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when there’s Sonnax  
SMART technology?

Many aftermarket “kits” for raising  
pressure can lock you into an unpleasant 
situation: too much pressure at idle and  
not enough at maximum pressures.

There is a better way, because  
there’s a smarter way  
to get the results you want  
without the drawbacks:  
Sonnax line pressure booster kits!

•   Achieve shorter shifts and increased 
torque capacity without creating  
low-speed harshness.

•   Improved band and clutch holding 
capacity for increased durability.

•   Progressive pressure increase as driving 
conditions become more demanding.

•   Simple and affordable drop-in solutions 
with no special tools or reaming required!

Sonnax is an Employee-Owned Company
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800.843.2600 • 802.463.9722 • F: 802.463.4059 • www.sonnax.com

How Sonnax Progressive Boost Works
Sonnax PR springs are approximately 10% 
stronger than OE and more conservative than 
springs found in other aftermarket valve body 
kits. When combined with the progressive, 
demand-based pressure increase of larger 
boost valves in a Sonnax kit, you get the best 
of both worlds: a modest pressure increase 
at the low end, with a high-end pressure 
that is equal to or greater than that of other 
aftermarket “kit” springs.

Part No. Unit

Sonnax Hydraulic Booster Kits
4R100-LB1 E4OD, 4R100

4L60E-LB1 4L60-E, 4L65-E, 4L70-E*

4L60E-LB2 4L60-E, 4L65-E, 4L70-E**

700R4-LB1 4L60 (700-R4), 200-4R

400-LB1 400

4L80E-LB1 4L80-E, 4L85-E

4T65E-LB1 4T65-E

350-LB1 350

4R70W-LB1 AODE, 4R70W, 4R75W

Sonnax Electronic Booster Kits
44957-LB1 68RFE

44957-LB2 45/545RFE

*Early-style pump **Late-style pump

Stronger  
PR Spring

Large Ratio  
Boost Assembly4L60E-LB1

Sonnax Line Pressure Booster Kits

STRONGER SPRING = LINEAR INCREASE

SONNAX BOOSTER KIT = PROGRESSIVE INCREASE

OE LINE PRESSURE

Increases in Line Pressure
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Recently, ATRA conducted a 
survey of 1,000 consumers to 
learn more about their use of 

the internet and social media. We also 
wanted to find out if much had changed 
since our last study in 2009 with regard 
to ways they use the internet to search 
for transmission repair information and 
to help find a shop. We presented this 
information at the What’s Working ses-
sions of ATRA’s Powertrain Expo in 
Las Vegas. We’ll also share portions of 
it in Gears articles and at local semi-
nars for 2012. This information can 
give shop owners real insight as what’s 
important to consumers and can help 
them find ways to better service their 
needs. 

One of the things we’ve learned 
from conducting surveys is that invari-
ably an answer to one question raises 
more questions. This was the case with 
our most recent survey. We asked the 
question: “Where would you go if you 
needed transmission repairs?” We’ve 
asked the question before but this time 
was slightly different. This time we 
realized that we just answered an earlier 

question. Back in July I commented 
about a problem many shop owners 
face; what do you do if your customer 
doesn’t have any money? The answer 
is, attract better customers; ones that 
can afford your services. This recent 
survey provided the answer: the dealer.   

Since the inception of the What’s 
Working program we’ve focused on 
ways of reaching more people. That 
is, finding ways for ATRA members 
to get a bigger slice of the pie; finding 
ways to have consumers prefer going 
to an ATRA member shop. It focuses 
primarily on the 24.6% of the people 
you see in the chart. But how about 
the 24.4% that prefer the dealer? These 
are individuals that certainly have the 
means to get their cars fixed. And why 
the preference? Why does that group 
prefer the dealer? 

We’ll work to answer those ques-
tions and more when we conduct our 
survey targeting those individuals with 
a preference for the dealer. It’s new plan 
for reaching new customers for ATRA 
members: ATRA, the dealer alternative. 
Sounds kinda catchy. 

by Dennis Madden
members.atra.com

www.atra.com

FROM THE CEO

Tapping Into 
a New Market

One of the things 
we’ve learned from 
conducting surveys 

is that invariably 
an answer to one 

question raises more 
questions.
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Once upon a time, when a car 
came in with a transmission 
problem, there was a real-

ly good chance there was something 
wrong with the transmission. Batteries? 
Tires? Taillights? Those were someone 
else’s problems… they certainly had 
nothing to do with the transmission 
operation.

