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So far this year I’ve had the 
pleasure of presenting eight 
What’s Working seminars. The 

program comes on right after the regu-
lar Saturday technical seminars.

It’s been an exciting year for me; 
I’ve met a lot of shop owners with a 
passion for improving their businesses. 
And lately it seems as though the mate-
rial is resonating better with them.

As with any presentation, I get 
questions from the audience. But in 
one instance I was at a loss for an 
answer. Someone asked me “What do 
you do if your customer doesn’t have 
any money?” 

At first I began thinking about 
financing options, such as bank cards 
and check guarantee programs. But 
then I realized that I was thinking about 
this all wrong. The question isn’t how 
to help customers pay for your services; 
the real question is, “How can you 
attract better customers? Customers 
who can afford to have their cars 
repaired?”

We began the What’s Working 
study based on an observation that 
some shops were doing well, while 
others, right nearby, were failing. We 
needed to figure out why. Turns out, 
one reason is that the more successful 
shops have better customers. What do 
we mean by “better”? Well, for one 
thing, they can afford to pay for repairs! 

Something else we observed was 
that successful shops generally weren’t 
low-priced businesses. Our 2009 demo-
graphics study (available for download 
at http://members.atra.com) showed 
there were successful shops across the 
entire economic spectrum.

So if we accept the premise that 

there are customers out there who can 
afford to have their cars fixed, then that 
leaves us with two very simple ques-
tions:

1. Where are they?
2. Why aren’t they bringing their 

cars to you?
Maybe this would be a good time 

to take a ride around your town and 
take a closer look at your competition. 
See who’s doing well. And you can bet 
that some shops near you are doing 
well. We’ve seen this time and time 
again: One shop will be struggling to 
get by, while another, right around the 
block, is turning work away.

So what are they doing differently? 
From our study we know it isn’t about 
location. Is it curb appeal? The look and 
feel of your waiting area? That might 
be part of it: There’s an increasing 
number of women making auto repair 
decisions and women generally expect 
a higher standard of attractiveness and 

cleanliness from the businesses they 
frequent.

What about advertising? Sure, 
you advertise in the Yellow Pages, but 
everyone receives the Yellow Pages. 
Those ads don’t target your preferred 
customer: the ones with the money. 
How can you reach out directly to 
them?

Part of reaching those customers 
means figuring out where they are. 
Where do people of means spend their 
time? Where do they hang out? What 
do they do on their days off? Once 
you’ve figured that out, you can start 
looking at ways to attract their atten-
tion. And that’s the first step in getting 
them to bring their cars into your shop.

So you have a couple of choices to 
make for your business: 

1. Implement creative financing 
options to cater to people who 
can’t afford your services, or…

2. Figure out what’s keeping peo-
ple who can afford your services 
from coming into your shop.

Over the next few months, leading 
up to Expo, we’re going to take a more 
in-depth look at ways to help you start 
reaching out to a better class of custom-
er: Customers who can afford to have 
their cars repaired. And we’re going to 
take a closer look at ways other shops 
are attracting those customers at this 
year’s Expo.

So if you want to attract people 
with the money to pay for the repairs 
they need, maybe it’s time to reevalu-
ate your business model. Either that, 
or start looking for creative financing 
options.

by xxx
members.atra.com

www.atra.com

Attracting Better 
Customers by Dennis Madden

members.atra.com
www.atra.com

FROM THE CEO

Two years ago, in the April 2009 
edition of GEARS Magazine, 
we discussed the collapse of 

the automotive retail industry and the 
impact it would have on the transmis-
sion repair business. Back then, roughly 
3000 dealerships across the country 
were expected to close. And once they 
had, we still couldn’t be sure if the 
industry had hit rock bottom and was on 
its way to recovery.

On top of that, people were genu-
inely panicked over the shape of the 
economy and how it would impact 
their lives and their businesses. People 
weren’t buying new cars, but they 
weren’t fixing their broken cars either; 
we started to see a glut of broken cars 
parked in people’s driveways. 

As bad as things were, it seemed 
pretty clear that, at some point, people 
would be less apprehensive about hav-
ing their cars fixed, and we’d see a rush 
of repairs headed to transmission shops 
across the country.

And that’s exactly what happened. 
Over the last year or two, people who 
would otherwise have bought new cars 
were spending their money to have their 
cars fixed. This was a fantastic boost to 
the auto repair business. But it came at 
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A                          1999-and-later Ford equipped 
with an AX4S (AXODE) 
transmission arrives at the 

shop. The fluid is severely overheated.
This may occur before or after 

a rebuild; in this case it was after a 
rebuild. Regardless, the first step in 
diagnosing this problem is to check 
cooler flow.

The technician disconnected both 
cooler lines at the radiator to quickly 
determine which one was the return 
line. When he started the engine, oil 
flowed out of both lines. 

His first thought was, “this is differ-
ent.” Next, he asked “why?” According 
to the flow chart, the bottom line was 
cooler return. So why was the oil flow-
ing out of both lines?

In 1999, the hydraulics on the 
AX4S changed to protect the transmis-
sion from lack of lube caused by a 
restricted cooling system. These units 
now have an internal cooler bypass 
system designed to keep oil flowing 
to the front lube circuit if there’s any 
restriction in the oil cooler. 

The hydraulic schematic shown in 
figure 1 shows how the cooler flow cir-
cuit will change if the radiator or cooler 
lines are restricted.

In the upper part of the schematic 
showing unrestricted cooler flow, oil 
flows to the cooler if there’s no restric-
tion in the cooler lines or radiator. Oil 
through the bypass clutch control valve 
travels through the channel plate to 
both the #1 and #2 relief valves.

The #1 relief valve with the weaker 
return spring is compressed to allow 
oil to travel through the top cooler line 
fitting to the cooler. The oil returning 
from the cooler through the bottom 

cooler line returns under the #2 relief 
valve with the stronger return spring, 
preventing it from compressing, and 
continues through the pump casting to 

the front lube circuit.
The lower portion of the sche-

matic shows restricted cooler flow: It 
shows how the flow changes if there’s 

You Can’t Always 
   Go with 
       the Flow by Mike Souza

members.atra.com
www.atra.com

Figure 1
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Figure 2

In 
1999, the 
hydraulics 
on the AX4S 
changed to protect 
the transmission from 
lack of lube caused by a restricted 
cooling system. These units now have an 
internal cooler bypass system designed to keep 
oil flowing to the front lube circuit if there’s any 
restriction in the oil cooler. 
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a restriction in the cooler circuit. With 
low or no cooler flow return pressure, 
lube oil will compress the spring on 
the number #2 relief valve and allow 
oil flow to travel to both the front lube 
circuit and the bottom cooler line fit-
ting. This will cause no cooler flow to 
the radiator at about 35 PSI in as little 
as 3 to 4 seconds.

While the lube circuit will still 
have oil flow to prevent damage to 
the internal components, the oil tem-
perature will rise dramatically and 
overheat in a short time. 

During a rebuild, be careful 
installing the relief valve springs (fig-
ure 2) on the 1999-and-later models. 
The spring under relief valve #1 mea-
sures 0.530” x 0.215” x 0.018”. That’s 
lighter than the spring under relief 
valve #2, which measures 0.580” x 
0.215 x 0.030” (figure 3).

If you accidentally swap these 
springs, you’ll end up with the same 
conditions as if the cooling system 
were restricted (figure 2). The oil will 
flow to rear lube and exit the top and 
bottom cooler line fittings, with very 
little to no flow through the cooler.

This mistake will overheat the 
transmission fluid and may not set 
any fluid temperature related codes. 
This would explain why the techni-
cian found oil flowing out both cooler 
lines after a rebuild.

The changes made to the main 
valve body on this 1999-and-later 
AX4S update are shown in figure 3 in 
the red shaded areas. The 1998-and-
earlier main valve body is shown 
at the top and 1999-and-later at the 
bottom.

There were also changes made 
to the spacer plate shown in figure 4 
(page 8), highlighted with black shad-
ing; the 1998 main valve body spacer 
plate is at the top of the diagram and 
the 1999 spacer plate at the bottom.

The channel plate casting chang-
es shown in figure 5 (page 8), are also 
highlighted with black shading. Use 
the casting number to identify the 
earlier channel plate (casting num-
ber RF-F6DP; top) from the later, 
updated channel plate (casting num-
ber RF-YF2P; bottom).

You Can’t Always Go with the Flow

Figure 3
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Figure 4 Figure 5

You Can’t Always Go with the Flow



The Engineered  
Solution for  
High-Failure  
Transmission 

Applications… 

Guaranteed!
5 years/100,000 miles

The GPZ100 friction plate gets its engineering and proven performance by using the same friction materials developed for  
the Z Pak® clutch system, field tested to be superior in years of use. We’re so sure that we’ve solved the typical high-failure  
transmission application of other materials with the GPZ100, that we back ours with a 5-year/100,000-mile warranty.*
GPZ100 is the most durable and affordable aftermarket friction plate for third/fourth clutch on 4L60E and other transmissions 
to be announced…Guaranteed! *For more details go to www.raybestospowertrain.com/warranty

711 Tech Drive, Crawfordsville, IN 47933 • Toll Free: 800-729-7763 • Fax: 765-364-4573 • Email: raypt@raybestospowertrain.com • www.raybestospowertrain.com



10   GEARS   July  2011

Hybrid and Electric Vehicle Transmission Motor Diagnostics

There it is, on the bench, await-
ing your expert analysis: your 
first hybrid electric transmis-

sion. The only information you have is 
the unit occasionally causes the pow-
ertrain to shudder; there were no trans-
mission DTCs, and the MIL wasn’t lit.

There were no problems with the 
engine system or other high voltage 
components. So now you must deter-
mine whether the transmission needs to 
be repaired or replaced. 

You know the transmission can 
contain a motor and generator assem-
bly — referred to as electric machines 
— and you may be uncertain how to 
analyze and test them. These motors 
can be very expensive — $1000 each 
— and transmission costs vary from 
$3000 – $7000. 

There’s a quiet change happening 
in the transmission repair business. 
It’s the sound of electric propulsion 
and it’s coming to you in a transmis-
sion… today or in the near future. This 
technology is growing quickly in the 
automotive transmission market. 

With this growth comes the 

Figure 2. Testing at the vehicle high voltage cables

If you’re testing on the 
vehicle, access the trans-
mission 3-phase electric 
machine connections at 

the power inverter.

Hybrid and Electric Vehicle 
Transmission Motor Diagnostics

Figure 1. All-TEST Pro® AT33EV

by Dr. Mark Quatro  
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Hybrid and Electric Vehicle Transmission Motor Diagnostics

responsibility to diagnose electric 
transmissions quickly and accurately. 
Diagnosing 3-phase electric machines 
can be a difficult and time consuming 
task without basic training and proper 
equipment. Automotive OEMs provide 
on-board diagnostics that can sense 
electric machine problems once they 
reach catastrophic levels, but won’t 
pick up problems that are just starting 
or are at a mid-failure level. 

OEM diagnostics won’t pinpoint 
whether a driveability complaint is an 
electric machine problem or something 
else. Scan tools are a poor substitute 
for the diagnostics necessary to analyze 
electric machines properly.

You can analyze and diagnose 
electric machines using ohmmeters, 
milliohmmeters, ammeters, voltmeters, 
insulation testers, and tachometers. But 
these tests use single dimensional anal-
ysis, and are inadequate for accurate 
electric machine analysis and diagno-
sis. 

That’s because each of these meth-
ods can only help you identify one type 
of problem. But the failures must be 
a hard failure; that is, a failure that’s 
present while you’re testing the system. 
What’s more, you can’t connect this 
data reliably with other data to iden-
tify existing or pending failures. And 
none of these tests can help you deter-
mine the electric machine rotor state of 
health (SOH).

This would be like to using a 5000 
PSI pressure gauge to monitor a trans-
mission circuit where the pressures 
are supposed to be less than 100 PSI; 
the gauge won’t provide you with the 
resolution necessary to collect accurate 
data.

This is why the preferred test pro-
cedure involves multi-dimensional data 
acquisition. Multi-dimensional acquisi-
tion is like using multiple pressure taps 
and gauges to monitor circuit hydraulic 
pressures, and a scan tool to com-
mand the shift and pressure solenoids. 
This allows you to acquire all the data 
necessary to analyze the transmission 
circuits. 

Multi-dimensional electric 
machine analysis means collecting 
multiple data types and samples to 
determine 3-phase stator and rotor state 
of health, to provide you with a clearer 
picture of the data. 

The Anatomy of Electric 
Machine Failures

Testing electric machines properly 
can be a tricky business. But multi-
dimensional analysis and diagnostic 
strategies can simplify the process.

Electric machine failure modes can 
come in many flavors: 
•	 winding turn-to-turn short
•	 winding-to-winding short
•	 phase-to-phase short, phase-to-

ground short
•	 open circuit
•	 leaking or cracked wire insulation
•	 worn stator slot insulation
•	 weak or cracked rotor magnets
•	 broken or cracked rotor bars

Each of these conditions can cause 
a variety of driveability symptoms and 
failures. 

While they may just be beginning, 
these failures will degrade over time — 
from one month to two years — until 
they become catastrophic failures that 
you can identify with single-dimen-
sional methods. The trick is to iden-
tify the problems before they become 
catastrophic, to keep you and your 
customer happy.

Why is this important? If you’re 
performing a hybrid transmission 
rebuild and intend to warranty the 
repair, you’ll want to know the state of 
health of the electric machines. This is 
no different than your doctor perform-

ing a thorough physical to help identify 
any current or pending physical prob-
lems. 

What Is Measuring with 
Multi-Dimensions?

For examples of multi-dimensional 
testing, we’re going to use the All-
TEST Pro® AT33EV (figure 1). This 
is a high quality electrical analyzer that 
uses eight dimensions to test an electric 
machine’s state of health. 

Some of the measurements include:
1. Resistance (DC Ω)
2. Impedance (AC Ω)
3. Inductance
4. Capacitance
5. Dissipation Factor
6. Phase Angle
7. Current-to-Frequency Ratio
8. High Voltage Insulation Test

DC resistance allows us to measure 
the stator windings and any high volt-
age cables connected to the transmis-
sion, in milliohms. This unit also uses 
a low voltage AC signal and changes 
amplitude and frequency to test all coil 
end-turn integrity, coil-to-coil winding 
insulation integrity, stator slot insula-
tion integrity, AC coil resistance, coil 
winding and connection contamination, 
and rotor magnet and bar states-of-
health. 

