to social 
media support to direct mail fulfillment. 
The company’s product suite includes 
smart web pages that are optimized 
to boost sales conversion rates, a 
simple-to-use Content Management 
System, and customer retention tools 
such as email service reminders. The 
platform also offers detailed analytics 
to help shop owners determine which 
marketing channels are generating the 
most business.

For more information about Kukui, 
visit www.kukui.com.

New Torque Converter 
Stator Cap 
from Tri Component

Tri Component announces 
development of torque converter stator 
cap, part number SW-4-19A, applicable 
to Chrysler 310mm, 47H, 48RE, 
68RFE, A618 and Borg Warner 310mm 
lockup. The stator cap incorporates all 
prior OEM features, including four 
cavities to accommodate the bronze 
washer TW-3-3 for use in extreme 
applications such as Cummins Diesel.

Visit www.tricomponent.com for 
more information.

Alto Introduces Frictions 
and Steels for Ford 6R140

Alto Products Corp now offers a 
high-performance friction-and-steel 
kit for the Ford 6R140 transmission. 
These new kits include overdrive, 
intermediate, and direct clutch 

Powerpacks made with Alto’s new G3 
diesel performance friction material.

The new Ford 6R140 kit, Alto 
P/N 206750APWR, is in stock and 
available for immediate delivery.

For more information on these 
clutches and other Alto products, view 
their catalog at www.altousa.com.

New T56 component parts 
for Ford and Camaro from 
Cascade Component Parts

Cascade Component Parts proudly 
announces the addition of T56 
component parts fitting Camaro and 
Ford applications to their growing 
inventory of quality aftermarket 
products.

CCP is dedicated to supplying 
a complete line of bearing kits 
and component parts for manual 
transmission, transfer case and 
differential.  They also stock 
remanufactured units. They have 
become a recognized name in the 
industry by focusing on quality, 
knowledge and service. 

For more information on 
aftermarket T56 parts, or on Cascade 
Component Parts in general, please call 
us at 855-972-2230.
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Call Sales Rep. For Info
Wichita, Kansas 1-800-835-1007
Kansas City, MO 1-866-780-7337

Sioux Falls, SD 1-888-215-3639

A & Reds 
Tool Box Contest

 

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

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

*OE & Remanufactured

 

Solenoid CORES
CASH for 

ECM  TCM  PCM  BCM
Foreign & Domestic

AUTOCOMP

One Year Warranty

Computer Module Specialist

A/C COMPRESSORS
A/C PARTS

A/C Parts Specialist

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

Accept Major Credit Cards 

Technologies, Inc.

8515 North Freeway, Houston, TX 77037

COMPUTERS

888-217-4072

COMPUTERS
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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.

• 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!

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

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
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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

 

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 

Custom Built to
Your Truck’s Specifi cations!
DODGE CUMMINS

Dyno Tested & Developed on Our In-House
2400 lb. ft. Chassis & 500 HP Trans Dynos

563-778-2719
To view our equipment go to www.goerend.com

Over 35 Years in the Transmission Business

Trans Pans, Billet Flex Plates,
Torque Converters & Valve Bodies.
Triple Disc Torque Converters have
Limited Lifetime Warranty!
Allison Torque Converters and
Trans Pans Also Available!

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

* 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

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325
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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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Must have good computer skills, good 
work history and good communication 
skills. Pay D.O.E. Benefits package. 
PORTLAND TORQUE PRODUCTS, 
Portland, Oregon. (800) 640-0970 or 
dave@portlandtorque.com. ATRA Mbr

HELP WANTED: Looking for a motivated, 
punctual mechanic and or transmission 
rebuilder. Must be available to work 
Monday - Friday 8am - 5pm, have own 
hand tools, speak English and most 
importantly follow directions. Preferred 
experience removing and installing 
transmissions front and rear wheel drive. 
Not required but preferred! Reading 
and comprehension necessary. Pay is 
good, weekends and holidays off. Great 
opportunity for the right person with a 
positive attitude and strong work ethic. 
Call or text Steve at 805-896-2939 or 
trans58.sp@gmail.com. ATRA Mbr

HELP WANTED: Automatic Transmission 
installer or builder for highly professional 
shop in Waynesville, N.C., gateway to 
the Great Smokies. Experienced in front 
and rear wheel drive vehicles. Great 
hunting, fishing, hiking, motorcycle 
riding and the list goes on. If you want 
an opportunity to live and work in a 
gorgeous setting away from the “rat race” 
then this could be the opportunity you 
are looking for. Five day work week. 
Clean, professional shop and a family like 
atmosphere. Call (828) 456-5753 Mon - 
Fri. 8:00 am to 5:00 pm or email us at:  
advancedtransmis@bellsouth.net.                       
ATRA Mbr

EQUIPMENT FOR SALE: Torque 
Converter Rebuilding Equipment and 
Cores for sale. Owner retiring after 25 
years in business. Selling all equipment 
to build 1-50 converters a day. All torque 
converters approximate. 4,000. Over 
$10,000 in new converter parts. Plus 
tooling, gauges, benches, cabinets and 
shelving. Asking $150,000 OBO for 
everything. Email stkassm@aol.com.

