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FROM THE CEO

The solution to a problem as 
well as new opportunities are 
all around us but too often 

they don’t fit the image we expect or 
we’re so focused on what we deem as 
the right solution that we miss them 
altogether. Here’s a story most everyone 
has heard but it’s a great example for 
this topic. There are a lot of variations 
to the story so I’ll just offer a brief 
example. Its call: God Will Save Me.

A news alert goes out warning peo-
ple of a flood warning and that the peo-
ple in town should evacuate. A man is at 
his home watching the rain poor down 
when his neighbor drives up. The neigh-
bor says “It’s time to evacuate, friend. 
I’ve got room in my car. Jump in.” The 
man says “No, I have faith in God and 
he will save me.”

As the storm continues the wa-
ter has now flooded the first floor of 
the man’s house. Along comes another 
neighbor in a canoe. “I’ve got room for 
you in my canoe. Jump in.” The man 
says “No, God will save me.”

As the water continues to rise the 
man retreats to the second floor. Along 
comes a police officer in a motor boat. 
“Get in, now! The water is rising fast!” 
The man says “I have faith that God will 

save me. Go help someone else.”
Now the man’s on the roof. Every-

one else in town has evacuated. Along 
comes a helicopter searching for any-
one stranded by the flood. They spot the 
man on the roof and go in for the rescue. 
They say to the man “It’s a good thing 
we found you. Get in!” Once again the 
man say “No! God will save me. Thank 
you but I don’t need any help.”

Right about then, the house col-
lapses and the man is washed away 
and drowns. Now in heaven, the man 
is standing before God and asks “I had 
faith that you would save me. Why did 
you let me drown?”

God replies “I gave you fair warn-
ing, sent a car, then conoe and then a 
motor boat. After that I sent you a heli-
copter. What more did you expect?”

You see, the man expected God to 
intercede and for the water to recede. 
That was the only solution he would  
accept for his problem. 

Think about some of the problems 
we’ve seen over the years in this indus-
try: we can start with the introduction 
of front-wheel-drive cars. Then we saw 
the consolidation of parts companies, 
the introduction of remans, 0% financ-
ing for new cars, transmissions that last 

200,000 miles, the 100,000 mile dealer 
warranty and internet shoppers, to name 
a few. With each of these there were 
shop owners that “retreated to the roof” 
while others found a way to overcome 
these problems.

Today, the greatest challenge we 
face as an industry is finding technicians 
to do the work: Rebuilder, R&R techs, 
diagnosticians, they’re all in demand 
and it seems that they’re nowhere to be 
found.

The interesting thing though, is that 
as we’ve opened ourselves up to solu-
tions for this, it seems like they’re just 
appearing from nowhere. Contacts with 
schools, an understanding of the next 
generation of techs, creating a program 
and syllabus, online training and now… 
a virtual-training platform that promises 
a modern way of training the next gen-
eration of technicians. 

Just like every hurdle we’ve faced 
in this industry the solutions come easier 
when we’re open to new ideas. Here at 
ATRA we’re not waiting for the water to 
recede, and neither should you. We have 
some great ideas that we’ll share in the 
months ahead and reveal at this year’s 
Powertrain Expo. See you there!
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THE OPPORTUNITIES 
AROUND US.
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THE WORD ON THE STREET

by Mike Souza
members.atra.com

4   GEARS   July  2016

Back when the first quick lube 
facility started showing up, 
my first thought was that 

this is going to affect our business. 
Customers will go these shops to save 
money for not only engine oil changes, 
but also transmission services.

It can also open a can of worms 
for the transmission industry. One of 
these service centers opened up just 
down the street from our shop and 
within a month they came to us with 
a problem. We were friendly with all 
the shops in the area and didn’t 
refuse anyone who needed help, 
even if they were our competition. 
If another shop needed a part we 
would lend it to them and they 
would replace it right away.

Well, this quick lube shop 
had just serviced a Mazda with 
an F4A-EL (single pan) and now 
it wouldn’t move, so they asked 
if we could take a look at it. 
They towed the vehicle to us and 
we dropped the pan to discover 
they’d installed the wrong filter. It 
was a shallow pan 2WD and they 
installed a deep pan AWD filter 
(figure 1).

Of course there was no way 
for the pump to get oil with the pan 
pressed against the filter inlet. At 
first we told them it was going to cost 
$1200 dollars to fix it. After they 
freaked out for a few seconds we told 
them it was only the wrong filter. How 
they got the pan on with that filter is 
beyond me. 

There are other issues, such as 
flushing machines being used to 
service vehicles with internal filters, 
such as Acura, Honda, and the CD4E 

transmissions to name just a few. After 
servicing one of these units, especially 
with high mileage, the new fluid may 
loosen some of the caked-on debris 
inside the transmission and restrict 
the internal filter. It doesn’t take too 
long either. Then the customer has 
to have the vehicle towed to a local 
transmission shop.

Not that there’s anything wrong 
with using a flushing machine to 
perform normal maintenance on a 
transmission of this type, as long as 

Figure 1
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it was performed right from the 
beginning at low mileage; not 
when it’s never been serviced 
and it has 130,000 miles and 
burnt fluid.

Not too long ago, several new 
Subaru Lineartronic CVTs had 
differential failure after a visit to 
one of these quick lube facilities 
(figure 2). When they had the 
cars on the lift, they removed and 
replaced every drain plug they 
could find.

The problem was they only 
refilled the transmission section 
of the unit; they didn’t see the fill 
plug for the differential because 
it’s partially hidden by the axle 
(figure 3). Otherwise we don’t hear 
about too many failures on this 
transmission. 

Another issue has to do with 
some offshore aftermarket filters 
showing up in shops everywhere. 
Some of these poorly made filters have 
the filter media getting sucked up into 
the pump inlet and blocking off pump 
flow (figure 4). 

This has become a common call 
to the HotLine, so beware of filters 
with no brand name markings on the 
filter body. The symptoms are usually 
similar to a restricted filter. The 
complaint is the vehicle stops moving 
when it gets hot; then, if they turn the 
engine off for a few minutes and then 
restart it, the vehicle moves again for a 
short distance and stops.

There have been some odd 
symptoms, like no reverse when hot 
on some Toyotas, such as the U140E, 
when the original screen type filter is 
replaced with an aftermarket, cloth 

media filter. You may not 
see the media pulled up 
into the pump inlet when 
you remove the pan and 
inspect the filter. 

The most recent 
problem found on the 
ATRA HotLine has been 
with GM 6T40/70 and Ford 
6F35/50 transmissions. 
On the GM transmissions, 
code P0218 (Transmission 
Fluid Over Temperature) 
may set shortly after a 
transmission service. This 
may occur whether it was serviced in a 
transmission shop or quick lube. 

With the GM models the only 
issue beside the code may be fluid 
leaking out the vent. On the Ford 
6F35/50 models it’s a bit more 

catastrophic: Along with code P0218 
the transmission may have already 
melted down, and I do mean melted 
down: Here are some photos from 
a 6F35 that we received from a 
transmission rebuild facility that was 

Figure 2

Figure 3

Figure 4
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A Service Isn’t Just a Service Anymore

6   GEARS   July  2016

only serviced a few days before the 
problem occurred (figures 5a-5d).

As you can see, some of the 
plastic components actually became 
so hot that they liquefied. Plastic was 
found inside the valve body springs 
and thrust bearings. On both the GM 
and Ford units, this is caused by the 
transmission being overfilled. 

The reason? The expansion rate 
on the synthetic fluid in these units is 
very sensitive to heat, and can easily 
be mistaken for being only slightly 
overfull, when just a ¼” over the full 
mark may actually be 3 to 4 quarts 
too much. 

Ford has a TSB for the 6F35 
for an updated dipstick (fluid level 
lines; figure 9) and revised filler 
tube venting to prevent overfilling. 
The complaint on these units was 
fluid leaking out the filler tube. This 
information, along with the new 
dipstick and filler tube part number, 
was covered in ATRA bulletin 
ATB1563, which applies to some 
2009 Escapes and Mariners built on 
or before 10/29/2008.

Maybe the most important 
consideration when it comes to 
performing a transmission service 
is that most of the lube technicians 
at the nearby quick lube don’t know 
what they’re looking at. To them, it’s 
just one more oil to drain; one more 
filter to replace.

But as we all know, that 
transmission service can tell you 
a lot about the condition of the 
transmission. And it takes an 
experience transmission technician 
to examine the oil and the sediment 
in the pan, and know whether it’s 
okay to go ahead with a service… or 
to refuse it, because there’s just too 
much damage evident.

Even though we weren’t talking 
about it in this article, don’t forget 
how important it is to use the correct 
fluid. That could be an entire article 
itself. So remember: Be careful, 
because, in today’s market, a 
transmission fluid service is no longer 
just a service.

Special thanks to Bill Anthony 
from TDE for the photos of the 6F35 
parts.

Figure 5a Figure 5b

Figure 5c Figure 5d

Figure 6

Item Description

1 Correct transmission fluid level at operation temperature 
185-200 ˚F (85-93 ˚C)

2 Minimum transmission fluid level mark

3 Maximum transmission fluid level mark

4 Flat tow transmission fluid level

1mikesouza716.indd   6 6/28/16   1:03 PM



Some awards are more meaningful than others. That is why 
we take exceptional pride in being recognized by GM as a 
premier supplier in Customer Care Aftersales for the second 
year in a row. Like GM, we are committed to providing  
unmatched customer service by offering the very best 
transmission solutions possible. It is a privilege to be a 
trusted partner to GM and we look forward to continuing 
to deliver superior engineering, quality control, on-time  

          delivery and tech  
support for many  

           years to come.

Thank you, GM CCA, for inspiring us to be 
the best we can possibly be.

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

Two years in a row.

From left to right: David Bakos, Executive Director of GM  
Aftersales Engineering; John Sollazzo, Vice President of 
Sales Precision International; Frank Miller, Vice President & 
General Manager, Precision International; Michelle Braun, 
Executive Director of Purchasing, GM CCA 

Precision International July2016.indd   1 6/28/16   1:56 PM



Computer 

Troubles, Part I

Many of you have probably run into speed 
sensor issues on a Chrysler product that 
set gear ratio error codes, input shaft speed 

sensor codes, or output shaft speed sensor codes. These 
codes confuse the transmission control module (TCM), 
putting the system into failsafe. But there are many 
issues that can cause this. Lately, network communica-
tion issues have become a common problem.

Today’s vehicles have several modules that are 
responsible for multiple functions. These modules 
have to be able to communicate with one another to 
operate properly. Think of it like an auto repair shop: 
The customer communicates with the service writer, the 
service writer communicates with the technician, and the 
technician performs the repairs. This chain of 
communication may change direction multiple 
times during a single visit to the shop.

How is this different from a PCM, TCM, 
or another module involved in engine or 
transmission operation? For this fictitious shop 
to function effectively, we need two things: 
the individuals involved need to be awake and 
they have to be able to communicate with each 
other. Vehicle modules are no different.