These days? Well, weird things 
happen every day. Like transmission 
problems caused by low voltage, poor 
cable connections, or loose or dirty 
grounds. And to make things even 
weirder, the battery may still start the 
engine without being jumped or the 
terminals cleaned.

So how do you deal with transmis-
sion problems caused by the battery? 
Start by cleaning and tightening the battery terminal ends 
before chasing electrical codes. Even if the terminals look 
good and the vehicle starts without a problem. And if it 
looks like this one (figure 1) don't even think of going 
any further until you clean the terminals and check the 
voltage. This particular instance was a 41TE where a 
shop worked on it for two days for solenoid codes.

Battery Weirdness
Here are five examples of cars with battery problems 

that affected transmission operation: 
1. A Saturn equipped with a TAAT transmission 

had a complaint of hard shifts. There were no codes 
stored in any module. The battery voltage was low, but 
the engine started without any problems. Charging the 
battery corrected the hard shifts.

2. 2004 Saturn Vue with the MDRA Honda-type 
5-speed transmission had a slip or delay on forward 
engagement. It sometimes fell out of gear at stop or 
defaulted to second-gear starts. The wrench light on the 
dash would light sometimes, but there were no codes 
present. Checking the battery revealed it would develop 
only 11.9 volts; replacing the battery fixed the transmis-
sion problem. 

3. Dodge or Chrysler vehicles cycle in and out 
of lockup or 4th gear without any codes stored. This 

Weird Things 
Happen Every Day 

by Mike Souza
members.atra.com

www.atra.com

Figure 1

Figure 2
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symptom appears most often at light 
throttle, between 35 to 45 miles per 
hour. There’s a list of 22 or more issues 
that can cause this complaint, but the 
most common is loose or dirty battery 
terminals and poor ground connections.

4. Ford trucks equipped with a 
power takeoff (PTO) unit (figure 2); 
the PTO stops working after a transmis-
sion rebuild. There’s no problem with 
the battery voltage or connections; the 
problem was caused when the battery 
was disconnected during repair, causing 
the computer to lose its memories. To 
correct it, you’ll need to drive the vehi-
cle for at least 7 miles at speeds over 50 
MPH for the computer to relearn PTO 
function. 

5. Late model Mercedes vehicles 
with a weak battery or a replacement 
battery that won’t provide adequate 
current for the starter. This can cause 
pump bushing failure because of the 
additional starter draw through the 
transmission bellhousing. 

Tire Weirdness
And the weirdness doesn’t end 

with the battery: Weird things can hap-
pen to the transmission because of tire 
problems, too. Problems such as low 
pressure, wrong size, or mismatched 
brands can cause a range of “transmis-
sion” problems.

For example: A BMW equipped 
with either a 4L30E, or ZF 4- or 5-speed 
transmission won’t upshift to or past 
4th gear (model dependent) after driv-
ing on the highway. The transmission 
receives commands to only 3rd or 4th 
gear, with no codes stored.

This particular vehicle had only 
42,000 miles, and the right front tire 
was just changed because it went flat. 

The spare was new and had no mileage 
on it. The difference in tire size caused 
the computer to think the vehicle was in 
a high speed turn.

The curve recognition software 
would downshift the vehicle to a lower 
gear and wouldn’t allow the transmis-
sion to upshift past that gear. This is a 
safety feature to prevent the driver from 
losing control of the vehicle on high 
speed turns. The quick check for this 
problem was to swap the tire from the 
right front to the right rear (figure 3).

There’s a list a mile long of all 
the issues tires can cause on 4-wheel 
drive vehicles. The most common  

Figure 3

Figure 4

The curve recognition 
software would down-

shift the vehicle to a 
lower gear and wouldn’t 
allow the transmission to 

upshift past that gear.

(continued on page 8)
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Raybestos Powertrain has supplied OEM and aftermarket 
friction and related products to the automotive industry 
for more than 100 years. Today, Raybestos Powertrain is 
a supplier to all three major U.S. and various European 
carmakers, Tier I manufacturers and most of the heavy-
duty and off-road equipment manufacturers worldwide, 
as well as a major supplier of racing and performance 
friction products for the racing industry. The company is 
headquartered in Crawfordsville, Indiana, where our tech 
center can rapidly develop new products for automobiles 
and heavy-duty vehicles used worldwide.