By using the electrical prin-
ciples of DC resistance, impedance,  

Figure 3. Testing the electric machines with transmission on the bench
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Hybrid and Electric Vehicle Transmission Motor Diagnostics

inductance, dissipation factor, etc., you 
can accurately assess the state of health 
of the electric machine. This method 
of using a combination of AC and DC 
measurement is much like both stall 
testing and road testing to check trans-
mission operation. 

Let’s Do Some Testing
Testing electric machines on or off 

the vehicle requires the same process, 
and it takes less than three minutes to 
complete using these steps:

1. For on-vehicle testing, make 
sure you’ve disabled the high voltage 
system; refer to the manufacturer’s 
procedures. If the transmission is on 
the bench and not connected to a high 
voltage source, this isn’t necessary.

2. If you’re testing on the vehicle, 
access the transmission 3-phase electric 
machine connections at the power 
inverter (figure 2). 

3. If the power inverter is 
integral to the transmission (such as 
the Ford Escape Hybrid), you’ll need 
to disassemble the power inverter 
somewhat to gain access to the electric 
machine connections. 

4. Some electric machines can 
be tested with the transmission fully 
assembled on the bench (figure 3) or 
out of the transmission (figure 4).

5. The first tests are static (no 
motor rotation) and performed to 
determine a baseline measurement of 
the stator windings and insulation state 
of health (Is it beginning to fail? Is 
a failure imminent? Is a hard failure 
present? — figure 5).

Stator winding insulation (polymer 
materials and enamel, epoxy, or dipped 
varnish) actually provides a dielectric 
function similar to a capacitor. The 
stator insulation stores energy and 
releases it when an AC waveform is 
transmitted.

The tester measures the storage 
capability of the insulation to find 
out how much energy the insulation 
is leaking due to cracks, insulation 
surface or material breakdown, etc. 
This is similar to inflating a balloon 
and measuring how much air loss 
there is due to large holes, pinholes, or 
aged material. The tester acquires data 
from all three electric machine phases 
simultaneously and compares data from 
each phase against the other two to 

Figure 5. Static testing

Figure 6. Winding insulation testing

Figure 4. Testing an electric machine out of the transmission
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Des Moines, IA All Drive Transmission 800-247-1499
Dubuque, IA Precision Transmission        563-585-0270
Framingham, MA      Bonded Transmission   508-872-1119
Ft. Dodge, IA Certified Transmission Iowa 800-362-2189
Grand Island, NE BG & S Transmission           800-652-9280
Kansas City, MO Certified Transmission Kansas City 800-544-7520
Kieler, WI Shift Point Transmission         608-568-3054
Madison, WI Trans Works Transmissions 608-742-5136
Minneapolis, MN       Tri Star Engine & Transmission 800-322-5859
Manhattan, KS Stagg Hill Transmissions 785-539-2900
Norfolk, NE Norfolk Transmission                    800-234-8726
Oklahoma City, OK The Blumenthal Companies 888-236-4800
Omaha, NE Certified Transmission Nebraska 800-544-7520
Philadelphia, PA Metro RMP 800-257-7418
Phoenix, AZ      Tri-City Transmissions            866-946-3307
Prescott, AZ      Certified Transmission of Prescott 928-778-2231
Rapid City, SD Logan's Transmission 800-579-1742
Salt Lake City, UT Freeway Transmission 800-354-5920
San Diego, CA Metro Certified Transmission of So. Cal 888-374-8383
Scottsbluff, NE Wilburn's Transmissions Inc. 308-635-1212
Sioux Falls, SD J & M Transmission 800-504-2050
Tulsa, OK Eddie's Transmissions 918-272-6683
Youngstown, OH/ 

Tri -State       Redlich Transmission  330-758-5555

“The Blumenthal Companies have been in business since
1949. Since my grandfather I.H. Blumenthal started our
companies we have specialized in all things related to
the drive train, engines, clutches, differentials, manual
and automatic transmissions.  Grandad always looked
for the finest companies to partner with.  My father, I.H.
“Dunnie” Blumenthal Jr. said ‘Kevin, I want you to get us
Certified Transmission!” 

Kevin Blumenthal
President 

Blumenthal Companies

www.certifiedtransmission.com

W A N T  N E W  R E V E N U E  F O R  Y O U R  B U S I N E S S ?

Peter and 
Amanda Fink
Certified Transmission

Dad… I Did It!
I win the Bet!  4 New Distributors!
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Hybrid and Electric Vehicle Transmission Motor Diagnostics

identify any problems. 
Static testing will help you 

determine overall motor state of health 
(Is it beginning to fail? Is a failure 
imminent? Is a hard failure present?). 
If the insulation is leaking energy or if 
a coil has a physical failure, it’ll cause 
energy losses that will ultimately result 
in intermittent or continuous rough 
motor operation; conditions that won’t 
store DTCs in the controller until the 
failure is catostrophic. The customer 
will “feel” this in the driveline. Part 
of static testing includes testing the 
insulation to determine whether energy 
is leaking from any stator windings to 
ground (figure 6).

6. After you’ve completed the 
static and insulation testing, you’ll 
move on to dynamic testing (rotating the 
motor shaft). You can do this whether 
the transmission is in the vehicle or on 
the bench. The dynamic test checks 
the stator windings and the rotor 
(permanent magnet or induction 
motor).

During the dynamic test, you’ll 
slowly rotate (about 10 RPM) the 
vehicle tire or transmission output 
(spider) gear to capture the multi-
dimensional data (figure 7). The 
tester then compares the date from 
the three electric machine phases to 
identify any problems. 

Dynamic testing is very similar 
to completing major engine systems 
tests (cylinder balance, ignition, and 
fuel system) to identify any weak or 
non-functioning cylinders.

After you’ve completed the 
dynamic test, you can upload the 
data and signature test results to a 
computer. The data and signatures 
are easy to interpret. Test data in 
figure 8 indicates a shorted sta-
tor winding with a second short in 
another phase just beginning. The 
rotor magnets are healthy.

Summary 
Total test time is less than three 

minutes to acquire the data and 
upload it to the computer. This data 
will help you determine the electric 
machine state of health and make an 
informed decision whether you’re look-
ing at an imminent or future stator or 
rotor replacement, and you don’t need 
to know any motor specs to perform 

the tests. Also, known good and bad 
motors can be stored in the AT33EV or 
on a computer as a reference so you can 
compare test data.

Now, get out there and test those 
hybrid transmissions to build your busi-
ness!

Figure 7. Dynamic testing

Figure 8. Motor test report
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controlling the dimensions of the race, 
Sonnax resolved the thrust load issue 
that creates the captive bearing problem. 

By adding a bearing and controlling the 
height of a redesigned roller clutch race 
included with the Sonnax SmartShell, 
the thrust load from the sun gear and 
the captive bearing is rerouted, com-
pletely bypassing the vulnerable captive  
bearing. In the OE setup, the end play 
allows the race to move freely and locks  
the sun gear and the thrust load into the 
captive bearing. In the SmartShell setup, 
the race is locked-in tight, allowing  
end play (of about .025") in the sun gear.  
This moves the thrust load from the 
small captive bearing to the much larger 
bearing supplied with the SmartShell.

S onnax is a business built on 
innovation. From the very 
beginning in 1978 when 

Sonnax offered a single product, to the 
creation of an entirely new business of 
valve body restoration in 1995, innova-
tion has been the driving force behind 
this rapidly growing company.

Sonnax has always taken a smarter 
approach to automatic transmission 
components. When aluminum valve 
bodies began exhibiting excessive 
wear, the existing repair technologies 
didn’t address the source of the prob-
lem. Sonnax pioneered the concept of 
new valves and sleeves to fix the actual 
root cause of the complaints, and a new 
market segment was born. This type 
of innovation separates Sonnax from a 
typical supplier of replacement parts.

More evidence of this culture of inno-
vation is evident entering the confer-
ence room at the Sonnax headquarters 
building or walking the halls of the 
technical center. The walls are covered 
with more than 50 patents granted to 
Sonnax employees, with another 10 
pending. These patents were earned 
for breakthrough designs and original 
ideas to enhance automatic transmis-
sions beyond simply repairing them. 
Dealing with the root cause of transmis-
sion problems most often keeps those 
problems from recurring as the rebuilt 
unit begins to wear.

A Smarter Approach to 
Products…SmartShell™ and  
Line Pressure Booster Kits

Many transmission technicians know 
Sonnax best for its valve body resto-
ration products. Sonnax valves and 
sleeves and valve body reaming revo-
lutionized valve body repair in the 
past decade. But Sonnax innovation 
isn’t limited to valve bodies. Wherever 
they find an opportunity to increase the 
performance or durability of a trans-
mission, they go to work. One such 
example of this smarter approach is the 
Sonnax SmartShell which was intro-
duced in 2010. 

Problems with the 4L60 sun gear shell 
go back to the introduction of the trans-
mission in 1982. The aftermarket has 
responded with a variety of fixes, mostly  

by stamping the part from heavier 
gauge steel and hardening the splines. 
Sonnax studied this problem and came 
to understand the importance not only 
of addressing the problems with the 
sun gear shell, but also of addressing 
the repeated complaint of damage to 
the small captive bearing in the rear 
planetary assembly. 

The Sonnax SmartShell starts with a 
stock shell, and then reinforces the hub  
area with a proprietary collar electron  
beam welded around the hub. The 
splines undergo a machining and heat-
treating process that ensures increased 
strength and proper configuration. Next, 
the plastic washer that fits between the 
shell and race is tossed out in favor of 
a substantial bearing. To make room 
for this bearing the height of the roller 
clutch race is reduced. By carefully 

A Smarter Approach

The Sonnax SmartShell™ is the first and only kit  
to prevent damage to the 4L60 shell as well as the  

captive bearing in the rear planetary assembly.

OE Sun Shell
Thrust load passes from  
shell through sun gear,  
then overloads the small 
captured planetary bearing.

SmartShell™

Thrust load passes directly to 
the carrier from the shell through  

the large bearing & race, bypassing  
the small captured planetary bearing.

SmartShell™

Reinforced shell withstands 
torque load. Large bearing 

supports shell to withstand 
thrust load.

OE Sun Shell
In addition to torque load  
damage, thrust load flexes  
& breaks shell at the bend.

Color Key

Shell
Race

Sun Gear

Carrier
Key 
Bearings

Thrust Load Path 

Sonnax looked at ALL the issues within this section of the 
4L60 transmission and fixed the sun gear shell problems 
with BRAINS, not just brawn.

In the SmartShell design, the sun gear and captured  
bearing have their own independent end play. 

Sonnax 
SmartShellTM

Part No.

77749-02K
Patent Pending

Continued on page 44



GEARS   July  2011 1942   GEARS   July  2011 GEARS   July  2011 43

controlling the dimensions of the race, 
Sonnax resolved the thrust load issue 
that creates the captive bearing problem. 

By adding a bearing and controlling the 
height of a redesigned roller clutch race 
included with the Sonnax SmartShell, 
the thrust load from the sun gear and 
the captive bearing is rerouted, com-
pletely bypassing the vulnerable captive  
bearing. In the OE setup, the end play 
allows the race to move freely and locks  
the sun gear and the thrust load into the 
captive bearing. In the SmartShell setup, 
the race is locked-in tight, allowing  
end play (of about .025") in the sun gear.  
This moves the thrust load from the 
small captive bearing to the much larger 
bearing supplied with the SmartShell.

S onnax is a business built on 
innovation. From the very 
beginning in 1978 when 

Sonnax offered a single product, to the 
creation of an entirely new business of 
valve body restoration in 1995, innova-
tion has been the driving force behind 
this rapidly growing company.

Sonnax has always taken a smarter 
approach to automatic transmission 
components. When aluminum valve 
bodies began exhibiting excessive 
wear, the existing repair technologies 
didn’t address the source of the prob-
lem. Sonnax pioneered the concept of 
new valves and sleeves to fix the actual 
root cause of the complaints, and a new 
market segment was born. This type 
of innovation separates Sonnax from a 
typical supplier of replacement parts.

More evidence of this culture of inno-
vation is evident entering the confer-
ence room at the Sonnax headquarters 
building or walking the halls of the 
technical center. The walls are covered 
with more than 50 patents granted to 
Sonnax employees, with another 10 
pending. These patents were earned 
for breakthrough designs and original 
ideas to enhance automatic transmis-
sions beyond simply repairing them. 
Dealing with the root cause of transmis-
sion problems most often keeps those 
problems from recurring as the rebuilt 
unit begins to wear.

A Smarter Approach to 
Products…SmartShell™ and  
Line Pressure Booster Kits

Many transmission technicians know 
Sonnax best for its valve body resto-
ration products. Sonnax valves and 
sleeves and valve body reaming revo-
lutionized valve body repair in the 
past decade. But Sonnax innovation 
isn’t limited to valve bodies. Wherever 
they find an opportunity to increase the 
performance or durability of a trans-
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gauge steel and hardening the splines. 
Sonnax studied this problem and came 
to understand the importance not only 
of addressing the problems with the 
sun gear shell, but also of addressing 
the repeated complaint of damage to 
the small captive bearing in the rear 
planetary assembly. 

The Sonnax SmartShell starts with a 
stock shell, and then reinforces the hub  
area with a proprietary collar electron  
beam welded around the hub. The 
splines undergo a machining and heat-
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the plastic washer that fits between the 
shell and race is tossed out in favor of 
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A nother example of the Sonnax difference is demonstrated in the 
company’s decision to install a solar power generation system at its 
Vermont headquarters. “Adding solar power to our facility is a sound 

business decision,” said Sonnax CEO Tommy Harmon. “With the savings real-
ized in energy costs, plus the tax incentives, the payback on our capital expen-
diture is approximately two years.” This solar power generation system allows 
Sonnax to generate almost 20% of the electricity required for operations of the 
Vermont headquarters building. Since the power generated cannot be stored, 
power produced during times that exceeds Sonnax’s consumption is sold to 
the local power grid, further offsetting costs. CEO Harmon continues, “Lower 

energy expenses are just one way we continuously reduce our operating 
costs, which helps us keep our prices in check, and supports our growth and 
job creation. This is good for our community, good for our company, and 
good for our customers.” 

