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Smart-Tech® High Capacity 
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• Longer direct (front) clutch hub
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THE BEST TECHNICAL SUPPORT 
As anyone in the transmission industry knows, this business 
isn’t getting any easier or less sophisticated. NATPRO invests 
technical resource dollars into industry veterans like John 
Landry and Bob Bodossian to head up product development 
and train and assist the sales and customer service staff with 
day-to-day issues. 

Both Landry and Bodossian started their careers at the shop 
level and have over 70 years of combined experience. Their 
type of expertise with transmissions was desperately needed at 
the supplier level to head up research and development, qualify 
and approve the product line, as well as answering the numerous 
product related questions generated from the field and sales 
staff.

Because both began 
their early careers 
at the shop level, 
they have a unique 
understanding of 
the inner workings 
of the transmission 
shop, they can 
“talk the talk” and 
comprehend the 
most pressing issues 

facing builders today.

“At a time when other companies are gutting their technical 
departments, we are increasing ours.” explains Technical 
Director John Landry. “How can you prepare for the future 
without a strong technical department? How do you answer 
your customers’ questions today?” 

GEARING UP FOR 
ANOTHER 42 YEARS...

THE BEST FOR THE BEST
When Leo Frumkin first opened the doors at National 
Transmission Products, he had but one goal in mind: make 
it to year two. To get there, Frumkin knew he would have 
to offer the highest quality products, provide unparalleled 
customer service and employ those that shared his vision. 

Since Frumkin’s retirement in May of 2014, President 
David Jerome continues the NATPRO quality legacy with 
the same fervor as his predecessor. “We are aware of the 

core values 
that got us 
here. That’s 
in our blood.” 
says Jerome, 
the 32 year 
v e t e r a n . 
“Are we the 
c o m p a n y 
we want to 
be going 
forward? Are 

we taking 
full advantage of all of the technological advancements 
to provide more value to our customers? These are the 
questions that inspire and motivate us looking toward the 
next 42 years.”

National Transmission Products, known by its acronym, 
NATPRO, has been a longtime industry leader and 
successful transmission parts wholesale distributor for 
more than four decades. The Best for the Best is what 
founder, Leo Frumkin, first imagined when he started 
NATPRO in 1973 and exactly what Jerome has in store 
for its future.  

Be sure to read our Feature Story, 
NATPRO — 

Gearing Up For Another 42 Years
on page 24.

(Paid Advertisement)

Preview

Preview

Preview

Preview
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FROM THE TECH DIRECTOR

During the course of my day, 
I get to speak with a lot of 
shop owners and technicians 

from all around the country. And the 
one thing I hear from them, no matter 
where they are, is that they can’t seem 
to find qualified technicians.

In fact, they can’t even find young 
people who are versed in the most 
basic technical skills, to where they’d 
be qualified to start teaching them 
about fixing today’s cars.

There are a lot of reasons for this. 
In fact, this year’s keynote speaker 
at Expo, John Ratzenberger — you 
remember him as Cliff from the TV 
show Cheers — will be talking about 
this very situation. Check the article 
on page 44 to get a taste of what John 
will be sharing at Expo.

Turns out it isn’t just auto techni-
cians; we’re running into difficulty 
finding skilled laborers for every 
market segment. And the situation is 
only getting worse.

Fortunately, here at ATRA, we’re 
used to dealing with issues that seem 
insurmountable. We’ve spent the last 
year or so considering ways we can 
meet this new challenge, which got 
me thinking about how I got into 
this business.

Like so many others who fix 
cars for a living, I got my start 
with an internship at a local gas 
station. I worked eight hours a week 
pumping gas.

And of course they worked on 
cars there, so when I wasn’t pumping 
gas, I could watch the mechanics and 
learn some of the basic skills that’d 
I’d come to count on later in life. My 
mentor was a guy named Harvey, and 
he taught me about customer service 
and light repair work.

After graduating, I got a job there 
as a full time pump jockey and part-
time mechanic. Changing oil, rotating 
tires… that sort of thing. It wasn’t 
much but it was a start.

Later I got a job with a local 
Ford dealership. The job required 
me to drive customers home, empty 
trashcans… they called it being 
a “lot lizard,” and it was hardly a 
glamorous beginning.

What made it worthwhile was 
Don Kwast. Don took me under his 
wing and mentored me. He walked 
me through my first diesel engine 
rebuild, and he didn’t kill me when I 
accidentally tossed a rag containing 
valve body parts from an A4LD, and 
scattered them all over the floor.

He let me borrow tools when I 
needed them and encouraged me to 
buy my own when I started making 
a few bucks. And, maybe most 
important, he gave me the confidence 
to fix anything I got my hands on. 

I doubt whether I’d be here 
today without Don’s supervision and 
encouragement: It was a formula 
that worked.

Which got me thinking: What 
if we could duplicate that type of 
relationship? Set up an internship 
program between today’s young people 
and guys like you who have so much 
to offer?

With that in mind, I wrote to 70 
college and high school instructors 
who have relationships with ATRA. 
I asked about creating an internship 
program between their students and 
ATRA Member shops. The answer 
was overwhelming: They’re on board!

An internship is a win-win for 
you and the student. The student gains 
valuable experience in real-world 

conditions. You get to help shape 
the next generation of automotive 
technicians.

And who knows? Maybe you’ll 
meet someone who’s so exceptional, so 
dedicated to a future in this industry, 
that you’ll want to hire him — or her. 
Your relationship as a mentor will give 
you first crack at this extraordinary 
hire, before anyone else.

If this sounds good to you then I 
encourage you to seek out your local 
schools and offer to help them. If 
you would like ATRA to help you 
in the process, please contact me at 
lwiggins@atra.com, or call me at 
1-805-604-2034. 

In the meantime ATRA will 
continue to work hard to fashion a 
program that will work with ATRA 
shops and your local schools. 

This is your opportunity to have a 
significant impact on the future of your 
business… and your industry. And it’s 
a chance to make a difference in the 
life of someone who’s looking for a 
career in auto repair. 

So don’t wait: If you’re ready 
to step up and help create a better 
tomorrow, become a mentor today!

by Lance Wiggins
members.atra.com

Looking for a Future?
BECOME A MENTOR!
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THE WORD ON THE STREET

by Mike Souza
members.atra.com

Figure 1
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The factory measurement 
procedures for clutch 
clearance can be quite 

different on some of the newer 
transmissions than what you’re 
used to. We’re going to look at 
methods for checking clutch 
clearances on several of these 
units that are different from 
procedures recommended by 
the manufacturer.

The manufacturer’s proce-
dure for several transmissions, 
such as the 8L90, ZF8HP, and 
A6LF1, is to compress the clutch 
assembly before measuring the 
clutch clearance. This is crucial 
with clutch assemblies that have 
waved clutches or a beveled or 
waved cushion steel plate. All 
these procedures require special 
tools that you can probably come 
up with from the aftermarket or 
make on your own.  

For the ZF8HP (figure 1), 
the factory requires compressing 

Clutch 
Clearance 
Under Pressure
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Figure 2

Figure 3
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the clutch assembly at 45 pounds 
(about 20 kg). Then you can check 
the clutch clearance and adjust it 
to specifications.

The A6LF1 series requires 
the underdrive, overdrive, and 
3-5-reverse clutch assemblies be 
compressed at about 36 pounds 
(about 16 kg). You could almost 
apply that much pressure with 
your hand, but it wouldn’t be 
accurate according to the manu-
facturer. These clutch assemblies 
don’t even have waved plates.

The procedure for the 2/6 
and low/reverse brake clutch 
assemblies with waved plates 
(figure 2) is to completely 
compress the 2/6 clutch assembly 
with 2894 pounds (1310 kg)  and 
the low/reverse brake clutch with 
2532 pounds (1150 kg). You could 
do this on the bench and subtract 
the height of the clutch assembly 
from the measurement in the case 
(figure 3).

1mikesouza915.indd   5 8/25/15   9:53 AM



Figure 4

Figure 5

Clutch Clearance Under Pressure
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The method GM recommends 
for the 8L90 (figure 4) requires 
compressing the clutch assembly to 
80 pounds (36 kg) and measuring 
the clearance using the tools shown 
(figure 5). 

Obviously some of the factory 
procedures don’t completely flatten 
the cushion plate before having 
you take the clutch clearance 
measurement. On the other hand, 
with the A6LF1 series, the waved 

plate should be pretty well flat; 
same thing with the 8L90.

The ZF8HP series will be 
another issue: 45 pounds (about 
20 kg) won’t completely flatten 
the waved plate, even though the 
plate is extremely thin. In addition, 
the clutch material, even on flat 
frictions, will compress slightly, 
and there will be a difference 
between the compression in factory 
and aftermarket clutches.

1mikesouza915.indd   6 8/25/15   9:54 AM
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Figure 6

Clutch Clearance Under Pressure

8   GEARS   September  2015

So here’s a technique I came up 
with for checking the A6LF1 2/6 clutch 
assembly:
• Measure the thickness of the waved 

plate.
• Stack the clutches and leave the wave 

plate out. 
• With an H-gauge, adjust the gauge bar 

to the top of the clutch assembly. 

• Flip the H-gauge over onto the apply 
piston and take a measurement.

• Subtract the thickness of the waved 
plate — that’s your clearance (figure 6).

This method works much easier and 
quicker than the factory procedure. 

IMPORTANT: Remember to 
reinstall the waved plate before installing 
the clutch assembly.

1mikesouza915.indd   8 8/25/15   9:54 AM
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Figure 8

Figure 7

Clutch Clearance Under Pressure
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To verify the accuracy of 
this test, I checked the ZF8HP 
E-clutch using the factory 
procedure (figure 7). I compressed 
the ZF8HP E-clutch to factory 
specifications and measured the 
clearance. There was 0.002” (0.05 
mm) clearance.

Next, I rechecked the clear-
ance using my technique of 
removing the wave plate and 
subtracting the thickness of the 
plate. That time I came up with 
0.0025”, (0.06 mm) or just five ten 
thousandths of an inch (one hun-
dredth of a millimeter) more clear-
ance! Not a lot of difference (fig-
ure 8).

The clearance specification 
for the E-clutch is between 
0.0637” (1.62 mm) to 0.0781” (2.0 
mm), which is 0.0144” (about 0.38 
mm) total clearance. 

The difference isn’t even as 
much as you’ll see between OE 
and aftermarket clutches. The 
alternative method will work fine 
in both situations; for best results, 
always adjust the clearance closer 
to the minimum specification. 

And whatever you do, don’t 
get depressed under pressure 
— there’s always an alternative 
measure. See you at Expo!

Keep up with Mike Souza as 
he covers the new GM 8L90 
8-Speed Transmission found 
in the 2015 and later model 

Corvette in 
"It's All About the 8-Speeds" 

at this year's Powertrain 
Expo in Las Vegas.

For more information visit 
powertrainexpo.com

1mikesouza915.indd   10 8/25/15   9:55 AM



Helpful how-to videos
Our website puts a wealth of valuable information at your fingertips, including continually
updated how-to video seminars featuring renowned transmission expert John Parmenter. 
A transmission shop owner and prominent industry authority, John presents helpful 
solutions to many of today’s most prevalent and pressing transmission repair problems 
with new videos being added every few months. 

The answers you seek
Who can you turn to in times of trouble? Our website’s Question &Answer Forum, of
course. There you can get the answers you need from leading experts. The kind that can 
save you a lot of time, money and headaches. You can also sign up for our “Problem Solver” 
e-mails that will give you more helpful tips on transmission repair.

Our complete catalog
Whatever make, model or year transmission you’re working on, we’ve got the best parts 
and kits to fix it. All cross-checked against the latest OEM specs (with changes noted and
made). All OE quality or better. And all guaranteed to work. Plus, our huge inventory and 
state-of-the-art warehousing capabilities virtually assure immediate delivery. So go ahead. 
Take our website for a test-drive and feel the awesome power it can put in your hands.

Precision International’s “state-of-the-part,” interactive website, www.transmissionkits.com, is like having one of the world’s
foremost transmission repair experts working by your side. You’ve got questions? It has answers. You have installation problems?
It has solutions. Need a part or kit pronto? Look it up. All you have to do is click.

www.transmissionkits.com

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

The Problem Solvers.

There’s no faster way to get transmission repair solutions.

Introducing Precision International’s 
KIT FINDER app.

For Apple
devices, scan
this QR code.

For Android
devices, scan
this QR code.

Precision International September 2015.indd   1 8/26/15   8:07 AM
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by Scott Shotton
The DriveabiliTy Guys

Engine issues can definitely affect 
transmission performance, but 
transmission issues don’t usually 

affect engine performance. That’s a 
broad statement, but it’s generally true.

For example, a slipping clutch 
won’t affect the amount of fuel that 
needs to be injected into the engine at 
that moment. On the other hand, a faulty 
mass airflow sensor will affect engine 
operation as well as transmission shift 
points. So, to diagnose a transmission 
issue accurately, first you’ll need to 
check the engine and its management 
system.

Let’s try to lay out a plan of engine-
related items that you can check easily 
before focusing on the transmission. 
A quick glance with a scan tool and 
a little research may be all you need 
to differentiate an engine management 
issue from a transmission issue.

Engine or Transmission Part I: 

T r i m  D o w n 
the Possibilities

Figure 1
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First, and probably obvious to 
most, is to check for DTCs. This may 
seem like a no brainer, but it’s a step 
that’s often overlooked. Remember, 
checking for transmission codes isn’t 
your only concern: Engine-related 
codes can affect transmission operation, 
directly or indirectly.

Input and output shaft speed sensors 
often set a code and the transmission 
shifting implications are obvious. But an 
engine coolant temperature sensor fault 
that’s disabling torque converter clutch 
operation can be easily overlooked. 

Second, review live data on a scan 
tool. Ideally you should check the data 
while the complaint occurs. The most 
valuable information resides in the fuel 
trim numbers. Fuel trim numbers are 
numerical values that equate to the 
amount of fuel required to maintain a 
stoichiometric air/fuel ratio, based on 
programmed parameters.

If an engine and its management 
system are functioning correctly, fuel 
trim values will be near zero. If an 
engine is running lean, fuel trim values 
would be positive, indicating the PCM 
is injecting more fuel. If an engine were 
to run rich, fuel trim numbers would 
be negative, indicating the PCM is 
injecting less fuel.

As a rule, a good fuel trim number 
should be plus or minus 5%; plus 
or minus 10% is acceptable. These 

ballpark numbers may be up for 
discussion in some circles, but they’re 
usable for diagnostic purposes.

When observing fuel trim numbers, 
you’ll need to do some math, because 
the fuel trim numbers probably aren’t 
included in the data list. Fuel trim 
numbers are reported by the scan tool 
as long term and short term fuel trim. In 
addition, there may be bank 1 and bank 
2 values, depending on the application.  

Short term fuel trim is the fuel 
correction that’s happening right now. 
Which means, if the short term fuel 
trim number is +13%, the PCM is 
adding 13% more fuel than it was 
initially programmed to deliver to 
achieve the stoichiometric air/fuel ratio. 
This number changes constantly while 

the vehicle is operating in closed loop. 
Long term fuel trim numbers are 

the learned value stored in the PCM’s 
memory. This number represents a 
correction that’s been executed long 
enough that the PCM decided to learn 
the value. Long term fuel trim numbers 
won’t fluctuate nearly as much as the 
short term fuel trim numbers.

Total fuel trim, which isn’t usually 
displayed on a scan tool, is the total 
fuel correction: the sum you get by 
adding the short and long term fuel 
trim numbers together. Total fuel trim, 
or total correction, is the value that 
technicians need to focus on most, 
because it provides an accurate 
representation of what’s happening in 
the fuel system.

Engine or Transmission Part I: Trim Down the Possibilities

Figure 2

Figure 3
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Transmission types: 
BMW ZF type 3HP / 4HP / 5HP / 6HP / 8HP
BMW GM type 4L30-E / 5L40-E / 6L45 
Mercedes type 722.1 / 2 / 3 / 4 / 5 / 6 / 9 and 725.0

Transmission types: 
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Check out our referral program at www.peius.comCheck out our referral program at www.peius.com

              offers a complete line of remanufactured BMW and 
Mercedes-Benz transmissions, assembled with quality 
craftsmanship to match or exceed factory standards. PEI’s 
in-house built and engineered dyno is capable of
simulating all possible road conditions, giving the
opportunity to test all transmissions to their maximum 
RPM and torque load specifications with 36 months
unlimited warranty, Precision European Inc. offers the 
longest warranty in the industry.
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To illustrate this, let’s look at a 
vehicle that’s broken but not setting 

any diagnostic trouble codes (Figure 
1). On bank one in this example, short 
term fuel trim is –8.5% and long term 
fuel trim is 1.6%. These numbers yield 
a –6.9% total trim, or the PCM is 
injecting 6.9% less fuel than it was 
programmed to given current engine 
operating conditions.