Raybestos Powertrain manufactures and/or supplies OE 
transmission friction clutch plates; flex, semi-rigid and rigid 
bands; steel reaction plates; transmission sump, valve body 
and cooler in-line filters; and various service items for domestic 
and foreign transmissions. Our newest product offerings 
include the GPZ100 series, the GPX Honda friction plates and 
an expanded line of our torque converter components. 

The GPZ100 
Series offers the 

industry’s first and only warranted 
clutch plates. A GPZ100 Series 
clutch plate provides enhanced 

durability and performance at the 
same price you would expect to pay for 

OE. The GPZ100 Series uses the same friction materials 
developed for the Z Pak® clutch system, a material that 
withstands high stress, high temperatures and repeated 
cycling. Raybestos Powertrain is so confident in the 
GPZ100 Series’ exacting manufacturing process that 
any plate carrying the GPZ100 name is warranted for 5 
years or 100,000 miles. (See www.raybestospowertrain.
com/warranty.) A drop-in replacement for passenger and 
truck applications, clutch plates in the GPZ100 Series 
are currently available for 4L60E, 4L65/70E, 4L80E and 
44/46/47/48RE(RH) transmissions. Soon to be released 
are clutch plates for the 68RFE, 45RFE and Allison 
transmissions.

EXPANDED TORQUE CONVERTER 
PRODUCT LINE AND 
DISTRIBUTION. Raybestos 

Powertrain now distributes its 
OE torque converter wafers 
and other products directly to 
qualified torque converter 

rebuilders. We assure the 
consistent quality of our torque 

converter wafers and other products throughout the 
manufacturing process and maintain an extensive finished 
goods inventory. Wafers are stored in a climate-controlled 
storage facility and are coated using the manufacturer’s 
proprietary process at the time each order is received, 
ensuring freshness and maximum bonding strength. 
Wafers are available in five materials – tan, Kevlar®, High 
Carbon, PowerTorque™, and SW Carbon™ – for use in a 
range of applications. 
 

Raybestos Powertrain’s 
new GPX friction plate for Honda is 
made in America and is superior to 
any other friction plate for Honda. 
We’ve combined a high-energy 

friction material and a unique groove 
pattern to achieve smoother shifts, 

greater durability and more value. GPX is 
dynamometer and field tested to meet or exceed OE 
standards. Available for a variety of Honda transmissions, 
GPX is manufactured to the highest tolerances to ensure 
proper fit and engineered to outperform any other OE 
replacement friction plate. Rebuilders will find the GPX to 
be a superior OE replacement without the OE cost. 

For more information on the complete line of Raybestos Powertrain 
products or for a distributor in your immediate area, go to 
www.raybestospowertrain.com or call 765-359-2882.  

711 Tech Drive, Crawfordsville, IN 47933 • Ph: 765-359-2882 • Fax: 765-364-4573 • Tech Line: 800-729-7763
www.raybestospowertrain.com

A GLOBAL COMPANY MANUFACTURING AND 
SUPPLYING WORLD-CLASS TRANSMISSION PRODUCTS
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complaints are clunks, noises, and bind-
ing on turns, to name just a few. 

Use a stagger gauge to check each 
tire’s size when working on these vehi-
cles. An alternate check would be to 
mark each tire at the bottom with 
chalk, then roll the car straight until 
each tire makes 10 revolutions. All 4 
tire marks must be within ¼” of one 
another. This method might not yield 
accurate results, as even a slight varia-
tion in wheel direction can affect the 
tire position.

Another quick test: If you have a 
sand or dirt road nearby, drive off the 
pavement and onto the sand or dirt 
road. If you notice a sudden jump in 
rotation, you’re probably dealing with 
a tire size or pressure problem. 

Lighting Weirdness
Probably some of the weirdest con-

ditions can be caused by problems 
with the vehicle’s lights. And these 
conditions can be the most difficult to 
diagnose. 

For example: Some early model 
Ford trucks may develop harsh shifts; 
at the same time, the odometer stops 
working. These vehicles are equipped 
with a programmable speedodometer/ 
odometer module (PSOM) located 
inside the instrument cluster. No need 

to connect the scan tool to this vehicle: 
just look up at the dome light. If it isn’t 
working, the fuse for the PSOM may be 
blown. A short in the interior lights can 
caused this problem, as shown in the 
schematic (figure 4).