At the beginning of this year, Sonnax 
became an employee-owned company when  

it announced the formation of an Employee 
Stock Ownership Plan (ESOP). In an ESOP, 
the company sets up a trust fund that owns 

shares of the company stock. Under the 
Sonnax plan, the employee trust will own 100%  
of the company stock. Shares in the trust are 
allocated to individual employee accounts. CEO 
Tommy Harmon feels the ESOP is the ultimate way 
to reward employees for their contributions to the success of S o n n a x . 
According to Harmon, “The overriding benefit of the ESOP is that it allows  
employees to participate in the growth and success of the company. 
Additionally, the ESOP should be instrumental to Sonnax in attracting and 
retaining the best talent in our industry.” Tommy Harmon retains his position  
as CEO of the company, and the existing management team remains in place. 

A Smarter Approach to  
Training…Sonnax Roadshow

Sonnax doesn’t just innovate in its 
products. Sonnax representatives 
attending trade shows and weekend 
seminars noted that technicians often 
have many questions about testing and 
repairing valve bodies. As a result, 
Sonnax has teamed up with its distribu-
tors to present the Sonnax Roadshow. 
The Roadshow is designed as an intro-
duction to diagnosing valve bodies, 
vacuum testing, reaming bores and 
fixing the root cause of the problem 
with Sonnax products. The goal is to 
keep the sessions small enough to offer 
informal interaction with attendees. 
Most Roadshow seminars are held in 
the evening at a distributor’s facility.  
Dinner is provided, as well as techni-
cal handouts, testing materials, door 
prizes and discounts on Sonnax tools. 
Attendees then jump right into the 

seminar session, learning from Sonnax 
experts the best way to deal with every-
day valve body issues and even getting 
hands-on with the reaming tools.

Best of all, this unique training oppor-
tunity is completely free! Sonnax 
reports excellent feedback on early 
Roadshows, and the seminar has been 
added to the technical program at the 
ATRA Powertrain Expo in Las Vegas 
this fall. Visit www.sonnax.com for 
more information and find out how to 
register for an upcoming Roadshow in 
your area.

A Smarter Approach to 
Business…Sonnax is a 
Different Kind of Company

Sonnax just does things a little differ-
ently. Sonnax understands the technical 
nature of its products. To support end 

users, the company maintains a technical 
support staff available during business  
hours to help customers with any 
issues which might arise when using 
Sonnax products. The company has 
complete technical and research centers  
in Wisconsin, Illinois, and Georgia in 
addition to the technical center at the 
Vermont headquarters. The Sonnax tech  
staff is a unique blend of degreed 
engineers and technicians with real-life 
transmission shop experience. 

The Sonnax culture of innovation con-
tinuously challenges staff members 
to take a smarter, solution-oriented 
approach to doing business, developing  
product and providing training and 
tech support. Sonnax isn’t just another  
supplier of replacement parts, and it 
does things a little differently because 
it does things a little smarter. From the 
success the company has experienced, 
it seems the transmission market heart-
ily approves!

Another recent product introduction 
that demonstrates Sonnax innovation is 
their line pressure booster kits. Many 
aftermarket valve body kits that raise 
pressure can lock you into an unpleas-
ant situation: too much pressure at idle 
and not enough at maximum pressures. 
Sonnax felt there had to be a smarter 
way to get the results you want without 
the drawbacks. Rather than simply rais-
ing line pressure, Sonnax booster kits 

control the rate of line pressure increase 
to give you all the benefits of increased 
line pressure without the objection-
able low-speed harshness. Sonnax 
line pressure booster kits make it easy 
to improve and control line pressure 
with simple, low-cost parts which do 
not require machining. With a smarter 
approach from Sonnax booster kits, 
you get all the benefits of increased line 
pressure exactly when you need it.

Most aftermarket kits simply use stron-
ger springs to provide a linear increase 
in pressure, providing the same amount 
of pressure increase at the low and high 
end of the pressure range. The Sonnax 
smarter approach uses a larger boost 
valve in conjunction with a marginally 
stronger spring to produce progressive 
boost. When driving a vehicle with a 
Sonnax booster kit, you get normal 
engagements, crisp, light throttle shifts 
and smooth coast downshifts. When 
pushed harder or driven aggressively, 
the pressure increases progressively 
to give you faster, firmer shifts and 
increased torque capacity.

Chrysler 45RFE, 545RFE and 68RFE 
units are unique because they have a 
true closed-loop pressure control sys-
tem where the computer reads line 
pressure at all times using a full range 
pressure sensor. Traditional methods of 
raising line pressure by installing a stiff-
er pressure regulator spring or making 
changes to the pressure regulator valve 
are ineffective because the computer 
will lower output until the pressure 
sensor reading matches the computer’s 
target pressure. Sonnax electronic line 
pressure booster kits modify the sensor 
signal which causes the computer to 
create a pressure increase. The booster 
kits are installed between the pres-
sure sensor and vehicle harness using 
OE-style sealed connectors and do not 
require any modification or changes to 
the transmission. Simply unplug the 
vehicle harness and reconnect with one 
of these kits in line.

Increases in Line Pressure
Stronger Springs vs. Larger Boost Valves
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business decision,” said Sonnax CEO Tommy Harmon. “With the savings real-
ized in energy costs, plus the tax incentives, the payback on our capital expen-
diture is approximately two years.” This solar power generation system allows 
Sonnax to generate almost 20% of the electricity required for operations of the 
Vermont headquarters building. Since the power generated cannot be stored, 
power produced during times that exceeds Sonnax’s consumption is sold to 
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energy expenses are just one way we continuously reduce our operating 
costs, which helps us keep our prices in check, and supports our growth and 
job creation. This is good for our community, good for our company, and 
good for our customers.” 

At the beginning of this year, Sonnax 
became an employee-owned company when  

it announced the formation of an Employee 
Stock Ownership Plan (ESOP). In an ESOP, 
the company sets up a trust fund that owns 
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Traditional wisdom says the 
bumblebee shouldn’t be able 
to fly; its body is too big and 

its wings too small for it to develop the 
lift required for flight. Aerodynamically 
speaking, it’s just not possible for it to 
fly. 

But the bumblebee doesn’t know 
this, so it just goes ahead and flies 
anyway.

When Barbara Moran started in 
this business back in 1985, traditional 
wisdom told us that auto repair was 
a man’s domain. Looking around any 
repair shop you would have seen the 
evidence supporting that mentality: 
hardly a woman as far as the eye could 
see.

Apparently Barbara Moran 
wasn’t aware of her limitations, hav-
ing been born without the prerequisite 
Y-chromosome. Because, as the presi-
dent, CEO, and now owner of Moran 
Industries — a leading franchisor of 
automotive and transmission repair 
shops — she just goes ahead and does 
it anyway.

Never heard of Moran Industries? 
Not surprising, unless you keep abreast 
of the franchise world. But you’ve 
no doubt heard of their franchises, 
including Mr. Transmission, Multistate 
Transmission, Dr. Nick’s Transmission, 

Milex Complete Auto Care, and Alta 
Mere Toys for Your Cars. And they 
recently added Smartview Window 
Solutions — a company that offers a 
window tinting service.

And today, Moran Industries is the 
only major automotive company that’s 
exclusively owned and operated by a 
woman.

A Long, Rough Road
So what does it take to be a suc-

cessful woman in what’s traditionally 

considered to be a man’s province? 
According to Barbara, it’s been a long, 
rough road:

“I started in this business back in 
1985. It wasn’t easy for a woman to 
be taken seriously. I had to work extra 
hard to prove that my ideas had value.

“20 years ago, people assumed that 
a woman in the transmission business 
was the bookkeeper. A woman techni-
cian was a rarity; a female shop owner 
rarer still. But today, more women are 
entering the auto repair business. 

MAKING IT WORK
The Flight of the Bumblebee

Barbara Moran is the president and owner of Moran Industries, 
franchisor of Mr. Transmission, Multistate Transmission, Dr. Nick’s Transmission, 

Milex Complete Auto Care, and more.

Meet Barbara Moran, 
president, CEO, and 
now owner of Moran 
Industries; a leader in 
the world of franchised 
transmission repair.
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“I’m grateful for the changes that 
have taken place over the years since I 
came onboard. There’s more respect for 
women who enter this business today.”

But even with the changes that 
have taken place, the auto repair indus-
try isn’t a smooth ride for a woman. 
“The fact is, a woman going into this 
business has to have a lot of drive in her 
personality if she’s going to be success-
ful,” claims Barbara.

The Benefits
Sure, getting to here meant trav-

eling down a long, rough road. But 
Barbara was quick to acknowledge 
there are some advantages to being a 
woman in the auto repair industry.

“Being a woman in a man’s world 
helped me learn to manage relation-
ships better,” explains Barbara. “I 
learned to value other people’s opinions 
and viewpoints.

“It gave me a different perspective 
on how a transmission shop should be 
run. It enabled me to see the shops the 
way the majority of our customers do… 
what their expectations are going to be 
on the repairs they’re having done, and 
the appearance of their vehicles.”

“I wish more women would con-
sider a career in the transmission busi-
ness. As women, they have a better per-
spective of what the customers want, 
since today, more and more women are 
making their own repair decisions.”

One thing that’s made a significant 
difference over the last few years is that 
the playing field has leveled between 
men and women.

“Women are starting to realize 
that, as cars have become more com-
plex, most men don’t understand how 
they work either,” explained Barbara. 

“These days, men can open the hoods 
of their cars and not know where to find 
the battery! So men are beginning to 
feel the same way about their cars that 
women have over the years.

“That’s where I think education 
comes into play. Shops need to edu-
cate their customers, so they’re able 
to make informed decisions and feel 
comfortable about the decisions they’re 
making.”

Why Now?
Barbara bought Moran Industries 

in June, 2010. She was one of the com-
pany’s founders, and had been a minor-
ity shareholder since it opened in 1990. 
And she was already the company 
president when she decided to buy the 
company. So why did she buy it?

“I love the transmission business,” 
explains Barbara. “I grew up in this 
business. And I love the franchise busi-
ness… being able to help people get 
into business… and be successful in 
business.”

But even though she was the com-
pany’s president and CEO, ultimately 
the company’s direction remained in 
the hands of its board of directors. 
And Barbara wanted to be able to take 
firmer control of the company she and 
her father built over 20 years before.

A New Dynamic
“Running a transmission shop 

today isn’t like it was back in the ’80s,” 

says Barbara. “Today you have to work 
at generating leads… you have to work 
at running your business profession-
ally… you have to know how to run the 
back end of your business. It’s about 
more than just selling to your custom-
ers; you have to build relationships with 
them.”

Sounds familiar, doesn’t it? And 
why not? Barbara was quick to acknowl-
edge that she and her staff read GEARS 
Magazine, and they pay particular atten-
tion to the What’s Working program. In 
fact, Marsha Ruske, Moran’s marketing 
director, mentioned that she’s incorpo-
rated some of the information we’ve 
published in GEARS in the company’s 
management and sales training.

Another place where Barbara 
seemed to echo ATRA’s business phi-
losophy appears in her view of the best 
way to market an auto repair shop. 
According to Barbara, “15 years ago, 
marketing a shop was about having a 
clear presence in the Yellow Pages, and 
what position you were in. In today’s 
environment it’s more about the inter-
net… it’s about getting out there in 
social media.”

And Barbara is a strong proponent 
of community service; but she’s also 
aware that not every shop owner is 
suited to that part of the job. “It takes 
a certain type of personality to get 
out there, socializing and networking. 
Technicians often have more of an 
engineering-type mentality; they want 

Barbara meeting with Bob Gousset, who operates a 
Mr. Transmission franchise in Crest Hill, Illinois.

“The fact is, a 
woman going into 

this business has to 
have a lot of drive 
in her personality 
if she’s going to be 
successful,” claims 

Barbara.

The Flight of the Bumblebee
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to break things down and put them back 
together. It can be frustrating for them 
to try to put themselves out there.”

There again, Barbara echoed 
ATRA’s message that if you aren’t the 
right person to be out there in the com-
munity, you need to find someone who 
is. “Business marketing is evolving,” 
says Barbara, “and I believe it’s going 
to continue to evolve. We have to stay 
on top of the best ways to keep consum-
ers focused on our franchises.”

A Look Back
Back in the early ’80s, Barbara’s 

father, Dennis Moran, owned seven 
transmission shops operating under the 
name Transmission America. Those 
shops handled diagnosis and R&R. All 
of their rebuilds were performed at the 
company’s rebuilding facility, called 
Drivetrain.

In addition to rebuilding trans-
missions for its Transmission America 
shops, Drivetrain also sold rebuilt 
transmissions around the world. It even 
sold rebuilt transmissions through J.C. 
Whitney.

Barbara came into the company 
in 1985 as a receptionist and worked 
her way up through the company. In 

the late ’80s she asked her father how 
far he thought she could go in the 
company; he told her that, as an office 
manager, she’d gone pretty much as far 
as she could expect to.

That didn’t sit too well with 
Barbara. She left her father’s company 
to explore other career opportunities.

It was about that time that her 
father did a bit of personal discovery 
of his own. He’d met a woman who 
owned her own transmission shop in 
the Las Vegas area. She impressed him, 
and meeting her made him realize that 
growth in this business shouldn’t be 
any more limited for a daughter than it 
would be for a son.

It was July, 1990 when Barbara’s 
father came to her and asked “What 
do you think about opening a franchise 
company?” She was all for it: They 
opened Moran Industries and acquired 
their first franchise company, Mr. 
Transmission. Over the next six years 
they purchased several other struggling 
franchises, which they proceeded to 
rebuild using their new business prac-
tices and procedures.

“My father was a mechanic and an 
entrepreneur,” says Barbara. “His goal 
was to help people get into business for 

themselves but not by themselves. And 
I learned my passion for the business 
from him.”

A New Mentality
According to Barbara, today’s 

tough economy, coupled with the 
extended durability of today’s cars, 
has created a new mentality for today’s 
customers… and today’s shop owners.

“No one comes into a transmission 
shop wanting to buy a new transmis-
sion,” explains Barbara. “The key to 
this business is about helping them feel 
that they made the right decision by 
coming to you.