The math for bank 2 yields a +30.6 
total correction. Bank 2 total correction 
is outside acceptable ranges and needs 
to be addressed before approaching the 
transmission issue.

Third, a technical service bulletin 
search is in order. Using the information 
you gathered to this point (DTCs, 
customer complaint, test drive, live data, 
and calibration numbers) you should 
perform a thorough TSB search. TSBs 
won’t always provide a fix, but can 
often save valuable diagnostic time by 
alerting you to potential pattern failures 
or calibration updates. Performing this 
step early is critical for efficient use of 
time and proper diagnosis.

Remember: TSBs aren’t a silver 
bullet for diagnosis. It’s still your job to 
prove the actual fault.

Here’s an example: A 2006 Ford 
comes in with a customer complaint of 
a shift flare between 2nd and 3rd. The 
transmission fluid is full and clean, and 
there are no DTCs in memory. Vehicle 
scan data yields acceptable values.

A TSB search confirms that a newer 
calibration is available to potentially 
correct the issue. The calibration 
number in the PCM confirms it has 
the earlier calibration (Figure 2). 
Updating the calibration corrects the 
shift complaint.

So far we’ve covered three 
relatively quick checks you can perform 
to help technicians differentiate an 

engine from a transmission issue. The 
opening statement said: “Engine issues 
can definitely affect transmission 
performance, but transmission 
issues don’t usually affect engine 
performance.” This statement is true 
but, as we all know, nothing in this 
industry is 100%. Transmission issues 
can sometimes present as an engine 
problem.

This next example is a 2002 
Lincoln Continental with a 4.6L engine. 
The customer complains that it’s 
running rough while driving down the 
road at normal speeds. To a technician 
that might translate to a misfire under 
light load.

Spark plug wires or ignition coils 
might be the first thing that jumps into 
your head, due to how common these 
particular failures are. But there are no 
DTCs stored, fuel trim numbers are 
in the ideal range, there are no TSBs 
found, and nothing engine related can 
be found during testing.

You can feel the “misfire” while 
driving, yet all engine data looks 
acceptable. So we perform a test drive 
while watching the transmission data. 
Each time we feel the “misfire,” it 
coincides with the torque converter 
clutch being commanded on.

Here’s a look at the scan data 
during the test drive. There’s a 
lot of information on the screen, 
but focus on the two red arrows  
(Figures 3&4), which indicate when 
the torque converter clutch was 
commanded on and then off.

During this test drive, you can 
only feel the “misfire” when the TCC 
was supposed to be applied. But the 
fuel trim numbers and misfire counters 
are okay during the roughness. Is the 
rough running problem an engine or 
transmission issue?

In this case the opening 
statement holds true: The vehicle 
has a chattering torque converter 
clutch that feels like a misfire. 
The deciding factors are that there 
are no DTCs, and the normal data 
and fuel trim numbers confirm the 
issue isn’t with the engine or its 
management system. The problem 
is in the transmission: the torque 
converter clutch to be exact. 

In summary, knowing what 
data to look at, understanding what 

it means, and doing a little research 
can move your diagnosis forward 
much more quickly. And that’ll make it 
easier to answer the question: engine or 
transmission?

In part 2 we’ll take the discussion 
a bit further with the topic of engine 
breathing: another key area where 
engine issues can be overlooked, 
causing unnecessary transmission 
diagnostics.

Scott Shotton is the 
owner of The Driveability 
Guys, a mobile diagnostics 
and training company in the 
northern Illinois area. Scott 
will be joined by Eric Ziegler, 
another trainer and mobile 
diagnostic technician with EZ 
Diagnostic Solutions and The 
Driveability Guys, to present 
sessions in October 2015 at 
the Powertrain Expo in Las 
Vegas.

Engine or Transmission Part I: Trim Down the Possibilities

Condition VE 02 MAP Fuel Trim

Good OK Not Lean BARO OK

Fuel Delivery OK Lean BARO Some Positive

Air Metering Poor Lean BARO Positive

Restricted Exhaust Poor OK OK Varies

Restricted Intake Poor OK Moves from BARO OK
Figure 4
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KEEP THOSE TRANNYS ROLLING

by Pete Huscher
members.atra.com

Figure 1

Is That 
6L-Series 
Transmission 
Giving You a 
Headache?
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In this issue, we’re going to take 
a look at some of the headaches 
technicians have encountered 

while working on the General Motors 
6L-series (six-speed, rear wheel drive) 
transmission. These headaches can 
range from harsh or soft engagements, 
poor shift quality, and TCC troubles, to 
lack-of-lube issues.

ENGAGEMENT ISSUES
Delayed or harsh forward or reverse 

engagement problems on the 6L-series 
transmission are becoming pretty 
common. These problems can be caused 
by a worn pressure regulator valve 
or bore in the pump or a worn boost 
valve and sleeve (figure 1). If you find 
excessive wear in the pressure regulator 
valve or bore, you’ll have to repair or 
replace the pump.

Another problem area that can 
cause erratic engagements is worn clutch 
regulator valves and bores, located in 
the upper valve body (figure 2). Each 
individual clutch has its own clutch 
regulator valve. A worn 1-2-3-4 clutch 
regulator valve or bore may cause erratic 
forward engagement. A worn 3-5-R 
clutch regulator valve or bore may cause 
erratic reverse engagement.

If you find excessive wear in the 
individual clutch regulator valves or 
bores, you’ll have to repair or replace the 
upper valve body.
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Figure 2

Figure 3

Actuator Feed
Limit Valve

1-2-3-4 Clutch 
Regulator Valve

4-5-6 Clutch 
Regulator Valve

3-5-R Clutch 
Regulator Valve

2-6 Clutch 
Regulator Valve
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POOR SHIFT QUALITY
Poor shift quality is the most 

common issue plaguing the 6L-series 
transmission. Flare shifts, harsh 
shifts, bind-ups during shifts, wrong 
gears starts, and solenoid performance 
codes can all be attributed to valve 
body wear. 

Another problem that can 
cause all of these conditions is 
erratic pressure being supplied to 
the solenoids. Erratic pressure to 
the solenoids usually indicates the 
actuator feed limit valve or bore 
(figure 3) is worn out and needs to be 
repaired or replaced.

Another area that can cause poor 
shift quality is individually worn 
clutch regulator valves and bores in 
the upper valve body. As we already 
saw, each clutch has its own clutch 
regulator valve. An individual shift 
problem, such as a harsh or soft 1-2 
shift, may be caused by a worn 2-6 
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Figure 4

Figure 5

Clutch Dam Feed
Regulator Valve

Is That 6L-Series Transmission Giving You a Headache?

20   GEARS   September  2015

regulator valve or bore. A harsh or soft 2-3 shift 
may be cause by a worn 3-5-R regulator valve or 
bore. A harsh or soft 3-4 shift may be caused by 
a worn 4-5-6 regulator valve or bore.

Shift timing problems, such as binds, flare 
shifts, erratic shifts, and downshift clunks, may 
be caused by a worn clutch dam or compensator 
feed regulator valve or bore (figure 4).

The final shift quality problem usually 
traced to the valve body is related to pressure 
loss from the bore end plugs. That’s why you 
should replace the valve body bore end plugs 
during any valve body repair.

TCC PROBLEMS
TCC problems are pretty common on the 

6L-series transmission. Most TCC problem, such 
as a harsh TCC apply, TCC slip, harsh shifts 
(due to converter remaining engaged), or torque 
converter overheating may all be caused by a 
worn TCC control valve, located in the pump 
(figure 5), or a worn TCC regulator valve and 
bore, located in the lower valve body (figure 6).

In most cases you’ll be able to correct 
this problem by repairing or replacing the 
TCC control valve or TCC regulator valve and 
repairing the worn bores.

LACK OF LUBE ISSUES
Transmission overheating and bushing, 

bearing, and planetary gear failure are all 
becoming more and more common on the 
6L-series. These problems are usually caused by 
a lack of lube oil. A worn TCC regulator valve or 
bore, located in the lower valve body, can reduce 
lube flow and cause these lubrication problems.
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Figure 6

TCC
Regulator
Valve

Figure 7

Is That 6L-Series Transmission Giving You a Headache?
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Reduced lube in the front section may 
also be caused by a worn converter feed limit 
valve or bore, located in the pump (figure 7). 
In most cases you’ll be able to correct these 
problems and restore lube flow by repairing 
or replacing the TCC regulator valve or 
converter feed limit valve and repairing the 
associated bore.

REPAIR OR REPLACE?
The question of repairing or replacing 

the valve body is something only you can 
answer for yourself. There are aftermarket 
kits available to correct most 6L-series valve 
body and pump wear problems. But those 
repair kits and the tools necessary can be 
pretty pricey.

If you work on a lot of 6L-series 
transmissions, it might be worth investing 
in the aftermarket repair kits and tools. If 
you don’t work on 6L-series transmissions 
on a regular basis, you may want to skip the 
repair kits and simply replace the valve body 
or pump assembly with a new or rebuilt unit. 
Only you can decide the best choice for you, 
your shop, and your customer.

Well there you have it: We’ve taken 
a brief look at the 6L-series valve body 
and pump problems and covered the most 
common fixes. With a better understanding 
of these valve body and pump issues, the 
6L-series transmission should no longer 
be causing you headaches… and you, too, 
should be able to keep those trannys rolling.
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800-940-0197
www.wittrans.com

Automatic Transmission 
Parts

Hard Parts
• OE Manufacturer, Aftermarket New,

Remanufactured, & Used
• Drums
• Shafts
• Pumps
• Planets
• Valve Bodies
• Complete Line of  Miscellaneous parts

Torque Converters
• Complete line of  CVC Remanufactured

Converters

Soft Parts
• Master Kits
• Banner Kits (Less Steels)
• Overhaul Kits
• Paper/Rubber Kits
• Filters & Kits
• Frictions
• Steels
• Bushings
• CVT Belts
• Washers
• Bearings
• Gaskets
• Bands
• Flex Plates & Flywheels
• Coolers
• TeckPak Conversion Kits
• Superior Shift Correction Packages
• Transgo Reprogramming Kits
• Transgo Shift Kits

Standard Transmission Parts
• Rebuild Kits
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Rebuilt Transmissions
• Transfer Cases
• Standards & Automatics

Clutch Parts
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• Forks
• Pilot Bushings & Bearings
• Clutch Alignment Tools

Transfer Case Parts
• Gasket & Seals Kits
• Overhaul Kits
• Chains & Sprockets

Shop Supplies & Tools
• Additives
• Assembly Lubricants
• Builders Benches
• Lifts
• Parts Washer Soap
• Rough Service Light Bulbs
• R.T.V. Black, Blue, Clear
• Technical Manuals
• Tools & Equipment
• Threadlock & Thread Repair

Electrical
• Solenoids, Sensors, & Switches
• Electrical Components

For quicker access & more info, including 
our Tranny Guide™, ask for our CD 

Catalog.  With clickable links to take you 
from index, to complete photo layout, to 

individual part descriptions instantly!
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THE BEST TECHNICAL SUPPORT 
As anyone in the transmission industry knows, this business 
isn’t getting any easier or less sophisticated. NATPRO invests 
technical resource dollars into industry veterans like John 
Landry and Bob Bodossian to head up product development 
and train and assist the sales and customer service staff with 
day-to-day issues. 

Both Landry and Bodossian started their careers at the shop 
level and have over 70 years of combined experience. Their 
type of expertise with transmissions was desperately needed at 
the supplier level to head up research and development, qualify 
and approve the product line, as well as answering the numerous 
product related questions generated from the field and sales 
staff.

Because both began 
their early careers 
at the shop level, 
they have a unique 
understanding of 
the inner workings 
of the transmission 
shop, they can 
“talk the talk” and 
comprehend the 
most pressing issues 

facing builders today.

“At a time when other companies are gutting their technical 
departments, we are increasing ours.” explains Technical 
Director John Landry. “How can you prepare for the future 
without a strong technical department? How do you answer 
your customers’ questions today?” 

GEARING UP FOR 
ANOTHER 42 YEARS...

THE BEST FOR THE BEST
When Leo Frumkin first opened the doors at National 
Transmission Products, he had but one goal in mind: make 
it to year two. To get there, Frumkin knew he would have 
to offer the highest quality products, provide unparalleled 
customer service and employ those that shared his vision. 

Since Frumkin’s retirement in May of 2014, President 
David Jerome continues the NATPRO quality legacy with 
the same fervor as his predecessor. “We are aware of the 

core values 
that got us 
here. That’s 
in our blood.” 
says Jerome, 
the 32 year 
v e t e r a n . 
“Are we the 
c o m p a n y 
we want to 
be going 
forward? Are 

we taking 
full advantage of all of the technological advancements 
to provide more value to our customers? These are the 
questions that inspire and motivate us looking toward the 
next 42 years.”

National Transmission Products, known by its acronym, 
NATPRO, has been a longtime industry leader and 
successful transmission parts wholesale distributor for 
more than four decades. The Best for the Best is what 
founder, Leo Frumkin, first imagined when he started 
NATPRO in 1973 and exactly what Jerome has in store 
for its future.  
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Preparing for the future means staying up-to-date 
on information at the OEM level. That requires 
more than just reading torrents of technical service 
bulletins, articles and emails. It requires attending 
and participating in national and regional training 
seminars, investing in in-house technical training, 
understanding and investigating the plethora of 
aftermarket fixes available, as well as cultivating an 
exceptionally talented network comprised of technical 
associates, builders and vendor professionals.

With all of these resources at its disposal, NATPRO is 
armed for the future with the information needed to be 
more than just a parts supplier. 

INVESTING IN THE 
INDUSTRY’S FUTURE
NATPRO is an ardent and longtime supporter of 
technical organizations such as ATRA and ATSG, 
companies like Sonnax and Valve Body Pro, and 
actively participates by providing product to vocational 
training institutions.

“I believe the entire industry as a whole owes a great 
deal of thanks to pioneering aftermarket companies 
such as TransGo, Sonnax and Superior Transmission 
Parts, to name a few, for their continuous dedication 
in researching root cause failures and creating cost 

effective, innovative ways to solve them.” says Landry. 
“It takes a united, highly-educated and resourceful group 
of people innovating fixes to be a key component in the 
ongoing success of the transmission aftermarket repair 
industry.”

NATPRO hosts its annual technical seminar in San 
Diego, California and has even presented simulcasts 
in Spanish for its Latin American customers. “We 
are looking at ways to fill in the technical educational 
gaps by scheduling weeknight seminars dealing with 
specific issues that customers would like more in-depth 
training on.” says Landry. “Keeping our customer base 
as current as possible will ensure their future success as 
well as ours. Because there is such a strong demand for 
ongoing training, we have to take the lead to facilitate 
and proliferate education. We do this internally as well 
as externally, by supporting and sponsoring much needed 
programs like seminars and other training venues within 
the transmission aftermarket.” 

“It takes a united, highly-educated and 
resourceful group of people innovating fixes to 
be a key component in the ongoing success of 
the transmission aftermarket repair industry.”

THE BEST PEOPLE =THE BEST 
CUSTOMER SERVICE
Over the course of its 42 year history, NATPRO has 
handpicked some of the finest and most knowledgeable 
staff of professionals and industry veterans. Many are 
employees that have been with NATPRO well over 20 
years. The NATPRO staff takes pride in being well-
trained, well-informed and able to provide useful 
information to customers ranging from OEM upgrades 
to aftermarket fixes. This value-added information 
is becoming more and more critical to the successful 
operation of the rebuilt unit, especially in today’s rapidly 
advancing technical environment.

VISIT US AT 
ATRA EXPO
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“Customer service starts 
with the knowledge of 
the person who takes the 
call from the customer.” 
says Lorenzo Trujillo, 
national sales manager. 
“We’ve managed to hire 
great people, talented 
people, who understand 
the customer and have a 
trusted relationship. The 
training provided by our 
technical department 
is a huge part of the 
customer service we 
are able to provide. But 
we also have the quality 

products and the inventories that we need to achieve customer 
satisfaction.”

“Our sales staff enjoys more face time with customers than 
any of our competitors. So when they do pick up the phone 
to call us, they know they’re going to speak to someone who 
knows exactly what they’re talking about.” says Trujillo. 
“Transmission shops already have their hands full with the 
constantly evolving technology. Now more than ever, they 
count on us for being more than just their parts supplier.” 