Another problem with Ford trucks 
can occur with the taillights. If some-
one replaced the original, incandescent, 
factory-style bulbs with light emit-
ting diode (LED) bulbs, the PCM will 
think the brakes are being applied. The 
torque converter will cycle in and out 
at 25 to 30 percent throttle opening. 
The same conditions will occur if the 
cab-mounted brake light is blown, or 
changed to an LED bulb. 

Hyundai vehicles equipped with an 
F4A40 or 50-series transmission may 
stop moving forward when the backup 
lights are on. A short in the taillight cir-
cuit can backfeed into the reverse light 
range sensor circuit. The TCM is pro-
grammed to failsafe to neutral when a 
signal of reverse and drive occur at the 
same time. On this vehicle there were 
no codes stored in any module, and 
the problem wasn’t identified until the 
transmission was replaced with another 
unit.

So you have these weird transmis-
sion problems that people spend days 
on, only to find that they’re something 

simple… and completely unrelated to 
the transmission. Knowing this, maybe 
you’ll remember to check more than 
just the fluid level on next car that 
comes into your shop with a transmis-
sion problem. Here’s a set of basic 
checks that should help you isolate 
some of these weird problems:
•	 Fluid level 
•	 Battery voltage (12.4V minimum)
•	 Battery ground
•	 Battery cables and terminal ends
•	 Body grounds
•	 Interior light function 
•	 Exterior light function
•	 Instrument cluster gauge function
•	 Instrument cluster warning lamp 

function
•	 Diagnostic trouble codes stored in 

all modules
•	 Range/inhibitor switch function 

(check for start in each detent)
•	 Any aftermarket accessories 

installed (interior and exterior; 
figure 5).

•	 Manufacturer and any aftermarket 
technical bulletins or recalls 

And with that, you’ll have a leg up 
on discovering those weird problems… 
before they have you chasing ghosts.

Weird Things Happen Every Day (continued from page 5)

Figure 5
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The 42RE was 
introduced in 
1993 in Jeeps, and 

was then used in Dodge 
trucks beginning in 1994. Since 
then it’s gotten bigger and badder, but 
it’s essentially the same now as it was 
back then. These RE-series units have 
a 3-4 shift solenoid, converter clutch 
solenoid, governor solenoid, pressure 
transducer, and TFT sensor (figure 1).

About now you might be asking 
“What can possibly be worth writing 
about on a transmission that’s practi-
cally 20 years old?” It’s a fair ques-
tion. The problem is, so much of what 
we’ve come to take for granted about 
these units is wrong or misleading.

One of the most common mis-
conceptions is the operation of the 
governor solenoid and transducer.  

Shop Talk

by Dennis Madden
members.atra.com

www.atra.com

Figure 1

The 42RE: 
A New Look at an Old 
Favorite 

“What can 
possibly be worth 
writing about on 

a transmission 
that’s practically 

20 years old?”

Transducer
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The Sonnax SmartShell™ is the first and only kit  
to prevent damage to the 4L60 shell as well as the  
captured bearing in the rear planetary assembly.
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The problem stems from the idea that 
the computer sends a specific voltage 
to the governor solenoid to create a 
desired pressure. For example, if the 
computer wanted 20 PSI it’ll send 4.2 
volts to the solenoid. If it wanted 40 
PSI perhaps 2.9 volts, and if it wanted 
0 PSI, like at a stop, it’d deliver some-
thing like 4.6 volts, every time.

There are charts available with 
pressure and voltage specifications on 
them as well. And while these speci-
fications may be generally correct, the 
implication is that the computer deliv-
ers a specified voltage for a desired 
pressure.

It doesn’t. It sends whatever volt-
age is necessary to achieve the desired 
pressure, reported by the transducer. 
If you diagnose one of these transmis-
sions based on the commonly-thought-
of way these work, you’re likely to 
misdiagnose it. 

Here’s an example: You have a 
unit with 2nd gear starts. You connect 
your scan tool and it shows a desired 
and actual governor pressure of zero. 
You check it with a pressure gauge 
and it has 22 PSI at the governor tap 
(figure 2). Now your question is, did 
the computer send that 22 PSI signal? 
And why doesn’t the measured pres-
sure match the actual pressure shown 
on your scan tool?