“The consumer mentality has 
had to change when it comes to their 
cars. Cars are lasting longer, and with 
the changes that have taken place in 
today’s economy, consumers have had 
to rethink their throwaway mentality. 
They can’t go out every two or three 
years — before their warranty expires 
— and buy a new car. They’re learning 
that it’s worthwhile to maintain their 
cars, even if it means spending $2500 
or $3000 for a transmission repair.”

According to Barbara, the success-
ful shop owner is the one who recog-
nizes this new dynamic, and takes the 
time to build relationships with those 
customers.

So bees can’t fly, and women can’t 
run an auto repair business… at least 
so says traditional wisdom. But as 
we’ve learned from the bumblebee and 
Barbara Moran, sometimes the tradi-
tions we’ve taken for granted may be 
overdue for revision.

Barbara in front of the Mr. Transmission logo; affectionately referred to as 
the Mr. Transmission blockhead by the Moran Industries staff.

“The consumer mentality 
has had to change when it 
comes to their cars. Cars 

are lasting longer, and 
with the changes that have 

taken place in today’s 
economy, consumers 

have had to rethink their 
throwaway mentality...

The Flight of the Bumblebee
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The MP families of trans-
fer cases were introduced in 
the 2007/2008 model years 

as a replacement for the NVG trans-
fer cases. Built by Magna Powertrain 
(MP), the transfer cases are available in 
several models:
•	 Manual Shift (RPO NQG; Models 

1222/1225/1226)
•	 Electric Shift (RPO NQF; Models 

1625/1626)
•	 Auto Trac (RPO NQH; Models 

3023/3024) 
Like other mechanical things, MP 

transfer cases have their share of quirks 
and problems. As with an automatic 
transmission, the key to making money 
repairing these units is to know what 
to look for and what to do once you’ve 
identified a problem. 

Several updates have been imple-
mented by Magna to address many of 
the problems you may experience. So 
let’s take a few minutes to bring you 
up to speed. 

Transfer Case Chain 
Stretched

On applications that are used off 
road or on roads with standing water,  

 
some customers may comment that 
they hear a popping noise, especially on 
turns, in 4WD or Auto mode. 

Problems with the 
MP Transfer Case

by Steve Garrett
members.atra.com

www.atra.com

MP SLINGER
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MP T Case NQF 1st Design

If you have questions, We have 
"Proven to work" answers! 
The kind of answers that can save 
you time, headaches and most 
important money!
 
Transmission Specialties carries a
complete line of street and high 
performance torque converter kits 
as well as individual components.
Contact us today to get started.

DO YOU WANT TO GET  IN  THE
HIGH PERFORMANCE REBUILDING BUSINESS?? 

610-485-9110  •  Fax 610-485-9356  •  www.transmission-specialties.com
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Upon inspection you may find that 
the transfer case has taken on water. 
Water contamination will cause the 
chain to rust, leading to accelerated 

wear of the chain links and other trans-
fer case components.

If water has gotten into the transfer 
case, chances are the front output seal 
probably allowed the water in. The 
early seal design was unable to shed the 
large volume of water that struck the 
front propeller shaft area from the front 
tires and road surface.

To address this, GM and Magna 
developed a new design front seal and 
added a shield to the front output shaft. 
The new seal will retrofit all MP trans-
fer case applications and will be avail-
able early 2011. 

The new seal is similar to a Stemco 
or Scott seal that you may have seen 
on some HD truck wheel bearings. 
Because of the internal seal design it is 
critical that you install the seal to the 
correct depth in the front case half. It 

should be flush with the case half.
If you install the seal too deep, it’ll 

fail prematurely due to the pressure 
placed on the internal lips of the seal. If 
you don’t install it deep enough the seal 
could fail to keep water out.

A shield has been added to act as 
a deflector for the seal. To mount the 
shield, a small amount of material was 
machined from the front output shaft 
in the shield area. If you want to add a 
shield to your application you either 
need to replace the front output shaft 
with the updated design or have your 
shaft machined.

Input Shaft Seal Leaks
Some technicians may experience 

a comeback due to a transfer case input 
shaft seal leaking after repairs were 
performed on the transfer case. The seal 

Problems with the MP Transfer Case

MP T Case NQF 2nd Design

The new seal is similar 
to a Stemco or Scott seal 
that you may have seen 

on some HD truck wheel 
bearings. Because of the 
internal seal design it is 

critical that you install the 
seal to the correct depth 

in the front case half.
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is available in two versions: a single-lip 
and double-lip design. 

If you use the wrong seal, the seal 
may fail. This may lead to an external 
leak or to an increase in transfer case 
fluid level, depending on the situation. 

The 6L80/6L90 transmission 
applications use a dry transfer case 4X4 
adapter and require a single-lip seal, 
GM P/N 19133156. All other transmis-
sions utilize a wet transfer case adapter 
and require a double-lip seal, GM P/N 
19133155.

Transfer Case Hard 
Shifting; Possible Noise

The complaint will usually involve 
a problem shifting the transfer case. 
This may also include a noise from the 
transfer case. Upon inspection you may 
find the shift lever bearing has failed. 

The bearing likely failed because 
it overheated. This was due to the cen-
terline of the lever balls being located 
off center from the lever. This resulted 
in uneven pressure on the bearing. This 
condition was common on the light 
duty versions of the MP transfer case. 

The heavy duty versions didn’t usually 
have this problem.

To repair this, GM/Magna are now 
using the HD shift levers in all applica-
tions. The HD levers use smaller balls 
(3mm smaller) and thicker collars to 
apply pressure more evenly to the bear-
ing while improving the heat transfer 
from the lever bearing. The updated 
parts are: 

•	 Lever 19168254
•	 Lever 19168255
•	 10mm balls 19168257 

New Transfer Case Motor
The shift motors on electronic 

shifted MP transfer cases now come 
from a different supplier for all NQF/
NQH models.

The previous design motors were 
built by Bosch. The new motors are 
from Daewoo and are designed to 
interchange with the pervious design 
motors. The appearance of the motors 
may vary slightly but the new motor 
will retrofit older units without any 
modifications.

As with the Bosch motor, you’ll 

need to perform the motor relearn pro-
cedure any time you’ve replaced the 
motor.

Grinding, Pops Out of 
Gear

Upon inspection, you may notice 
that the range fork and its pads are 
worn. This was due to the amount of 
contact area available with the older 
design range fork and its pads.

To address this issue a new design 

Upon inspection, you 
may notice that the range 

fork and its pads are 
worn. This was due to the 

amount of contact area 
available with the older 

design range fork and its 
pads.

A better way to test your light-duty automotive transmissions - 
Mustang’s Universal Transmission Dyno - Smarter by Design.

MEMBER
SOLENOID TESTERSwww.mustangae.com 

CALL 888-468-7826
WIRELESS TRANSMISSION 

CONTROL MODULES
VALVE BODY 
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range fork has been released. The new 
horseshoe design fork and pads are 
designed to increase the amount of sur-
face area available, thus spreading the 
load over more of the fork.

In addition, the diameter of the 
flange where it contacts the shift sleeve 
has been increased from 73mm to 
76mm, to spread the load over more 
area, reducing fork and sleeve wear. 
The updated fork and sleeve will retro-
fit previous model years.

Rear Seal Leak
The rear output shaft seal on the 

NQH, NQF and NQG transfer cases 
may leak fluid. An updated seal is avail-
able that provides improved wear and 
temperature performance. The new seal 
is available as part number 24226707. 

Won’t Shift 
NQF (electric shift model) applica-

tions may experience shift problems on 
early design units (2007-2009). If the 
condition is present, the transfer case 
may fail to complete the shift or it may 
fail to shift again once the shift has 
been completed. In addition, you may 
find a DTC C0387 or C0569 in TCCM 
memory. 

NQF Models — The snap ring 
(#15 in parts book) on the shift shaft 
may have popped out of its snap ring 
grove. This is due to the end thrust on 
the snap ring during the shift.

To repair the condition, an updated 
shift shaft has been developed. The 
updated shaft has a flange built into it 
to prevent the end thrust from reaching 
the snap ring. To repair the condition, 
you’ll need to install the updated shaft 
and hardware. As noted in the picture,  

 
 
the position of the components will 
change with the 2nd design shaft and 
hardware.

The updated parts are:
•	 Shaft 19210805
•	 Cam 19210806

NQG/NQF Models — The syn-
chronizer ring may have separated from 
the body of the drive sprocket. This will 
prevent the synchronizer from operat-
ing, which may lead to gear clash dur-
ing the shift. If the ring is loose, replace 
the drive sprocket, synchronizer, block-
ing ring, and blocking ring inner and 
outer rings. 

Well as you can tell, diagnosing 
and repairing problems with the MP 
transfer cases is really not as big a deal 
as you might think. A little patience, a 
little background on these units, and 
you’ll be making money like a broker 
on Wall Street… well, maybe not quite 
that much money!

Until next time, remember: “Life is 
like riding a bicycle; you don’t fall off 
until you stop pedaling.”

NQH Shift System

Problems with the MP Transfer Case

NQF (electric shift 
model) applications may 

experience shift prob-
lems on early design units 
(2007-2009). If the condi-
tion is present, the trans-
fer case may fail to com-
plete the shift or it may 

fail to shift again once the 
shift has been completed. 
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It wasn’t so many years ago that 
Microsoft was just a software 
company, Apple was a computer 

manufacturer, and AOL was an internet 
provider. Today those companies have 
expanded into dozens of areas of our 
lives; some completely unrelated to 
their original mandates.

About the same time, if you asked 
someone what ATRA was, they’d tell 
you it was a technical HotLine. 

Today our support has expanded 
far beyond the technical aspects of the 
transmission business. If you’ve been 
paying even a little bit of attention to 
your copy of GEARS Magazine, you 
already know how far-reaching our 
business support has become through 
the What’s Working program.

Another area we’ve really kicked 
things up a notch is in name recogni-
tion. Why name recognition? Because 
when people have a car problem — 
particularly a problem that’s likely to 
cost as much as a transmission repair 
— they want to find a name they rec-
ognize. That recognition helps build 

trust… and trust builds sales… and 
sales builds… well, you get the idea.

In the last issue of GEARS, I talked 
about a new service we’ve been pro-
viding to consumers to answer their 
transmission-related questions. As I 
mentioned, I’ve been answering about 
60 of those questions a month, and 

then referring them to a nearby ATRA 
Member shop. 

60 referrals a month works out to 
720 a year. That’s an average referral 
rate of a little better than half a car 
per year for every ATRA Rebuilder 
Member’s shop. That’s a fair number of 
referrals from a single source.

But as it turns out, it’s just the tip 
of the iceberg. Because the referrals 
we’ve been making through the con-
sumer tech support is only a small part 
of ATRA’s referral picture. We’re also 
providing referrals through the ATRA 
web site: ATRA.com.

How many referrals? Well, in the 
first three months of this year, each 
member shop received and average 
of 458 impressions through the shop 
finder at ATRA.com.

This information gives the custom-
er the shop name, location, directions, 
phone number, email address, website 
address, basically delivering the cus-
tomer to you based on the region they 
are searching. 

 

by Lance Wiggins
members.atra.com

www.atra.com

FROM THE TECH DIRECTOR

A Technical Hotline… 
     and Much More!

ATRA: 

60 referrals a month 
works out to 720 
a year. That’s an 

average referral rate 
of a little better than 
half a car per year for 

every ATRA Rebuilder 
Member’s shop.
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Of course, your actual referrals 
will vary based on your region; those 
shops in major urban areas will receive 
a larger percentage than those out in 
the country. But remember: just one 
transmission rebuild could easily pay 
for your membership for the entire year. 
And with that average of referrals for 
every ATRA Rebuilder Member, well, 
let’s just say the odds of making money 
from your membership are pretty good, 
no matter where you’re located.

That’s a pretty great benefit. But 
there’s more, such as ATRA’s P3 pro-
gram, providing ATRA Members with 
exclusive discounts on the parts and 
supplies they use as a normal part of 
their business, from the very suppli-
ers they’re already buying from. For 
details and a list of the suppliers, visit  
http://members.aTRA.COM/p3. 

And let’s not forget another 
hallmark of ATRA Membership: the 
Golden Rule Warranty program, which 
enables ATRA Members to provide 
their customers with a warranty that’s 
honored from coast to coast, by the 
world’s largest network of transmission 
professionals.

So what is ATRA? ATRA is a 
full service association dedicated to 
improving the business of its mem-
bers by helping them reach custom-
ers and fix their vehicles. Is it still a 
technical hotline? Yes, we still provide 
world class technical support for ATRA 
Members all around the world. 

But today we’re so much more. 
Which leads to a very simple ques-
tion: If you aren’t a Member yet, what 
could you possibly be waiting for? 
There’s no better time to start taking 
advantage of the services we have to 
offer, and start getting your share of 

those referrals, sent right to your door. 
Call ATRA’s Membership Department 
today at 1-800-GO-4-ATRA or visit 
them online at members.atra.com, learn 
how you can begin to take advantage 

of those terrific benefits that are only 
available to ATRA Members.

Don’t wait… do it now!

A Technical Hotline… 
     and Much More!
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One of the hallmarks of the 
What’s Working program has 
been to identify the best ways 

to introduce your shop to consumers. 
The idea is that, to bring more work in, 
you must first show your market who 
you are and what you have to offer.

That’s important, because, for 
most transmission shops, the bulk 
of their work comes from strangers: 
Consumers who are coming in for the 
very first time, either through a referral 
or an ad. In most cases they’ve never 
had a direct relationship with the shop 
before.

But what if that weren’t the case? 
What if the vast majority of your 
business were from people who knew 
you? Would the concepts and practices 
espoused by the What’s Working pro-
gram still apply?

Yes they would, according to 
Clark Fratzke, owner and operator 
of Iowa Transmission Rebuilders in 
Independence, Iowa.

And he should know, because, 
unlike so many shops we’ve looked at 
that operate in larger towns and cities, 
Iowa Transmission Repair is in the 

SHOP PROFILE

by Rodger Bland
members.atra.com

www.atra.com

Clark’s wife and business partner, Donna now works on the business fulltime.

Clark Fratzke, owner and operator, Iowa Transmission Rebuilders.

Doing Business in 
Small Town, USA 
Meet Clark and Donna Fratzke, owners of 
Iowa Transmission Rebuilders in the small town of 
Independence, Iowa.
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heart of Small Town, USA. How small 
is Independence? It has a population 
of just 6000 people, and it’s predomi-
nately surrounded by farmland. Other 
nearby towns are even smaller.