THE BEST 
FILL RATE 
IN THE 
INDUSTRY
Operations Manager 
Wendy Merlin is another 
NATPRO veteran who 
has her eyes keenly set 
on the future. Merlin 
is currently overseeing 
a complete overhaul 
of the NATPRO 
warehousing and 
inventory management 
systems as well as 
the linear integration 

and implementation of a new company-wide computer 
system.

“Our customers can’t repair transmissions with back-
ordered parts. That’s why NATPRO has always had 
one of the highest fill rates in the industry. Our on-hand 
inventory investment is much higher than the industry 
norm. A deep inventory is part of our basic philosophy 
of quality.  One of the greatest challenges is to see not 
where we were yesterday, or where we are today, but 
what we want to be five, ten and twenty years from now.” 
says Merlin. “While I am excited with all of our new 
technology projects underway, it won’t help us grow if 
we lose sight of our core beliefs and services.”

THE BEST PRODUCTS
Andre Majul, NATPRO purchasing manager, has been 
with the company for over 33 years. Majul has extensive 
product knowledge and explains that when examining a 
NATPRO Rebuilder Box Kit, it’s common to find similar 
components from different manufacturers packaged 
within the same kit. “All NATPRO kit components are 
individually, carefully and thoughtfully selected by 
our technical department based on application-specific 
criteria such as; Purpose: Is the particular component(s) 
purposefully designed to solve an application-specific 
problem? Performance: Does the component have 
legitimate performance metrics?” 

“NATPRO has always started with quality, selecting 
manufacturers with OEM contracts and parts. This is 
why shops count on NATPRO; our excellent product 
line backed up by our technical support.” Majul 
continues, “Are the products performing to our level 
of expectation? Are we sourcing the best products per 
the specific application? What’s coming on line that we 
need to source parts for now? These are the questions we 
constantly challenge ourselves with daily to ensure that 
we’re providing our customers with the best products 
available.”

The NATPRO slogan, The Best for the Best, says 
everything about the product line and the type of shop 
NATPRO is targeting. The best shops want the best parts.
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NATPRO LOCATIONS
Headquartered in Los Angeles, California with seven 
facilities serving the Western United States, NATPRO  is 
well positioned for growth, with expansion plans under 
way for multiple new locations.  Stay up-to-date on 
openings near you at natpronet.com.

LOS ANGELES, CALIFORNIA 
Corporate Headquarters and Distribution Center
Branch Manager: Lorenzo Trujillo  
5151 Heliotrope Ave Vernon, CA 90058 
Phone: (323) 562-2111

CONCORD, CALIFORNIA
Branch Manager: Douglas Rohrbach  
145 Mason Cir # B Concord, CA 94520
Phone: (925) 798-8504

SAN DIEGO, CALIFORNIA
Branch Manager: Bud Nelson  
675 Gateway Center Drive, Suite B San Diego, CA 92102
Phone: (619) 281-6600

 SACRAMENTO, CALIFORNIA 
Branch Manager: Tim Taylor 

4212 Roseville Rd North Highlands, CA 95660
Phone: (916) 830-4370

LAS VEGAS, NEVADA
Branch Manager: Kevin Moran  
3744 Meade Ave # 12 Las Vegas, NV 89102 
Phone: (702) 247-4150

PHOENIX, ARIZONA
Branch Manager: Shawn Van Zile  
1450 N 26th Ave Phoenix, AZ 85009
Phone: (602) 415-9509

SEATTLE, WASHINGTON 
Branch Manager: Aaron Baggiore  
1095 Andover Park E Seattle, WA 98188 
Branch Manager: Phone: (206) 892-3270

IN-HOUSE CATALOGING
In its infancy, NATPRO knew in order to control its 
product offering and stock what their customers needed, 
they had to provide their own cataloging and not rely 
on a generic industry catalog. With that in mind, they 
went to work on the first NATPRO catalog in 1974. It 
was a thin, 60 page book that covered 25 domestic and 
6 import transmissions. There were no 4-speeds, CVTs 
or DCTs, least of all the 6, 7 and 8-speeds units of today. 
Tomorrow will bring 9 and 10-speed units and whatever 
else the OEM engineers need to dream up to comply 
with the ever-challenging federally mandated MPG 
requirements bestowed upon the auto manufacturers. 

In comparison to today, the NATPRO catalog is just under 
800 pages, encompasses over 400 different units and 
unit variations and covers everything from 2-speeds to 
CVTs and every ratio in between. The NATPRO catalog 
is easy-to-use, informative and packed with descriptive 
notes and detailed product information, especially when 
it comes to aftermarket fixes. 

In keeping pace with technology, NATPRO has created an 
on-line version of its catalog, available at natpronet.com, 
which allows you to search by vehicle or part category. 
“The future for NATPRO is exciting.” says Jerome. “We 
are already envisioning an app that allows shops to scan 

Find out more at natpronet.com

a VIN, identify the transmission, view 
technical information and order parts.”

New!
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There are differences in the parts for the two units and 

none can be interchanged from one manufacturer to the 

other. But the tools can be used in all these units 

to perform the same functions.

vehicles: Acura MDX and RLX, 
Chrysler TL and 200, Fiat 500X and 
Doblo, Jeep Cherokee and Renegade, 
Honda Civic and CRV (this is the 
first Honda to use a non-Honda built 
transmission), Land Rover Range 
Rover Evoque and Discovery.

In Chrysler Jeep products, this 
transmission is called the 948TE; in 
Acura, Honda, and Land Rover it’s 
called the ZF9HP48. Fiat calls it an 
EP2.

There are differences in the parts 
for the three units and none can be 
interchanged from one manufacturer 
to the other. But the tools can be used 
in all these units to perform the same 
functions.

The tools we’ll be looking at 
are the D-Clutch Snap ring and the 
C-Clutch Snap ring tool. Both made 
by Miller Tools, and we’ll be listing 
Miller’s part numbers. Individual 
manufacturers may have their own part 
numbers assigned to the same tools. 

The first tool we’re using is special 
tool 8901A used for the D-Clutch Snap 
ring removal (figure 1). Notice the 
short attachments in the foreground: 
This shows what the long attachments 
should look like. When I purchased 
the tool the long attachments weren’t 
available. A quick trip to the hardware 
store for a length of ½” all thread rod 
took care of that.

This tool compresses the Bellville 
spring on the D-clutch piston housing 
to provide access to the snap ring. 
There’s a lip on the housing that keeps 
the snap ring in the groove. Attempting 
to remove the snap ring without this 
compressor will damage the D-clutch 
piston housing, the proper way to do it 
is use the tool (figure 2).

There are differences in the parts for the two units and 

none can be interchanged from one manufacturer to the 

other. But the tools can be used in all these units 

to perform the same functions.
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(Tool Legend)
1. Spring compressor
2. D-Clutch Bellville Spring
3. Snap Ring
4. Snap Ring Groove

But here’s the problem: 
Compressing the spring this way is a 
real hassle. It takes more than a little 
time to get the case supported in the 
press and whole operation is awkward. 

There’s a better way. Measure the case 
and housing, head down to your local 
metal supply yard, and purchase a 
couple 3/8” steel plates. One to use 
for the D-Clutch and one to use for the 
C-Clutch. You’ll also need to cut a hole 
in the center of the plates. The guys 
down at the yard I went to were kind 
enough to punch the holes out in the 
center of the plates to 1 1/8” for me!

•	  Center the 16” steel plate on the 
case and mark where to drill the 
holddown holes.

•	  Drill and tap the holes for the 3/8” 
x 4” bolts. These bolts will allow 
you to compress the spring.

We also have a 4” x 8” steel plate 
with a hole punched in it. We could use 
longer bolts, but why not use a part you 
have lying around the shop? A 4L80E 
overdrive housing works great.

Special Tools for the 948TE/ZF9HP48

Figure 2 Figure 3

Does the guy at the 

dealership  

care how much  
you pay?

We Care.
Since we manufacture OE-quality parts  

right here in North Carolina, we can  

sell them for less.

Available from your favorite distributor.

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

Rostra
Made in the USA

Hydra-Test
the ultimate in valve body testing

NEW 
PRODUCT

FOR 2015

HT-SOL  Solenoid 
Test machine

www.hydratest.co.uk
info@hydratest.co.uk
+44(0)1536 511123

COME AND SEE OUR LIVE DEMONSTRATION AT THE ATRA EXPOLAS VEGASBOOTH 106

• Dual reservoirs for Cold to 
Hot testing of individual 
solenoids

• Electronic synchronised 
change over for fluid 
supply and drain back.

• Manual control as 
standard with built-in 
options for dedicated 
external controllers and 
Oscilloscope hook-up.

• Extensive range of modern 
test blocks and dedicated 
connectors available.

• Full back-up with pre-
written test scripts for 
Hydra-Test supported Data 
acquisition controllers.
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Let’s put this new tool to use:
•	  Place the 4L80E housing and 

the small plate onto the D-clutch 
housing (figure 3 & 4).

•	  Bolt the longer plate onto the 
case.

•	  Compress the D-clutch housing 
and remove the snap ring.

It’s that easy: Using this tool the 
unit stays on the bench and it’s much 
easier to work with than putting the 
case into a press.

For our second tool, we’ll be using 
Miller Tool 10504 C-clutch spring 
compressor (figure 5). You can still 
use your crossbar instead of taking the 

case over to the press. This time, use a 
reverse reaction drum (often referred to 
as a cookie cutter or stove pipe) from 
a 4T65E and a smaller 1¼” x 7¼” 
crossbar from a previously fabricated 
special tool (figure 6).
•	  Place the C-clutch compressor 

onto the C-clutch Bellville spring.

Figure 4 Figure 5
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Figure 8BFigure 8A

Special Tools for the 948TE/ZF9HP48

Figure 6

Figure 7

•	  Set the reaction drum and the small steel bar 
onto the compressor tool.

•	  Attach the large crossbar to the case (figure 7).
•	  Compress the C-clutch Bellville spring and 

remove the snap ring.
The thing about this snap ring is that you can 

get it out without the special tool; I did, no problem. 
The problem comes when it’s time to put the unit 
back together. This is a strong Bellville return 
spring, so it’d be tough to get the snap ring back in 
with brute strength. In addition, this is an L-shaped 
snap ring, which is always a challenge without the 
correct tools (figures 8a & 8b).

You’ll be seeing a ton of these units in the 
coming years. The trick to repairing them quickly, 
efficiently, and profitably will be to have the right 
tools and the knowledge to repair them.

Are you ready for Expo? I’ll be doing an 
in-depth presentation on the 948TE in Las Vegas. I 
look forward to seeing you there.

And, until next time, keep having fun with 
transmissions!
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STREET SMART

by Mike Brown
members.atra.com

Figure 1

The Age-Old 
PrOblem 
Of drAinbAck!
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What is drainback? As 
the name suggests, it’s 
when transmission fluid 

drains back after you shut the engine 
off and allow it to sit for awhile; 
generally overnight.

The next day, when you start the 
engine, the initial engagement may be 
delayed or slip when you first put the 
transmission in drive or reverse.  

Then, after a few seconds, it 
starts slowly moving forward/reverse 

and works fine after that… until the 
next day when the vehicle sits over-
night and you have the same problem 
all over again.

What happens is the fluid in 
the converter drains back out of 
the torque converter and into the 
transmission, often due to one of 
these conditions:
• Wear in the pressure regulator valve 

or valve bore
• Worn converter clutch switch valve

• Too much pump gear clearance
• Too much converter hub-to-pump 

bushing clearance
• A warped pump cover or stator body
• Worn stator bushings

So how can you identify the prob-
lem without just throwing parts at 
it and hoping you got the right ones? 
Here’s a very simple test that works 
with most vehicles. It looks like a 
nightmare, but it’s not; this is actually 
a very simple check to perform.
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For this example we’re using a 
2004 Dodge Ram 2500 5.9 diesel with 
a 48RE transmission.

You’ll want to start with an oil 
circuit diagram to see what’s in-
volved. The hydraulic flow in park 
(figure 1) shows where to check for 
cooler drainback.

This test will prove whether 
the problem is with the pump or the 
valve body. This will help a lot when 
estimating the cost for repairs.

On this unit the pump has no 
valves in it; all of the valves are in the 
valve body. The only conditions in the 

pump that could cause drainback are 
worn stator support bushings or the 
pump-to-converter bushing, excess 
pump gear clearance, or a warped 
pump body.

Here’s how to perform this test:
1. Drive the vehicle; make sure 

every is working like it should.
2. Park the vehicle where it can sit 

overnight, or for however long 
it needs to sit for the problem 
to occur.

3. Make sure the transmission fluid 
is full.

4. Shut the engine off and put the 

transmission in park.
5. Check the transmission fluid 

level with the engine off to set 
a baseline without the engine 
running. Mark the level on the 
dipstick with a scribe (figure 2).

6. Pinch off one of the rubber cool-
er lines in the front by the cooler 
using a pair of needle nose vice 
grips (figure 3).
Now just let the car sit and wait.
When you get in the next day, 

before starting the engine, recheck the 
transmission fluid level. Did the fluid 
level rise or stay the same?
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Figure 6

Figure 5

Figure 4
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If the fluid level stayed the same, 
remove the vise grips and start the 
engine to make sure the transmis-
sion goes into gear like it should. If it 
does, you’ve proved the problem is in 
the valve body. The vice grips kept 
the fluid from draining past the worn 
valves, which is why it didn’t drain 
back overnight.

You should be able to fix this 
problem without removing the trans-
mission; just pull the valve body and 
perform a vacuum check for wear, 
particularly on the pressure regulator 
and converter clutch switch valves and 
their bores.

If the fluid level was higher on 
the dipstick when you checked it, the 
problem’s in the pump. The converter 
charge oil was able to drain past the 
pump wear, even with the vice grips 
pinching off one of the cooler lines. 
The unit will have to come out to 
be repaired.

Once it’s on the bench, inspect the 
pump: Check the stator support bush-
ing (figure 4), pump gears (figure 5), 
converter hub and bushing (figure 6), 
and check the pump body and stator 
support body with a straightedge. 

Once you know whether it’s a 
valve body or pump problem, you’ll 
be one step ahead, and that’s not just 
smart… that’s street smart!

The Age-Old Problem of Drainback!
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UP YOUR BUSINESS

Be BIG and BOLD 
with DIspute ResOLutIOn

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. 

Before examining this situation, 
we need to take a brief look at the 
details of a mechanic’s lien.

Occasionally, just about every 
shop ends up owning a vehicle that a 
customer fails to pay for or otherwise 
abandons. This often occurs through 
a process commonly called a 
mechanic’s lien. 

The laws regarding mechanic’s 
liens, as well as the actual name 
ascribed to them, vary from state 
to state, but the circumstances are 
essentially the same: A customer 
authorizes services on his vehicle 
and incurs a repair bill for those 
services. Technically, the repair bill 
is a debt, establishing a lien to secure 
the debt when authorized services 
are completed.

This lien gives the repair 
shop a legal interest in the vehicle 

until the bill is satisfied. In many 
states, the amount of the debt can 
increase for other conditions, such as 
storage, in addition to the cost of the 
services performed.

Most states allow a repair shop 
to sell the vehicle after a certain 
amount of time has passed and the 
shop complies with certain legal 
notification requirements. These sales 
are usually referred to as lien sales. 

In some states, the shop takes full 
ownership or title of the vehicle. The 
shop can keep the vehicle or sell it and 
keep all sales proceeds.

In other states, the shop can 
only recover up to the amount of the 
repair bill and appropriate incidentals, 
such as storage and filing fees. If the 
vehicle sells for more than the debt, 
the shop must refund the excess to 
the customer.

Of course this is just an 
overview; always check with your 
state for complete details of the 
mechanics lien, and to confirm the 
requirements for a legally binding 

repair authorization. Is a face-to-face 
meeting with a written approval 
required, or are there other acceptable 
methods of obtaining the customer’s 
legally binding approval? Without a 
legally binding authorization, you’re 
less likely to be able to recover the 
debt though any venue.

THE BACKDROP
This article comes from a friend 

and fellow shop owner who has asked 
to remain anonymous. Since his shop 
exclusively does transmission work, 
let’s refer to his shop as Transmissions 
Only, and we’ll call him Jeff.
1. An older Toyota pickup with a 

5-speed, manual transmission was 
towed into Transmissions Only.

2. It was diagnosed as needing a 
clutch job, and the customer also 
approved replacing the slave and 
master cylinders.

3. The customer authorized the 
work and Transmissions Only 
completed it in the time promised 
and the price quoted. 
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4. After repeated attempts to get the 
customer to pay for his truck and 
pick it up, Transmissions Only 
completed the process of filing a 
mechanic’s lien and, within a few 
weeks, they had a clean title for 
the truck.