So you measure the voltage at the 
governor solenoid and sure enough the 
computer is sending 4.2 volts to the 
governor solenoid when it should be 
closer to 4.6 or so. Since the computer 

The 42RE: A New Look at an Old Favorite 

Figure 2

Figure 3

So you measure 
the voltage at the 
governor solenoid 
and sure enough 
the computer is 

sending 4.2 volts 
to the governor 
solenoid when it 

should be closer to 
4.6 or so. 
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“We think the Beast is a great product and
we use a lot of them. We are a large shop
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John Guerrisky, Aamco Transmission, Williamsport, PA
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is sending the erroneous signal, you 
might suspect the computer — or even 
replace it. 

You replace the computer and it’s 
still starting in 2nd gear. Now you 
check the wiring, replace the governor 
solenoid, the transducer, maybe even 
the valve body. You eventually fix the 
problem, but it’s painful. This calam-
ity is the result of an idea that’s been 
advanced for years: that the computer 
sends a specific voltage for a desired 
pressure. 

What really happened though? The 
computer knows the truck is stationary 
so it wants to deliver zero PSI of gov-
ernor pressure. It even says so on the 
scan tool. It’ll increase voltage to the 
governor solenoid until the transducer 
reports zero PSI. In this case the trans-
ducer reported zero PSI when it was 
actually at 22 PSI.

The computer was perfectly con-
tent sending only 4.2 volts to the gov-
ernor solenoid because it thought that’s 
all that was necessary to get zero PSI. 
It might send 4.0, 3.5, whatever… it 
makes no difference to the computer as 
long as the transducer reports zero PSI. 
In this particular case the transducer is 
the culprit. 

Here’s another one — this one has 
late shifts. You connect your scan tool 
and go for a road test. The desired and 
actual governor pressures look about 
right; around 1 PSI for ever mile per 
hour. The scan tool reads just like every 
other instance you’ve checked where 
the system worked right, so you suspect 
the throttle valve system.

The problem is this unit has the 
TTVA (Transmission Throttle Valve 
Actuator) on it, so TV isn’t adjustable. 
The only thing left to do is replace the 
valve body, right? So you replace the 
valve body and the transmission works 
perfect; problem solved. 

Or was it? Let’s rewind and diag-
nose this again, this time with a pres-
sure gauge on the governor tap. Recall 
the scan-tool data was correct: both 
desired and actual governor pressure 
moved with road speed and both were 
reporting the same value. But actual 
governor pressure, the reading on the 
gauge, was lower than the scan tool 
displayed. For example, when the scan 
tool readings showed 20 PSI, the gauge 
showed only 16 PSI. At 40 PSI on the 

scan tool it really had only 31 PSI on 
the gauge (figure 3). 

Here again, the transducer was 
causing the problem. Here’s what was 
happening: The transducer reported a 
higher pressure than actual. Remember, 
the computer will deliver whatever volt-
age to the governor solenoid necessary 
for the transducer to read correctly. 
If the computer wants 20 PSI and the 
transducer reports 20 PSI when it’s only 
16, so be it. Replacing the valve body 
fixed the problem because you replaced 
the transducer along with it. 

There are a few other scenarios 
caused by the transducer that might 
seem a bit odd. For example, the 
desired pressure is 20 PSI, the actual 
pressure (on the scan tool) is 15 PSI; 
meanwhile the gauge reveals some-
thing much higher, like 50 PSI (figure 
4). Here again, the computer doesn’t 
see the transmission responding to its 
command to raise governor pressure, so 
it continues to lower governor solenoid 
voltage (it’ll finally just turn the sole-
noid off entirely, but you get the idea of 
how the feedback system works).

The governor pressure system on 
these RE units is really very simple. If 

there’s been anything making it confus-
ing it’s the notion that the computer 
sends a specific voltage to the governor 
solenoid to provide a desired pressure. 
Once you understand that it doesn’t, it 
makes your diagnosis a snap. Your first 
step is to compare the actual pressure 
reading from your scan tool to a pres-
sure gauge. If the scan tool and pressure 
gauge read differently, you’re most 
likely looking at a failed transducer. 

One thing I’ve learned over the 
years is no matter how long a trans-
mission’s been around, there’s always 
something new to learn. Problems like 
this will soon be a thing of the past as 
this unit fades away, but what’s impor-
tant is the learning we go through along 
the way.

The 42RE: A New Look at an Old Favorite 

Figure 4
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It all started with DTC P0756. 
Some technicians may have dif-
ficulty diagnosing this code: 2-3 

shift valve performance on a 4L60E or 
4L70E transmission. When the PCM 
detects a 4-3-4 shift pattern, DTC 
P0756 will set. Some may also describe 
second or third gear starts, but these 
conditions won’t set this DTC.