What’s more, Clark, along with 
his wife and business partner Donna, 
grew up and lived their entire lives in 
the area.

So how does running a transmis-
sion repair shop in a small town affect 
their business procedures? For one 
thing, more than 50% of his customers 
are people they know. These are people 
he or his wife Donna grew up with, 
attend church with, or meet regularly 
in town.

But, according to Clark, that famil-
iarity makes it even more important to 
embrace a customer-centric business 
model. Because if his customers have a 
problem with his work, they might just 
call him at home late at night or early 
Sunday morning. And it goes without 
saying that the “he said, she said” of 
business disputes will make their way 
through the grapevine in no time. So 
strong customer relations and attention 
to service are critical for any repair 
shop to survive in this environment.

Operating in a Small 
Town

Many shops labor with finding 
enough business to operate a transmis-
sion shop in larger towns or cities. 
According to Clark, operating one in 

a small town is “a daily struggle.” In 
fact, he’d never have opened the shop 
himself. But when the previous owner 
gave it a try, Clark went to work for 
him as a rebuilder. And sure enough, 
there was enough business to support a 
transmission shop.

So when the opportunity arose in 

1997, Clark and Donna bought the 
shop. And over the years they’ve man-
aged to build their business. In 2001 
they moved into a larger building two 
doors down. Then, in 2006, they built 
their own, larger, more modern, more 
efficient shop.

“One of the reasons we see so 
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ATRA.com has become the most visited 

Web site in the transmission industry. 

Thousands of new customers have been using ATRA’s 

Web site to find transmission repair shops in their area.

It can be. Being an ATRA member means ATRA 
will place a link to your Web site on ATRA.com,  
where customers can use the local search 
feature to find shops in their area. This tool is 
beginning to appear in top search results for 
transmission repair on Google. This means 
people looking for shops in search engines 
are being directed to ATRA’s Web site and  
ATRA members.

The page views have doubled since the launch 
of ATRA’s local search feature. That’s potential 
business you cannot even begin to gain strictly 
from word-of-mouth referrals.

Your Web site is an essential tool to get 
transmissions in need of repair into your shop. 
Now it can be even more powerful. Join ATRA 
today and start reaping the benefits of ATRA’s  
Web presence.
 

Visit members.ATRA.com  
or call 805-604-2000 
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DRIVING Customers 
TO YOU

many familiar faces is that we also do 
some general repair work,” says Clark. 
“At the same time, my wife and I have 
lived here our entire lives, so a lot of 
our customers are people we’ve known 
for years.”

Working in such a small town 
where everyone knows them, custom-
ers occasionally call him at home when 
they have a problem. “It’s not as com-
mon as it used to be, but once in awhile 
I’ll have a call waiting for me when I 
come home from church. Usually it’s 
just someone wanting to bring his car 
in the following day.”

That level of familiarity also 
demands an attention to detail and qual-
ity; you wouldn’t want customers to be 
calling late at night with a complaint. 
But according to Clark, that isn’t much 
of an issue.

“We’re generally pretty tight on 
the quality end of our work,” explains 
Clark. “We won’t pull a unit out until 
I’m sure what’s wrong with it. When 
we run into an intermittent problem, I 
might tell the customer that we’ll have 
to wait for it to get worse, or wait until 
we can work out a pattern to the prob-

Doing Business in Small Town, USA

1968 Ford LTD restored by Clark and is used often – especially when the weather cooperates!
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rebuilding industry worldwide
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Transmissions
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716-893-2661

Automatic & Standard Transmissions

lem so I can duplicate it. I won’t start 
a repair until I know what I’m getting 
into, because I’m not going to return a 
car that isn’t right.

“Then, when we get done with 
the vehicle, I always test drive it last, 
to make sure we’ve fixed the original 
complaint. There have been times when 
I’ve caught things that weren’t there on 
the first test drive.”

Competition in a Small 
Town

One big advantage to operating in 
such a small town is there isn’t much 
competition. “We get a little competi-
tion once in awhile from some of the 
general repair shops. We do some of 
the transmission work for the local Ford 
dealership, and the GM dealership will 
send us some of their used cars; their 
guys don’t want to get into any non-

GM transmission problems.”
But it’s not just a matter of com-

petition that keeps Clark busy. “There 
are a few transmission shops in a town 
about 25 miles from us, and I’ve had 
customers who’ve come to us from 
beyond that area. They’ll pass right by 
those shops to bring their cars to us.”

How do they find Iowa 
Transmission Rebuilders from all that 
way? Clark runs a TV ad for his shop. 

Josh Ericson prepares for another install
Signs of ATRA are everywhere at the customer counter 

in ITR's customer waiting area.
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“We cover a pretty big area, and TV 
provides the most economical way to 
keep my name out in front of people in 
the entire area.”

He also has a terrific web site 
at www.IowaTransmissionRebuilders.
com. “The web site gets about 100 
visitors a month. But more importantly, 
when they get there, they usually spend 
some time looking around and learning 
about us.

“60% of my business is from out-
side Independence. We have a lot of 
smaller towns around us, and a lot of 
farming here, too. The majority of our 
work is the trucks and vans from the 
farms nearby. Because of that, we see 
a larger percentage of older units than 
most shops in larger cities; we still see 
some 350s and 400s.”

Economy of a Small Town
After struggling through several 

lean years, many shops have enjoyed 
a dramatic spike in their business over 
the last year or so. Much of that spike 
is attributed to the economic downturn, 
which has forced consumers to reeval-
uate their choices of whether to repair 
or replace their cars.

The economy is something of a 
double edged sword for Clark. Being 
somewhat isolated from the more 
industrial parts of the country, they 
haven’t been affected much by the 
downturn in the transmission business 
that most shops fought through a few 
years ago. In fact, between 2006 and 
2009, he saw about a 20% increase in 
business every year.

But at the same time, Clark hasn’t 
enjoyed the big upward spike in busi-
ness over the last year that so many 
other shops have seen. According to 
Clark, 2010 brought a slight decline in 
business. But that’s beginning to turn 
around, and his numbers are up so far 
this year compared with last year at 
this time.

Eric Brockmeyer, rebuilder, prepares for a pan pull.

 The customer waiting area is spotless and comfortable with T.V. and 
free refreshments available.

The interior shop is clean and well-lit providing a safe climate-controlled 
working environment for the staff.

Doing Business in Small Town, USA

After struggling through 
several lean years, 

many shops have enjoyed 
a dramatic spike in their 

business over the last 
year or so.
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Community in a Small 
Town

Throughout the What’s Working 
program, we’ve talked a lot about the 
importance of making yourself the cus-
tomer’s “friend in the business,” but in 
Clark’s case, that’s actually the case. 
Both he and Donna have lived their 
entire lives in the area. And in a town 
of just 6000 people, the folks who live 

there really are their friends and family. 
Many grew up with them, or with their 
son, Bart, or daughter, Kristen.

In larger areas, when we talk about 
“community involvement” we often 
think of joining a local service club and 
showing up at a couple meetings. But 
for Clark and Donna, the term commu-
nity has taken on an entirely different 
meaning.

“Our daughter Kristen started play-
ing soccer when she was six years old. 
And after the games, they used to stop 
at one of the fast food places and get the 
girls something to eat.

“But in her first year of high 
school, there were so many girls play-
ing soccer that it became impractical to 
stop after each away game, so the coach 
told the girls to bring a packed lunch for 
afterward.

“We knew that a lot of those girls’ 
parents wouldn’t bother with making 
them a lunch, and others wouldn’t think 
about it. And after a long day, some of 
those girls would go hungry.

“So Donna started making food for 
the entire team, and we’d bring it along 
for after the games. Nothing fancy; 
maybe a sandwich and something to 
drink. We just wanted to make sure 
everyone was taken care of.” And they 
continued that tradition for the entire 
year, at their own expense. 

After a while some of the other 
parents saw what was happening and 
started to contribute toward the cost of 
the food. The following year, the coach 
asked each girl to have their parents 
kick in toward the costs, while Donna 

and Clark continued to provide the ser-
vice. The next year the coach stepped 
in and started assigning different par-
ents to handle the food, to spread the 
responsibility around.

At the same time, Donna is a 
member of the local quilt guild. And 
when things are slow at the shop, she 
has a sewing machine right there in the 
corner for assembling quilt tops. When 
the weather is nice she’ll spend her 
evenings on the porch at home, sewing 
quilts of all different styles and sizes.

Then those quilts, through the quilt 
guild are donated to the less fortunate 
in their community. Some go to the 
local sheriff’s department. The sheriff’s 
department provides the quits to chil-
dren who are having a tough time. So 
Donna’s quilts become quite literally 
“security blankets” for those children 
who need them.

Other quilts are earmarked for the 
local hospice, to provide warmth and 
comfort for the sick or elderly in their 
final days.

Too often in GEARS we focus on 
the big city shops with the big numbers 
and huge profits. Not much wonder: 
Those stories can be pretty impres-
sive, and worth striving for. But a large 
percentage of the shops out there are in 
smaller, more rural areas. And while the 
numbers may differ, the formulas for 
success can be just as interesting.

As we’ve seen from Iowa 
Transmission Rebuilders, the rules 
for maintaining a successful shop are 
pretty much the same all over: You 
still have to provide quality work in 
a friendly environment. And nothing 
beats a strong sense of community 
for building a successful transmission 
repair shop.

Josh Ericson, R&R and general repair technician.

A neat an organized storage area are just 
some of the benefits Clark enjoys with 

his new shop.

 Community involvement and letters from 
satisfied customers are displayed proudly 

in the customer waiting area.

Doing Business in Small Town, USA
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In the April issue of GEARS 
Magazine, we discussed the con-
cept of transformational thinking: 

a different way of looking at your busi-
ness. In December 2010, we discussed 
the product life cycle and the changes 
we’ve seen in our market… changes 
we’ve categorized into generations.

Transformational thinking is 
the transition from Generation II to 
Generation III. Some may confuse it 
with a change in marketing strategy; it’s 
not. It’s a different way of doing business 
and is as profound and important as 
the transition from Generation I to 
Generation II was back in the 70s and 
80s. So let’s take another look at it from 

a different perspective.  
In Generation II the goal was to 

make sales by establishing a need and 
overcoming objections. For example, 
someone comes in with a problem. You 
pull the pan and see all sorts of friction 
material and metal. Then you go to 
work establishing the need; they need 
a transmission.

When the customer asks, “How 
much will it cost to rebuild my 
transmission?” you say, “I can’t give 
you a price until I get the transmission 
apart to see what’s wrong with it.” If the 
customer asks, “What’s the most it will 
cost”? You counter with, “Is price your 
main concern?” If the customer says 

no, you have a response all ready to 
go. If he says yes, you have a different 
response.

This goes on until either the 
customer gets ticked off and leaves, 
or succumbs to the drill and okays the 
RDI. When it’s time to sell the work, 
there’s an entirely different drill. After 
the sale, everybody high-fives and it’s 
on to the next sale. 

If this looks familiar, then you 
know and understand Generation II. 
The training required to learn these 
sales techniques was extensive, 
with classes costing hundreds, even 
thousands. It was a necessary transition 
in our industry due to the number 

What’s Working

Transitions: 
The Jump from 
Gen II to Gen III

by Dennis Madden
members.atra.com

www.atra.com

Figure 1A Figure 1B
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of transmission shops in the market 
and because most shop owners were 
technicians; they didn’t have any real 
business experience or training. 

Now we have a different market: 
People don’t need to go to a transmission 
shop to get their transmissions fixed. 
What’s more, many of the hard sales 
techniques (and a few unscrupulous 
shop owners) from the Gen II period 
have eroded consumer trust for our 
industry.

During one of our focus group 
sessions back in 2008, the moderator 
asked the group about their impression 
of transmission shops. One of the 
participants remarked “sleazy.” Turns 
out, this attitude was because of a 
sting operation in this person’s town 
that occurred 30 years ago. The people 
in this focus group didn’t trust the 
transmission repair industry because of 
some bad publicity that occurred more 
than a quarter century ago.

Now let’s take a look at Generation 
III. Generation III is about reaching 
consumers and building trust. It’s not 
simply a marketing method for getting 
people in your door so you can use your 
Gen II sales techniques on them. We 
can see this graphically in the Need-Do 
illustration (figures 1a, 1b).

If you recall, the Need-Do Gap 
suggests that everyone has a need and 
it’s the role of business to meet that 
need (i.e., the Do). Businesses that 
provide it well have a smaller gap. But 
what the illustration doesn’t show is, 
who moved? Did the business move to 
fulfill the need of the customer, or did 
the customer move to align with the 
service provided by the business?

In Generation II the goal was to 
establish the customer’s Need for a 
rebuilt transmission; the Do was to 
rebuild it. We brought all of their Needs 
to our Do: the rebuilt transmission 
(figure 2). It’s really not Need-Do; it’s 
Do-Need; it’s backward when compared 
with the Generation III mentality. 

Generation III seeks to understand 
the customer’s Need. In Generation III 
we recognize that the customer’s Need 
is to get back on the road in a timely 
manner. How it happens is secondary. 
Figure 3 illustrates this. Instead of 
the customer moving to your Do, the 
business moves to the customer’s Need. 
This is the transformational thinking 

we’ve been talking about and it’s 
making a huge difference in the lives 
and businesses of shops all across the 
country.

Moving to Generation III gives 
the shop a tremendous advantage. 
First, there are many options to 
getting the customer back on the road: 
There’s rebuilding the transmission, or 
replacing it with a reman transmission. 
Or maybe a used transmission might be 
the best choice, based on the customer’s 
financial position. And then there’s the 
targeted repair.

Generation III provides you with 
options that general repair shops selling 
remans don’t have. And by providing 
options based on the needs of your 
customers, you help to develop their 
trust in you.

Another advantage is you don’t 
have to memorize a bunch of scripts to 
make the s,ale. If you’re skilled at sales, 
you’ll find moving to Generation III a 

snap. Customers recognize the high-
pressure sales techniques of Generation 
II and, though they may not say it, those 
techniques are more likely to leave them 
with a feeling of buyer’s remorse. Sales 
based on Generation III have the focus 
on the customers, and they recognize it.