5. Transmissions Only advertised the 
truck on Craigslist and displayed 
it in the shop’s parking lot. The 
ad headline read “Mechanic’s 
Lien Sale — Clean Title.” The ad 
included the year, make, model, 
mileage, and these details:
• Runs better than it looks
• Good tires and brakes 
• We just installed a new clutch, 

pressure plate, throw-out bear-
ing, pilot bearing, slave and 
master cylinders, new belts and 
hoses, and flushed the radiator

• $2,000 as is — no guarantees
6. The first person to respond was 

Rick, and he snapped it up.

FAST FORWARD
1. About 90 days later, Rick called 

Transmissions Only. He told them 
his transmission was leaking and 
making a grinding noise. 

2. Rick agreed to have his truck 
towed in and came in with it. After 
checking the truck, Jeff told Rick 
that it sounded like a classic case 
of front bearing failure. He said 
the transmission would need to be 
removed to see how much damage 
there was inside.

3. Understandably, Rick was dis-
appointed. Jeff told Rick they’d 
remove it, inspect it, repair it, 
and reinstall it for a flat $650 
labor plus parts. Jeff said they 
would have the parts list and 
prices for him later that day.

4. Rick approved the labor quote and 
signed the repair order.

5. Later that day, Jeff called Rick 
to give him the bad news: The 
transmission needed all new 
bearings, seals, input shaft, and 
cluster shaft. The shift forks 
also needed to be replaced. In 
addition, the clutch disc and 
pressure plate were oil-soaked and 
needed to be replaced. Jeff quoted 
approximately $750 for the parts, 
fluids, and shop supplies, for a 
total of $1,400 plus tax.

6. Rick was totally disappointed, 
frustrated, and now even seemed 
angry. He told Jeff to stop 
everything because he wanted 
to think about whether he would 
invest $1,400 in a $2,000 truck.

7. The next day, Rick came into 
Transmissions Only and told them 
he found a shop that would install 
a good used transmission for $695, 
parts and labor.

8. Jeff asked Rick if that included 
the new clutch disc and pres-
sure plate and what the warranty 
was on the transmission. Jeff told 
him that Transmissions Only 
would warrant their work for 

1 year or 12,000 miles, whichever 
came first.

9. Rick responded that, if they have 
a 1-year warranty, why aren’t 
they fixing it under their warranty 
for him, since he’d only had it 
90 days?

10. Jeff explained that they never 
worked on the transmission so 
they wouldn’t warrant it. And the 
clutch was damaged because the 
transmission leaked oil on it, so 
it wouldn’t be warranted either. 
Rick replied that he thought they’d 
rigged the transmission to break so 
they could charge him more when 
it failed.

11. Jeff responded that there was 
really no way to program the 
transmission to fail like that and, 
in any event, Rick purchased the 
truck “as is,” with no warranties, 
so the shop wasn’t liable for 
the damage.

12. The discussion spiraled into a 
dispute and Rick said he was 
towing the truck home. Jeff told 
him that he owed $325 for the 
work they’d done so far.

13. Rick, now totally beside himself, 
told them to “pound sand” and to 
sue him for the $325. 

14. Jeff told Rick he couldn’t take the 
truck until he paid them and that 
they had a mechanic’s lien on it to 
prevent him from taking it.

15. Rick said he’d heard enough and 
stormed out.

610-485-9110 • kenktsi@comcast.net • www.transmission-specialties.com
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1tschetter915.indd   39 8/25/15   12:32 PM



40   GEARS   September  2015

Be BIG and BOLD with Dispute Resolution

Later that day and a little calmer, 
Rick called Transmissions Only. 
He said he’d considered everything 
that happened. He concluded that 
Transmissions Only operated a 
scheme of misleading customers into 
repairs they can’t afford, only to get a 
mechanic’s lien so they could sell the 
cars at a profit.

He threatened to call the local 
news station and the state consumer 
protection agency unless they made 
things right. He said he’d give them 
until the end of the day to let him 
know what they were willing to do.

WHAT WOULD THOM DO?
Hopeful of preempting the bad 

publicity that he was convinced would 
come from the consumer-friendly 
local TV station, Jeff contacted me for 
my thoughts. 

Having no skin in the game made 
it easier for me to see both points of 
view. I helped Jeff see why Rick was 
fearful and emotionally charged, 
and how Rick could’ve come to his 
conclusion of a conspiracy theory.

I knew that Jeff hadn’t done 
anything dishonest or unethical; that 
just isn’t how he does business.

I suggested that Jeff take a BIG, 
BOLD step to hopefully defuse 
the urgent situation and ultimately 
resolve the entire matter. I didn’t tell 
him what to do, but I emphasized the 
importance of being BIG and BOLD. 
Here’s what he did:

He called Rick and apologized 
for not being more understanding 
of his circumstances. He said he’d 
like to meet with Rick at his earliest 
convenience.

At the meeting Jeff assured Rick 
that his objective was to make things 
right between them. He added that, 
after reflecting on the events leading 
up to the misunderstanding, he could 
see how Rick came to the conclusion 
he did. But, in the 20+ years he’d 
been in business, he’d only had five 
situations that led to mechanic’s 
lien sales.

To assure Rick that his intentions 
were honorable, he’d prepared a 
written list of 5 things he was willing 
to do: 
1. He’d fix the truck right, and 

provide a full 1-year/12,000 mile 

warranty.
2. For now, he’d only charge Rick the 

$650 labor he’d originally quoted.
3. He’d discount the parts 20%, from 

$750 to $600, and he’d hold off 
charging for the parts. 

4. He’d allow the BBB Mediation and 
Arbitration Program to decide the 
matter regarding the remaining 
$600 parts cost.

5. And finally, no matter what the 
outcome of the arbitration, Rick 
could have his truck back as 
soon as it was fixed (about three 
days), and Jeff wouldn’t impose a 
mechanic’s lien on the truck.
With little more discussion, Rick 

agreed and thanked Jeff for being 
so understanding. He apologized for 
losing his temper and signed the new 
agreement that Jeff prepared.

Three days later, when Rick came 
in to pick up his truck, Jeff got the 
surprise of his life: Rick had done 
some soul-searching on his own. 
He came to the realization that Trans-
missions Only was being reasonable.

He reread the ad that he printed 
out when he originally bought 
the truck and saw the “as is — no 
guarantees” statement. He also saw 
there was no comment regarding the 
transmission being repaired.

He said that he decided to pay 
the revised amount of $1250; there 
was no need to go through the BBB 
Mediation and Arbitration Program.

And, as they parted ways, Rick 
said he was happy with Transmissions 
Only and would only have good words 
for them with his friends.

WHAT CAN WE LEARN FROM 
THIS STORY?

In this case, you can see how an 
uninformed, fearful consumer could 
conclude that a shop might have a 
devious scheme to take cars from 
unsuspecting customers, only to resell 
them at a profit.

“Let’s see, I bought a truck from 
a transmission shop on a mechanic’s 
lien sale, as is, with no guarantees. 90 
days later the transmission fails and 
the shop wants to charge me a lot of 
money to fix it. Then, when I refuse to 
pay that much, they threaten me with 
a mechanic’s lien. Looks like a pattern 
to me…”

Jeff took all the tension out of 
the situation by agreeing to handle 
the urgent matter of getting the truck 
fixed while offering a reasonable way 
to resolve the financial dispute. 

Not that it works every time, 
but it’s amazing how often volatile 
situations can be resolved by taking 
the time to listen to the customer and 
offer an alternative that’s directed at 
resolving the matter through a third 
party. 

All too often, we’re so fixated 
on being right or proving the other 
person wrong that we can’t see what’s 
at the core of the matter… that they 
feel threatened and out of control. It’s 
an environment of FEAR… which 
is an acronym for False Evidence 
Appearing Real.

Third party dispute resolution 
gives customers a greater sense of 
control… of having some say in the 
ultimate resolution. It puts them in a 
better position to make a reasonable 
decision and removes the FEAR of 
being at your mercy.

Once they can think things 
through without all the emotional 
baggage, even unreasonable people 
can become reasonable.

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 prob-
lems. Call me at 480-773-3131 or email 
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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 Zumbrota Bearing and Gear, 
Inc. (ZBAG) and Cascade Com-
ponent Parts, Inc. (CCP) are excit-
ed to announce the merger of the 
two companies effective August 1, 
2015.  The companies are joining 
forces in an effort to better service 
the traditional transmission, gener-
al repair and drivetrain industries.
 ZBAG operates out of Zum-
brota, MN, and has been in business 
since 1988.  They have 80,000 sqft 
of warehouse space and 42 employ-
ees.  Their continued focus on quali-
ty, knowledge, and service has made 
them one of the premier remanu-
facturers of drivetrain related as-
semblies.  Their main product lines 
are manual transmission, transaxle, 
transfer case, and differential as-
semblies for passenger vehicle and 
medium/heavy truck applications. 
 CCP operates out of Port-
land, Oregon, and has been in 

product offering by focusing 
on newer model and current-
ly unavailable vehicle applica-
tions.  Examples of this forward 
push are the development of T56, 
G56, and NSG component parts. 
 This merger will allow 
ZBAG and CCP to bridge the gap 
between production rebuilding and 
component parts distribution by 
simplifying the customer-supplier 
process.  This will allow both com-
panies to continue delivering top 
quality remanufactured drivetrain 
assemblies and component parts 
while at the same time remaining 
competitive in today’s evolving mar-
ket.  All without losing site of what 
is most important.  The customer.
 For more information about 
Zumbrota Bearing and Gear or Cas-
cade Component Parts please feel 
free to reach out to us directly.  We 
look forward to hearing from you. 

T56 G56

TWO Companies. ONE Mission.

business since February.  The em-
ployees in Portland have an average 
of over 23 years of experience in 
the industry.  CCP’s business mod-
el is simple, “Say what you’re go-
ing to do, and then do it”.  Which 
is reflected in the fact that CCP has 
quickly become one of the lead-
ing suppliers of aftermarket and 
OEM component parts to the drive-
train rebuilder and reseller market.  
Their product offering includes 
a full line of bearing and gasket/
seal kits, gears, synchronizer rings, 
bearings, seals, chains, and cases.  
 The goal going forward is 
to continue delivering high quality 
finished assembly and component 
products to the rebuilder and reseller 
markets.  They will achieve this 
goal through improved distribution 
and the availablity of new products.  
The plan is to expand their current 
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THE REVENUE GROWTH HABIT

by Alex Goldfayn
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If you want to grow your company 
quickly, you need to think about it 
the right way. You’re not selling, 

you’re helping. You’re not imposing, 
you’re providing great value. Ask 
your customers, they’ll tell you. 
Here are some additional revenue 
growth truisms: 

Marketing is the Low-Hanging 
Fruit. If you want to grow your 
business, there is nothing you can 
do – not even sales meetings! – that 
will grow your company faster, 
easier, and more effectively than 

good marketing. Sales is one-on-
one. Marketing is one-to-many. 
Marketing allows people to raise 
their hands, and volunteer them-

selves as being interested in your 
work. Marketing feeds your 
salespeople. Marketing feeds 
your family. 

Effective Marketing Re-
quires The Right Mindset. 
Which is to say, you cannot 
out-market, or out-sell, or 
out-produce your mindset. 
If you think you're selling 
products or services that’s 
what you will market. 

If, conversely, you believe 
you are improving lives and 

growing businesses, then that 
is what you will market. Since 

marketing is nothing more than a 
transference of perceptions (yours, 
onto your market), good marketing 
begins between your ears. 

Here, then, are the major mindset 
shifts required to improve your 
marketing: 

You don’t sell products and 
services, you improve lives and 
companies. There’s such a massive 
difference between these two beliefs 
that this shift can actually mean seven 
figures in additional sales for most 
of you reading this. If you tell me 
you sell products or services, I think 
you’re a commodity, and I’m bored. 
If, conversely, you tell me you can 
help me grow my business, and as a 
result I can achieve my dreams, you 
will have my undivided attention (and 
probably some of my money too). 

You’re not imposing on pros-
pects’ time, you’re availing them of 
your tremendous value. When you 
believe that you’re in the business 
of improving lives and growing 
companies, you don’t hesitate to pick 
up the phone to tell people about the 
great value they’re missing out on if 
they don’t do business with you. 

The effective mindset is “I believe 
in my value, and will shamelessly 
communicate it to clients and 
prospects.” Unfortunately, too many 

The 
Revenue 
Mindset
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members think “I don’t want to bother 
my prospects.” 

Here’s the truth: You are doing 
prospects a disservice by not inform-
ing them of how you can help them. 
You owe it to them! They deserve 
to know. 

This next mindset shift one is 
huge, with tremendous implications 
for your company’s success: 

Effective revenue growers take 
action instead of over-thinking, 
over-planning, and under-executing. 

Want to know the key to 
marketing more? It’s marketing 
more. This is how easy it is. There is 
no secret or magic to growing your 
business besides taking more action. 
That’s it. 

If it seems overwhelming, and 
you’re not sure what to do, let me list 
five activities here, none of which take 
more than 15 minutes each. I find that 
15 minutes per day is a terrific period 
of time for new action because it’s 
fast, non-threatening and difficult to 
avoid. Even you have 15 minutes per 
day! So, tomorrow, first thing in the 

morning, sit down and execute one 
of these marketing activities in 15 
minutes or less: 
1. Call a customer. Ask them 

how they think, feel and talk 
about your company. You’ll be 
cementing your relationship, 
identifying powerful marketing 
language, and poking around 
potential opportunities. 

2. Write a good email with powerful 
value and an enticing offer to 
a group of customers and/or 
prospects and send it. 

3. Call a local media member and 
offer to help them with the topic 
that they cover. 

4. Pick a page on your Web site 
and make it simpler and more 
emotional. 

6. Start a spreadsheet and start 
dumping everyone you’ve interact-
ed with over the past year into it. 
Then assign the task to somebody 
else. Pass the spreadsheet around 
your company. Build your lists! 
This is one of the most effective 
marketing tools at your disposal. 

I can keep going here, literally 
for pages. But these should get you 
through the first week, and by then, 
hopefully you’ll think of additional 
15-minute marketing activities you 
can be implementing. 

If you want to grow your 
business, market. 

If you want to market better, or 
more, then believe in your value, and 
focus your mind (and your messaging) 
on how people are better off after 
working with you, rather than on your 
products and services. 

And, in the name of all things 
revenue and growing bank accounts, 
take action!

Alex Goldfayn is the author of the new book 
from John Wiley & Sons, The Revenue 
Growth Habit: The Simple Art of Growing 
Your Business by 15% in 15 Minutes a Day. He 
is the CEO of the revenue growth consulting 
firm The Evangelist Marketing Institute. Visit 
his website at www.evangelistmktg.com.
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My second phone line started 
to ring; the one I reserve 
for interviews. I glanced at 

the clock: 12:29 PM. “He’s early,” I 
thought. I took a deep breath to calm 
my nerves and picked up the phone: 
“Steve Bodofsky,” I said.

“Hi Steve, it’s John Ratzenberger.”
He didn’t need to tell me who he 

was; I was expecting his call. And to 
be honest, there’s no way I wouldn’t 
recognize his distinctive voice.

It’s the voice we used to hear every 
week from his long-running role as 
Cliff Clavin on Cheers; the loveable 
postman who always sat at the end of 
the bar, drinking a beer with his buddy, 
Norm, sharing his unique variety of 
knowledge.

Or all those Pixar films, 
voicing characters like Ham the 
piggy bank in Toy Story or Mac 
the truck in Cars.

There was no doubt in my 
mind who was on the other end 
of the phone. I was supposed 
to interview him to learn what 
he’ll be talking about at this 
year’s ATRA luncheon at Expo, 
sponsored by Raybestos.

After a couple 
pleasantries, I figured I might 
as well come clean: “Let’s 
get something out of the way 
right up front. I’m a fan and 
I’m just a little star-struck 
right now.”

“Well thank you,” he 
replied earnestly. “That’s 
a nice way to start 
the day.”

After a bit more chit-
chat we got down to the 
matter at hand. While 
his work on TV and 
in the movies may be 
fascinating, it’s hardly 
a reason to have him 
speak at Expo. So I asked 
him to summarize his 

message. Here’s what 
he said:

A Conversation 
with John 

Ratzenberger

John Ratzenberger
Producer & Star of the Travel Channel’s “Made In America”
“Cliff” on Cheers
Voice of many Pixar characters
...and much more!

by Steve Bodofsky
members.atra.com
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“About 30 years ago, we shot 
ourselves in the foot by canceling shop 
and home economics classes in schools. 
It was a decision that was politically 
motivated, and now we’re discovering 
that we’re running out of people who 
know how to make things… who know 
how to use their hands, like mechanics, 
carpenters, welders… people who can 
operate machinery.