Module communication problems are 
usually a surprise. The customer’s complaint 
is never “My car’s computers aren’t talking 
to each other.” Your first clue that there’s a 
communications issue comes after you plug in 
a scan tool. At that point your diagnostic path 
changes drastically. 

Figure 1

by Scott Shotton
The DriveabiliTy Guys

Communication

A quick check of the service 
information shows that 

pin 11 in the RCM 
connector C310a is the 

ISO 9141 network.
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Network issues can instill fear 
in some technicians. That could be 
because they don’t understand the 
system or have a clear path to proceed. 
But communication issues are relatively 
easy to solve… if you understand 
what’s going on.

Returning to the shop analogy, 
employees in the chain needed to be 
awake and be able to talk. For a module, 
this equates to three simple things: The 
first two are a good source of power 
and ground, so the module’s awake 
and functioning. The third piece is the 
ability to communicate. You can test all 
three of these requirements.

There are also three common forms 
of network communication problems to 
keep in mind:

1.  A single module is off line.
2.  Multiple modules are off line.
3.  All modules are off line or the 

whole network is down.
All three of these situations are 

usually accompanied by “Uxxxx” 
codes that may or may not be useful for 
diagnosis. Let’s start with the first issue 
from our list: One module is off line. In 
this case we’ll look at a 2006 Ford E350 
van with a 5.4 liter engine.

The van came in with the airbag 
light on. The technician connected the 
shop’s Snap-on Verus Pro; the restraint 
control module (RCM) wouldn’t 
communicate with it. At this point 

the technician was overwhelmed and 
started throwing parts at the van. First 
he replaced the RCM. That did nothing 
to correct the problem.

Now let’s approach the problem 
logically and test the three pieces 
necessary for the module to function: 
power, ground, and communication. 

One of the first steps in diagnosing 
a network issue is to try to communicate 
with the module or modules. In this 
case, communicating with the air bag 
module isn’t possible with generic 
OBD-II tools. But the shop’s Verus Pro 
should be capable of communicating 

with it.
The technician tried to 

communicate with the module using the 
Verus and the Ford IDS tools. Neither 
made contact. Checking communication 
with the remaining modules on the 
vehicle is just as important. In this case, 
all of the other modules in the vehicle 
would communicate with both tools. 
That means we’re dealing with a “one 
module is off line” issue.

The next step is to test the three 
things the RCM needs to function. The 
module sits under the driver’s seat and 
was already removed for replacement.  

Figure 2: The scope capture shows channel A (blue) connected to the DLC and channel B (red) connected to pin 11 at the RCM.

Computer Communication Troubles
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Computer Communication Troubles

A quick check of the service infor-
mation shows that pin 11 in the RCM 
connector C310a is the ISO 9141 
network (figure 1). This light blue and 
white wire connects to pin 7 in the DLC 
to allow it to communicate. 

A useful technique to check for 
communication is to connect a scope 
to the network wire at the DLC and 
the module’s communication pin. The 
scope capture (figure 2) shows channel 
A (blue) connected to the DLC and 

channel B (red) connected to pin 11 at 
the RCM. We’re using the scan tool to 
activate code retrieval from the RCM.

The scope display shows 
communication signals at both ends  
of the network wire. We can’t tell  
what the module’s saying, but we can 
see that it’s trying to say something.  
As long as we continue to see good 
digital signals that achieve the proper 
high and low levels, we have network 
integrity.

In this case the communication is 
the scan tool attempting to talk to the 
module. The voltages are correct and 
the RCM isn’t responding.

Next, we’ll check for power to 
the RCM. The wiring diagram shows 
a single red and white power wire that 
feeds pin 12 in connector C310a. Since 
the module is currently accessible, we 
can check here for power.

We used a headlamp to check the 
circuit, but it doesn’t light. Connecting a 
headlamp loads the circuit; if the circuit 
has too much resistance or a voltage 
drop, the bulb won’t light. A voltmeter 
confirms there’s no voltage at the RCM. 

The next step would normally 
be to check the fuse. But the fuse 
box is tucked high up under the dash 
and Ford likes to number their fuses 
rather than label them, which makes 
fuse identification a little harder. So 
we bypassed the circuit, supplying 
power to pin 12 with a fused test lead  
(figure 3). That restored communication.

So now we need to find and test the 
fuse. The fuse is good and has power 
through it. Another check of the wiring 
diagram shows the power wire has a 
short run from the left side of the dash 
to beneath the driver’s seat. Time to dig 
in and find the bad spot in the wire.

Before we dig in, do we need to 
check the third piece of the puzzle: the 
ground? No, because if the ground were 
faulty, jumping power to the module 
wouldn’t have restored communication.

The problem with this vehicle was 
a broken red and white power wire in 
the driver’s foot well (figure 4). After 
removing the trim and a little bit of tape, 
you can see the severed wire, complete 
with the usual green science project.  

The diagnosis on this van was 
relatively quick and easy because we 
followed a structured approach:

1.  Determine that only one module 
won’t communicate.

2.  Check the communication wire.
3.  Check for power.
4.  Check ground (not necessary in 

this case). 
In part II, we’ll examine a technique 

for diagnosing a vehicle where multiple 
modules are off line.

Figure 4

Figure 3

So we bypassed the circuit, 
supplying power to pin 12 with 

a fused test lead.

The problem with this vehicle was a 
broken red and white power wire in 

the driver’s foot well.
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KEEP THOSE TRANNYS ROLLING

In this issue, we’re going to look 
at what the future holds for the 
automatic transmission industry.

FUEL ECONOMY 
DRIVES THE INDUSTRY

Since the introduction of the 
Corporate Average Fuel Economy 
(CAFE) standards in 1975, automakers 
have been at odds with the U.S. 
Department of Transportation (DOT) 
and the Environmental Protection 
Agency (EPA) to improve the gas 
mileage in cars and light trucks 
(trucks, vans and sport utility vehicles) 
produced for sale in the United States.

Mandatory fuel economy regu-
lations were first introduced in 1978 
for passenger vehicles and in 1979 for 
light duty trucks. The average CAFE 
standard for 1978 passenger cars was 
18.0 MPG; for light trucks in 1979 
was 17.0 MPG. CAFE standards in-
creased over the years to a point where 
the average passenger vehicle had to 
deliver 27.5 MPG and an across the 
board average of 23.5 MPG (including 
the average light duty trucks) by the 
year 2010.

On July 29, 2011, the federal 
government announced an agreement 
with thirteen large automakers to 
increase fuel economy to 54.5 MPG 
(depending on the vehicle footprint) 
for cars and light-duty trucks by model 

year 2025. These CAFE fuel economy 
standards are driving the automakers 
to produce more fuel efficient vehicles.

PRODUCING 
FUEL EFFICIENT VEHICLES

With the tightening of the CAFE 
standards in 2011, automakers had to 
break new ground while designing 
today’s vehicles. 

They installed computer systems 
to control engine operation, fuel 
injection systems to control the fuel 
delivery, and computer controlled 
transmissions to control shifting, all 
to meet the stricter CAFE standards 
of 2011.

By controlling the engine and 
fuel injection systems, automakers 
have been able to get the most out of 
their engines, but that wasn’t enough 
to keep up with CAFE standards. 
Automakers had to come up with 
something else to meet the new, 
stricter standards. That’s when 
they decided to look at increasing 
transmission gear ratios.

INCREASING GEAR RATIOS
In the early ’70s, it was fairly 

common for a vehicle to have a three-
speed automatic transmission. In the 
’80s, the four-speed automatic trans-
mission was common in most vehicles. 
As the ’90s rolled through, we saw a 

few five-speed automatics, but the 
four-speed automatic transmission was 
still in most vehicles.

By the early 2000s, most automo-
tive manufacturers started installing 
six-speed automatic transmissions 
into their vehicles in an attempt to 
meet the 2011 CAFE standards. As 
time moved on and the CAFE stan-
dards have become even stricter, au-
tomakers continue to make advances 
in automatic transmission design. The 
four-, five-, and six-speed automatic 
transmissions of the past won’t cut the 
mustard for today’s CAFE standards.

Today’s automakers had to 
scramble to design new automatic 
transmissions to meet and exceed the 
2016 CAFE standards… and beyond. 
Most automakers are looking into 
adding even more gears. Seven-, 
eight-, nine-, and ten-speed automatic 
transmissions are on the road or in 
the works. 

by Pete Huscher
members.atra.com
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Let’s take a moment to look at 
some of the new design automatic 
transmissions that are on the road 
today or will be in the near future.

NEW DESIGN 
AUTOMATIC 
TRANSMISSIONS

Seven Speeds — The first 
new design automatic transmis-
sion we’re going to discuss is from 
Mercedes Benz. In 2003, Mercedes 
Benz introduced the 7G-TRONIC 
seven-speed automatic transmission 
(figure 1).

The 7G-TRONIC has seven 
forward gears and a reverse gear, 
and an efficiency rating of 85%. As 
impressive as that is, the 7G-TRONIC 
automatic transmission is already 
being replaced by the nine-speed 
9G-TRONIC automatic transmission 
which we’ll discuss a little later. 

Eight Speeds — Next we’ll 
look at the eight-speed automatic 
transmission. These aren’t new to 
the automotive world: Toyota has 
been using eight-speed automatic 
transmissions in their Lexus lines for a 
couple years now, and ZF is producing 
eight-speed automatic transmissions to 
take the place of the ZF6HP automatic 
transmission.

The ZF8HP eight-speed automatic 
transmission (figure 2) is 11% more 
efficient than the ZF6HP series 
transmission. It’s available in the 
BMW 760Li and 5 series GT models, 
the Audi A8, the Bentley, and the Rolls 
Royce Ghost.

Meanwhile, General Motors has 
its own eight speed automatic trans-
mission (figure 3), known as an 8L80 
or 8L90, depending on application. 
The 8L90 eight-speed transmission 
made its debut in the 2015 Chevrolet 
Corvette Z06 and the 2015 Cadillac 
Escalade. The 8L90 replaced its pre-
decessor, the 6L90, in the 2015-up 
Chevrolet Silverado and GMC Sierra 
and Yukon. 

Nine Speeds — Daimler broke 
the mold and designed the first nine-
speed automatic transmission for 
Mercedes Benz. The 9G-TRONIC 
(figure 4) debuted in the 2016 
Mercedes Benz E350 Bluetec. It was 
designed to replace its predecessor, 
the 7G-TRONIC, and has an 

efficiency rating of almost 92%, which 
makes it 7% more efficient that the 
7G-TRONIC. 

Ten Speeds — In an effort to 
meet 2016 CAFE standards, Ford 

Motor Company and General Motors 
co-developed a ten-speed automatic 
transmission for their next generation 
rear wheel drive trucks and passenger 
car lines. This is the third time in the 
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Figure 1:  7 G-Tronic Transmission

Figure 2:  ZF8HP Transmission

Figure 3:  8L80/90 Transmission
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last decade that Ford and GM teamed 
up to build a transmission.