Something to keep in mind when 
diagnosing P0756: This is a perfor-
mance code. It sets if the computer 
detects a problem with the transmis-
sion operation. It won’t set because of 
electrical issues such as a damaged 
wiring harness or poor electrical con-
nections. Electrical problems will set 
DTCs P0758, P0787, or P0788.

The most likely cause for a P0756 
code is chips or debris plugging the 

shift solenoid feed holes on 
top of the valve body spacer 
plate. These are very small 
holes and are easily plugged 
by a small amount of debris. 
Always remove and inspect 
the solenoid feed holes (fig-
ure 1).

This code could also set 
if the 2-3 shift valve sticks 
or hangs up in its bore. Inspect the 2-3 
shift valve and the 2-3 shuttle valve for 
free movement.

Another condition that could set 
P0756 is a cracked or leaking 2-3 shift 
solenoid. This is where our trouble 
started. The technician was working on 
a 2004 Chevy Colorado (figure 2). The 
first thing he did was check for bulle-
tins on this code.

GM Technical Service Bulletin 
01-07-30-036H covers all the condi-
tions listed above. So the tech removed 
the valve body to inspect the spacer 
plate. The holes were clear and shift 
valves were free, so he installed new 
shift solenoids and an EPC solenoid.

After putting it back together the 
transmission seemed to work fine, so 
he gave it back to the customer. But it 
was back in two weeks: This time the 

STREET SMART

by Mike Brown
members.atra.com

www.atra.com

Hold On Tight, 
It Looks Like a 
Tornado!
Another instance 
where what 
should be a simple 
transmission 
problem turns out 
to be something 
entirely outside of 
the transmission… 
and anything but 
simple.

Figure 1

Figure 2
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technician removed the transmission 
to disassemble and inspect it. He dis-
covered the 3-4 clutches showed signs 
of slipping. He installed a paper-and-
rubber kit and put the transmission back 
in the vehicle. 

And it worked fine again… only to 
have the customer return in two weeks 
with the same problem. 

To keep the customer from losing 
trust in the shop’s work, he decided 
to install a rebuilt transmission off the 
shelf. Surely that would put an end to 
the problem. 

Guess what? In two weeks the 
vehicle was back in with the same code 
P0756.

How can this be? He replaced the 
complete transmission. This is where I 
got involved. The call came in to the 
ATRA HotLine.

I could tell the technician was very 
upset and at his wit's end, so the best 
thing I could do was to listen to what 
he had to say. Everything he said was 
by the book.

He even took it one step further by 
replacing the complete transmission. 
At this point I had to agree that I didn’t 
think it was a transmission problem but 
a control problem.

I told him that a reusable air filter 
(figure 3) that’s been over-oiled may 
cause transmission shift issues, such 
as slipping, damaged clutches, burnt 
bands, engine driveability problems, 
poor acceleration, and limited RPM 
range.

The oil used on these air filter ele-
ments may be transferred onto the mass 
airflow (MAF) sensor, contaminating 
the sensor (figure 4). This can cause the 

grams-per-second (GPS) signal from 
the MAF to be low, causing any or all 
of the conditions he was experiencing.

Before I could finish explaining 
this, he told me that this vehicle had an 
aftermarket air intake. I asked him to 
open the air box to inspect the air filter 
to see if it was a stock or aftermarket. 
And if it was an aftermarket filter, I 
told him to inspect the MAF sensor for 
contamination. He went to check the 
filter and MAF and said he’d call back.

He called back a few minutes later. 
Not only did the vehicle have a reusable 
air filter, but when he checked the MAF 
sensor he found a funny metal piece 
covering the MAF sensor element. I 
had him take a picture of it and e-mail 
it to me (figure 5).

Turns out that the metal shield was 
part of the aftermarket air intake the 
owner installed. The piece is called a 
Tornado, but the person who installed 
it put it on the wrong side of the MAF 

sensor, covering the element, so the 
MAF signal never changed or stayed 
very low. And that’s the primary input 
to the PCM for controlling the EPC 
solenoid. 

The technician removed the 
Tornado and the vehicle drove just 
fine; it’s been 3 month now, and the 
car hasn’t been back. The technician 
contacted the customer to see how the 
vehicle’s working. The customer claims 
his vehicle has never driven so well! 

So sometimes it pays to think out-
side the box… in this case, the air box. 
And that’s not just smart; that’s street 
smart!