“Statistically, the average age of 
someone who knows how to fix a 
transmission or build a home is 58 years 
old. So we’re heading for a crisis.”

An interesting — and somewhat 
frightening — observation. And it’s one 
that has absolutely nothing to do with 
the work we normally associate with 
John. So what got him thinking about 
this subject in the first place?

Turns out he didn’t begin his life on 
TV and the movies. “I was a carpenter 
before I became an actor,” he replied. 
“And I grew up in a factory town, so, 
at a very early age, I understood the 
necessity of having people who actually 
knew how to make things.”

John went on to suggest that 
the folks in Washington bear the 
responsibility for the situation we’re 
facing. “There’s no one in Washington 
who’s a farmer or a mechanic. They’re 
all attorneys, and an attorney’s only 
reason for being is to win… to have 
their point of view win the day.

“Those of us who actually work 
for a living? We compromise. A little 
bit here… a little bit there… we’ll 
figure it out… our job is just to make 
things work. Their job is to force their 
opinions on the rest of us.

“It began in the ’60s,” he continued. 
“It came from the Woodstock generation. 
They wanted a revolution. And I was 
one of ’em: I helped build the stage 

at Woodstock. So I’m culpable… I 
blame myself for not understanding 
the damage that it would visit on the 
country one day.

“In schools today, they don’t teach 
manual arts like wood shop or metal 
shop because they think it’s sexist. 
They ended that… they ended home 
economics, where kids learned how to 
cook and about hygiene and bacteria… 
where they learned how to measure 
things… how to mend things.

“The skills we learned in those 
classes carried on later in life. You 
understood math better because you 
already had an understanding of angles 
and fractions and percentages and 
degrees… you’d already worked with 
them.

“Today, people graduate from high 
school without the ability to read a 
ruler. I’ve had CEOs of companies tell 
me that, if you hand a kid a yardstick 
and ask him to show you 5¾”, he can’t 
do it.

“And these are bright kids… but 
nowhere in their lives — from the 
time they were born until the day they 
applied for that job — has anyone ever 
shown them how to read a ruler!”

According to John, a big part of 
the problem is that today’s schools, and 
society in general, foster an environment 
of mediocrity. We reward average at the 
cost of the exceptional.

“When I was a kid, if you tried out 
for Little League, and you weren’t any 
good, you didn’t make the team. It gave 
you the opportunity to work through 
an emotional crisis when you were 8 
years old.

“And, at the end of the day you 
learned how to deal with it. Either you 
practiced more and tried again, or you 
found something that you were better 

suited to, whether that was flying a kite 
or playing a cello.

“Today you have people in their 
30s who’ve never faced failure, because 
they grew up in an environment where 
they had graduation ceremonies for 
kindergarten. Kids today go out for 
Little League, they get a uniform, they 
get to play, and even if they stink, they 
get a trophy… everybody gets a trophy.

“Because of that ’60s ethos, we’re 
honoring failure… we’re rewarding 
mediocrity.”

Of course that’s easy to say, but 
it’s a concept that John lives by: “I 
always told my kids, ‘Make sure you 
have a skill, because that’s something 
nobody can take from you. Then go and 
get a degree in Western Asian Dance 
Concepts… who cares? But be sure you 
have a skill you can get a job with.’”

It’s an interesting concept, and 
it doesn’t end there: John has some 
concrete opinions on ways to reverse 
this trend. And he presents his message 
right from the heart, in a way you can’t 
help but relate to… even if it’s in a 
voice that sounds very much like a 
talking piggy bank.

Before I knew it an hour had gone 
by, and as we were winding down, I 
told John I hoped we’d get a chance to 
catch up in Las Vegas. “Do you drink 
beer?” he asked me. “I’ve been known 
to knock back one or two,” I replied. 
So he invited me to get together for a 
cold one.

Have a beer with “Cliffy?” I’ll tell 
you what: This is one Expo I wouldn’t 
miss for the world! It’s one we’ll be 
talking about for a long time to come. 
Be a part of it: Make your plans to 
attend today, and we’ll see you in 
Vegas!

POWERTRAIN EXPO 2015
October 29 - November 1hosted by

powertrainexpo.com

Register now! 1-800-428-8489
Don't miss John Ratzenberger at our Expo ATRA Luncheon* Friday, October 30, 2015, 12pm

*ATRA Luncheon
sponsored by

Raybestos

A Conversation with John Ratzenberger
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If you’re still struggling to bring 
customers into your shop or adjusting 
finances just to remain afloat, chances 

are you haven’t been attending ATRA’s 
Powertrain Expo. 

How do we know? Because at ATRA, 
we get to speak with the shop owners who’ve 
made coming to Expo part of their business 
model, and we can tell you that those shops 
are almost universally doing great.

Not that coming out to Las Vegas offers 
some magical business healing properties; far 
from it. It’s that Expo has become a veritable 
goldmine for successful business strategies.

We bring some of the finest minds 
specializing in business strategies under one 
roof, and ask them to create personalized 
programs designed to meet the most 
troublesome situations facing our industry. 

Then we cram them all together into a 
single forum where you can receive more 
valuable information in one long weekend 
than most folks can hope to glean out of a 
4-year degree in business management.

And that’s not all: The Expo program 
includes a keynote address from a highly 
respected individual who’s come to offer 
his take on… well, life. Two years ago that 
keynote speaker was Larry Winget; last 
year we heard from Mike Rayburn. Both 
were outstanding.

This year, ATRA’s show organizers 
really kicked things into overdrive by 
booking John Ratzenberger for the keynote 
address. You know John as Cliff Clavin from 
the TV show Cheers, and countless animated 
films from Pixar. But John has a lot more to 
offer than just his notoriety. He’ll be sharing 
his thoughts on the future of our industry… 
and our country. He’s someone you need to 
hear… and meet. Learn more about that on 
page 44.

But that’s just the icing on a really 
exceptional cake: This year’s management 

program offers a variety of old friends and 
new faces. And they all have one primary 
goal: To help you address the difficulties 
you’re facing when it comes to dealing with 
today’s business environment.

It’s no secret to anyone that there’s a 
world of difference in the mindset between 
the Baby Boomer generation, GenXers, and 
today’s youth, labeled Millennials. They 
think differently, and, when it comes to 
employment, they expect something very 
different than you did at their age.

That difference has led to a serious 
shortage in our industry: There just aren’t 
enough technicians looking for work today. 
Today’s young people aren’t even considering 
a future in skilled labor, and that includes 
fixing cars. Which means your future could 
be in jeopardy.

What are you going to do about that? 
Turns out there may be a real solution, and 
that’s the focus of this year’s management 
program at Expo. Our experts have been 
poring over the situation, and they’ve come 
up with some serious ideas to help you meet 
the future head on.

Who are these experts? A combination of 
old friends and new faces:

We start with a talk from ATRA’s own 
Dennis Madden and Rodger Bland. They’ve 
spent the last year trying to discover what 
motivates today’s young people, and what it’ll 
take to attract them to the transmission repair 
industry. They’ll be discussing the results of 
that study.

But they aren’t coming alone: They’re 
bringing a group of young people with them, 
who are currently attending tech school to 
become auto technicians. They’ll be here to 
lend their personal insights, and to provide 
you with answers about today’s generation 
“right from the horse’s mouth.”

Of course, Jim Cathcart will be there; 
he’s now a strategic advisor for ATRA, and 

So How’s 
Business? Dennis Madden

Jim Cathcart

Don Hutson

Maylan Newton

Mark Sanborn
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his articles in GEARS are a must-read for 
anyone serious about improving their bottom 
line. At this year’s Expo, Jim will be offering 
a few vital traits that will attract your goals 
to you. His point? Masters aren’t just highly 
skilled people; they’re the people who think 
deeper and more intently about what they 
want to do and why.

According to Scott Johnson of 
ProfitBoost, your bank account is keeping 
score even if you aren’t. He’s going to be 
offering accepted techniques to keep your 
money where it belongs: with you. He’ll be 
discussing specific ideas that will improve 
your return-on-investment, your profits, and 
your personal satisfaction.

Another returning Expo favorite, 
Don Hutson will be discussing how to 
sell value without cutting your prices, and 
show you how to negotiate while retaining 
your customers’ loyalty. His new book — 
Selling Value — is already climbing the 
bestseller charts.

Bill Haas of Haas Performance 
Consulting LLC is our resident expert 
on all things Millennial. He’s coming to 
teach you Baby Boomers and GenXers 
how to communicate with today’s younger 
generation. His tips will help you get 
everyone on board to grow your business and 
please your customers.

A longtime Expo favorite, Maylan 
Newton of ESI Seminars, will be sharing his 
message, Life Happens. He should know: 
Last year he was involved in a serious traffic 
accident that nearly took his life. His brush 
with death caused him to rethink what 
really matters and what you can do about it. 
Learn new solutions to problems you might 
one day face from someone who can speak 
from experience.

This is the second Expo visit for Alex 
Goldfayn of Evangelist Marketing. According 
to Alex, people are already “telling” you what 
it’ll take to get them to do more business with 
you; all you have to do is “listen.” His tips 
are fascinating and amazingly simple to put 
to use in your daily business routine. As a 
bonus, Alex will be giving away a copy of his 
new book, Revenue Growth Habit; get your 
copy and have it signed by the author!

This is the first Expo appearance for 
Mark Sanborn, and it’s an appearance 
we’re really excited about. Mark’s one of 
the world’s leading speakers and authors 
on personal growth. His message? How to 
change your day-to-day actions to improve 
your relationships and outcomes. Mark’s 
techniques will help you build relationships 
with your team and your customers, to 
help improve your operations… and your 
bottom line.

Whew! That’s a lot to digest in a single 
long weekend. But make no mistake about it: 
Put just one or two of these exciting tips to 
work in your shop and you could easily pay 
for your entire trip many times over.

Of course that’s just the seminars: As 
any regular Expo attendee will tell you, 
there’s a lot more to be learned at Expo than 
you hear in the seminars themselves. There’s 
also all the things you’ll learn in the hallways 
or foyers, talking to other shop owners, 
managers, and technicians who’ve been 
where you are, and have tried what you’re 
thinking about.

And, of course, it’s Las Vegas… the 
happiest place on earth… for those people 
over drinking age! And this year’s Expo is 
over Halloween; as anyone who’s been there 
can tell you, there’s no place like Vegas for 
Halloween! That alone is enough to make it 
worth coming.

But let’s get back to our original 
question: How’s business?

If business is really great for you, 
chances are you’re one of the shop owners 
who makes it a point to join us at Expo every 
year, and you’ve put some of the ideas you 
learned here to work for you. If so, we’ll look 
forward to seeing you at Expo… as always.

If yours is one of the many shops that’s 
still struggling, we can help. But you have to 
take the plunge: Become one of the successful 
shop owners who’ve made Expo part of their 
business plan. You’ll be glad you did.

Rodger Bland

Scott Johnson

Bill Haas

Alex Goldfayn
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In 1968 I worked at Suzuki of Little Rock and rode a 
BMW R69US motorcycle every day. It was a classic 
piece of machinist’s art, smooth and beautiful and, 

for that era, powerful. One summer night, after a long 
magical ride of about 100 miles, I sat down and wrote a 
song on my guitar; “Riding Free.”
Here’s an excerpt from it: 

I’m riding free, got the highway at my feet, 
No place to be and no schedules to meet, 
There’s not a thing in this world to tie me down.
The buses pass me by, their destinations on their face, 
No names on me man, I’m not going just one place, 
I go where I want to be in any town. 
Two wheels below me and open road ahead, 
My goal’s the ride not the place; I’m riding free. 

The whole point of that song is freedom and 
openness to whatever comes next. (If you’d like to hear 
the entire song, it’s on iTunes: guitarmusiclive.com/Jim_
Cathcart_music/Music_Player.html) 

It’s rare for any of us to have that much freedom. 
As adults we have responsibilities and people who rely 
on us. But still, there’s a need for us to capture moments 
of freedom like that. That’s what hobbies, pastimes, and 
sports are about. We disconnect briefly from the duties 
of the shop, the needs of customers and employees, and 
we focus on something else entirely. 

Some golf, some fish, some hunt, some tinker; each 
has his or her own way. At least most do. So if you find 
yourself filling your discretionary time watching TV, 
then I heartily recommend that you change your mix 
of time use. Make sure you honor your spirit and take 
care of your emotional side as well as your financial and 
professional sides. Make time for the things you love. 

My loves are music, guitar, motorcycles, and, of 
course, family. My spirit is nurtured when I make time 
for them. The payoff from this is that you come back to 
work with a renewed spirit, a fresh mind, and lowered 
stress levels. You actually work better and smarter when 
you take time away from work on occasion.

This weekend I rented a Triumph Bonneville T100 
for a 3-day ride around the central coast of California. 
It was so freeing to head out on the road with no 
destination in mind, to explore whatever roads caught 
my attention. Now I’m recharged and ready for Expo!

So the next time you’re feeling overwhelmed, book 
a mini-vacation for yourself. Make it short enough to 
be practical and responsible but long enough for you 
to truly disengage from the usual drill of work. I think 
you’ll not only have fun, you’ll even like yourself a bit 
more. Happy trails to you.

EXPO is designed to give you a different kind 
of mini-vacation. It’s still business-focused, but the 
experience is totally different from your day-to-day 
work. The agenda is packed with options, but you get to 
choose which ones you take part in.

There’s fun, entertainment, fascinating speakers, 
celebrities, workshops, detailed problem solving, lots of 
experts on hand to guide you, and the Expo itself, which 
is a “party” of possibilities. You’ll feel the enthusiasm of 
your colleagues from around the world, see new things 
and hear loads of stories about how others are doing 
what you hope to do.

You’ll come home filled with new ideas, renewed 
motivation for work, and a greater respect for the 
importance of what you do for people. Make sure 
that you book Expo into your year every year; there’s 
no other place to get this much “renewal” for the 
transmission business. 

Jim Cathcart is a professional speaker 
and the author of 16 books about success 
in business. He’s also a strategic advisor to 
ATRA and a friend of our industry. Find out 
more about him at Cathcart.com.

by Jim Cathcart

Riding
 FRee
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If you haven’t made plans to attend 
this year’s tech program at Expo, you 
need to read this now!
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By now you’ve probably made your 
decision about whether you’re going 
to go to Expo or not. And, when you 

see an article exalting the virtues of coming 
to the Rio in Las Vegas on October 29, you’re 
likely to move on without reading it.

But before you flip the page to the next 
article, consider this one simple question: 

Are you serious about your career in the 
transmission repair business? 

If your plans are to close shop and get 
out of the business in the next year or so, well 
then, flip ahead. There’s no point in reading 
about the importance education will have on 
your future. You’ve established that you have 
no future in this business.

But if you’re one of the many shop 
owners or technicians who are serious about 
this business, and are struggling to keep up, 
you need to read this, and take what it says 
to heart!

Because the technical program at this 
year’s Expo could be the difference-maker in 
what you can expect from your future… and 
your bottom line.

That’s because ATRA’s Technical De-
partment has spent the better part of last year 
reviewing and refining what’s important to 
you: the transmission technician. They’ve 
evaluated the calls that have come into the 
HotLine, and they’ve redefined what they 
consider to be the most important technical 
issues you’re facing today.

From that information, they’ve created an 
entirely new technical program, designed to 
help refine your understanding of the cars that 
are showing up at your door. 

The information you’ll learn at Expo isn’t 
a bunch of obscure data you’ll have to dig 
through to find a single current, useful tidbit: 
It’s real world tech collected from actual calls 
from working technicians, just like you. It’s 
information that you’ll be able to put to use 
the day you get back, and it’s packed with 
ideas and procedures that’ll start saving you 
time and earning you money from day one!

Think that’s a strong statement? Let’s 
take a look at what’s in store for you at this 
year’s Expo:

ABOUT TRANSMISSIONS
First off, there will be lots and lots of 

transmission information. No surprise there… 
after all, this is Expo! 

ATRA’s Bill Brayton will be introducing 
the 948TE transmission, including teardown, 
rebuild, and assembly information.

ATRA’s Mike Brown will go over some 
of the most common problems and solutions 
for Toyota’s U660E 6-speed transmission.

Dirk Fuchs, technical trainer from ZF, 
will provide you with the latest and most 
common problems you’re likely to encounter 
when today’s ZF transmissions make their 
way into your bays.

Steve Garrett from Sonnax will be 
covering GM’s 6L80/90/45 and Ford’s 6R140, 
providing a wealth of diagnostic and repair 
scenarios that you can expect to see in the 
not-so-distant future.

Alan McAvoy will be examining the 
latest service updates on the Chrysler/ZF 
8-speed 845RE/8HP45/8HP70/8HP90 and the 
9-speed 948TE/9HP48 transmissions.