Each company manufactures 
their own transmissions in their own 
plants, but the transmissions have 
similar components. Ford released 
the ten-speed automatic transmission 
(figure 5) in the 2016 F150 Raptor. 
General Motors released its ten-speed 
automatic transmission for production 
in the 2016 Silverado and Sierra 
truck lines. 

WHAT’S NEXT?
With Ford and GM producing 

ten-speed automatic transmissions, 
you might be wondering, what’s next? 
Well, just to give you a little insight, 
Ford has requested a design patent on 
a new, rear-wheel drive, eleven-speed 
automatic transmission (figure 6). Just 
think: eleven forward speeds!

Well, there you have it: a quick 
look at what the future of automatic 
transmissions may hold for you. With 
the development of new design nine-, 
ten- and eleven-speed automatic 
transmissions, the automakers are 
on their way to meeting and even 
exceeding the latest CAFE standards.

With a better understanding of 
what’s coming down the road, you 
should have no problem keeping those 
trannys rolling.
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The Future of Automatic Transmissions

Figure 4:  9 G-Tronic Transmission

Figure 6:  11 Speed Transmission

Figure 5:  10L/10R Transmission

Gear sets 4

Clutches Brakes
Torque converter with twin TD 

Mechatronics Vane cell pump
(not visible)

Gear sets 1 to 3
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We have a shop in Michigan 
where we work on just 
about anything. We keep 

up with training and try to learn as 
much as possible about newer vehicles 
and testing. Sometimes it doesn’t 
matter what you do; sometimes the 
factory dupes you without trying. 

Here’s what happened: A shop we 
work with brought us a 2007 Dodge 
Charger. It came in “not shifting 
right.” There were no transmission 
codes in memory, but there was a 
code for a wheel speed sensor in the 
ABS computer. 

I test drove the vehicle with 
the scan tool connected and proved 
the commands from TCM were 
inconsistent and erratic. Still no codes 
except for an ABS code — something 
about no signal from the rear wheel 
speed sensor. 

We inspected the rear speed 
sensor and found it disconnected. 
We connected the sensor, cleared 
the code, and drove it again. 
Almost immediately the transmission 
computer set code P0731 — incorrect 
gear ratio. Because Dodge doesn’t use 
an output speed sensor on the trans-
mission, the transmission computer 
calculates output speed from the wheel 

speed sensor signal, and uses that 
and the N2 and N3 sensor signals 
to determine ratio. Since the ABS 
is the primary module for the wheel 
speed sensor, that code needed to be 
fixed first.

We decided to check the PIDs 
using the scan tool: The PIDs Dynamic 
Engine Intervention and Reduction 
Request Engine Intervene were being 
activated during a shift attempt, 
followed by failsafe. 

The fluid was full and clean 
and there were no bulletins pointing 
to this condition. We decided to 
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send the vehicle back to the original 
shop and have them reprogram the 
TCM or other modules and reset 
the parameters.  

Unfortunately there were no 
reflashes available and all seemed 
right with the modules. Here is where 
the true story begins. We have a code 
P0731; all diagnostic routes say its one 
of four possibilities:

1. Pinion factor isn’t set properly 
2. Low transmission fluid
3. Other transmission DTCs present
4. Internal transmission failure

I called the other shop and asked 
if they had reset or confirmed the 
Pinion Factor; they did. I already 
checked the fluid level and it was 
clean. There were no other DTCs, so 
that only left an internal transmission 
failure.

We’ve all seen these ratio codes 
caused by internal parts; a torque 
converter is the most common. 
I found it interesting that it only set 
it in first gear and after moving just a 
couple feet.

I cleared the code and used the 
paddle shifter to see if the code would 
come back. Not only did it come 
back, but it tripped a ratio code in all 
five gears! Knowing the code now 
happens in all gears gave me an edge 
in this problem. It had to be a gearing 
problem in the transmission or a 
problem in the rear end: either tires 
or differential. 

I thought I knew what the pinion 
factor term was, I mean it goes back to 
the late 1980’s. But it wasn’t until I dug 
deeper to find out how it’s used with 
the 722.6.  

Originally the TCM would 
calculate vehicle speed by using 
the output speed sensor and then 
calculating in “pinion factor” which 
was the final drive ratio and tire size to 
simulate the old speed sensor signal. 

With the early CCD and PCI bus 
systems, we still needed a hardwired 
speed sensor signal to the PCM in 
order to accurately maintain the speed 
control. The Speedometer in the 
cluster could rely on a slower bussed 
message. Later models when CAN bus 
was introduced, this was fast enough 
to rely on a bus message for both speed 
control and speedometer operation 
(along with any other modules that 
needed to know MPH). 

Once we had a fast enough 
bus circuit, we could eliminate 
the hard wire circuit and that was 
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about the time that ABS became 
standard equipment so we could 
convert everything over to using 
the ABS wheel speed sensors for 
all vehicle speed signals. The ABS 
module bussed the message to the 
other controllers over CAN C. ABS 
module only needs to know tire size to 
calculate MPH.

Where a new twist was added 
was with the Mercedes 722 where 
this transmission has no output 
speed sensor signal, so it now works 
in the other direction where if we 
know axle ratio and tire size, we can 
calculate output shaft speed which the 
TCM needs.

So for a ratio error, the TCM 
knows input speed from N1 & N2 
speed sensors and is bussed the 
MPH reading and calculates output 
speed comparing this to a known 
parameter. When the value exceeds 
that parameter, then the TCM will 
set a gear ratio error. Assuming it’s 
getting a correct MPH reading, this 
would typically indicate something is 
slipping in the transmission.

So with most CAN bus vehicles, 
the gear ratio is based on build config-
uration and sales codes programmed 
into the gateway module (usually 
the TIPM or BCM). Tire size is still 
programmable with a scan tool on 
many vehicles, but to change gear ratio 
would require a sales code change.

As long as it’s a factory available 
tire size or axle ratio that we certified 
and sold the vehicle with, then you 
can program a different tire size via 
our scan tool. Changing sales codes 
for axle ratios is more difficult and 
typically not recommended.

Pro-Cal and some of the after-
market companies do make modules 
or software to do this, but they 
usually get around the legal side with 
a disclaimer that this is for off road 
use only. 

Now that I had an understanding 
of how the Pinion Factor worked I 
looked into how the code sets. It uses 
five modules to make this transmission 
shift correctly and all five must 
match inputs and outputs. The TCM 
(Transmission Control Module), ECM 

(Engine Control Module), ABS (Anti-
Lock Brake System), FCM (Front 
Control Module) and ESM (Electronic 
Shifter Module) are all directly relative 
to transmission operation. 

The Transmission Control Module 
(TCM) constantly calculates the 
transmission ratio based on the input 
speed sensor 1 and 2 (N2-N3) signals 
and the calculated output shaft speed. 
This lets the TCM determine whether 
the transmission is slipping or an 
invalid gear ratio is present.

The TCM monitors all ratio 
codes when the engine is above 450 
RPM, there are no N2 or N3 input 
speed sensor errors, no gear selector 
lever errors, no ABS system errors, 
and vehicle speed is above 10 kM/h 
(6 MPH). 

Here are the conditions that will 
set this code:
• No shifts and actual gear isn’t the 

target gear. 
• No shifts; actual (calculated) gear 

is less than target (expected) gear, 
no plausible gear is calculated, 
actual (calculated) turbine speed is 
greater than 300 RPM, or calculated 
transmission ratio is above 
threshold. 

• During an upshift, actual 
(calculated) gear is less than target 
(expected) gear. 

• During a downshift, actual 
(calculated) gear is greater than 
target (expected) gear.

This just didn’t seem right. Some-
thing was wrong but I couldn’t put my 
figure on it until the test drive with the 
paddle shifter. If this were only a 1st 
gear problem, it should only have set 
one code. 

I located the Pinion Factor reset 
with my scan tool. Tire size and pin-
ion factor programming is done 
through the TIPM/FCM (Totally Inte-
grated Power Module/Forward Con-
trol Module). There’s a setting on the 
factory scan tool under Miscellaneous.

If you’re changing axle ratio it 
gets more complicated. It may require 
a sales code change if the axle ratio 
isn’t listed on the scan tool, and then 
restore vehicle configuration with the 
scan tool. As long as you maintained 

the stock axle ratio, you should be fine 
with the new differential; you’ll just 
need to verify the tire size.

The 722.6 transmission uses 
vehicle speed for output speed, so 
if tire size or axle ratio is incorrect, 
the computer may set P0731. I called 
my buddy’s shop and they called the 
customer: Turns out the car had been 
in a rear-end collision. When I heard 
that I decided to run the VIN though 
the dealer to see exactly what it was 
supposed to have. 

The dealer information came 
back for a 2007 Dodge Challenger, 
3.5L, W5A580 (NAG1/722.6), 2.64 
differential and P215/65R17 tires. First 
thing I did was check the motor and 
transmission. Then I checked the tire 
size and the differential. Found it!

The differential was a 3.64 ratio, 
which belongs with the 5.7L; not the 
3.5L. We had the differential changed 
out and the problem was solved.

There would have been no way of 
knowing about the differential problem 
if I hadn’t learned that the vehicle was 
in an accident. Think about it: If this 
vehicle came into your shop with this 
code and you reset the pinion factor 
for the proper tire size, and reflashed 
the TCM to the right VIN, and still 
had the ratio code, you’d probably have 
gone into the transmission. From there 
it would have been a wild goose chase.  

I hope this helps someone else 
who runs into a similar problem: Make 
sure you have the correct parts on the 
vehicle. You better believe I’ll be doing 
that from now on!

About the author
Michael Gutierrez started his career 
in 1994 as a mechanic at Tuffy.  He 
then moved to a Chevrolet dealership, 
which started his path to specializing 
in  transmissions.  From there he was 
hired at Pine & 17th Transmissions 
in Holland  Michigan and has been 
diagnosing  and rebuilding there for 
the last  22 years.
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Any one that knows me will tell 
you, I love tools. Every time 
the trucks pull up to the shop, 

it feels like Christmas. The best thing 
about them, they make life easier on 
me, and having the right tool can make 
the difference between getting a job 
out the door today, or fighting with it 
for a week. 

The fact that the best tools are 
very expensive, especially electronic 
diagnostic equipment, makes most 
people reluctant to purchase them. 
As for me, I know I will be in debt to 
Snap-on for the rest of my life, and 
will gladly pay the fifty dollars a week 
for all the new toys, oops, I mean tools.

Recently I got a call about a 2000 
Acura Integra with erratic shifts and 
code P0730 (improper gear ratio). The 
technician had been working on it for 
over a week, using the most common 
and extremely expensive scan tool on 
the market. But the scan tool could 
only retrieve codes and had no option 
for data stream at all.

Figure 1
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Having no data stream is 
a huge problem. It leaves you 
with only one option for diag-
nosis: backprobing sensors and 
solenoids, one at a time, in the 
hopes of finding the source of 
the problem. This can be a very 
tedious and time-consuming task. 