HELP WANTED: Automatic transmission 
builder and Standard transmission 
builder required for a well-established 
remanufacturing facility in Edmonton, 
AB. Work days from 8-5, five days a 
week. Busy, clean and professional work 
atmosphere.  Modern facility with the 
latest equipment.  Excellent pay structure 
and benefits.  Prior experience required. 
Must be able to comprehend technical 
manuals and use specialty tooling. If you 
have a pride of workmanship and a desire 
to do quality work email your application 
to todd.crane@napc.ca. ATRA Mbr

HELP WANTED: Busy Central Coast 
transmission/Automotive shop looking 
for a highly experienced transmission 
technician/ rebuilder. Must have at least 
10 yrs. experience in building foreign 
and domestic transmissions. Good hours 
and top pay. No phone calls please!! 
Please Email you resume to garstrans@ 
gmail.com. ATRA Mbr

HELP WANTED: Shop in beautiful Salem 
OR is looking for full time rebuilder/
diagnostician. Must be able to build both 
automatic and manual transmissions 

foreign and domestic models. Top salary 
for the right candidate. Call 503 586-
0061 or email your resume to service@
cherrycitytrans.net. ATRA Mbr

HELP WANTED: Busy Western Colorado 
transmission shop is looking for an 
experienced, professional diagnostic 
technician to join our team.  10 years 
minimum transmission experience 
preferred.  Must be well versed in 
computer diagnostics and electronics. 
Competitive pay, 5-day workweek.  
E-mail resume to bakerstransmission@
gmail.com, Bakers Transmission Service, 
LLC www.bakerstransmission.com  
(970)-245-6640.  ATRA Mbr

HELP WANTED: Veteran R&R and 
diagnostic technician needed for a busy 
well established transmission shop in 
Yukon, Oklahoma, a great town just 
outside Oklahoma City.  Motivation and 
experience needed, with own tools.  Mon 
– Fri 8:00 a.m. to 5:00 p.m. with salary.  
Please contact Brian at (405) 350-6600. 
References will be required. ATRA Mbr

HELP WANTED: Transmission Installer 
Needed (or Rebuilder/Installer) for well 
established & busy shop in Rochester, 
NY.  Candidates must be experienced & 
have own tools.  5 day work week.  Call 
(585) 414-8777 or email atranswartz@
aol.com for consideration. ATRA Mbr

HELP WANTED: TRANSMISSION TEST 
TECHNICIAN - Experienced testing all 
types of automatic transmissions using 
Superflow and other dyno test machines. 

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).

August  2015

GEARSGEARS
THIS COULD 

BE 
YOUR AD!

call 
(805) 604-2000 
and find out how!

FOR THE TRANSMISSION REBUILDING INDUSTRY

800-443-8135
jptransmission.com

HARD PARTS
& CORES

For all makes & models,
foreign and domestic

SAME DAY SHIPPING

DALLAS, TX

Space For Sale!

www.gearsmagazine.com

805-604-2023

$325

1classfd815.indd   70 7/28/15   10:11 AM



 GEARS   August  2015 71

Name    _____________________________________ Phone _______________________________

Address______________________________ City ________________ State ______ Zip __________

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

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

XSubscribe Today!
Grab Your GEARS Now!

Aug 8 - Albuquerque, NM Aug 15 - Portland, OR

Aug 22 - Atlanta, GA Aug 29 - Anaheim, CA Sept 12 - Billings, MT

Sept 19 - Chicago, IL Sept 26 - Newark, NJ Nov 7 - Baltimore, MD

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

HELP WANTED: Now Hiring - Transmission Rebuilder with 7 
plus year’s recent experience is needed for a full time position in 
Colorado Springs. We are looking for a professional builder that 
is detailed oriented and is willing to follow company guidelines 
to insure business standards. Hours Monday through Friday. 
Will help relocate. Full benefits available to qualified technician. 
Please send resume, references, and salary requirements to: 
hiringmanager1963@gmail.com.   ATRA Mbr

HELP WANTED: NATIONAL EMPLOYMENT HEADQUARTERS 
FOR THE TRANSMISSION  INDUSTRY.  Fast, Easy and Free 
service to industry employees! Low cost and an easy way to 
recruit nationwide for shop owners!  Serving the transmission 
industry since 1997. Visit our website at: www.transteam.com  
or call us toll free at: (888) 859-0994.
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TransTec By CORTECO ������������������������������������������������������������������ 15
www�transtec�com

Whatever It Takes Transmission Parts, Inc� ������������������������������������ 29
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20
15

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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