Don’t Turn 
the Page! Bill Brayton

Mike Brown

Dirk Fuchs

Steve Garrett

Alan McAvoy
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ATRA’s Mike Souza will be presenting 
GM’s new 8-speed 8L90 transmission ap-
pearing in the 2015 Corvettes, including the 
principles of operation and an intro to its 
internal components.

Ed Lee will deliver a seminar on torque 
converter theory, including basic operation 
and diagnostic procedures.

John Parmenter will be covering scan 
tool diagnosis and diagnostic procedures.

And Sean Boyle, an instructor at 
Southern Illinois University, will show you 
how to make the most of diagnosing computer 
electronics using an oscilloscope. 

Whew! That’s a lot of transmission 
information! But that’s only the beginning…

ENGINE PERFORMANCE
…because there’s a lot more to the 

technical program at this year’s Expo than 
just transmissions. For example, we have 
three separate seminars covering engine 
performance diagnostic issues:

Returning seminar trainer Dan 
Marinucci will be covering diagnostic 
strategies for testing mass airflow sensors, 
using a voltmeter, a scan tool, and a scope.

Newcomer Scott Shotton, from 
The Driveability Guys, will present an 
introductory class on engine diagnostics, 
focusing on engine problems that can easily 
be mistaken for transmission troubles. This 
seminar will primarily cover flow through the 
engine, including mass airflow sensors and 
exhaust restrictions.

And Eric Ziegler, also from The 
Driveability Guys, will follow up later in 
the program with a seminar covering fuel 
trim and ignition systems. Learn how fuel 
trim numbers can indicate engine condition, 
and how ignition system failures can affect 
module communication.

But we’re still not done, because there’s a 
whole nuther series of programs left to cover:

COMPUTER PROGRAMMING
These days, no diagnosis is com-

plete without at least verifying whether the 
computer programming is up to date. And 
for many vehicles, the only way to bring the 
car back to proper operation is through flash 
reprogramming. 

Dan Nagy wants to take the mystery 
out of diagnosing and reprogramming GM’s 
Transmission Electro-Hydraulic Control 
Module (TEHCM). He’ll show you how to 
diagnose them, how to replace them, and how 
to reprogram them.

And Keith Clark will be covering 
reprogramming techniques that are common 
to all makes and models, to show you what 
you need to know if you’re planning to begin 
reprogramming at your shop.

No doubt about it: That’s a lot of tech! 
And, as you can see, this is real-world tech, 
designed to help you keep up with the very 
latest issues that are beginning to make their 
way into your shop.

Which leaves you to answer one simple 
question:

Are you serious about your career in the 
transmission repair business? 

If you are, this is the program you need to 
attend. Your future depends on it. 

So don’t wait: Reserve your place now for 
the 2015 Expo. This is one program you can’t 
afford to miss!

You may now feel free to move around 
the magazine.

Mike Souza Scott Shotton Eric Ziegler Dan Nagy Keith Clark

Ed Lee

John Parmenter

Sean Boyle

Dan Marinucci
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A lot of today’s shop owners 
and technicians got their start 
in auto repair working for 

family; dad or uncle owned a shop, and 
the kids started working there while 
they were still in school. 

The Leroux brothers, Dale and 
Ron, cut their teeth on car repair 
through their father too, but not the 
way you might expect:

“Dad was a lineman for the electric 
company during the day,” says Dale 
Leroux, owner of Leroux Brothers 
Transmissions and Complete Auto 
Repair. “He was also a ‘junkie.’ He had 
a homemade wrecker and he’d bring 
back junk cars. We’d strip them down 
for parts… alternators and carburetors 

SHOP PROFILESHOP PROFILE by Steve Bodofsky
members.atra.com

Leroux Brothers Transmission, L to R: Jeff Taplin, Joe Barton, Gardner Leroux, Robbie Larose, Diane Fortier,
Tristan Dunbar, Matt Richardson, Dale Leroux, Marybeth Brochu, Renee Leroux and Izzy the Lab

Leroux Brothers Transmissions

The Leroux Brothers in Barton, Vermont

Reach Out to Customers 
in an Unusual Way
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and radiators… and he’d sell that stuff 
on the side.

“By the time we were teenagers, 
we were selling and installing engines 
and transmissions. Dad built a swing 
set out of old telephone poles; we’d 
push the swings off to the side and 
attach a chain hoist to it for changing 
engines.”

An interesting start, but at this 
point auto repair was still a part-time 
business for the brothers.

“I was pretty good in school, 
and everyone told me I should be 
an engineer instead of a mechanic,” 
explains Dale. “So I continued doing 
mechanical work on the side and went 
to the University of Vermont. In 1992, I 
earned my degree in civil engineering.”

But Dale never actually worked as 
an engineer. “I didn’t want to sit behind 
a desk,” he says. So he continued 
fixing cars in the barn that sat on his 
grandfather’s farm.

A few years later, Dale brought his 
brother Ron into the business. “He was 
working at a tire shop at the time,” says 
Dale. But, according to Dale, Ron was 
a good mechanic, and the two worked 
together for about 20 years.

Later they built the Leroux 
Brothers shop on the family property, 
right around their grandfather’s barn. 
Today you can still recognize a small 
part of the barn inside the shop.

Of course all brothers have their 
moments of friction, and Dale and 
Ron were no exception. A couple years 
ago, Ron decided he wanted out of 
the family business, so Dale bought 
his brother out and the two went their 
separate ways. Today, Dale remains the 
sole owner of Leroux Brothers.

That doesn’t mean it isn’t still a 
family business: Dale’s father, Renee, 
retired from his lineman job about 11 
years ago, and now he operates the 
flatbed tow truck and helps out where 
he can in the shop.

Dale’s sister, Diane Leroux-Fortier, 
is the shop’s bookkeeper. She was the 
office manager, but recently has begun 
spending less time at the shop and more 
at home, caring for her new baby.

Transmission Repair
When they started out fixing cars, 

the brothers were doing all sorts of 
repairs… everything except rebuilding 

transmissions. So how did they become 
a transmission shop?

“At one point while I was on break 
from college, I discovered that the 
price of aluminum had gotten really 
high. We had maybe a hundred old 
transmissions lying around here, all 
units we’d changed out for customers 
over the years.

“So I spent about a week stripping 
them down to sell the cases for scrap. 
And while I was doing them I kept 
saying to myself ‘There ain’t nothing 
to these things! Why am I replacing 
them when I could be rebuilding 

them?’ That’s when I started rebuilding 
transmissions.

“I started doing transmissions 
for friends and family, really cheap. 
Then, in ’96, I decided that we weren’t 
doing all that great with regular auto 
repair, and I really liked automatic 
transmission work.

“I was able to understand how the 
transmissions worked thanks to my 
engineering background. I signed up 
for a weeklong course on transmission 
rebuilding techniques and, when I got 
back, I said, ‘We’re done with general 
repair; we’re just doing transmissions.’ 

Robbie Larose and Matt Richardson putting muscle into it!

Dale's Dad, Renee Leroux, and Izzy, hoping to get a ride.
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And that’s what we did for a good ten 
years.”

So why is the shop called Leroux 
Brothers Transmissions and Complete 
Auto Repair?

“By the mid-2000s, transmission 
repair alone wasn’t enough to keep 
us profitable. We’d expanded by then 
and had hired more technicians. So 
we started doing general repairs again. 
Today about 80% of our business is still 
transmission work, but we also do some 
general repairs.”

Driveshaft Repair
While other shops are looking 

at whether to begin offering general 
repair or computer reprogramming, 
Leroux Brothers has started looking in 
a different direction: driveshaft repair.

“I’ve already purchased a 
driveshaft assembling and balancing 
machine,” says Dale. “That’s another 
way we’re expanding the business. I’m 
now going to be able to repair your old 
driveshaft or build you a new one. We 
can handle a driveshaft up to 13’ long.

“I don’t have that part of the 
business completely up and running 
yet, but there’s an outbuilding on 
the property that I’ve completely 
retrofitted, and I’m working on getting 
the business going.”

Is there really that much need for 
a driveshaft rebuilding company in 
Northern Vermont? “We always get 
sent the hardcore cases; the vibration 

problems and such. And the nearest 
driveshaft shop is about 70 miles away, 
so we usually end up with a week 
turnaround time. And there’s custom 
work, too.

“We find a lot of problems with the 
4-wheel drives in the cardan joints and 
the ball-and-sockets… having to get the 
pins out. So the work is out there.

“I’m not saying I’m going to get 
rich at this, but I really think there’s a 
market for it, and I’m going to advertise 
it. I plan to build the driveshaft work 
into a side business that can operate 
right along with my transmission 
business.”

Marketing for  
Fun and Profit

Part of any successful auto repair 
business is marketing that business to 
the community. And, when it comes 
to marketing, Leroux Brothers is no 
different than any other shop.

Well, maybe a little different.
Of course they have a web site: 

www.LerouxBrothers.com. And, like 
so many other shops these days, they no 
longer bother advertising in the Yellow 
Pages; they no longer find it worth the 
cost of the ads. 

But what really sets Leroux 
Brothers apart from other shops is their 
radio advertising. Not content to stick 
with straight “come on in for terrific 
service” ads, Dale and Ron opted for 
something a little more… offbeat.

Here’s the message from one of 
their radio ads, #57, November 2011, 
“Laser Controlled Pot Hole Filler,” 
which is available on their web site:

Ron: Oh, no! What is this lump 
of equipment on the front of our pickup?

Dale: This is my new, laser-
controlled pothole filler!

Ron: You’re taking jobs away 
from the municipality, Dale?

Dale: Nope. I’m doing a public 
service.

Ron: Are you paying for the hot 
pack?

Dale: In part; but I’m also 
reclaiming hundreds of gallons of used 
motor oil. Here’s how it works: 

The laser from the radar detector 
sees a pothole in the road ahead. It 
sends data to my laptop, which I have 
programmed to determine the exact 
amount of hot pack needed to fill the 
hole. The roller then drops in the rear 
and smoothes it out as I drive past.

Ron: And what happens if this 
thing misfires and creates giant hot 
pack speed bumps?

Dale: Wow! I guess I hadn’t 
thought of that. More R&D is needed.

Ron: Folks, while Dale adjusts 
the development path of his pothole 
filler, please know that we’re the Leroux 
brothers, and we’re the transmission 
specialists in Northern New England. 
Call us at 1-800-420-4330, and on the 
web at LerouxBrothers.com.

Jeff Taplin at the bench. Tristan Dunbar with another rebuild.

The Leroux Brothers in Barton, Vermont

Dale's son, Gardner Leroux, 
with a 'future owner' pose.
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Not exactly your normal marketing 
message. But the ads are attracting a lot 
of attention and bringing in a lot of new 
customers.

The driving force behind this 
marketing strategy is a producer named 
Peter Wilder, who operates a production 
company right near the Leroux Brothers 
shop. According to Dale, Peter is the 
guy who dreams up all the quirky radio 
spots, records and produces them, and 
helps get them on the air.

“People who know us get an extra 
chuckle out of them because they know 
that I’m the more serious one and 
Ronny’s the one who’s always ready to 
try something,” says Dale. “So when 
Peter reversed that, it added a little 
something extra for them.”

While they’re not really funny 
enough to make you fall out of your 
chair, these ads are just clever enough 
to make you pay attention when one 
comes on the air. And, according to 
Dale, they do get customers who come 
in just because of the ads; maybe as 
many as one or two a week.

“Customers come in and say, ‘I’ve 
been listening to your ads for years, 

and I always told myself that, if I ever 
had a transmission problem, I’d come 
to see you. I didn’t want a transmission 
problem, but I have one, so help me 
out.’” 

In addition to their “regular” 
advertising, Leroux Brothers also tries 
to support some community programs, 
such as the local library and T-ball 
teams. And Dale is a Boy Scout troop 
leader.

Dale and Ron also took part in 
a kindergarten “inventors” program. 
“The teacher heard our ads and asked 
us to act as judges in the program,” 
explains Dale. “It was good PR, and 
they were really nice people.” Did they 
see any terrific inventions? “It was a 
kindergarten class,” says Dale by way 
of clarification. So probably not.

The Future?
At 45, Dale has begun thinking 

seriously about the future; particularly 
when it comes to his family and the 
business. He and his wife, Amy, have 
been married for 22 years, and they 
have three sons: Eli (18), Gardner (15), 
and Simon (8).

“Eli’s my oldest; he’s at West 
Point,” says Dale proudly. “My middle 
son, Gardner — he’s right here looking 
at me! — he’s the mechanic of the 
family. He’s been working here this 
summer, and he’s loving it here.” So 
there may be another Leroux to take 
over the shop when Dad decides it’s 
time to take it easy.

“Simon’s been spending some 
time at the garage, mostly because we 
don’t have any other place to put him 
right now,” says Dale. But is Simon 
interested in a career in the business? 
“He’s 8,” says Dale, and that pretty 
much clarifies what we know about 
Simon’s future plans.

So what does Dale attribute 
his success to? “Over the years, my 
business philosophy has evolved. What 
really works for me is being 100% 
sincere and honest when dealing with 
my customers. I respect my customers, 
and I respect that they can make 
reasonable decisions when confronted 
with the facts.”

Sounds like a terrific business 
model.

Dale standing next to the new Lathe. Dale Leroux, owner, Leroux Brothers Transmissions.

Joe Barton working in the shop. Marybeth Brochu and Diane Fortier keeping the office in line.

1shop profile915.indd   59 8/25/15   12:50 PM



Exhibitor's 
Showcase

60   GEARS   September  2015

T-47781AC
6L80 3-5-Rev Drum Tool
This tool 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.
www.adaptacase.com

Adapt-A-Case Booth #232

Alto Invented Diesel Performance
G3 revolutionizes It!
G3 outperforms all other Diesel Performance friction materials on the market. Today’s horsepower diesel’s have gone to a 
whole new level, so does Alto’s NEW G3 friction material. Alto G3 friction material engineered to be the most durable product 
for high-horsepower, high-torque diesel applications. If you want the best, request original Alto G3 Friction Material.
Shift Your Thinking  •  www.altousa.com

ALTO Products Corp. Booth #110

OE Synthetic Automatic Transmission Fluid is available in Multi-Vehicle and Fuel-Efficient formulations.
AMSOIL OE Synthetic ATF provides all the benefits of a quality synthetic at an attractive price point. It provides outstanding 
protection in normal and severe service, resisting wear on vital parts and extending transmission life.
AMSOIL OE Synthetic ATF is thermally stable, helps components stay clean and promotes shudder-free starts and smooth 
clutch engagement. Excellent low-temperature fluidity provides reliable cold-weather performance.
info@dehoil.com

AMSOIL Synthetic Lubricants Booth #226

Using SmartFlow to automate their workflow process shops can improve productivity and eliminate the use of paper racks. 
Enabled with digital inspections and a completely paperless back-shop, you can save a ton of time, get increased visibility into 
your process, and you’re able to communicate better with your customers. SmartFlow supports automation of your existing 
shop workflow and helps to improve your process by keeping team members connected and customers informed.

Auto Vitals Booth #532

S+VBT Advanced Solenoid & Valve Body Diagnostics system, designed by BlueReach and Mackie in the UK. The system is 
derived from the highest quality components and materials, including a patent pending hydraulic ram system which instantly 
loads innovatively designed test plates. It includes technology not 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 ensuring a constant automated control of system parameters such as pressure and 
temperature. Embedded field bus protocols ensure maximum coverage of today’s and future OEM’s.

Blue Reach Fluid Logic Booth #716

DEFEO Means PTO When it Comes to Your Allison® 1000/2000 Transmission. 
DEFEO now offers a PTO (Power Take Off) gear (part# 29540517-DF) for your Allison® LCT transmission, the ability to 
convert your non-PTO Rotating Drum into one with a PTO provision.

Defeo Manufacturing Booth #330
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Dura-Bond, worldwide supplier to the automotive aftermarket for over 60 years, now offers a line of ISO-certified transmission 
bushings and kits.  Superior to OEM and yesterday’s aftermarket  bushings, with Improved Quality and Tolerances.

Dura-Bond Booth #333

What’s New for Fall?  6-Speeds at ETE REMAN! 
Hot off the runway (or driveway) are our newly released 6T40 and 6T45 transmission families. They join our fierce and 
fabulous lineup of 6-speeds, including the 6F50, 6L80, 6L90, 6T70, 6T75, U660, and 62TE. At ETE REMAN, six is the new 
black – and we’ll make sure you’re in the black with all of our fully remanufactured 6-speed transmissions. Make it work; give 
our Customer Loyalty team a call at 866-717-9800.