Figure 3 Figure 4

Figure 5

Hold On Tight, It Looks Like a Tornado!
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Leave it to Corteco® to introduce a new, easy 
way to install lip seals and bonded pistons 
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As you’re probably 
aware, the 6L80 and 
6L90 are quickly 

becoming the transmission of 
choice for many GM vehicles. 
As the replacement for the 
4L60E/4L80E transmissions, 
the 6L80 and 6L90 are used 
in many GM applications, 
including:
•	 Cadillac STS-V, XLR-V, 

Escalade, Escalade ESV, 
Escalade EXT, and XLR

•	 GMC Sierra, Sierra 
Denali, Yukon Denali, 
Yukon XL Denali, 
Yukon XL, and Yukon

•	 Chevrolet Silverado, 
Suburban, Corvette, and 
Camaro

•	 Hummer H2
•	 Pontiac G8

A quick look at the RPO label in 
the glovebox or center console will 
help you identify whether your vehicle 
is equipped with a 6L80 or 6L90. RPO 
code MYC identifies the 6L80 while 
RPO code MYD indicates a 6L90 is 
on board.

Like anything else on the mar-
ket, a few growing pains are to be 
expected when a new transmission is 
introduced. Among the most common 
issues heard these days are problems 
with the 3-5-reverse clutch drum and 
its operation.

These issues typically revolve 
around oil leaks in the circuit for the 
3-5-reverse clutch. This can generate 
any of the following complaints:

•	 Slip in reverse or, in some cases, 
intermittently no reverse

•	 Delayed reverse engagement 
(common with fluid tempera-
tures below 104ºF/40ºC)

•	 DTC P0776 may set
•	 Possible hard shifts to 3rd or 5th 

gears — more common at engine 
loads below 50%

•	 Slip in 3rd or 5th gear
•	 Slip or flare on the 2-3 shift 
As you may have noticed, some of 

the conditions seem to contradict each 
other; they don’t, because they’re typi-
cally not present at the same time. So 
a slipping shift can be followed by an 
aggressive shift the next time. That’s 
because the Transmission Electro-
Hydraulic Control Module’s (TEHCM) 
adaptive algorithm simply anticipates 
the slip shift and corrects for it, result-
ing in a harsh shift next time. 

So what should you look for when 
faced with a shift or engagement com-
plaint related to the 3-5-reverse clutch? 
There are several things: 

Beginning with the Start of 
Production (SOP) for the 2009 model 
year, a major change occurred to the 
3-5-reverse system in an attempt to 
address these conditions. The change 
revolved around the sealing rings 
mounted onto the back of the pump 
(pump cover). 

The grooves in the pump cover 
were changed to accommodate a new 

design, quad backup ring, and a new 
design, tabbed sealing ring. The update 
looks very similar to some of the GM 
4-speed, front-wheel-drive, driven 
sprocket support ring designs.

The updated pump cover has addi-
tional machining to allow it to accom-
modate the updated ring design. The 
updated rings won’t fit on the previous 
design support. And never attempt to 
install the old design rings on the new 
design pump cover support (figure 1).

One common cause for these con-
ditions after a rebuild was that the early 
design support and rings were direc-
tional. The rings have a series of identi-
fication marks on them to help you with 
installation. The first ring is supposed 
to be installed with the identification 
marks facing up, away from the pump; 
rings 2 and 3 should be installed with 
their identification marks facing down, 
toward the pump (figure 1). Installing 
the rings incorrectly will cause sealing 
ring leaks and the problems discussed 
earlier.

NOTE: When inspecting the 

Slipping and Sliding 
with the 6L80/6L90

by Steve Garrett
members.atra.com

www.atra.com

Figure 1: 6L80 2009 Updated pump cover and seals
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3-5-reverse clutch sealing rings, you 
may not notice any indication that the 
rings are damaged.

Another condition that’s start-
ed to pop up involves cracks in the 
3-5-reverse drum. If you’re faced with 
any of these complaints, always air 
check the drum this way:
•	 Hold your thumb over the bleed 

hole in the drum.
•	 Apply shop air to the drum.

•	 Apply soapy water around the 
drum weld and inspect it for evi-
dence of a leak.

If the drum is leaking, replace it 
(figure 2).

IMPORTANT: If you’re replacing 
the drum, you’ll usually need to replace 
or transfer the bearing mounted in the 
drum. Don’t forget this as the drum 
relies on this support bearing to posi-
tion itself properly on the pump cover 

(figure 3).
As you can see, successful repair 

of these units involves paying attention 
to the details. A loss of focus during 
assembly can result in a comeback and 
a dissatisfied customer.