After checking clutch pres-
sures, manually checking solenoid 
commands, checking wires, and 
so on, he called me and asked if 
he could bring the vehicle over for 
me to check it out. 

Though I have the same 
scan tool he had, I also have the 
Maximus 2.0 from Matco with the 
Launch software (figure 1), which 
I’ve found useful for import and 
European vehicles; second only to 
the OE scan tools and software. 

It’s always a good idea to have 
more than one scan tool available. 
And they don’t all have to be 
expensive: I’ve seen times when 
a simple code reader was able 
to retrieve codes when the high-
priced scan tools said there were 
no codes present. 

We had several PIDs to 
look for in the transmission 
computer (figures 2 and 3). We 
took the vehicle for a test drive, 
watching everything in graph 
mode, and recording data. Within 
five minutes we noticed the 
countershaft speed sensor didn’t 
have a stable signal and would 
intermittently drop to zero. Honda 
sensors rarely fail, so my first 
thought was the erratic signal was 
probably a wiring harness issue.

Figure 2

Figure 3
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After returning to the shop, 
we got out a sensor signal simula-
tor (figure 4). This tool simulates 
predefined or user drawn signals. 
And it’s easy to use:
• Probe the sensor signal wire 

(figure 5).
• Connect the sensor simulator to 

the sensor signal wire.
• Key on, engine off.

Now you can monitor the 
signal on your scan tool.

With everything connected, 
we could see a steady signal 
coming to the computer. Next 
step, wiggle test. Check that 
out (figure 6)… a dropout in 
the signal. This confirmed my 
suspicion of a damaged wire, and 
even narrowed down the location.

Turns out someone else had 
been working on the vehicle and 
damaged the wire harness under the 
intake manifold. We repaired the 
wire and took the car for a test drive 
to confirm the fix. That did it; total 
time spent? Thirty minutes. The time 
he’d have wasted — and money lost 
— diagnosing this one the hard way 
would have made a pretty good down 
payment for the right tools. 

A sensor simulator can help you 
diagnose sensor problems in a wide 
range of vehicles, including Chrysler 
governor sensors, VLP sensors, and 
more. Some also have a multimeter 
function to check voltage, resistance, 
and frequency. It can save a lot of time 
and burnt fingers trying to backprobe 
connectors and sensors, and by feeding 
the signal straight into the connector 

at the computer, you can verify com-
puter operation, bypassing wires 
and sensors.  

The days of the FMXs, 
Powerglides, and seat-of-the-pants 
diagnostics are long gone. Today, 
having the right diagnostic tools can 
be the difference between making 
money and spinning your wheels. Scan 
tools, shift boxes, oscilloscopes, and 
signal generators are just as important 
as sockets and wrenches these days.

Figure 5

Figure 6

Figure 4
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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. 

At this year’s Powertrain Expo, 
I’m presenting a workshop entitled Pea 
Soup: The Cure for Entrepreneurial 
Split Personality Disorder. I’ve com-
piled some practical tools to conquer 
the two-hat challenge that I wrote 
about in the May 2016 issue. These 
tools will help you take your company 
exactly where you want it to go. You’ll 
learn the secrets for managing things 
and leading people.

This month’s article discusses 
another P-word: Payoffs. Payoff is 
a key ingredient in the “Pea Soup” 
recipe for entrepreneurial leadership. 
While the term payoff can have 
negative connotations and conjures up 
feelings of underworld connections or 
bribes, its meaning for this article is 
broader and more honorable. 

DOES EVERYONE REALLY 
WANT A PAYOFF?

Yes, everyone really wants a 
payoff. And I’d go as far as saying 
everyone needs a payoff. But payoff 
means different things to different 
people and under different circum-
stances. Let’s look at some examples.

The word payoff immediately 
elicits thoughts of money, and yes, 
money is the most common form of 
payoff: Paychecks, bonuses, prizes, 
profits, etc., are all types of financial 
payoffs. But there are many other 
forms of payoffs. Let’s look at just 
three examples.
1. Psychic income is the good feeling 

you get when you do an outstand-
ing job. It’s generally accompanied 
by some form of external acknowl-
edgement or praise, but it can sim-
ply be the internal satisfaction that 
comes from a job well done… self 
praise, so to speak.

2. Positive strokes are another form of 
payoff. Similar to psychic income, 
these are the praises, awards (not 
rewards), and public apprecia-
tion you get. Positive strokes can 
come from your employer, your 
customers, your employees, your 
peers, your industry, your com-
munity, and so on. It’s not un-
usual for someone to work harder 
and perform better in pursuit of 
positive stokes than for a bonus 

by Thom Tschetter

UP YOUR BUSINESS
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or bigger paycheck. Be generous 
with showing appreciation and 
giving praise.

3. Another form of payoff comes when 
we celebrate the achievement of 
a goal. This is hopefully a shared 
celebration with all the participants 
involved in reaching the goal. It’s 
important to include everyone 
involved whenever it’s appropriate. 

For example, if you’re celebrating 
the completion of the construction and 
grand opening of a new facility, it’s 
appropriate to include stakeholders, 
team members, suppliers, customers, 
contractor(s), lender(s), community, 
etc. 

But if you’re celebrating the 
accomplishment of a sales, production, 
or profit goal, it wouldn’t necessarily 
be appropriate to include customers or 
others who aren’t intimately involved 
in, or directly benefiting from, the 
internal financial affairs of the 
business itself.

RADIO STATION WIIFM
WIIFM is an acronym for the 

question, “What’s in it for me?” 
Whether you’re willing to admit it or 
not, you’re motivated by the answer 
to this question. It doesn’t matter what 
fuels your passion and lights your 
fire; even the most noble of pursuits 
has a payoff. Benevolence provides 
a psychic payoff. Even martyrdom 
has a payoff or there’d be no martyrs. 
Everyone does whatever they do for a 
payoff of some kind.

In my previous article, Let’s Go 
Fishing, I suggested that your passion 

influences your vision for the future 
and ultimately shapes your purpose. 
I also proposed that you can enroll 
members of your team in sharing 
your passion by directly or indirectly 
aligning their passions with yours. If 
you missed that article, go back and 
read it in connection with this one.

It’s ideal to achieve alignment 
of passion, vision, and purpose, but, 
in the real world, there are going 
to be times and circumstances in 
which you’ll need to enlist others 
to accomplish objectives that aren’t 
related in any way to their personal 
passions. In those instances, you need 
to answer their WIIFM question. And 
to do that, you’ll need to figure out 
which form of payoff is important 
to them.

Similar to finding their passions, 
it requires the investment of time to 
build relationships with them. The 
amount of time can vary, but if you 
just pause and reflect on things you 
already know about them, you’ll often 
figure it out. 

Sometimes it’s difficult to start 
a conversation about feelings and 
values. So, in no particular order, here 
are some conversation starters to help 
guide you to the answer to WIIFM for 
them. For legal reasons, unless they 
bring it up, don’t discuss religious or 
political interests.
• I just wanted to sit down and talk 

to you about a couple of things. 
Don’t worry, nothing’s wrong; I 
just want to get a better idea about 
how we might make your job more 
satisfying for you.

• What do you like best about work-
ing here?

• What’s one thing that would make 
your job more (satisfying, fulfilling, 
fun…)?

• This might sound like a crazy 
question, but besides getting a 
paycheck, is there any other reason 
you choose to work with our 
company?

• What types of things do you like 
to do outside of work… you know: 
evenings, weekends, and holidays? 
Which of these is your favorite?

• What types of family activities do 
you like to do?

• Are you involved in any groups, 
clubs, or ____? 

• Is there anything we could do that 
would have a positive impact on 
your life outside of work? 

By the way, you can use this same 
process to find the hot buttons with 
suppliers, bankers, customers, com-
munity agencies, wholesale accounts, 
shops that refer or sublet jobs to you, 
and anyone else you want to enlist to 
help achieve your goal. They all want 
and need payoffs, too.

Once you’ve determined the type 
of payoff that’ll most likely fit the bill, 
take some time to think it through 
and put together a clear proposal 
that details expectations, objectives, 
and, specifically, what the payoff is 
for them.

Now put on your leadership hat 
and sell the plan to them. It’s normally 
best to start off with what’s in it for 
them and work your way back to 
what you want to accomplish and why 
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Payoffs: Everybody Wants One

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 trans-
mission centers in Washington State for 
over 25 years. 

He calls on over 20 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.

it’s important to you to accomplish 
it. Remember, unlike in Let’s Go 
Fishing, this is for people who don’t 
or aren’t likely to share your passion. 
In this case, the payoff replaces shared 
passion, and, in essence, the payoff 
becomes your mutually shared passion.

SOME REAL WORLD 
EXAMPLES

A general repair shop owner 
recently shared this unique situation 
with me: He had a friend who retired 
from a successful career as an airline 
pilot. Prior to becoming a pilot, he 
graduated with a degree in automotive 
engineering and had been a motorhead 
since he was a teenager.

The fellow asked if he could work 
at the shop as a diagnostic specialist. 
But he didn’t want to get paid. In fact, 
he told the shop owner that if he paid 
him, he wouldn’t cash the paychecks. 
He just wanted to do what he loved: 
diagnosing car problems.

They ultimately agreed to an 
arrangement that provided free car 
service and repairs for life in lieu 
of pay. I don’t know all the other 
details, so don’t ask me how they 
worked around the regulatory issues. 
The point is, for the retired pilot, his 
payoff was simply being able to pursue 
his passion.

Another example is with older 
adults who’ve retired or been forced 
to retire early and want to supplement 
their incomes by doing something that 
doesn’t include the phrase “welcome to 
Walmart.” 

Currently, an individual drawing 
Social Security earlier than full 
retirement age can only earn $15,720 
per year without being penalized. This 
is just $7.56 an hour over a 40-hour 
week. But you can juggle hours 
and hourly pay to come up with an 
arrangement that keeps them under the 
$15,720 annual cap. 

Others in similar circumstances 
might be interested in having access to 
health insurance benefits, because they 
don’t get Medicare until they’re 65.

We found that these types of 
individuals worked well in positions 
not directly related to production 
functions. For instance, at one point, 

we had a bookkeeper, a porter, and an 
outside salesperson on our payroll for 
the then-prevailing Social Security 
maximum. They were thrilled to 
have their respective positions, and 
they were actually more reliable than 
others who’d held the jobs before them. 
They were also great team players 
and terrific sources of wisdom and 
suggestions from their experiences.

Obviously I’m not suggesting 
you staff your entire shop with this 
strategy. My point is that each of these 
folks needed a payoff other than a big 
paycheck, and mutually rewarding em-
ployment arrangements were achieved. 

YOUR BUSINESS NEEDS 
A PAYOFF, TOO.

What’s in it for the business? Can 
a business be successful if payoff is 
what drives it? In light of my openly 
customer-centric business philoso-
phy, my answer may surprise you: 
Yes; absolutely!