ETE Reman Booth #331

EXEDY Announces 4 New Friction Kits!
EFK188 Fits 99-on 45RFE and 545RFE  •  EFK411 Fits 6T30 Gen 1 - 2008-2011
EFK412 Fits 6T30 Gen 2 - 2012-2014  •  EFK413 Fits 6T30 Gen 3 – 2015-on
EXEDY is OEM manufacture for all GM 6-Speed Front wheel drives and the exact friction material is required to operate 
correctly with OEM calibrations.
www.exedyusa.com

Exedy Booth #300

A Honda automatic transmission pressure switch can cause drivability symptoms if it’s not within its acceptable parameters, 
therefore with Honda transmissions being our life’s blood, we have developed a switch that is designed and tested to meet or 
exceed OEM specifications.  Our goal is to offer you the highest quality product on the market, and we are proud to say we 
sell what we build with! Visit us at ATRA Expo booth # 621

GearSpeed Booth #621

The Perfect Cooling Machine
For over 45 years, Hayden has been the leader in automotive, truck and performance cooling products.
Hayden Automotive – products engineered and built to take the heat, so your vehicle won’t.
www.haydenauto.com

Hayden Automotive Booth #521

New from Hydra-Test, the HT-SOL Solenoid Test machine. Featuring:
•  Dual reservoirs for Cold to Hot testing of individual solenoids  •  Electronic synchronised change over for fluid supply and 
drain back.  •  Manual control as standard with built-in options for dedicated external controllers and Oscilloscope hook-up.
•  Extensive range of modern test blocks and dedicated connectors available.  •  Full back-up with pre-written test scripts for 
Hydra-Test supported Data acquisition controllers.
Come and see our live demonstration at the ATRA Expo in Las Vegas: Booth# 106

Hydra-Test Booth #106

Transfer Case Chains
JDS Worldwide has joint ventured with top quality Chain manufacture to offer full line of Transfer Case Chains. Including 
round pin, rocker joint pin chains with QS9000 certification. JDS is also able to develop chain to customer specification and 
design. Our chains are produced with the OEM standard alloy steel to assure the highest tensile, fatigue and wear quality, 
second only to OEM standards in quality, performance and backed up with a full year warranty.

JDS Worldwide Booth #326

If you are looking for Automatic Transmission Parts...
KRS International is the right place!
•  Personalized customer service - with the highest professionalism level  •  All the better brands in just one place: KTK, 
Transtec, Corteco, Allomatic, Raybestos, Precision and Alto Products.  •  We speak English and Spanish!
www.KRSInternational.net

KRS International Booth #700
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Smart Blend Synthetics is a manufacturer of specialty automotive lubricants, additives, supplements and other professional 
automotive service products.  Since 1993, Smart Blend Synthetics has proven to be a consistent leader in the research and 
development of specialty automotive lubricants and service chemical technology. Our advance degreed technical personnel 
utilize state-of-the art laboratory and testing equipment, to create and develop cutting edge technologies such as advanced 
SYNTEUM® & Molecu-Tech®.

Life Automotive Products Booth #519

LINTEX is the OEM manufacturer of friction plates and steel plates. Friction material is made in Japan. The quality of our 
aftermarket parts is same as OEM parts, quality warranty is 3 years/150,000kms. We are trying our best to become the global 
leading supplier of wet friction system.

Lintex Auto Parts Booth #605

STILL… YOUR BEST DEFENSE!
Proven better than ATF alone, LUBEGARD® transmission additives are clinically tested and approved to reduce heat, eliminate 
torque converter shudder, soften harsh shifts, and extend fluid life.
Go to www.Lubegard.com to see which is best for your application.

LubeGard® Booth #111

MOPAR® Reman Transmissions
Gambling may be fun, but not when it comes to getting the best parts for your job.  Mopar® is always your best bet for FCA 
US LLC vehicles, such as our line of 68RFE transmissions for trucks equipped with Cummins® engines.  These are the only 
remanufactured 68RFEs tested to factory standards and guaranteed to use factory approved parts and processes to bring 
them back to life.  Make your shop a winner with Mopar parts for your customer’s Ram trucks.

MOPAR® Reman Transmissions Booth #219

NAPC & NADP are proud to introduce their newest family member North American Off-Road – your source for G2 & Core 44 
ring & pinions, differential covers and axle assemblies.  What makes Core 44 Axle Assemblies the top choice?  1. Heavy duty 
3” x 5/16” DOM tubes to resist bending   2. 1/4” Laser cut heavy duty brackets designed around factory mounting point  3. 
Massive forged inner C-ends for added strength   4. Utilizes the latest generation of Dana 44 ring and pinions with stronger 
pinion shaft 5. Compatible with factory JK Tru-Lok® locker or conventional aftermarket lockers.
Call today to find out more 1-866-456-4498

North American Powertrain Components (NAPC)  Booth #618

Late model Ford 5R110W used a rear planet assembly that captures the low/ reverse clutch pack between the mechanical 
diode and the planetary gears, making the clutch unserviceable.  The TSRP kit allows you to change the clutch in house 
without destroying the carrier.   Our kit requires no special machine shop capabilities or unique parts.  Kits and refill pins are 
now available direct or from most distributors.
www.servobore.com, or (715) 458-2617.

Northland Transmission, Inc. Booth #127

6T30E Transmission Bushing Kit
Omega Machine is pleased to announce the immediate availability of a bushing kit for the 6T30E transmission. This shouldn’t 
be confused with the 6T40 which looks very similar. So far we have only seen this transmission in Russia.
This transmission is used in Chevrolet Cobalt, Cruse, Lova, Onix, Orlando, Sonic, Spin, Trax, and Viva. It is also used in the 
Daewoo Gentra and Laccetti and Opel Mokka. (39)

Omega Machine & Tool, Inc. Booth #104

More Affordable, More Capacity PML Transmission Pan for the Aisin AS68RC
PML brings to market a heavy duty transmission pan for 2007 to 2012 Ram Chassis Cab trucks. The PML pan holds 
approximately 25% more and is 30% less than the average price for a replacement stock pan. The big Ram 3500, 4500, 5500 
work trucks finally have an alternative for transmission maintenance.
Contact PML at 310-671-4345 or at www.yourcovers.com.

PML, Inc. Booth #320
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Precision International Overhaul, Banner & Master Kits Now Available for JF414E
Since 1975 Precision International has developed top quality transmission repair kits for all major makes and models. This 
year, Precision celebrates 40 years of serving the transmission industry and was named a GM’s CCA Kits and Packaging 
Supplier of the Year. Precision is ISO 9001 certified and prides itself on offering top quality, tested and proven products with 
outstanding customer service.
Visit, www.transmissionkits.com for helpful tips and informative how-to videos or call 1-800-872-6649.

Precesion International Booth #209

Stop by our booth to check the latest in torque converter remanufacturing!  

Precision of New Hampton, Inc. Booth #620

Profitboost Cloud Based Automotive Management Repair Order Writing Software, 
Serving Shop Owners since 2003.  
If you have one location or many, one technician or many, ProfitBoost is the software to help your business. Add parts 
and labor to an RO quickly, take photos of the vehicle and the repairs needed and attach them to the RO. You can send txt 
messages to your clients and save time on wasted phone calls. 
www.profitboost.com

ProfitBoost, LLC Booth #208

New 2015/2016 Portland Torque Products Reman automatic transmission catalog has more than 80 pages of vehicle listings. 
Showing what transmission each vehicle uses and included is pricing and core deposit amounts. This catalog will be available 
at the 2015 expo in Las Vegas.
You can call 800-640-0970 or email dave@portlandtorque.com Come see us at booth #143

Portland Torque Products Booth #143

Raybestos Powertrain’s HT friction clutch plate
Utilizing our new, unique Hybrid Technology groove design, Raybestos Powertrain combines superior fluid flow dynamics with 
a proprietary, high-energy friction material originally developed for the OEM. The result provides the performance advantages 
of both a segmented plate and a traditional wafer: smooth shifts, increased torque capacity, reduced drag torque and 
increased durability. Coverage now available for many popular applications and in convenient clutch pack modules. 

Raybestos Powertrain Booth #515

Rostra Precision Controls, Inc. has set The New Gold Standard in the Service and Repair Industry. Rostra is excited to offer a 
performance line of Honda/Acura Dual and Single Linear Solenoids, Pressure Switches, and Repair Harnesses.  These brand 
new (not remanufactured) products are engineered to meet or exceed original equipment specifications.  Rostra products are 
proudly made in the U.S.A. and priced much lower than OE Honda parts.
Visit our website, www.rostratransmission.com, for our complete catalog.

Rostra Precision Controls, Inc. Booth #200

New Overhaul Kit
Seal Aftermarket Products has developed and released our 6R80 (RWD & 4x4) 2008-Up Overhaul kits. Vehicle coverage 
includes Ford-Expedition, Explorer, F150 & Mustang, Lincoln-Navigator.  Kit highlights include 4WD case seal, 4WD adapter 
housing gasket, unique screen filter, check balls & VB damper seals.  OH kit Part# is T49002F.
Visit our website at: www.sealsap.com for more details.

Seal Aftermarket Products Booth #501

Hi-Per Blue Pistons
Seal Aftermarket Products provides quality piston solutions.  Engineered for a secure fit, our pistons are manufactured from 
customized rubber compounds which are designed to be highly wear resistant.   The available coverage of pistons and Piston 
kits includes the following transmissions: AL4/DPO, FNR5, RC4A-EL/ JR405E, 62TE, MLYA, SLYA, ,5R110W, 5R55N, 5L40E, 
6L80E, and 4L80E.
Visit our website www.sealsap.com for more details.

Seal Aftermarket Products Booth #501
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New Overhaul Kit
Seal Aftermarket Products has developed and released our 65RFE/66RFE 2012-Up Overhaul kits. Vehicle coverage includes 
Dodge‒Durango/Ram 2500, 3500, 3500 Cab & Ram Power Wagon, Jeep-Grand Cherokee/Wrangler.  Kit highlights include 
updated Grommet and Air bleed orifice.  OH kit Part#'s are 65RFE (2012-Up)  #TF72002CA, 66RFE (2012-Up) #TF72002CB, 
65RFE (2012-Up) with Pistons #TF72002CAP, 66RFE (2012-Up) with Pistons #TF72002CBP
Visit our website www.sealsap.com for more details.

Seal Aftermarket Products Booth #501

Download "NEW" Product Bulletins:
Seal Aftermarket Products Are you on Seal Aftermarket Products "NEW" Product bulletin distribution list? Visit our website at 
www.sealsap.com : Download bulletins direct from our website or click on CONTACT to provide your information and we will 
email you the latest bulletins.  SAP continually releases new products for all global applications. Bulk components and rebuild 
kits.
Visit our website www.sealsap.com for more details.

Seal Aftermarket Products Booth #501

Slauson Transmission Parts has the ultimate fix for bearing wobble and gear noise, and the result is a case that is tougher 
than the original.  We repair all three bearing holes with thick (6061-T6) Aluminum sleeves, precision machined to match OE 
bearing specifications, and anchored with tapered thread screws.  NOT your typical sleeved case!
Built to last, and competitively priced. See our ad or call for available models. 

The SLAUSONATER … It won't be back!

Slauson Transmission Parts Booth #425

Sonnax 48RE Converted Valve Body – the solution to 48RE valve body shortage!
Cores for Chrysler light-to medium-duty trucks are scarce and often modified beyond repair. Skip the wait time and hefty price 
tag of OE replacements with the new Sonnax 48RE converted valve body. Patent-pending innovation allows Sonnax to rebuild 
plentiful 46/47RE cores as premium-quality 48REs. Install as a direct replacement for 48RE OE design, or, use in 46/47RE 
units for pressure and lockup upgrades. Stop by Sonnax booth #415 to find out more.

Sonnax Industries Booth #415

SuperFlow manufactures high-performance automotive test and remanufacturing equipment. SuperFlow products include 
chassis dynamometers, engine dynamometers, transmission dynamometers, airflow benches, valve body testers, solenoid 
testers, transmission shifters and torque converter rebuilding systems. Since the early ’70s, SuperFlow products have been 
used daily by professional engine builders, the military, technical schools, professional race teams, speed shops, transmission 
rebuilders, universities and leading automotive manufacturers to produce powerful and efficient vehicles. SuperFlow’s 
commitment to providing the best products and service at a great value has made SuperFlow the source for automotive test 
and remanufacturing equipment.

SuperFlow® Technologies Group Booth #215

Part# K0128
Superior Transmission Parts, Inc. is pleased to announce our newest KO series Fix for the GM 4L80-E pump.
This kit allows the user to modify and install a 1997-2003 pump  into a 2004-up 4L80-E unit thus saving substantial money in 
having to purchase a late 2004-up pump. It’s quick and simple to install and comes with 3 fixes per box.

Superior Transmission Parts, Inc Booth #233

Superior Transmission Parts, inc. Introduces the Newest addition to our Fairbanks PowerTow® Brand SelectiveAction™ Performance 
Package. Part # PT4L80-E for 91-up 4L80E units is Specifically designed and tested for Fleet Service / Commercial, Hauling / Towing 
and Performance. Works on Gas or Diesel 4L80E. Each kit includes our Dual Feed Direct set-up and easy to follow instructions.
Firms Shifts and Increases Holding Power / Reduces Clutch Slippage / Less Heat Build-up. Increases Cooler Flow & Upgrades Lube 
Circuits Allows Full Time Lube To Parts. Specifically Designed To Be Programmer Friendly. Turns your hard working transmission into 
a real Performance Transmission.  So...Don’t Blow It…PowerTow It!   “GET SOME”- TODAY!

Superior Transmission Parts, Inc Booth #233

TCRA Members receive full access to the TCRA website that includes:
•  Torque Converter Standards with detailed measuring procedures.
•  Rebuilding Specifications for most late model applications.      •   Technical Bulletins from industry Experts 
•  Rebuilding Solutions     •  E-Forum

TCRA - Torque Converter Rebuilders Association Booth #720

1ExpoSupplierShowCase 915.indd   64 8/25/15   1:21 PM



GEARS   September  2015 65

AISIN AS68RC 4-5-6 K2 CLUTCH HUB
TCS Performance Transmission Products is please to release the AS68RC K2 Clutch Hub for the AISIN transmission. This hub 
is a necessary product upgrade for Extreme / Commercial applications. Made from 4140 HTSR billet steel to eliminate clutch 
plate wear. The clutch spline made .200" longer for the use of an extra friction and steel plate for more capacity.

TCS Performance Transmission Products Booth #431

TENN-TEX Automotive is a supplier of transmission cores, torque converters, and hard parts. We specialize in asking the right 
questions to ensure we deliver a good quality part in a timely manner. Come visit us in Booth #103. 

Tenn-Tex Automotive Booth #103

Since 1981 Transmission Digest has been the industry focus. New products, technical reference and training materials, 
management ideas and marketing tips once-a-month, every month.
Transmission Tech/Talk: for more than 30 years, the powertrain educational bulletin has featured the builder-preferred 
Complaint-Cause-Correction approach we pioneered in 1984.
Explore seminars and plant tours planned for next spring at the Auto TECH expo. Enhanced seminars at an affordable and 
interesting venue make Auto TECH expo a can’t miss event.

Transmission Digest Booth #115

Introducing transend™ – the first intelligent mobile parts ordering system exclusively for transmission repair shops. 
Through interacting with the OBDII, transend™ provides a virtual parts catalog for the car you are working on powered 
by exxactmatch™, Transmaxx’s exclusive parts identification system which connects VIN to part.  Transend™ gives you 
availability, pricing, and ordering capabilities all within seconds and even suggests parts you should consider ordering by 
interfacing with specific powertrain trouble codes.
To learn more about transend™ contact: transend@transmaxx.com.

Transmaxx, LLC Booth #137

Transpartner Transmission Company, LTD is a China based supplier. Our main products are converter hubs, clutch housings, 
drums and other clutch parts, pistons, sprags, sun gears, needle bearings, etc, are widely used in automobile manual and 
automatic transmissions and more. We specialize in producing a number of products that and supply internationally to the 
market. Check us out at booth space #432.

Transpartner Transmission Company, LTD Booth #432

Transtar Industries is the global leader in transmission and drivetrain-related solutions. We are dedicated to providing our 
customers with outstanding service, best-in-class distribution, quality transmission parts, and premium remanufactured 
products. Our comprehensive product offering includes everything you need to rebuild, repair, or replace a transmission, 
covered by industry-leading warranties. Buy from Transtar and give your customers peace of mind.