We’ve highlighted several shops 
in GEARS that have made this jump 
and seen tremendous success. We’ll 
highlight more shops making the jump 
and we’ll cover that jump further this 
October at ATRA’s Powertrain Expo. 

Expo is your opportunity to meet 
with the guys who are making it work. 
It’s where you get to ask your questions 
and learn how other shops have been 
putting it all together. So don’t wait: 
Start making your arrangements now to 
attend this year’s Expo, and we’ll see 
you in Las Vegas!

Figure 2

Figure 3
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New Lower Rate!
$99/night

Mention ATRA to get discounted rate 
before 10/6/11

Las Vegas Hilton
3000 Paradise Rd, Las Vegas, NV 89109

Phone: (800) 635-7711



ATRA’s 2011 Powertrain Expo thursday, october 27
2:00pm - 6:00pm Attendee Registration

Management Seminars
3:00pm - 6:00pm

The Importance of Processes & Procedures in a Crisis - Martin Brooks (Christschurch, New Zealand)
Transformational Thinking - Dennis Madden & Rodger Bland (ATRA)

Technical Seminars
3:00pm - 6:00pm

The Quick Fixes You Need Right Now - Lance Wiggins & Randall Schroeder (ATRA)

friday, october 28
8:00am - 3:00pm Attendee Registration

8:00am - 9:00am ATRA Member Meeting

Management Seminars
9:00am - 12:00pm

Yes You Can!™ - Bob Cooper (Elite Worldwide, Inc)

Technical Seminars
9:00am - 10:00am

A Shop’s Guide to Cost Savings, the Green & Safe Way - Carl Mustari (Chattahoochee Tech College)
Focusing on What You Need to Fix Transmissions TODAY - Dave Skora

Technical Seminars
10:00am - 11:00am

CAN BUS: A Simplistic But Intuitive View - Bill Henney (Bluereach Automation & Control Ltd)
Street Smart - Mike Brown (ATRA)

Technical Seminars
11:00am - 12:00pm

Diagnostic Breakdowns - Sean Boyle (Southern Illinois University)
Servicing & Repairing Chrysler Transmissions A to Z - Alan McAvory (Chrysler Midwest Business Center)

Management Seminars
1:00pm - 5:00pm

Success or Struggle? You Decide! - Maylan Newton (ESi)
The Four Gears in Online Marketing - Danny Sanchez (Autoshop Solutions)

Technical Seminars
1:00pm - 2:30pm

Electro-Hydraulic & Mechatronic Control - Bob Warnke (Sonnax)
LCT 1000 Problems & Updates - Steve Garrett (ATRA)

Technical Seminars
2:45pm - 4:15pm

What Are You Doing to Reduce Comebacks? - Bill Brayton (ATRA)
Vital Voltage Drop Tests You Should Know - Dan Marinucci (Communique)

Technical Seminars
4:30pm - 6:00pm

Is It The Torque Converter or the Transmission? - Joe Rivera (ProTorque)
Ford Powertrain-Fixing It Right the First Time - Stevie LaVallee (TEST Research)

saturday, october 29
8:00am - 3:00pm Attendee Registration

Management Seminars
9:00am - 12:00pm

Creating a Customer...For Free! - Scott Harris (Mustang Marketing)
Step Into the Thinking Room - Coach Ron Tunick (CRT Broadcasting)

Technical Seminars
9:00am - 10:30am

Real World Problems & Corrections - John Parmenter (Precision International)
Hybrid Service & Repair for Transmission Techs - Jack Rosebro (Perfect Sky)

Technical Seminars
10:30am - 12:00pm

4EAT, Phase II, 4AT or 5AT Which Is It? - Mike Souza (ATRA)
What Qualifies as an Automatic Transmission-Today! - Mike Riley (Transtar)

1:00pm - 2:00pm ATRA Luncheon

2:00pm - 5:00pm Trade Show

5:00pm - 7:00pm Cocktail Reception

sunday, october 30
8:00am - 10:00am Supplier Meeting & 2012 Exhibitor Booth Drawing

9:00am - 2:00pm Attendee Registration

Management Seminars
9:00am - 12:00pm

Green Eggs & Ham Power Breakfast - Scott Johnson
Round Table Q&A - What’s Working Management Team

Technical Seminars
9:00am - 10:30am

Sonnax Road Show - Gregg Nader
Supplier Showcase: Auto Research Design

Technical Seminars
10:30am - 12:00pm

Supplier Showcase: Mustang Dyno

12:00pm - 5:00pm Trade Show

monday, october 31
9:00am - 1:00pm Attendee Registration

9:00am - 2:00pm Trade Show



 
  

 

 
 
 

 
 

 

 
 

 

  
 

 

 

 

Registration Now Open!

Together Again!

Powertrain Expo & Big R Show



Together Again!

Powertrain Expo & Big R Show

Trade Show Dates
October 29 - 31

Las Vegas Hilton
Las Vegas, NV

Over 100 

Industry 

Companies 

exhibiting their 

latest products 

& services!

Your Trade 
Show Pass gives 
you admission 

to 2 shows 
under 1 roof!

Official Kick-Off to Industry Week!SEMA & AAPEX shows immediately follow!



Company Name                                            ATRA Account Number

Contact Person: (will receive all correspondence)

Address 

City  State   Zip

Country

Area Code Phone No.  Fax No.

Email Address

(           )                             (           )            

Registration Form 
October 27th - 31st, 2011
Las Vegas, NV

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

   Before Sept. 16th      Sept. 17th - Oct. 14th   ALL 

REGISTRATION FEES Qty Member    Non Mem     Member    Non Mem   ON-SITE   SUBTOTAL

Complete Conference Registrant* _____ $ 395 $ 495 $ 445 $ 545 $ 595 $____________

Technical or Management Conference* _____ 345 445 395 495 545 $____________

Trade Show  _____  10 10  10  10  30 $____________

Extra Luncheon Ticket _____ 45 45 45 45 65 $____________
(Included with Complete, Tech & Management Conferences)

                                         

      TOTAL  $____________

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

Card Number __________________________________________________________  Expiration Date                                            Security Code

Print Name on Card ___________________________________________________________________  Signature _________________________________________________

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

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

PLEASE PRINT CLEARLY
    
  Complete   Trade      
  Conference Technical Management Show Luncheon

NAME ______________________________________________________________________________   £ £ £	 £	 £	

NAME ______________________________________________________________________________  £ £ £ £	 £

NAME ______________________________________________________________________________   £ £ £ £	 £

NAME ______________________________________________________________________________   £ £ £ £	 £

NAME ______________________________________________________________________________   £ £ £ £	 £

CONFERENCES
(Includes Luncheon and Trade Show)

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

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

Other 
Categories

Every 5th Conference attendee is free! 
Call ATRA for details
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ATRA on 
Hand at 
the TCRA 
Seminar

The Torque Converter Rebuilders 
Association (TCRA) held its annual 
seminar in Chicago this year. It was 
a banner seminar program, boasting 
attendance of about 130 participants. 

As always, ATRA was in the house. 
GEARS Managing Editor Rodger Bland 
was there with a What’s Working presen-
tation on Transformational Thinking, 
and Mike Souza delivered a technical 
presentation.

In addition, ATRA sent along a 
door prize for the event: a free trip to 
this year’s Expo in Las Vegas, includ-
ing hotel accommodations and an all-
program pass. The lucky winner was 
Michael Scott of East Coast Converters 
in Danielson, CT. Congratulations 
Michael; have a great time at Expo!

Vancouver Seminar a 
Rousing Success

This year’s Vancouver seminar 
was held this past June 4th. And once 
again it was a terrific success, with 
strong attendance.

For their seminar programs, the 
Vancouver Chapter handles everything: 
They book the venue, they plan the 
meals, and they market the program to 
the shops in their region. And their pro-
grams are always well attended.

Each year, the Chapter provides 
a special door prize for one lucky  
attendee. Don Bates of Accurate 
Transmission in Coquitlam, British 
Columbia, won an all-expense paid 
trip to Expo, including air fare, hotel 
accommodations, and an all-program 
pass. Congrats, Don; we’ll look for-
ward to seeing you in Vegas!

Not sure if you can handle all these 
photos at once.
These are from the TCRA event –
Use a crowd shot maybe one of 
mike and of course our EXPO win-
ner Michael Scott of East Coast 
Converters
I like the one where the guy fell asleep 
during Mike’s presentation –or wait, it 
might have been during Bobby Mace’s  
-he he he…..
Rodger Bland

Expo winner from the Vancouver seminar, 
Don Bates of Accurate Transmission in 

Coquitlam, British Columbia

Expo winner from TCRA seminar, 
Michael Scott of East Coast Converters in 

Danielson, CT

Mike Souza
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ATRA Members 
Helping Members

One of the key benefits of ATRA 
Membership is the interconnection 
between Members all across the coun-
try. Nowhere is this more evident than 
in this story from Scottie South of 
Scottie’s Transmission in Amarillo, TX. 

Scottie rebuilt a transmission in an 
S-10 pickup for a customer who’d been 
vacationing in Texas. When the cus-
tomer got back home to Los Angeles, 
the transmission starting acting up, 
so he called Scottie. Scottie called 
Rodger Bland, who put him in touch 
with Hiro’s Transmission in nearby 
Gardena, CA. 

“Hiro brought the truck right in 
and took care of it like it was his own 
customer,” says Scottie. “He found a 
problem with a shift solenoid, so he 
replaced it and got the customer back 
on the road quickly. And the price he 
charged was very reasonable. It was a 
terrific transaction; everything I could 
have hoped for.”

ATRA Members helping ATRA 
Members: It’s what ATRA was created 
for, over 55 years ago. Way to go, guys!  

 
 
 
Keep up the good work.

While we’re talking about Scottie’s 
Transmission, kudos are in order for 
Scottie and his shop being selected as a 
finalist in the Better Business Bureau’s 
Torch Awards for Marketplace Ethics in 
the small business category.

“It’s an honor to receive this nomi-
nation, and for the support from the 
society,” says Scottie. “I owe this honor 
to our team, and to the customers we 
work for. It just goes to show that doing 
the job well has its own rewards.”

And further congrats to Scottie 
and Barbara (Scotties wife) on 51 
years of marriage. Congratulations to 
you both for going above and beyond 
your Golden Anniversay. The entire 
Association wishes you both many 
more years together.

In Memoriam: 
     Mark Combs

In Memoriam:  
Mark Combs

On a sadder note, Mark Combs, 
inside salesman for Portland 
Transmission Warehouse for nearly 
20 years, passed away on June 9, 
2011 after a lengthy battle with can-
cer. Mark was 57.

“Mark was an absolute troup-
er through his fight,” explains 
Ross Bradshaw, Mark’s longtime 
employer and friend. “He continued 
to show up for work every day, 
even through his chemo and radia-
tion treatments. He fought the good 
fight.”

Mark grew up the auto parts 
business; his father owned a parts 
store in town. And he had a great 
love of music; he majored in music 
at the University of the Pacific in 
Stockton, CA, and sang in a musical 
group and his church choir.

Mark was loved and respected 
throughout the industry. He’s sur-
vived by an extended family includ-
ing several children. He will be 
greatly missed.
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TransTec Introduces New 
Rebuild Kit for  
Chrysler 62TE Six-Speed

Corteco is pleased to announce the 
addition of a TransTec® brand Chysler 
62TE overhaul kit with Duraprene® 
pan, valve body cover and end cover 
gaskets. Kit number DP2541 covers all 
62TE models from 2007-up.

Featured Components
Item 
Number

Description

B37097 Front seal
B29952 Left & right axle seals
B11529 Pan gasket
B11530 Valve body cover
B11531 End cover gasket
* Differential cover
3528 Sealing ring kit

* Due to torsional loads placed 
on the differential cover from the 
engine/transmission mounting, a gasket 
won’t function properly in this applica-
tion.

Overhaul kit DP2541 is in stock 
and available for immediate delivery. 
You can also get the original 62TE 
overhaul kit by ordering item number 
2541.

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

TCI® Universal Lockup  
Wiring Kit for GM  
700R4/2004R 
Transmissions

This easy-to-install system from 
TCI allows hands-free activation of 

the torque converter clutch in 4th gear 
under stable engine operation, and dis-
engages when accelerating or down-
shifting. 

This kit is needed when installing 
a GM 700R4/2004R transmission in a 
non-computer controlled application, 
or when removing the factory computer 
in pre-1993 vehicles that use a 700R4 
and 2004R.

A fully adjustable vacuum switch 
for lockup uses engine vacuum to auto-
matically lock and unlock the torque 
converter, while a manual override 
option allows complete control over 
lockup.

The simple installation pro-
cess only requires general mechani-
cal knowledge. Each kit improves fuel 
economy and includes everything nec-
essary for installation, including gasket, 
wiring harness, vacuum switch, 4th 
gear pressure switch, splice connectors, 
and mounting screw.

For more information, visit TCI 
online at www.TCIauto.com, or call, 
toll free, at 888-776-9824.

Omega Offers Specialty  
Replacement Parts

Omega Machine & Tool Inc’s. spe-
cialty is bronze bushings. We supply 
quality bronze replacement bushings to 
the automotive transmission industry.

Recently many of the OE bushings 
have become unavailable. Omega now 
has replacement bushings for the AX4N 
OD drum and AX4N inner sprag race. 
These are solid bronze bushings with 

closer tolerances for better support.
Call your local transmission parts 

distributor and ask for Omega’s OD 
drum bushing, part #15427 or the inner 
sprag race bushing, part #15513.

For more information, contact 
Omega Machine & Tool Inc. at 916-
372-6001.

Enter the LUBEGARD®  
LOVE THAT RIDE  
Photo Contest

Show off your ride or even 
a customer’s ride that you’ve used 
LUBEGARD products in — whether 
it’s a car, truck, motorcycle, or boat 
— and it could be a winner in the 
LUBEGARD® LOVE THAT RIDE 
photo contest.

The winning photo will be fea-
tured in the GEARS October Powertrain 
show issue and the winning entrant 
will receive an Apple iPad. Runner-up 
entries will be included in the GEARS 
October Powertrain show issue.

Go to www.lubegard.com/lovethat-
ride for details and to enter the contest. 
Deadline is September 1, 2011. We’re 
looking forward to seeing your ride!

About International Lubricants, Inc.
Based in Seattle, Washington, ILI 

is a leading manufacturer of unique 
chemistries and related products for 
automotive, industrial, and various 
other chemical markets and holds over 
100 U.S. and foreign patents.