Just like people, businesses 
need a payoff. But remember, just 
like individuals, the payoff for your 
company comes in different forms. 
And while a company can’t stay in 
business without paying its bills 
and making a profit, there are other 
forms of payoff that are only possible 
as a result of operating profitably: 
supporting causes, giving scholarships, 
providing security for your team 
members, and more. 

Without profit, psychic income 
isn’t possible to sustain. But profit 
isn’t a dirty word. It doesn’t mean 
the company isn’t customer centric. 
It’s been proven time and again that 
customer-centric companies are more 
profitable. That’s because profit is the 
natural consequence of putting people 
first. Hmmm — people — another 
P word for our Pea Soup recipe… 
imagine that! When you think about 
it, without people, we can’t make the 
soup and there’d be nobody to enjoy it.

In conclusion, I believe it’s always 
best to build a team that shares your 
passion, vision, and purpose by 
aligning their passions with the needs 
of the business. But, when that isn’t a 
good fit for one or more of your team 
members, don’t give up on them: Just 

tap into what’s important to them 
and give it to them as their payoff. 
Seems like it’s good to pay off people, 
doesn’t it?

YOUR PAYOFF
Would you like to learn more 

ways to use passion and payoff 
to influence and lead people to 
accomplish your goals? You can learn 
that and a whole lot more by attending 
this year’s Powertrain Expo over the 
last weekend in October. Your payoff 
is waiting for you to claim, plus you 
get to spend Halloween in Las Vegas… 
does it get any better than that?

I hope to see you there. 
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by Jim Cathcart

It was just a flow control valve. Not really a major part. 
I’d put the car in gear to back out of my garage and it 
would slip — a delay — not every day, but often enough 

to make me worry about my newly rebuilt transmission.
I took it back to the shop twice to identify the problem, 

but none of the usual-suspect solutions seemed to make a 
lasting difference. After a week or two, there was the delay 
once again. 

Sue didn’t always show up late for work, but she was late 
often enough that we knew she couldn’t be relied upon to be 
our “rock” who was always there. It was a minor issue. Her 
work was fine and everyone liked her, but still, she was often 
the last one to show up. 

So the car wasn’t ready when you said it would be… 
twice. This isn’t rocket science and you can’t always accurately 
estimate the time or costs. Isn’t that just a minor issue? 
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How does that nursery rhyme go?

For want of a nail, the horseshoe was lost.
For want of a horseshoe, the horse was lost.
For want of a horse, the soldier was lost.
For want of a soldier, the battle was lost.
For want of the battle, the kingdom was lost.
And all for the want of a horseshoe nail.

It was a minor thing… just a horseshoe nail. Or was it? 
Is there really a “minor” thing when it comes to running your 
business? After all, isn’t a lubricant just a lubricant, or does it 
really make a difference which fluid you use? Isn’t a gasket no 
big deal, or a gear, or… You can easily see where this is going. 
There are no minor parts; just small and large ones. 

How important is the way you listen to customers as they 
explain their needs? 

Is it really a big deal whether you encourage your new 
guy and remind him of how important it is for the parts to be 
clean? Does he understand why they need to be truly clean and 
not just mostly clean? 

If it was just an innocent bookkeeping error and not some 
attempt to rip a person off, then what’s the big deal? I mean, 
hey, you said you were sorry. What more is needed? 

If something’s late, at first there usually isn’t much of a 
problem. But the later it gets, the more severe the problem 
becomes. At what point are you becoming impatient by 
speaking up? Five minutes late… one day late… after the 

deadline? These are minor issues right? What’s the big deal? 
The big deal is the little deal. It’s those items, actions, 

and issues that we trivialize in our minds that can occasionally 
become huge problems. 

No matter where you look in your business, you’ll find 
small and large, long and short, black and white, soft and hard 
“parts.” But there are no minor parts. Every part matters in the 
bigger picture. 

Professional speaker Joel Weldon once asked an audience, 
“How many of you have been bitten by a mosquito?” All hands 
went up. Then he asked, “Now, how many of you have ever 
been bitten by an elephant? Raise your hands if you still can.” 
Big laughter. He then observed, “That proves it. It’s the little 
things that get you!” 

How about recalibrating your “big deal meter” to start 
seeing that everything matters a lot, sooner or later? When you 
realize that the Big Deal is the little things, then you’ll be more 
likely to handle each task and action with the care it deserves.

Jim Cathcart is the founder of Cathcart.com and author 
of 18 books. He’s a strategic advisor for ATRA and a regular 
contributor to GEARS. For free access to short video 
messages from Jim, go to Thrive15.com/acorn. 
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My work with clients creates 
dramatic revenue growth by 
making some basic organi-

zational changes. But change can also 
be implementing new marketing, using 
a new customer relationship manage-
ment (CRM) system, altering your 
hiring process, or simply introducing 
new product lines. 

In all of these changes, we want 
managers and staff to do something 
new. The problem is most people 
don’t like doing new things. Change is 
uncomfortable. As a rule, people are 
wired to resist change. 

In fact, you might hear the follow-
ing resistance: 
•  “This is just another flavor of the 

month.” (Or, “this too shall pass!”)
•  “We don’t need to do this.”
•  “This won’t work for us.” 
•  “We’re good without this new stuff. 

Everything’s good.” 
In each case, the main issue is 

fear. Fear of the unknown. Fear of 
having to learn something new. Fear of 
working harder. Fear of working more. 
Fear of the implication that the status 
quo hasn’t been enough. Fear of the 
discomfort this new work might cause. 

But the good news is we can 
overcome this resistance and imple-
ment organizational change effectively. 
Here’s how: 
1. Change must come from the top. 

If it isn’t important to the owner 
or the CEO, it isn’t going to be 
important to the managers or the 
frontline people. Change which 

38   GEARS   July  2016

by Alex Goldfayn
CEO, Evangelist Marketing Institute

THE REVENUE GROWTH HABIT
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starts in the middle levels of your 
company is nearly impossible to 
implement because it doesn’t have 
the energy of top leadership, or the 
commitment of the staff. Staff must 
know that the change is important 
to leadership. 

2. Accountability is required. In 
fact, there must be systems for 
accountability. Tools for planning 
and measuring the new behaviors 
should be created and used. Further, 
managers’ feedback should be 
systematic and consistent. The new 
effort must be communicated and 
discussed actively, in meetings, on 
the phone, and by e-mail. In fact, 
a regular flow of communication 
about the new imitative is one 
of the keys to implementing 
it successfully. 

3. Long-term change must be fo-
cused on long term. If you only 
concentrate on it for two months, 
your people will look away as soon 
as you do. Think of yourself as the 
personal trainer for this initiative.

Corporate change is like a 
new exercise program: Many 
times, when people miss the first 
workout, the entire program ends. 
They simply don’t return. Diets 
are the same way: One bad meal or 
weekend often kills a diet. Don’t let 

one bad meal kill your company’s 
new initiative. Keep it in front of the 
staff, regularly and consistently, for 
a long time. 

4. Recognize the successes — 
publicly. Studies find that 
recognition among peers is a far 
more effec  tive motivator than 
financial compen sation. That is, 
one proactive company-wide 
compli ment is more powerful 
encouragement than a $1000 bonus, 
or even a $10,000 bonus. Why?  
Because it’s public, and it makes the 
recipient proud. 

It also allows peers to witness, 
and learn from, the person’s 
successes. Those same peers will 
now aspire to be recognized next. 
So we benefit from the psychology 
of people not wanting to miss 
out on the next opportunity for 
recognition. By publicly recognizing 
one person’s success, you benefit 
from improved action throughout 
much of your organization.

Finally, a steady stream of 
positivity flies around your com-
pany when you recognize success 
regularly. This is tremendously 
useful for behavioral change. It 
makes people want to participate, 
which is far more effective than 
change which is demanded. 

5. Recognize those lagging behind 
— publicly. That’s right, along with 
complimenting proactively, don’t 
be afraid to call people out who are 
simply choosing not to participate. 
Of course, speak to them privately 
first, but if that doesn’t help, do it in 
a meeting or by email.

The key is that this occurs in 
the same communication where you 
address the successful implement-
ers. Usually being mentioned like 
this once is enough. People will do 
everything they can to never be in 
the “lagging” group again. 

Rolling out a new, company-
wide effort needs to come from the 
top; it must be accompanied by a 
system of accountability; it must 
be discussed long term; and public 
recognition should be used to identify 
overachievers and underachievers.

 
Alex Goldfayn runs The Revenue 

Growth Consultancy, a seven-figure consulting 
practice which regularly creates company-wide 
change for client organizations. Email Alex 
directly at alex@evangelistmktg.com or visit 
www.alexgoldfayn.com for more information.

His latest book, The Revenue Growth 
Habit, was named the 2015 Sales Book of The 
Year by 800-CEO-Read. Buy it at Amazon.com. 
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W hen you think about it, 
building a modern automatic 
transmission is a partnership 

between you, the rebuilder, and several 
other people. You rely on your parts 
supplier to have the right quality parts 
at the right price, available at the 
right time. You may rely on your tech 
service for information or workshop 
manuals to help with diagnostic or 
rebuild procedures.

But what about the item that 
probably comes packed in a box: the 
torque converter? The partnership with 
your converter rebuilder is possibly 
the most important one you have. This 
may seem a strong statement, but, 
when you think about it, you rely on 
your torque converter partner to build 
a converter that will perform correctly 
with your transmission.

Back in the days of the GM 
TH350s, Ford C4s, and Chrysler 
Torqueflites, as long as you received 
a converter that was clean, straight, 
leak free, and had the correct internal 
clearance, there wasn’t a lot else 
that mattered.

But things have changed, and 
today, torque converters are an integral 
part of the transmission. You rely on 

your converter rebuilder to build a 
converter with the correct lining in 
the lockup clutch assembly, the correct 
clutch release clearance, and, of 
course, is correct for your application. 
When you think about it, a lot can go 
wrong to affect your carefully rebuilt 
transmission. 

The modern torque converter, 
like the modern transmission, has 
changed a lot over the last few years. 
Rebuilding a modern torque converter 
is no longer just a matter of having a 
lathe and a welder.

The converter rebuilder is now 
faced with issues such as captive 
clutches, often manufactured without 
thought of aftermarket repair. This 
may mean that the converter shop must 
have sophisticated equipment to carry 
out the rebuild process.

It’s also likely that, just like you, 
the converter supplier is a member of 
an association that provides technical 
articles and support to help them cope 
with these modern units. 

The partnership between you 
and your converter rebuilder becomes 
important when things don’t go as 
expected. It’s easy just to blame the 
converter for a shift issue or a code, 

but there could easily be other causes 
for your problem. 

Building a relationship with your 
converter supplier, whether it’s Joe in 
the back room or a large rebuilding 
company, will pay dividends in the 
long run. After all, halving a problem 
means you’re likely to solve it in half 
the time. And looking at things from 
both sides of the pump may well 
resolve those problems quickly and to 
everyone’s benefit. 