Transtar Industries, Inc. Booth #401

Stop by our booth for a Coke and see the insides of the new GM 8L90, a 8speed workhorse that matches the 6L90 in weight.  
It’s vein Pump is chain Driven and built into the Valve body, which is equipped with 9 solenoids, external mounted TCM gets 
signals from  3 speed sensors for optimum shift strategy. All 4 planets are together in the rear of this unit.  Keeping the 3 
rotating clutches close to the front for quicker application with 2 Brake clutches in the rear.  This modern unit houses all this 
in a one piece light weight case.

Whatever It Takes Transmission Parts, Inc. Booth #301

At Powertrain Expo 2015, ZF is to feature the progression of the ZF transmission through the decades. Witness the technology 
expertise carried forward and expanded upon from an earlier stage transmission like the ZF 4HP to current day technology 
featured in transmissions like the ZF 8HP and 9HP. ZF transmissions continue to set new standards: more power with less fuel 
consumption, especially high shifting quality and driving comfort. Find out more at Booth #325.

ZF SERVICES Booth #325
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BorgWarner Reintroduces 
TAAT 4-Speed Solenoid

BorgWarner has reintroduced 
the 4-speed transaxle solenoid for 
the Saturn TAAT transmission. This 
solenoid (P/N 50059 / 21003344-3289) 
provides the quality, performance, 
aTnd reliability you’ve come to expect 
from BorgWarner.

For more information on their 
product portfolio of solenoids, friction 
plates, modules, one-way clutches, and 
brake bands, visit BorgWarner’s web 
site at ts.aftermarket.borgwarner.com

New plates 
from Alto Products

Alto Products Corp now offers 
Friction and Steel clutch plates for 
the Toyota, Lexus, & Scion U760E/F 
transmissions. These plates are offered 
in modules as Alto # 199752A and # 
199753A or as individual Frictions and 
Steel plates. For more information on 
these clutches and other products that 
we offer please view our catalog at 
www.altousa.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.

Mister Transmission 
Commits to Raising $50K 
to Fight Breast Cancer

Mister Transmission, Canada’s 
largest chain of transmission and 
technology experts, is proud to continue 
its partnership with the Canadian 
Breast Cancer Foundation, and have 
committed to raising at least $50k by 
November 30.

This is the second year Mister 
Transmission’s partnered with this 
charity. Last year they raised just over 
$80k. This year’s fundraiser kicked off 
with a golf tournament at the King’s 
Riding Golf Club in Aurora, Ontario, 
which raised $15k for CBCF.

Participating Mister Transmission 
shops will run in support of fellow 
employees and franchise owners, and 
the millions of people affected by 
breast cancer.

The CIBC Run for the Cure is the 
largest single-day event of its kind in 
Canada. For more information, visit 
www.mistertransmission.com.

Sonnax Introduces 
Ford EPC Solenoid

Sonnax unveils OE-quality 
EPC solenoid 86431-A as a direct 
replacement for use in Ford 
AXODE, AX4S, AX4N and 4F50N 
transmissions.

Visit www.sonnax.com for more 
details. 

SAP Introduces Kits 
for 65RFE/66RFE Units

Seal Aftermarket Products has 
developed and released overhaul kits 
for the 2012-up 65RFE/66RFE (with 
and without pistons). 

Vehicle coverage includes Dodge 
Durango and Ram 2500, 3500, 3500 
Cab and Ram Power Wagon; and Jeep 
Grand Cherokee and Wrangler.
These are the kits available:
• TF72002CA — 65RFE 

Overhaul Kit; 2012-up 
• TF72002CB — 66RFE 

Overhaul Kit; 2012-up 
• TF72002CAP — 65RFE 

Overhaul Kit with pistons; 2012-up 
• TF72002CBP — 66RFE 

Overhaul Kit with pistons; 2012-up 
All kits include an updated grommet 
and an air bleed orifice.
Related component available:
• 4851 — 65RFE 

Piston Kit; 2012-up 
• 4860 — 66RFE 

Piston Kit; 2012-up
For more information visit Seal 

Aftermarket Products on line at www.
sealsap.com.

Cottman Featured on 
‘In America’ with 
Host James Earl Jones 

Cottman Transmission and Total 
Auto Care, a nationwide chain of 
transmission and auto repair, will 
be featured as a content provider on 
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an upcoming segment of the public 
television program “In America,” 
hosted by legendary actor James Earl 
Jones. 

“In America” is a series of short-
form features that air during breaks 
between programs on many of the 
nation’s public television stations. 
The segment that was taped mid-April 
in-studio, with additional content from 
a Cottman center in Fern Park, Florida. 

This specific segment will focus 
on the auto care industry, to help 
viewers understand the importance of 
preventive car maintenance. 

“The ‘In America’ series is a great 
way to inform and educate people 
about the importance of proper auto 
care,” said Randy Wright, president of 
Cottman Transmission and Total Auto 
Care. 

Wright was interviewed for the 
segment, as well as Derik Beck, vice 
president of digital marketing, talking 
about the importance of good customer 
service and explaining how regular 
preventive maintenance can help 
drivers avoid costly repairs or, worse 
yet, getting stranded on the road. 

“There’s a perfect fit between the 
show and the Cottman brand’s message 
of quality car care and outstanding 
customer service,” said Beck. 

“In America” is an award winning 
program that seeks to educate 
consumers on various media platforms. 
The show isn’t affiliated with PBS 
or APT, and is both created and 
distributed independently. 

For more information about 
the video, visit www.cottman.com/
in-america/.

New from CHA Industries

Part #46903/46905 Front Transfer 
Case Half for NP271D / 273D.

This high-quality Front Case 
Half features the benefit of strong, 
durable, and lightweight aluminum 
die-cast construction instead of OEM 

magnesium. Net Weight: 18lbs. 
OEM Reference #:  46903: 421760-

1A, 46905: 421760A-1
Stocked and ready to ship 

nationwide, same day on UPS orders 
received before 3:00PM CST! 
Distributor inquiries welcomed.

Contact Ronald Martinkus at: (630) 
443-4327, or (630) 234-0584, or email 
ronald@chagear.com.

JASPER Offers GM  
6T40/45E FWD and  
AWD Transmissions

Jasper Engines & Transmissions 
is pleased to offer the remanufactured 
GM 6T40/45E FWD and AWD 
transmissions. These transmissions 
are available for 2008-2011 Chevrolet 
Equinox and Malibu, GMC Terrain, 
Pontiac G6, Saturn Aura, and Buick 
Regal and LaCross.

“Each JASPER remanufactured 
GM 6T40/45E is 100% dynamometer 
tested through a state-of-the-art CAN 
software package allowing the TEHCM 
to shift itself,” said Brad Boeglin, 
JASPER new product development 
group leader. “This eliminates the 
chance of shifting concerns and ensures 
a quality product for the customer.”

The JASPER remanufactured GM 
6T40/45E is covered by a three-year, 
100,000 mile, nationwide parts and 
labor warranty. Full warranty disclosure 
is available at www.jasperengines.com 
or upon request. 

Adapt-A-Case joins the fight 
against cancer

"Adapt-A-Case Inc" has joined 
with "It's All About Time Inc" (IAAT) 
in their fight against all types of cancer. 

IAAT is a non-profit organization 

that is dedicated to helping with the 
high cost of cancer. IAAT (with your 
help) will assist cancer patients and 
their familes with expenses like fuel, 
hotels, food, etc...

 Adapt-A-Case came up with a logo 
"+10" meaning every tool sold (with 
that symbol on it), $10 will be donated 
to It's All About Time. For now there is 
one tool in the Adapt-A-Case's product 
line with that symbol. It is the Prystick 
(a multi-use pry bar designed for the 
transmission rebuilder). Soon there will 
be others.

If you see that symbol, know that 
you have helped out in someone's walk 
with cancer. 
Michael Black
Founder
Adapt-A-Case Inc
www.adaptacase.com
It's All About Time Inc
www.itsallabouttime.org

Cottman Relaunches 
National Web Site: 
Cottman.Com

Cottman Transmission and Total 
Auto Care has relauncheTd its national 
web site with many upgrades, new 
features, and added content that makes 
it a must-go online destination for 
anyone seeking information and advice 
on car maintenance and repair.

“Our new site at www.Cottman.
com is easier to navigate and full of 
updated information on transmission 
repair and services,” said Derik Beck, 
Cottman VP of digital marketing.  

The site, which features the iconic 
Cottman Man on the home page, has 
icons that, when clicked, provide 
general information about batteries 
and electrical systems, belts and hoses, 
transmissions, brakes, diagnostics, and 
auto repair and services.  
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For more information, please 
visit www.Cottman.com and www.
TheCottmanManBlog.com. 

Transmission Specialties 
Introduces New Planetary 
for High HP Powerglides

Transmission Specialties has 
introduced a PG 1.64 straight-cut gear 
planetary for the high-horsepower 
Powerglide transmission.

These 9310 gears are cryo-treated 
for maximum strength and are ideal 
for turbo applications or small tires/
high HP race cars that need better tire 
traction and wheel speed control.

This is a custom-built planetary 
that’s available in 300M or T-400 
output.

For more, visit Transmission 
Specialties Products on line at www.
transmission-specialties.com.

Luke Bawel Named 
JASPER Vice President of 
Logistics Groups

Jasper Engines 
& Transmissions 
is pleased to 
announce the 
promot ion of 
Luke Bawel to 
Vice -P re s iden t 
o f  JASPER’s 
Supply Chain and 
Logistics Groups, 
which includes 
our Distribution Channels, JET Transit 
and Jasper Innovative Solutions (JIS).

During his 7-year career with 
JASPER, Luke has worked in a variety 
of capacities, including Manufacturing, 
Quality, Inside Sales, Customer Service 
and Outside Sales.  Most recently, Luke 
has served as the Division Manager of 
JIS. 

“Through Luke’s leadership, JIS 
has developed into a very professional, 
well-seasoned, team that has grown 
from $18 million to $36 million in 
6 years,” said JASPER President, 
Zach Bawel.  “We are anxious for 
Luke’s involvement with our Logistics 
Group.”

In his new role, Luke will partner 
with JASPER’s Executive Team 
to develop shared common goals 
in support of our Jasper Unified 
Management Plan (JUMP) initiatives, 
as well as create and implement future 
products and services for the Supply 
Chain and Logistics Groups.  Luke will 
continue to be based at our Crawford 
County, Indiana, facility.

Precision Introduces 
New Kits for JF414E

Precision International is now 
offering OverThaul, Banner, and 
Master kits for JF414E, found in these 
vehicles:
• Nissan (non-USA) Ad Van L4 

(1.6L) 2014-15; 
Almera L4 (1.6L) 2013-15; and 
March L3 (0.9L, 1.2L) L4 (1.5L) 
2012-15.

• Lada Granta L4 (1.6L) 2012-15 and 
Kalina L4 (1.6L) 2013-15.

• Datsun B Sedan L4 (1.6L) 2014-15.
• Suzuki Swift L4 (1.4L) 2012-15.
These are the kits available:
Overhaul Kit: K73900LX-MD 
 (without piston)
 K73900L-MD 
 (with piston)*
Banner Kit: K7300LXW/O 
 (without piston)
 K7300LW/O 
 (with piston)*
Master Kit: K7300LX 
 (without piston)
 K7300L 
 (with piston)*

* Pistons are currently unavailable.
For more, visit Precision on line at 

www.transmissionkits.com.

New Friction Plate Modules 
from BorgWarner

BorgWarner Transmission Systems 
is now offering friction plate modules 
for the Renault DPO/AL4 (BW part# 
34240KIT) and the ZF 5HP19 (BW 
part# 34519KIT) transmissions.  
Both modules provide the quality, 
performance, and reliability you have 
come to expect from BorgWarner.  
For more information on our product 
portfolio of friction plates & modules, 
one-way clutches, brake bands, 
and solenoids, visit our website at 
ts.aftermarket.borgwarner.com.

AAM Announces New Axle 
Components for 2014 GM 
Trucks and SUVs

American Axle & Manufacturing 
(AAM), a leading manufacturer of axle 
components, driveshaft components 
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and repair kits for OE vehicles, has 
announced the availability of new rear 
axle components for several 2014 GM 
trucks and SUVs.

“AAM made some major changes 
to the rear axles for the 2014 GM 
Silverado and Sierra trucks, along 
with the Suburban and Tahoe SUVs,” 
said Greg Marsh, AAM engineering 
manager. “As a result, there is a 
new 9.5” and a new 9.75” ring and 
pinion gear set combination and new 
differential cases for each.”

AAM parts are the same OEM 
production parts many shops have 
come to demand when installing 
replacement parts. AAM parts fit right, 
install right and perform right the 
first time. For more information and 
to find a local distributor, visit www.
demandaam.com, call 313-758-4176 or 
email info@aam.com.

TransTec Updates 
Popular Kits

TransTec has just announced 
they’ve updated some of their most 
popular kits.

Kits 2508, 2509, 2530, and 2566 for 
the GM 6L80/90, 2006-up, have been 
updated to include the OE retaining 
ring kit for the 3-5-reverse-forward and 
the 4-5-6 balance pistons.

These retainers should be replaced 
during every overhaul.

In addition, kits 2505, DP2505, 
2506, and DP2506 for the Chrysler 
5-45/65RFE have been updated 
to include coverage for the 2012-
up 65RFE transmissions. All kits 
dated 3/13/15 and up will fit these 
transmissions.

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

GEARS Wins Big 
at This Year’s 
IAMC Awards!

Regular readers of GEARS 
Magazine know that this is an 
exceptional trade publication, with 
some of the most original and 
informative articles in the business. 
So it should come as no surprise that 
GEARS would earn five medallions — 
a gold, a silver, and three bronze — at 
this year’s International Automotive 
Media Competition (IAMC).

The IAMC program recognizes and 
encourages excellence in automotive 
media. This year’s program examined 
works published, aired, or broadcast 
between January 1 and December 31, 
2014. Judges deemed 99 entries worthy 
of special distinction, with 33 gold 
medallions, 31 silver, and 35 bronze.

According to Chief Judge 
Louise Ann Noeth, “Our validation 
of excellence is performed by a 
22-member judging panel of industry 
professionals. Further, we recognize 
journalism’s rapidly-evolving aspects 
and the IAMC is looking at ways to 
restart the professional development 
workshops to aid entrants in 
upgrading skill sets.”
Here are the GEARS winners:
Gold Medallion

Rodger Bland
What Worked for the Beatles

Silver Medallion
Dennis Madden
From the CEO (Column)

Bronze Medallions

Jarad Warren
Playing With Pulleys: Jatco CVT 
Mike Brown
The Mystery of the Rotating Bearing
Pete Husher
Cherokee’s 4x4 Leap into the Future

All of us at ATRA and GEARS 
Magazine would like to congratulate 
the winners, and thank them for their 
commitment to excellence. We look 
forward to seeing their latest articles in 
upcoming issues of GEARS.

Legend Generates 
Powerful Interest…  
and an Apology!

Joe Rivera’s article, Legends, 
garnered a lot of attention in the last 
issue of GEARS. And no wonder: It 
pointed a spotlight directly on some 
of the folks who built our industry. If 
you haven’t read it yet, you owe it to 
yourself to check it out.

And it received a number of 
requests for additional copies. 
According to GEARS Managing Editor 
Rodger Bland, the additional copies 
have been sent out, and those who 
asked for them should have received 
them by now.

Of course, even the finest of 
intentions can sometimes hide an 
embarrassing mistake: We’d like to 
sincerely apologize to Dennis Erickson 
from Superior Transmission Parts for 
misspelling his name in the article. 
Sorry, Dennis!

But typos aside, Legends really 
was a terrific article with a powerful 
message: one that extols the virtues 
of the folks who built the business 
we depend on today. Our thanks to 
Joe Rivera for reminding us of their 
triumphs. 

Keep an eye out in future issues of 
GEARS for more articles highlighting 
our forebears who built our industry. 
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ERIKSSON INDUSTRIES

•MECHATRONICS - Programmed•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

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

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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

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

Honda 5-Speed Dual Linear

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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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: 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: 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 

BUSINESS FOR SALE: Southern 
California Transmission Shop for Sale - 
Turnkey shop, prime location very busy 
Main Street with high traffic volume. 3500 
sq. ft. shop with four lifts.  35 years at the 
same location with established clientele. 
½ acre property; package price for 
business and property. Owner will carry 
with terms. Call John (951) 306-5637.  

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 stkassam@aol.com.

HELP WANTED: U.K. TRANSMISSION 
SHOP - Skilled automatic transmission 
rebuilder required for long established 
company. We have a dyno and 
hydratest set up. Converters are built 
in-house. All makes are worked on from 
late to classics.Please contact, bill@
stephensengineering.co.uk.

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 

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

2015 ATRA TECHNICAL SEMINARS 

800.428.8489
http://members.atra.com
MEMBERS.ATRA.COM

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

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