For more information on 
LUBEGARD®, KOOL-IT®, Squeak 
Relief®, Pro II 9000™, Zero®, Power 
Shield™ or Dr. Tranny® products, call 
toll free (800) 333-5823 (LUBE) or 
visit their web site at www.lubegard.
com.

POWERTRAIN INDUSTRY NEWS
GEARS does not endorse new products but makes this new information available 
to readers. If you have a new product, please email the press release information 
with applicable digital photo or drawing to fpasley@atra.com or send by mail to 
GEARS, 2400 Latigo Avenue, Oxnard, CA 93030.

© 2011  Freudenberg-NOK  
11617 State Route 13 • Milan, Ohio 44846 • T:  419-499-2502 • F:  419-499-2804 • www.TransTec.com 

NPA 6/6/11

A Division of Freudenberg-NOK

New Product 
Announcement

Corteco is pleased to announce the addition of a TransTec® brand Chysler 62TE 
overhaul kit with Duraprene® pan, valve body cover & end cover gaskets.  Kit 
number DP2541 covers all 62TE models from 2007-up..

Chrysler 62TE Six-Speed

Featured Components

 B37097 Front seal

 B29952 Left & right axle seals

 B11529 Pan gasket

 B11530 Valve body cover

 B11531 End cover gasket

 * Differential cover

 3528 Sealing ring kit

Item Number                                 Description                                                  

*Due to torsional loads placed on the differential cover from the engine/transmission 
mounting, a gasket will not function properly in this application. 

Overhaul kit DP2541 is in stock and available for immediate delivery. You can also 
get the original 62TE overhaul kit by ordering item number 2541.

Duraprene® and TransTec® are registered trademarks of Freudenberg-NOK

inner sprag new  /  overdrive
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POWER INDUSTRY NEWS
Midwest Hard Parts, Inc 
Opens New Core  
Operations Facility

MHPI recently acquired a 7000 sq. 
ft building in Audubon, IA to be used 
to sort and stock cores as they come in. 
MHPI will also use this facility to prep 
cores for teardown. 

A daily updated core list will be 
kept for anyone interested in purchasing 
cores.

For more information, visit MHPI 
online at www.mhpi.com.

Goerend Transmission  
Offers Dodge Diesel  
Automatic Trans Kits!

Goerend Transmission has done 
your homework for you by offering 
more than your average kit!

They’ve taken the basic rebuild 
kit and transformed it to offer more of 
what you’ve been asking for, backed by 
years of knowledge. 

Two kits to fit your needs and 
budget:

•	 1994–2003 47RE/RH
•	 2003–2007 48RE
Designed by the experts in the 

transmission rebuilding world; taking 
the guesswork out of choosing the right 
kit.

Responding to the Dodge diesel 
truck owners who demand high perfor-

mance and horsepower.
They’ve done the homework for 

you backed by many years of expe-
rience, and have chosen the highest 
quality parts offered in the industry for 
these kits.  

View their extensive testing equip-
ment online at www.goerend.com, or 
call them directly at 563-778-2719.

Elite Worldwide 
Launches New Training 
Webinars for Auto 
Professionals

Elite Worldwide has announced 
that the company is now offering sales, 
marketing, and management training 
webinars for automotive professionals.

Using state-of-the-art technology, 
Elite is now able to help shop owners 
and dealerships worldwide, through a 
medium that is more affordable and 
convenient than traditional seminars.

Last year the company made its first 
step in helping automotive professionals 
remotely by introducing a new web 
site that provides downloadable audio 
training, but through these Direct 
Connect Webinars they will now be 
able to provide management and sales 
training in a live, interactive, virtual 
environment. 

“Technology has opened up some 
amazing opportunities for this industry. 
Throughout the last two decades 
of providing seminars, I have been 
regularly asked when we will be doing 
another seminar in the Midwest, on the 
East Coast, etc., which has presented 
the challenge of having to be in multiple 
places at once. Now, through the Direct 
Connect Webinars that are offered 
on our redesigned web site, we are 
thrilled to say that we are able to help 
automotive professionals anywhere in 
the world, from the comfort of their 
businesses or homes,” said Bob Cooper, 
president of Elite Worldwide.  

For more information, visit Elite 
on line at www.EliteWorldwideStore.
com or call, toll free, (800) 204-3548.

A & Reds Opens  
New Location

This July, A & Reds will be opening 
a new parts store and warehouse in 
Sioux Falls, South Dakota. Located 
at 2300 N Westport Ave., the new 
store will serve customers in North 

and South Dakota, Nebraska, Iowa, 
Minnesota, and most of Wisconsin, 
with next day delivery through UPS, 
Spee-dee Express, and ASAP Express.

Direct phone numbers for the 
Sioux Falls store are toll free 888-215-
3639, local 605-338-3800 and fax 605-
338-3920.

Giving customers the very best in 
quality parts and service has always 
been our promise and this new location 
helps us fulfill that promise to our 
customers. This new addition nearly 
doubles our next day delivery service 
area.

Customers needing more 
information can contact Rob Rasmussen 
at 1-800-835-1007 ext. 124.

AAEQ Manufacturers and  
Recyclers Announces 
New TransmissionQuest 
Division

AAEQ Manufacturers and 
Recyclers has announced the formation 
of TransmissionQuest, a new division 
focused on supplying transmission hard 
parts. TransmissionQuest will operate 
from AAEQ’s location in Chicago, IL, 
under the direction of William Stolberg, 
AAEQ’s president and COO.

“AAEQ is known throughout the 
world for having the best coverage 
in the industry for engine and trans-
mission cores,” explains Stolberg. 
“TransmissionQuest is a natural fit and 
extension of our current product line of 
transmission cores. Our new division 
will enable us to be a complete supplier 
to the transmission industry.”

TransmissionQuest offers a full-
line of thoroughly inspected transmis-
sion hard parts. Coverage includes 
domestic, import, CVT/hybrid, 6-speed, 
ZF, Mercedes, Aisin Warner, Honda, 
Acura and many other hard-to-find, 
late-model applications. In addition, 
TransmissionQuest offers a complete 
line of Allison automatic transmission 
cores and hard parts.

TransmissionQuest performs 
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a complete teardown and inspection 
of internal hard parts to make sure 
every component is rebuildable. This is 
backed by TransmissionQuest’s sister 
company, A&A Midwest, which has 
over 25,000 automatic and standard 
transmission and transfer case cores in 
stock and ready for teardown for com-
ponent parts or shipment as a whole 
unit. 

A&A Midwest is also offers a full 
line of engines, crankshafts and cylin-
der head cores.  

TransmissionQuest’s hard parts 
specialist Brad Heilman and transmis-
sion core specialist Steve Feinstein are 
available to answer specific questions. 
Heilman can be reached at (800) 826-
7403, ext. 304 or e-mail bdh@aaeq.net; 
Feinstein can be reached at (800) 826-
7403, ext. 309 or e-mail spf@aaeq.net

To visit the TQ 
website scan here. 
For more informa-
tion about AAEQ’s 
TransmissionQuest 
division or place an 
order, phone (800) 

826-7403 or visit www.transmission-
quest.com.

DACCO, Inc. Ops Manager 
Joe White Retiring After 
10 Years of Service

DACCO, Inc. President and 
General Manager Harry Schmink 
announced that, Joe White, operations 
manager since 2001, will retire June 
30, 2011. 

White is responsible for all manu-
facturing activities in the company’s 
three divisions along with maintenance 
and engineering; quality control; manu-
facturing, shipping, and distribution; 
and overall fleet operations. In addition, 
White manages over 200 employees at 
the Cookeville facility. 

With over 30 years experience in 
the remanufacturing industry, White 
enjoys the operations side of the busi-
ness and feels fortunate to have spent 
the last 10 years as DACCO’s opera-
tions manager. According to White, 
teaching and developing employees is 
what he most enjoys and is thankful to 
have had to opportunity to do just that 
during the last part of his career. 

“Joe has done an exceptional job 

during his tenure with DACCO, and 
has been instrumental in making our 
products the best on the market today,” 
says Schmink. “I want to thank Joe for 
his years of service and dedication, and 
I wish him the best in his retirement.”

“As I look back, any professional 
success I may have enjoyed is direct-
ly attributed to the many great men 
and women I’ve had the opportunity 
to work with,” explains White, “I’ve 
always viewed my role as simply pro-
viding the opportunity for everyone to 
do their very best.” 

White and his wife plan to relocate 
to the Carolina coast.

For more information, visit www.
daccoinc.com. 

TCI® EZ-Shift TV Cable 
Correction System

The TCI® EZ-Shift TV Cable 
Correction System makes sure that your 
transmission throttle valve is properly 
adjusted to provide exact shift points 
and maintain the life and durability of 
your transmission.

This self-adjusting system pre-
vents common transmission damage 
due to incorrectly adjusted TV cables. 
Specifically designed for GM 700R4 
and 2004R transmissions, the EZ-Shift 
TV Cable Correction System provides 
proper shifting under all driving condi-
tions and styles.

This carburetor-specific system 
means an easy install with no modifica-
tions to the carburetor or transmission. 
Just bolt on the supplied bracket and 
carburetor cam assembly, install the TV 
cable, then run the accelerator to wide 
open throttle. The cable will automati-
cally adjust itself and you’re finished.

Kits are available for Holley, 
Edelbrock, and Demon carburetors.

For more information, visit TCI 
online at www.TCIauto.com, or call, 
toll free, at 888-776-9824.

Michael Copeland 
Named HD Aftermarket 
Regional Manager for 
Timken

The Timken Company today named 
Michael G. Copeland to regional sales 
manager of heavy-duty aftermarket for 
the western area and Canada.

In his new role, Copeland will 
be responsible for achieving sales and 
profit objectives for the heavy-duty 
aftermarket. He will lead a team that 
generates demand for Timken products 
with truck fleets and heavy-duty 
distributors and dealers. Additionally, 
this role includes managing and training 
the sales force for the western United 
States and Canada.

Copeland joined Timken in 2006 
as an industrial seal specialist before 
being promoted to industry specialist-
forestry products, where he was directly 
responsible for Timken’s relationships 
with leading paper companies.

Prior to joining Timken, Copeland 
worked for the Boeing Company, 
Garlock Sealing Technologies, and 
served in the US Army as a captain in 
Air Defense Artillery. 

A native of Jackson, Mississippi, 
he earned his Bachelor of Science 
in industrial mechanics from the 
University of Southern Mississippi.

About The Timken Company
The Timken Company (NYSE: 

TKR; www.timken.com) keeps the 
world turning with innovative friction 
management and power transmission 
products and services that are critical to 
help hard-working machinery perform 
efficiently and reliably. With sales 
of $4.1 billion in 2010 and 20,000 
people operating from locations in 
29 countries, Timken is Where You 
Turn® for better performance.

Transtar Raises the 
Standard on Manual 
Transmissions

CLEVELAND, OHIO - Transtar 
Industries, Inc., the premier provider 
of world-class driveline solutions, 
continues on its mission to provide 
quality, all-inclusive solutions to 
their customers. Keeping with that 
philosophy, Transtar has recently 
released an updated 2011 Standard 
Transmission and Transfer Case Parts 
catalog, along with an industry-leading 
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POWER INDUSTRY NEWS
2011 Standard Transmission and 
Transfer Case Units by Vehicle flip 
chart. These new tools support Transtar’s 
robust Standard Transmission program, 
which includes kits, components and 
complete transmission and transfer case 
units.

Transtar’s comprehensive product 
line offers solutions for all of their 
customers, regardless of their approach 
to business. “Here at Transtar, we 
recognize the importance of supporting 
our customers whether they choose to 
rebuild, repair or replace transmissions 
or transfer case units,” said Jim Berry, 
Vice President of Marketing. “Each 
owner or manager has to determine 
which option makes the most sense 
for every individual job that comes 
into their shop, based on resources and 
profitability.”

The 2011 Standard and Transfer 
Case Parts catalog covers nearly 
100 standard transmission units and 
approximately 40 transfer case units. 
The catalog contains illustrations, part 
numbers, brief part descriptions, and 
over 30 charts that help with difficult to 
identify components, such as extension 
housing bushings, shift motors and 
speed sensors. Transtar’s Standard 
Transmission by Vehicle Guide is the 
first edition and features roughly 1,400 
popular and unusual applications. 
Standard transmissions and transfer 
case units are identified in the guide by 
year, make, model and engine size.

“Providing our customers with 
exactly what they need is one of our 
missions as a company,” says Mike 
Cargill, Product Manager at Transtar. 
“The team, including the marketing 
department, technical staff and product 
managers, made every effort and 
dedicated thousands of hours to the 
creation of both the catalog and vehicle 
guide with that mission in mind.”

For further details on Transtar’s 
standard and transfer case product line, 
customers should contact their Transtar 
representative or call 855-Transtar. To 
view or download the 2011 Standard 
and Transfer Case Parts catalog, visit 
www.Transtar1.com.

Transtar Industries, Inc. is a 
worldwide manufacturer and distributor 
of quality transmission parts and services 
to the motor vehicle replacement parts 
industry. The company distributes a 

product line consisting of automatic 
and standard transmission rebuilder 
kits, electrical components, Recon™ 
remanufactured torque converters and 
hard parts, and other driveline products. 
Growing for over three decades, the 
Transtar business has expanded to more 
than 70 locations in North America and 
80 countries globally. www.transtar1.
com.

John Wozniak to Retire 
as Transmission Product 
Manager at Corteco

Milan, OH – After more than 36 
years in the transmission business, 
John Wozniak, Transmission Product 
Manager at Corteco, the aftermarket 
business of Freudenberg-NOK Sealing 
Technologies, announced his plans to 
retire February 28, 2012.  Over the 
years John has been instrumental in 
developing the TransTec® brand of 
transmission and power steering kits 
and components at Corteco.

John grew up in Zion, Illinois and 
moved to Northeast Ohio in 1974 after 
graduating from Zion Benton Township 
High School. A graduate of the New 
York Technical Institute, John served as 
a transmission rebuilder over the next 
12 years working at AAMCO, Cottman 
and independent transmission shops.

In 1987, John joined TransTec® 
to start what has become the most 
comprehensive line of import trans-
mission kits in the industry. John also 
established the reverse engineering 
standards that are still in use today to 
ensure product quality. He led the team 
that introduced logical sub-packing and 
technical sheets that simplify the trans-
mission rebuilding process.