So take the time to talk to your 
converter supplier and remember that 
building a strong relationship will 
benefit you in the long run. In fact, 
your converter rebuilder may just have 
the information you need to correct a 
no-go or comeback that you’ve been 
fighting with!

by Martin Brooks
President, TCRA

THE OTHER SIDE OF THE PUMP
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Over the years we’ve met dozens 
of transmission shop owners 
who’ve been ATRA Members 

for years; some who can trace their 
relationship with the Association nearly 
to its inception back in 1954. 

While several have been ATRA 
Members longer than Dave Wilkes, 
owner of Dave Wilkes Transmissions 
in Ventura, California, none have ever 
had a tighter relationship with it since 
the very beginning. In fact, you might 
remember Dave from our look back at 
ATRA on its 60th anniversary; he was a 
valuable asset in helping us delve into 
ATRA’s past.

But Dave opened his shop in 1993, 
so how can he have such a storied 
history with ATRA? That’s because he 
got his start in the transmission business 
in 1980, when he went to work as a 
shop manager for Mike King, owner of 
Trans-King Transmissions.

“At that time Mike had just opened 
his fourth store,” explains Dave. “Mike 
was active with ATRA since about 
1965. He was a Chapter president and 
was instrumental in developing the 
Golden Rule Warranty program.”

But that’s only part of the story: 
“At that time, Mike’s partner was 
Gene Lewis.” Yes, that Gene Lewis 
— ATRA’s executive director until he 
retired in 1992. In fact, when Dave 
came to run Trans-King’s Ventura shop, 
ATRA’s business office was on the 
second floor. 

Other luminaries who were part of 
the Trans-King family included Mike 
Lee and Steve Gray, and even GEARS 
Managing Editor Rodger Bland was a 
shop manager from this group of ATRA 
employees.

And earlier this year, Dave began 
serving on ATRA’s international board 
of directors, representing the Southern 
California region.

No doubt about it: Maybe others 
have been Members longer, but no 
one’s had a career that’s been more 
closely intertwined with ATRA. 

A Familiar Beginning
Dave got his start in auto repair 

when he was still a boy, working on 
neighbors’ cars with his dad and some 
older friends in the neighborhood. He 
began working at a gas station when 

he was about 15 “for a dollar an hour,” 
pumping gas and doing lube jobs after 
school and on weekends. 

“I moved to Santa Barbara from 
Solvang in 1971 and took a job at 
another gas station, working as a tow 
truck driver and mechanic. Then I took 
a job at a tire store, changing tires 
and learning how to do brakes and 
alignments.” It wasn’t long before he 
became their lead front end and brake 
technician. “At the same time I drove a 
tow truck nights and weekends.”

From there he moved to a general 
repair shop where he honed his craft for 
several years. “Then I came back to the 
tire store as an assistant manager. That’s 
when I met Mike King.

SHOP PROFILESHOP PROFILE

Dave Wilkes, 
owner of Dave Wilkes Transmissions,

 Ventura, California

by Steve Bodofsky
members.atra.com

With ATRA from 
the Beginning
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“Mike was building another 
store, and he bugged me for about 
six months to come to work for 
him. Finally I took him up on it.

“I started as an installer, but 
I was on a fast track to something 
bigger. After a while as an installer, 
I spent some time rebuilding 
transmissions, and then moved up 
to shop foreman. Then, in about 
’82, one of the managers quit, 
so suddenly I became the store 
manager.”

Mike began selling off some 
of his stores in the ’90s, and Dave 
bought the Ventura shop in 1993, 
changing its name from Trans-King 
to Dave Wilkes Transmissions.

Adapting to Change
When asked how he handled the 

changes the industry has faced over 
the years, Dave laughed: “I’m still 
changing. The one thing that never 
changes is that nothing stays the same.

“Whenever I was faced with 
something new, the first thing I did 
was concentrate on the fundamentals. 
I wanted to learn the basics: How it 

worked… the principles of operation 
down to the laws of physics that made it 
work. I read the Hydramatic books from 
cover to cover. I figured, if someone 
else could learn it, I could too.

“Once I understood a transmission, 
every time a new one came along, I’d 
see what was the same and what had 
changed. So even today, with the very 
complex transmissions we’re facing, I 

can relate their operation to the ones I 
studied back in the beginning.”

That’s not to suggest that learning 
the basics makes today’s transmissions 
easy. “It’s still overwhelming at times; 
today’s transmissions are very complex 
devices. But you’re much better 
off if you know the history of the 
transmission and apply that knowledge 
to today’s cars.” 

Fun Fact:  ATRA home offce used to be 
on the 2nd floor of Dave Wilkes Transmissions.

Dave Wilkes Transmissions outstanding team of professionals.
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Dave Wilkes Transmissions: With ATRA from the Beginning

Transmission 
Detective

Today it’s virtually impossible 
to run a business without some form 
of online presence. Dave Wilkes 
Transmissions has a beautiful web site 
at www.DaveWilkesTransmissions.
com. But that’s only one part of his 
advertising strategy.

“Mike began advertising Trans-
King on the radio,” says Dave. “But 
over time, radio marketing became 
diluted from neighboring stations 
from the L.A. market so he added TV 
advertising. He found that to be more 
effective, so when I bought the shop, 
I went with TV and Yellow Pages 
advertising.”

TV advertising worked out well for 
Dave, but, to catch people’s attention, 
he came up with an idea for a new 
character:

“One day I was looking at four 
or five cars, thinking about new ads 
while I was looking for leaks and 
performing visual inspections. I had 
my mirror and a flashlight, looking here 
and there and the word that came to 
mind was ‘investigation.’ Each car was 
an investigation and I was the detective. 

“I presented that to my marketing 
agency. They found me the hat and coat 
(the familiar herringbone deerstalker 
and overcoat), and I dressed up like 
Sherlock Holmes and became ‘the 
transmission detective.’ I close each ad 
with my tag line: ‘Customer satisfaction 
is elementary.’

“I’ve been the Transmission 
Detective for over 15 years. I try to 
make my ads visually interesting 
so people remember them. Some 
spots are about services and how 
important they are to get the most 
out of your transmission.

“I market us as specialists. 
There are a lot of general repair 
shops and dealerships, but 
today there are fewer and fewer 
specialists. We’re transmissions 
only; I don’t market as a general 
repair shop at all.

“There are a lot of shops that 
sell transmissions the way they’d 
sell a starter or an alternator: It’s 
bad, just replace it. But many times 
what seems to be a major problem 
turns out to be a minor repair. 

“A lot of shops just sell a new 
transmission when it could be 
repaired. But if you aren’t a 
specialist who actually repairs 
transmissions, your only choice 
is to replace them. We get a 
lot of cars where another shop 
tried to sell a new transmission 
and we fix it. Not patched; it’s 
repaired properly. It just didn’t 
need a new transmission. And 
because we’re specialists, we can 
offer those repairs.

“Of course, no matter how you 
advertise, you have to be able to back 
it up. The most important thing is 
you have to fix the car. That’s where 
ATRA has been helpful.”

Henry Villanueva, Installer

Dan Mendez, Lead Technician, Rebuilder, 
Diagnostician, Foreman, & Shop Manager

Cliff McCormick, Rebuilder and  
Diagnostician Pedro Cerda, Installer

The Transmission Detective
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Waiting Room and Office

The Peg Board: This is where the clip boards for each job are organized

The crew at Dave Wilkes Transmissions L to R: Natalie Wald, Cliff McCormick, Pedro Cerda,
Dave Wilkes, Henry Villanueva, Dan Mendez and Barbie Wolf

Honoring Promises
One thing Dave’s adamant 

about is that agreements need to 
be hashed out up front, before 
the job begins. “That way it’s 
possible for either party to say 
no,” he explains. Once the job has 
begun, it’s important to honor your 
agreement. That’s how he does 
business, and it’s been working 
well for him and his customers.

And most rebuilds that 
go through Dave Wilkes 
Transmissions receive a 3-year, 
100,000-mile warranty. “Because, 
if you rebuilt it right, it should last 
three years without any problem. 
If it doesn’t last three years, you 
should be disappointed.

“The bottom line is you have 
to fix the car. Nothing works if 
you don’t fix the car. That’s why 
customers bring their cars to us.”

Continued Ties
Dave was thrust into the 

Association through his business 
path with Trans-King, but why did 
he remain so closely tied to ATRA 
afterward?

“Well, the technical support, 
naturally, but that’s just a small 
part of it. There’s also the 
camaraderie with other ATRA 
Members… other shop owners… 
people I’ve interacted with over 
the years at Expo and seminars. 
And of course there’s the technical 
and management information 
that’s only available to ATRA 
Members.”

If you haven’t taken part in 
ATRA’s events, the point about 
camaraderie between the shop 
owners and technicians is probably 
a difficult concept to grasp. But it’s 
something that Dave and so many 
other ATRA Members would never 
want to live without.

“One of the difficulties with 
the transmission business is that 
you generally don’t have a lot 
of peers to talk to or run things 
by,” says Dave. “I have friends 
all across the country who I met 
through my connections with 
ATRA.

“It gives us a chance to learn 
from people we’d never have 
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Dave Wilkes Transmissions: With ATRA from the Beginning

Barbie Wolf, Bookkeeper and 
Administrative ManagerDan Mendez and Dave Wilkes at Customer Service Desks

met without ATRA. People who are 
there to help you and provide a real 
smorgasbord of ideas and a chance to 
see them in action. Expo’s the best time 
to do that. 

“It’s not just about the seminars. 
There’s so much more to be learned, 
just bouncing ideas off each other. If 
you’re trying to do it yourself, you’re 
missing out on a lot.”

This year, Dave took another 
step in his long-standing relationship 
with ATRA when he was elected to 
the board of directors, representing  
Area 1, California, Nevada and Hawaii. 
“It’s a chance for me to give back to 
the industry and share some of what  
I’ve learned over the years,” he said.

One thing he’d like to accomplish 
as a board member is to help create a 
program where experienced and retired 
shop owners can provide assistance and 
guidance to help new shop owners get 
their footing and become successful. 
“I’d like to see us pass the torch from 
the old timers to the new guys coming 
up in the industry.”

It’s a tall order, but one that has the 
potential to pay off in a big way. 

Where Credit Is Due
One thing Dave is adamant about: 

His success wouldn’t be possible 
without his outstanding team of 
professionals, two of whom have been 
with him since the shop was still part of 
Trans-King.

Dan Mendez wears many hats, as 
lead technician, rebuilder, diagnostician, 
foreman, and shop manager. He’s been 
with Dave since 1987, after graduating 
from Arizona Tech Institute. “Dan really 
cares and takes pride in his trade.”

Henry Villanueva is another Trans-
King alumnus. He came back to work for 
Dave in 1998 as an installer. “Henry’s 
work is detailed and meticulous; you 
usually can’t tell the transmission was 
ever removed.”

Cliff McCormick is no stranger to 
GEARS readers, having been a longtime 
ATRA tech advisor, seminar presenter, 
author, and instructor at a local college. 
Cliff came to work for Dave in 2006 as 
a rebuilder and diagnostician. “Cliff’s 
in-depth knowledge of transmissions is 
amazing.”

Pedro Cerda joined Dave in 2015 
as an installer. He had several years 
experience in general repairs and 
worked as a transmission installer; 
today he’s working hard learning 
diagnostics.

Barbie Wolf is the bookkeeper and 
administrative manager. She joined 
the company in 2006. “Barbie is a 
full-charge bookkeeper and I’d be lost 
without her.”

Natalie Wald is Barbara’s assistant. 
“She frees up Barbie’s time by keeping 
things organized in the office, and she’s 
learning bookkeeping.” Natalie has 
been with the company since 2013.

Together these people make 
Dave Wilkes Transmissions a viable, 
profitable business… a place where 
consumers are happy to bring their cars 
when they have transmission problems 
and are likely to recommend to their 
friends.

Like many of us, Dave is getting 
older and he’s begun to think about what 
comes next. He’s currently looking for 
someone to join his team with an eye 
toward taking the reins and steering 
the company into the future. For some 

special individual, this could be a great 
opportunity.

What the Future Holds
When asked about the future of our 

industry, Dave spoke of the value of 
continuing education, “To survive and 
flourish in the transmission business 
will depend on the ability to satisfy 
our customers and fix their cars.   The 
difficulty to do this is continuing to 
get harder with the many new high 
tech transmissions and increasing cost 
of repairs.

“The way to keep up with that 
change is through sharing experiences 
and continuing education or the ‘school 
of hard knocks’. The Automatic 
Transmission Rebuilders Association 
provides education. Expo and seminars 
introduce you to the many great people 
in the transmission industry to share 
experiences with. Then there’s the 
‘school of hard knocks’. This is where 
you’re always learning, but it’s one 
school no one ever graduates from. 
I hope I get the chance to hang out with 
you at EXPO and tell war stories."

Natalie Wald, Administrative Assistant
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Organized by: Media partner:

Las Vegas NV, October 29 – 30, 2016

@ReMaTecShow         

www.linkedin.com/company/rematec-worldwide

ReMaTec

100% Dedication To Remanufacturing

Engines, starters, alternators, turbo chargers, 

steering systems, cleaning, testing equipment, core 

dealers, parts suppliers… Find it all, and much more, 

in one place at the largest reman show in  

North America. 

Grow your network – and your business.

Register your visit now on
www.bigrrematecusa.com
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renews TCC operation. The kit features 
advanced design and materials to 
ensure lasting results.

Visit www.sonnax.com for more 
details.

Raybestos Powertrain  
Offers New Solutions  
for VW/Audi 0B5

 
Raybestos Powertrain now offers 

premium frictions and a new clutch-
pack module for VW/Audi 0B5.

The company’s proprietary blend 
of high-energy fibers delivers smooth 
engagements and high temperature 
durability. And precision engineering 
provides drop-in replacement for 
optimum clutch pack clearance.

Current VW/Audi 0B5 solutions 
from Raybestos Powertrain include:
• K1 (1-3-5-7) Dual Clutch, 2008-on
• K2 (2-4-6-Reverse) Dual Clutch, 

2008-on
• For complete unit coverage: 

Clutch-Pack Module, 2008-on
For more information on these 

and other Raybestos Powertrain 
aftermarket products, visit them on line 
at www.RaybestosPowertrain.com.

Rostra Introduces  
JF506E/09A Solenoid Kit  
with Internal Harness 

Rostra now offers the Volkswagen 
JF506E/09A solenoid kit with harness 
for years 2000–2010, Rostra P/N 
52-9043. 

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.

SAP Introduces 
New RE0F06A Kits

Seal Aftermarket Products is 
pleased to announce the immediate 
availability of overhaul, banner, and 
master kits for the 2000-on RE0F06A 
transmission.
SAP # Catalog# Description
TF213002A 203002H Overhaul Kit
TF213004A 203004H Banner Kit
TF213006A 203006H Master Kit

Look for these transmissions in the 
following 2000-on Nissans: 
Primera, Almera, Avenir, Bluebird, 
Sylphy, Cube Cubic, Prairie, Rnessa, 
Serena, Sunny, Tino, Wingroad

For more information, visit Sealed 
Aftermarket Products at sealsap.com.

Sonnax ZF8 Oversized  
Converter Clutch Apply  
Regulator Valve Kit

Vehicles equipped with ZF8HP45, 
ZF8HP55, and ZF8HP70 transmissions 
are known to exhibit numerous TCC 
apply issues due to bore wear at the TC 
regulated apply valve. 

Reconditioning the bore and 
installing Sonnax oversized converter 
clutch apply regulator valve kit 35740-
13K recovers hydraulic control and 

The kit includes:
• Shift A solenoid (17 ohm)
• 2-4 Brake Timing solenoid (17 ohm)
• Shift C solenoid (17 ohm)
• Reduction Timing solenoid (17 ohm)
• Low Timing/Low Clutch solenoid 

(17 ohm)
• Shift B solenoid (16 ohm)
• EPC Pressure Control solenoid
2-4 Brake Duty (Oil Pressure) solenoid
• TCC solenoid
• A color coded internal wire harness 

(10-prong connector with nine, one-
blade connectors and ground).
All solenoids are date coded, 

serialized, and new (never remanufac-
tured). Each kit is 100% factory tested 
and offers a 12,000-mile/12-month 
warranty. 

For more information, contact Tal 
Eidson at (910) 291-2575 or email at 
teidson@rostra.com.

TransTec Introduces 
Two New Kits for the 
TF-80SD Step Trans

TF-80SD 11-Up 6 speed step transmission

TransTec has just introduced two 
new overhaul kits for the TF-80SD, 
6-speed, step transmission for years 
2010-on.

DP2687 comes without bonded 
pistons

DP2688 comes with bonded pistons
This kits fit a variety of vehicles, 

including the Citroen, Luxgen, Opel/
Vauxhall, Peugeot, Ssangyong, and 
Volvo, for years 2010-on.

Both kits are in stock and available 
for immediate delivery.

Visit www.TransTec.com For more 
information.
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Larson Electronics  
Releases 25’ Explosion  
Proof Extension Cord

Larson Electronics, an industrial 
lighting leader, has announced the 
release of a heavy duty extension cord, 
designed to provide secure connection 
of explosion-proof equipment in 
hazardous locations. 

The EPEXC-P20A-GFCI-25 
explosion proof extension cord is 
designed to extend the reach of 
equipment in hazardous locations 
where power receptacles are not in 
close proximity to the workspace.

This cord is fitted with a single, 
20-amp, explosion-proof, twist-lock 
receptacle, constructed of non-sparking 
aluminum and finished with an epoxy 
powder coat. An LED pilot light is 
attached to the top wiring hub of the 
receptacle to indicate current flowing 
through the receptacle. This unit also 
includes an inline GFCI reset and test 
switch to ensure proper operation.

The 25-foot extension cord is 
terminated in an explosion-proof, 
straight-blade plug, to ensure safe 
connection throughout the hazardous 
work area. This unit is designed to 
withstand wet and corrosive conditions 
and incorporates a spring-loaded 
receptacle door to prevent of water and 
contaminants from entering when the 
unit isn’t in use.

The extension cord is Class 1, 
Division 1, Groups C and D, and Class 
2, Division 1, Groups E, F, and G rated, 
making it ideal for use in hazardous 
locations where flammable gases and 
vapors are present.   

To view the entire Larson 
Electronics line of industrial 
grade lighting solutions, visit 
Larsonelectronics.com, or call 1 
(800) 369-6671; 1 (214) 616-6180 for 
international inquiries.

Alto Introduces 
Hi-Performance 
G3 Powerpacks

Alto Products Corp now offers five 
new Hi-Performance G3 PowerPacks 
for the Allison 1000, 2000, and 2400 
transmissions. 

Alto part numbers 152755B, 
152756B, 152757B, 152758B, and 
152759B are manufactured with their 
new G3 performance friction material 
and Kolene® steels.

All five are in stock and available 
for immediate delivery.

Visit ww.altousa.com for more 
information on these PowerPacks and 
other Alto products.

GFX Inc. Puts  Engineering 
Interns to Work for Summer

Matthew Sosa, Senior’17, has earned 
his SolidWorks CSWP certification and 
is using his knowledge to aid in product 
development and quality control. While 
an intern at GFX Inc., Matt has been 
exposed to new product development in 
a global environment.

Mechanical engineering students 
are required to participate in internship 
programs to obtain resume-worthy, 
real-world experience and to satisfy 

degree criteria. Internships are 
considered ‘prime’ or ‘desirable’ when 
the position combines use of state-of-
the-art technology, a preferred industry, 
and is paid.

The competition for the summer 
intern positions was rigorous as more 
than fifty students from the University 
of Miami, Florida International 
University, The University of Florida, 
and others applied for the opportunity 
to work at GFX Inc. 

The GFX team uses its vast network 
to identify and acquire popular hard 
parts, OEM-complete transmissions, 
and surplus hard parts. The company 
is focused on accelerated design-to-
market product development processes. 

Interns hone mechanical design 
skills and practice hands-on quality 
control through the use of the 
company’s SolidWorks, 3D scanning 
system and 3-D printer.

For more, visit GFX on line at 
www.gfxcorp.com.

DCM Tech Introduces 
New Rotary Grinder  
Model IG 380 SD

Rotary grinding never looked so 
good: DCM Tech has a fully enclosed 
grinding envelope on the IG 380 SD. 
Integral mist collection and coolant 
filtration are standard features that 
provide clean, consistent grinding 
operations. 

The IG 380 removes stock fast 
and can create finishes that reduce 
or eliminate the need for subsequent 
lapping operations. The 36” diameter 
electromagnetic chuck also delivers 
through spindle vacuum for fixturing 
non-magnetic parts.  

DCM rotary grinders can increase 
productivity by as much as 10 times.

DCM Tech will be at the 
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I n t e r n a t i o n a l  M a n u f a c t u r i n g 
Technology Show (IMTS), in Chicago, 
IL, September 12-17, Booth N7272.

For more, visit DCM Tech on line 
at www.dcm-tech.com.

Next Generation 
of AMi Launches

The Automotive Management 
Institute (AMi) is proud to announce 
the launch of the "next generation” 
of AMi. This includes six new front 
office and management certificates 
and professional designations, access 
to more than 100 relevant online 
courses, career paths, a new web site, 
and a world-class online learning 
management system.

The new online course offerings 
include content from highly-respected 
industry professionals, such as Mike 
Anderson, Mark Claypool, Michael 
Graham, Frank LaViola, Jeremy 
O'Neal, Frank Terlep, and others.

“The new AMi represents more 
than a year of soliciting, organizing, 
and prioritizing industry feedback 
to ensure we offer the most relevant 
professional designations, career paths, 
and overall management educational 
support possible,” said Jeff Peevy, 
AMi president. “For example, we 
heard clearly from business owners and 
managers the need to offer career paths 
for their front office staff.”