John was promoted to Transmission 
Product Manager in 1991 and his respon-

sibilities increased to include serving as 
product manager of O.E. service, power 
steering and CoManufacturing. He was 
also responsible for the company’s tra-
ditional aftermarket products consisting 
of steering hose, engine mounts and 
engine kits before Corteco sold this 
business.  

John was instrumental in engineer-
ing and launching the NOK line of seals 
for domestic applications. NOK Corp. 
is the leading producer of advanced 
sealing products.  He is currently work-
ing on a similar project with one of 
Freudenberg-NOK’s domestic plants, 
although the majority of his time is ded-
icated to the TransTec® brand trans-
mission line.

Over the past 36 years, John has 
been involved with industry asso-
ciations including ATSG and ATRA.  
“Supporting these organizations is my 
way of saying thanks to an indus-
try that has been very good to me,” 
noted John, who has also been involved 
in improvement programs at Corteco 
including Kaizen and Lean practices. 
John has participated in many Kaizen 
events (action-oriented workshops to 
improve a specific process) and he has 
a Green Belt certification in Lean sys-
tems (practices that improve manufac-
turing capacity and enhance operating 
margins by eliminating waste).

     “John’s leadership and passion 
for the highest quality possible has 
helped make TransTec® transmission 
and power steering kits the leading 
brands in their respective markets,” 
said Craig Stark, Director of Sales, 
Marketing, Product Engineering & 
Customer Service for Corteco. “We all 
wish John the very best of happiness in 
his retirement years,” he added.

John’s plans for retirement include 
spending more time with Pat, his wife 
of 31 years, their son and daughter 
(Stephen and Shannon), and their soon-
to-be-born grandchild.  John looks for-
ward to starting his second career as a 
furniture/cabinet maker.  Plans also call 
for European travel.

John Wozniak
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ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

•Remanufactured Units              * DYNO TESTED*
•5HP30, 5HP24, 5HP19, 5HP18, 4HP24, 4HP22, 
 4HP18, 4HP14
•Specializing in SAAB 900/9000 5SP, 
 as well as T-37 A/T

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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

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

**COMPUTERS**
Transmission Control Module

E C M &  T C M
Mitsubishi-Honda-Hyundai-GEO
Kia-Mazda-Nissan-Suzuki-Toyota

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

Best Customer Service!
Ford *GM * Chrysler off vehicle 
ECM reprogramming available

8 8 8 - 2 1 7 - 4 0 7 2
Autocomp Technologies, Inc.
8515 N. Freeway, Houston, Texas www.g-tec.comwww.g-tec.com

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

Hard Parts * 1946-2010 * Soft Parts

800-835-1007
Quality Parts * 

Fair Prices

~Se Habla Espanol

Excellent Service

Visit our web site www. areds.com

Automatic *  Standard
Transfer Case Parts

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

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

Valve Body Kits
RatioTek™ 

RT-4L60E
Fix Code 
1870 Fast 
Adjust 1-2 

shift firmness 
without re-
moving VB.

RT-E4OD/4R
Kit fits  

E40D and 
4R100

Easy to Install - Low Cost - Great Results 

3 High Tech  
Regulator Valves. 

Adjust shift firmness. 

www.ratiotek.com     626-968-2754

-- Kits At Part Suppliers Now --

RT-4L60E-HD 
RT-700R4 
RT-700R4-HD 
RT-AX4S 
RT-4F50N 
RT-A750E 
RT-A750E-HD 
RT-A761E 
RT-A761E-HD 
RT-4ATAXLE 
RT-4ATAXLE-HD 
Also 5th Edition Ratiotek 
software now shipping!!

www.partsbyweller.com

D
R
I
V
E
L
I
N
E

ONE SOLUTION  ONE SOURCE

•COMPLETE UNITS OR TRANSFER CASE PARTS
•NEW AND REBUILT TRANSMISSIONS
•OVER 1,000 AXLES IN STOCK
•REBUILD KITS IN STOCK
•UPS DAILY
•DAILY DELIVERIES TO YOUR DOOR
•S•STANDARD, EXTENDED & LIFETIME
  WARRANTY OPTIONS

(800) 822-2375

CORES
We’ve Got Yours!
CORES
We’ve Got Yours!
With over 150,000 transmission,
engine, and internal part cores on the shelf, we
have the cores you need – ready to ship today!

Find vintage cores on *Memory Lane*

aamidwestcores.com

Las Vegas, NV Chicago, IL

800.426.8771 800.826.7403
702.649.7776 773.624.6111
702.649.6777 FAX 773.624.6660 FAX

AAEQ Gears Ad 1-4 pg 031209:1-17 AAEQ Gears Ad 3/12/09  2:31 PM  Page 1
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INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

w
w

w
.instaclean.com

800-331-6405    800-331-6405



               



We Ship Anywhere 

Our quality used hard parts are priced 
to help you retain more profit 

All parts are cleaned and inspected 





WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

Phone: 715-458-2617     Fax: 715-458-2611 
 

www.servobore.com 

Fix it in less 
than fifteen  
minutes with 
one of our 
easy to use 
kits.

No machine
shop required. 

 
HARD PARTS FOR 

Domestic and Foreign 
AUTOMATIC TRANSMISSIONS 

TORQUE CONVERTERS 
TRANSFER CASES 

 
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

®

GEARSGEARS
This could 

be 
your ad!

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

For The Transmission rebuilding indusTry
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Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

ONE PIECE SOLID STEEL WELD
We take your cores and machine you a stronger drum.

Never worry about the snap ring failing again.

PrO TraNS ParTS
right Parts, right Price, right Time

Contact us for details: 630.521.1700 phone 630.521.8890 fax

877.PrO.TraN
Matt@ProTransmissionParts.com

CD4E Double Drum & ZF5HP24 "a" Drum

For our Canadian 
Subscribers

Some of the 800- toll free numbers 
listed in the shopper ad section do 
not work In Canada. Therefore, as a 
service to you we have listed direct 
line phone numbers to our shopper 

advertisers:

www.atra.com

A&REDS Transmission Parts has multiple 
locations

Eriksson Industries (860) 388-4418

Transmission Exchange Co. (503) 284-0768

Autocomp Technologies (713) 697-5511

Precision of New Hampton Inc (641) 394-5955

Lory Transmission Parts (305) 642-4621

Miami Transmission Kits (305) 885-7355

ART Auto Sport Unlimited 
Remanufactured Transmissions (616) 748-5725

Weller Auto Trucks Has many different 
shop locations

Instaclean (928) 680-4445

Silver Star Transmission (405) 330-9300

Trans-Pac Motor Parts (310) 637-9156

Transfer Case Express has multiple 
locations
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USED, NEW AND REBUILT
FOREIGN AND DOMESTIC
RETAIL AND WHOLESALE
ONE CALL DOES IT ALL!

•
•
•
•

 WE STOCK
VT25E,6L80E,6R60E,5R110W
   USED & REBUILT PARTS 
 We offer a complete machine shop 
for ALL of your rebuilding needs!

800-461-5396

Rostra Performance 
Class linear solenoids 

outperform and  
cost less than their  
OE counterparts!

Transmission.com

To find out more
 visit: 

* 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

This cd contains over 1200 pages of Gears 
technical articles, there are 4 years, 260 articles 

and 45 issues all on this on cd!

Please mention this ad when placing your order. Place your order before 
12pm PST and receive same day shipping. 

Award Winning Gears Magazine Acticles 
For Sale 

Call Now!!!

(800)-428-8489
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BUSINESS FOR SALE: Colorado 
Springs Automotive/Transmission 
Shop For Sale In business 25 plus 
years. Large commercial referral base, 
excellent reputation and name rec-
ognition. Well trained certified staff in 
place. Includes Real Estate. Owner re-
tiring. Adjusted Profit $84,000+ Char-
lie Jones, FBB, Ltd., 800-395-7653,  
www.fbb.com.

BUSINESS FOR SALE: California – 
You need to take a look at this one! 
40 years of excellent business trans-
mission & general automotive service. 
Same great location, central Califor-
nia, this is not your ordinary shop. 
Large building with latest equipment, 
owner ready to retire. Contact (209)  
602-7250. ATRA Mbr

HELP WANTED: Nevada – Experi-
enced transmission rebuilder for a 
growing family owned business in Las 
Vegas, Nevada. Please include refer-
ences, work history and any certifica-
tions with resume. Five day work week. 
We offer good pay, medical and dental, 
paid vacations, holiday and 401K with 
matching. Please email resumes to:  
Subject Line: BB# 1106, dbland@atra.
com  or fax to (805) 604-2006 Atten-
tion: Dbland BB# 1106. ATRA Mbr

HELP WANTED: ALLISON® RE-
BUILDER ATR – Authorized Transmis-
sion Remanufacturing, Inc., a world 
class remanufacturer of fleet trans-
missions, supplying fleets in the U.S. 
and Canada, seeks an experienced 
Allison® transmission rebuilder in our 
Mundelein, IL plant.  We are looking for 
a quality driven person!

REQUIREMENTS: 
-Experienced in Allison® transmis-

sion rebuilding, including World 
transmission experience.

-Allison® distributor or dealer experi-
ence helpful.

-Allison® factory training certification 
is a BIG plus!

-Must have own hand tools. 
-Skills include ability to read and 

comprehend technical manuals 
and use specialty tooling.

-Must have pride in workmanship 
and a desire to do quality work.

-Must be efficient and self-motivated.
BENEFITS:

-Clean, modern working environ-
ment with the latest equipment.

-Excellent pay structure.
-Benefits include health and dental 

insurance and vacations.
Please send your resume´ to  
dkuempel@atreman.com 

HELP WANTED: Experienced Tech-
nicians, Rebuilders, R &R, Diagnostic 
Technicians and Service Writers. Mini-
mum of three years experience refer-
ences a must and work history and cer-
tifications. Top pay, medical insurance, 
paid vacation and a 5 day work week. 
Located in the center of the Texas Hill 
Country.  Please e-mail resume to 
a1m@classic.net or mail to Personnel 
Dept., P. O. Box 2339, Kerrville, Tx. 
78029-2339.  ATRA Mbr

HELP WANTED: Would you like to join 
the team of a growing transmission 
shop in Northern NJ? We are seeking 
rebuilders, installers, and outside sales 
help for a 5 day work week. Please for-

ward your work experience and history 
along with salary requirements to fix-
intrannys@gmail.com. All replies kept 
confidential. ATRA Mbr 

HELP WANTED: Portland, OR – 
Torque Converter Rebuilder – Must 
have a minimum of three years ex-
perience in all phases of converter, 
rebuilding, spline replacement, clutch 
bonding, hub replacement, final as-
sembly and general machine skills. 
Must be clean cut and have good ref-
erences. Pay DOE, benefits include 
vacation, holidays and medical. For 
more information please call Dave at 
Portland Torque (800) 640-0970 or  
email: dave@portlandtorque.com.
 ATRA Mbr

HELP WANTED: Regional Sales Peo-
ple – Large Midwest remanufacturer of 
automatic transmission components 
in need of aggressive sales people. 
Sales Territory includes the North-
east, Southeast, Midwest, Central 
and Southwest regions. Product lines 
include remanufactured torque con-
verters, hard parts both used and re-
manufactured and new and complete 
transmissions. Knowledge in our prod-
uct lines a must. All applicants held in 
the strictest confidence. Send resume 
to: jshawaluk@remanindustries.com.
 ATRA Mbr

HELP WANTED: Transmission shop 
looking for Sales Manger, Rebuild-
ers and R&R Techs. Contact: (805)  
236-1114.

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 2011

 

 

#1 Aisin SL Solenoid Tool Set
Complete with custom carrying case. 

SAVE TIME and Money

Quickly disassemble & assemble solenoids 
For the following 5 and 6 speed units: 

AW55‐50 
TF60 (09G, 09M, 09K) 

TR60 (09D) 
TF80 (AF40‐6) 

Exclusively Available from S.A.P. 
Call 1‐800‐582‐2760 * Fax 954‐364‐2401 
Email SAPCustomerservice@TTK‐Bryco.com  #35199

2011 ATRA Technical Seminars

GEARSGEARS
This could 

be 
your ad!

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

FOR THE TRAnSmISSIOn REbuILDIng InDuSTRy
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Name___________________________________________

Address_________________________________________

City_____________________________________________________

State_____________________________  Zip___________________

Phone___________________________________________________

Signature________________________________________________

X

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

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

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

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

Subscribe Today!
Grab Your GEARS Now!

2011 ATRA Technical Seminars

8/13/11 Albuquerque, NM

8/20/11 Cincinnati, OH

9/10/11 Atlanta, GA

9/17/11 Billings, MT

10/1/11 Chicago, IL

10/8/11 Portland, OR

11/5/11 Baltimore, MD

Check http://members.atra.com for more dates 
and locations to come!

LOCATIONS

Registration Costs:
Prepaid, preregistered ATRA members $149
Prepaid, preregistered non-ATRA members $189
On-site registration $220

One free registration with every four paid.

800.428.8489 • http://members.atra.com

GM:
LCT 1000
4L60/65/70E
4T65E
4L30E
6L80
4L65E
4L80E
4T40/45E

CHRYSLER:
41TE
545RFE
45RFE
42RLE
42-46RE

IMPORT:
RE5R05A
All Hondas
AW55-50SN

FORD:
AWF 21B
6F50
AX4N
5R55N/W/S

TRANSMISSION OVERVIEW

Register 
Today!
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Buffalo Engine Components, Inc. ........................... 39
 www.buffaloengine.com
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 www.certifiedtransmissions.com
ETE Reman ............................................................ 41
 www.enginetrans.com
EVT Parts ................................................................. 7
 www.evtparts.com
Ford Customer Service Division ............................. 13
 www.fordparts.com
G-Cor Automotive Corp ............................................ 3
 www.g-corautomotive.com
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Transtar Industries, Inc. .......................................... 25
 www.transtar1.com
TransTec By CORTECO ................................... 17, 38
 www.transtec.com
VBX - ValveBody Xpress, Inc. ................................ 28
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. ........... 33
 www.wittrans.com
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CALENDAR

ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2011 technical seminar series today! 
Call (805) 604-2018
See ATRA Seminar Schedule page 63.
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