The industry-serving nonprofit now 
offers Customer Service certificates 
and Professional designations for office 
manager, general manager and master 
general manager, specifically for 
collision repair and mechanical service. 
Each level is a step toward the next, 
building a clear development path to 
improve operational performance. 

To help provide for this learning 
support, AMi has developed the 
AMi Learning Foundation program 

to  encourage tax-deduct ible 
donations from industry businesses 
and individuals. Through these 
contributions, AMi will continue to 
provide educational support at minimal 
cost to repair professionals. 

For more information about the 
Institute, its curriculum, or donation 
methods, contact AMi at (817) 514-
2929, or visit the AMI web site a www.
AMionline.org. 

Schaeffler’s REPXPERT 
Voted Top 10 Tool for 2016

Schaeffler’s online service portal, 
REPXPERT, was recently voted one 
of the industry’s top 10 tools by users. 
In October 2015, Undercar Digest 
encouraged its 35,000 monthly readers 
to vote for the Top 10 Tools and Top 
10 Shop Products through a ballot 
provided in its magazine.

Only  manufac tu re r s  and 
distributors were eligible. Each retail 
shop subscriber submitted one vote 
for as many as 10 nominations in each 
of the two categories. The winners 
were presented at AutoTECH Expo in 
Covington, KY in early April. 

As REPXPERT’s features 
continue to evolve, automotive service 
professionals and facilities continue 
to benefit from Schaeffler’s product 
know-how. Users have access to a 
product catalog that updates in real-
time, diagnostics and installation guides 
showcasing videos and illustrations, 
plus customizable technical training 
available in person or on line.

The web site is setting a new 
standard for training and technical 
information for the auto care industry. 
With just a few clicks, users can find 
everything they need to get the job 
done quickly, efficiently, and correctly, 
the first time, every time.

Follow Schaeffler on Twitter @
schaefflerpress to receive the latest 
press releases and news.

ATRA Says Farewell 
to the Riviera: 
A Mainstay for Expo

Tuesday, June 14, 2016 heralded 
the end of an era for Las Vegas and 
for ATRA. The Riviera — a mainstay 
of ATRA’s annual Expo and one of 
the last vestiges of the Mob era in Las 
Vegas — was imploded by its new 
owners: the Las Vegas Convention and 
Visitors Authority.

The 24-story Monaco Tower was 
taken down at 2am Tuesday; the Monte 
Carlo Tower will be imploded in 
August. The tourism agency bought the 
26-acre property last year with plans 
to expand its Las Vegas Convention 
Center.

“Ironically, the Riviera is as famous 
for its imaginary self as much as its 
actual self,” said Geoff Schumacher 
of the National Museum of Organized 
Crime and Law Enforcement, also 
known as the Mob Museum in Las 
Vegas.

But to ATRA, the Riviera will 
always be a part of the history of Expo, 
having been the host hotel for three 
of our annual events: 1992, 2002, and 
2009. 

“Expo is an important part of our 
educational model, and each Expo 
location has become a part of who we 
are as an association,” says ATRA CEO 
Dennis Madden. “Seeing the Riviera 
go is like saying goodbye to a part of 
our history.”

While the Riviera may be gone, 
Expo is alive and well… and getting 
bigger every year. This year’s Expo 
will be hosted at the Paris Hotel in 
Las Vegas, October 27-30. Make your 
plans to attend today, and we’ll see you 
at Expo!
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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

• 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

SHOPPER CLASSIFIED ADS
GEARS Shopper advertising costs $325.00 for a one time insertion ad, (2 1/4 X 3) 2.25 X 3.  Larger ads can be placed 
elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.
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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

   With over 150,000 transmission, engine and 
internal part cores on the shelf, we have the cores 
you need    ready to ship today!_

Las Vegas, NV
800.426.8771
702.649.7776
702.649.6777 FAX

Find vintage cores on “Memory Lane”

CORESCORES

Chicago, Il
800.826.7403
773.624.6111
773.624.6660 FAX

YOUR SOURCE FOR CORES • RECYCLING • AUTO WRECKING

aamidwestcores.com

 We’ve 
    Got 
  Yours!

 We’ve 
    Got 
  Yours!

powerpusher.com | 800-800-9274

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

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

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

Need Hard 
Parts?

1.877.888.5160

Just Ask!

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

888-833-9000 
www.equipmentmanufacturing.com

$4,995.00  
In Stock 
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HELP WANTED: DIAGNOSTIC 
TECHNICIAN - Looking for a change?  We 
are a busy Western Colorado transmission 
shop looking for an experienced, 
professional diagnostic technician to join 
our team.  Must be well versed in computer 
diagnostics and electronics. We live and 
work in the beautiful Grand Valley, aka “the 
Gateway to the Outdoors” minutes from 
hiking, biking, hunting, fishing, and all kinds 
of outdoor activities.  We offer competitive 
pay with bonuses, a five day work week, 
local healthcare, and paid holidays.  E-mail 
resume to bakerstransmission@gmail.com 
Check us out at www.bakerstransmission.
com Bakers Transmission Service, LLC 
(970) 245-6640. ATRA Mbr

HELP WANTED: California -  Very busy  
ATRA Member shop looking for 
Rebuilders and Installers. Contact Mike at  
(805) 236-1114. ATRA Mbr

HELP WANTED: Ralph’s Transmission is a 
growing shop in Modesto seeking qualified 
and experienced transmission specialists. 
We have an excellent facility with completely 
upgraded equipment. Ralph’s offers a 
positive work environment, competitive 
pay, benefits and other great employee 
incentives. We are currently accepting 
applicants for the following positions: R&R 
Specialist, Diagnosticians, Service Advisors 
(Sales). Visit: www. RalphsTransmission.
com to learn more about Ralph’s 
Transmission and employment opportunities. 
Contact Mario Jauregui at (209) 526-1909 or  
Mario@RalphsTransmission.com.

HELP WANTED: Experienced Transmission 
Rebuilder - Family owned and operated for 
over 36 years, guaranteed 40 plus hours 
per week. Benefits include:  Paid Vacation,  

HELP WANTED: HERE WE GROW AGAIN 
- H&A Transmissions Inc. is a high pace drug 
free facility and an industry leader in the area 
of remanufacturing transmissions exclusively 
for the Honda and Acura automobiles. We 
are looking for special individuals to bolster 
our R&D department. The ideal candidates 
should have the following strengths 
and interests. Position #1: New Product 
Development; This position requires an 
extensive understanding of Transmission 
theory. The individual should have a strong 
attention to detail and desire hand’s on 
work. This will be a lead position for testing 
new products and following up with failure/
quality analysis. The position will require an 
excellent understanding of mechanics and 
electronics. The individual should possess 
strong computer skills and understand the 
importance of writing detailed reports. The 
right candidate will join our Family and 
if not already, will become an expert in 
Transmissions for the Honda and Acura 
automobiles. Position #2: R&R technician / 
mechanical fleet maintenance - Our desired 
family member should have an exceptional 
mechanical aptitude and have at least5 years 
of experience doing Transmission R&R. 
Knowledge of Honda/Acura is a plus. Duties 
will include all company fleet maintenance 
and car care, as well as service log book 
safety records. Please email resumes to: 
carol@hnatrans.com. ATRA Mbr 

HELP WANTED: Leading aftermarket 
manufacturer looking for tech department 
help. Flexible hours, can work from home, 
travel required, transmission rebuilding 
experience a must. Please send resume 
to: dbland@atra.com – subject line:  
BB-072016-1. 

HELP WANTED: TRANSMISSION 
REBUILDER – (Maryland and Washington 
area) Salary: We have full time position open 
for experienced Transmission Rebuilder. ASE 
not required, but you must be a self starter 
and have your own tools. We are not looking 
for a helper, but a real experience Builder 
with diverse skill set and with qualifications. 
Contact Mark: (757) 725-0201 or email: 
markabrahim@gmail.com.

HELP WANTED: We are looking for a TOP 
GUN transmission parts Regional Manager 
to source and sell transmission parts to 
wholesale customers in San Bernardino, 
California. We offer paid time off, 401k 
and insurance benefits.  Please contact 
recruiter: swilliams@partsauthority.com.

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

HELP WANTED: Experienced Transmission 
Rebuilder – Wanted for established family 
owned business of over 65 years located 
in central Iowa. Busy 6 hoist shop offering 
top salary plus weekly bonuses, 401K, and 
insurance benefits. Please contact James at 
(515) 285-7561 or knudsontrans@live.com.
 ATRA Mbr

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).

July  2016

805.604.2025
www.gearsmagazine.com

GEARS classified advertising cost $95.00 
for up to 50 words for a one time inser-
tion. ATRA members are eligible to receive 
up to three (3) FREE classified advertise-
ments in GEARS annually (per 10 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).

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

ATRA MEMBERS 
RECEIVE 3 FREE!
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U.S. $30 ~ Canada $45 ~ Other Areas $65     —    Please enclose check or money order in U.S. funds and send to:

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

I want my very own subscription 
to the next 10 issues of GEARS.

The Million Dollar 
Question
Controlling the 6R80
Inside the Honda 6-Speed

JULY 2015

ATRA 's 2015 Powertrain Expo! 
Make your plans now!

CVR-715-jt1.indd   2 6/19/15   12:08 PM

XSubscribe Today!
Grab Your GEARS Now!

Don't Miss the ATRA SEMINAR Near You!

2016 ATRA TECHNICAL SEMINARS 

Sick Pay,  Paid Holidays and Health 
Insurance. West Central Florida Location, 
must have own tools, minimum of 5 years 
experience, Diagnose and Rebuild Automatic 
/Manual Transmissions to high level of 
quality. Send resume to: brktrans@yahoo.
com or call (352) 796-6544. ATRA Mbr

HELP WANTED: Experienced Transmission 
Rebuilders needed. Advanced Transmissions 
Inc., located in Mauldin, South Carolina is 
seeking full-time, experienced Transmission 
Rebuilders to be part of our team. Candidates 
must have a minimum of 10 years experience 

with both foreign and domestic transmissions. 
Please send resumes to Gareth Jacobs, 
at AdvancedTransmissionsInc@gmail.com. 
Call us at (864) 299-9600.

HELP WANTED: Rapidly growing hard 
parts company in the Dallas/Ft Worth area 
is looking for a salesperson. Must have 
knowledge of hard parts and soft parts. 
Also in need of two people with hard parts 
knowledge to help with the inspection 
process, as well as cleaning, packaging, and 
stocking them.  Please send resume and 
requirements to atraadd@gmail.com.

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.

Aug 6 - San Antonio, TX Aug 13 - Albuquerque, NM

Aug 20 - Portland, OR Aug 27 - Anaheim, CA Sep 10 - Chicago, IL

Sep 17 - Billings, MT Sep 24 - Atlanta, GA Oct 1 - Newark, NJ

ATRA'S POWERTRAIN EXPO 2016  •  October 27th - 30th

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