If you haven’t tackled a 6L80/6L90 
yet, jump in: They really are quite 
easy to work on. And, until next time, 
remember: Problems are only opportu-
nities in work clothes.

GEARSMagazine.com 
Where the Industry Gathers
GEARSmagazine.com adds more past issues to site. 

Tired of rummaging through past issues of GEARS for a certain article 
or topic – can’t remember which issue it was in or if you even have it 
anymore? We hear you! 

•	 Now you can search past issues of GEARS (back to October 2008) with more issues 
being added every month – it’s easy and Free 

•	 Complete article search by author, keywords or publication date 
                                        Plus….
•	 Looking for parts or service? We’ve got you covered here too with the all new  

GEARS Online Buyers Guide
•	 Search by specific category for quick website links to the suppliers of our industry.

GEARSMAGAZINE.com 
        The Industry’s 
        Information Site FOR THE TRANSMISSION REBUILDING INDUSTRYGEARS

TM

Figure 2: 3-5 reverse leak 6l80
Figure 3: 6l80 3-5 rev bearing
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Hearing these four words con-
jures several disturbing men-
tal images; aside from the 

obvious visuals there are the disastrous 
strategic issues such as, bad customer 
service, outsourcing gone wrong, and 
conflicted corporate identity. What does 
Peggy have to do with the automatic 
transmission industry? Good customer 
service resonates from the manufac-
turer through the distributor, across 
to the shops, and rests on the person 
whose transmission just got repaired 
and is now driving down the road. Poor 
service, bad quality products, and the 
interruption of, or lack of information 
can make or break any business along 
the distribution channel. Having a per-

son like Peggy can be bad for every-
body’s business.

The team at Seal Aftermarket 
Products believes improving the cus-
tomer service experience is an integral 
part of doing business in the global 
automatic transmission aftermarket. 
Read further to find out what the com-
pany is doing to ensure a 1st class 
customer service experience. Let us 
know if you agree; Peggy is waiting for 
your call.

We must first give kudos to 
Discover Card for sponsoring the excel-
lent commercials that feature dreadful 
customer service experiences. There 
are some readers of this article that 
have just learned what company actu-

ally sponsors the ‘Hello, My name 
Peggy” commercials. Failed custom-
er service experiences influence our 
future purchase behavior. These experi-
ences insult and enrage us long after 
the event. Moreover, we feel obligated 
to tell that company and everyone we 
know what atrocities have transpired. 
The deadliest, unhappy customer is the 
customer who goes away silently.

We all try to avoid causing custom-
er’s problems however the company’s 
performance relies on many team mem-
bers. When a problem occurs, typi-
cally, the counterperson, salesperson, or 
customer service person did not cause 
the problem. These front people are 
the only means to resolve the problem 
with a plethora of company policies 
and edicts on which they must rely on 
and, in some cases, hide behind. In the 
Discover Card commercials it is clear 
that many of Peggy’s callers, custom-
ers of USA Prime Credit, are accept-
ing of poor customer service albeit 
disappointing. Why would anyone be 
tolerant of a company that provides 
anything less than a 1st class cus-
tomer service experience? Some may 
answer “they have the brand I want”, 
or “I have a relationship with (___ 
fill in the blank)”, or (probably the 
worst response) “they screw up other 
things but they have good prices”. Seal 
Aftermarket Products is a company 
that believes a 1st class customer ser-
vice experience is equally important to 
their success as is OE quality products 
and ‘good prices’. All employees have 
the role of a front line person and are 
empowered to solve problems.

Hello, My name Peggy

Nikki Rubi, Cris Marin, and Dionne Owens of Seal Aftermarket Products
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Every day experience
Consider the scenario where the 

car comes in on a Wednesday afternoon 
and the customer has to have the car 
on Saturday to go to the kids’ game 
‘up North’ on Sunday. Diagnosing the 
problem, selling the job to the cus-
tomer, and ordering the parts is all rela-
tively easy. Getting the correct parts, all 
of the correct parts in the same or next 
day is the challenge. At this point in the 
scenario we hope Peggy does not work 
in distributor sales or is a parts driver.

What a 1st class customer 
experience may look like

The parts driver might have the 
frequently failed components such as 
the solenoids and bushings for the unit 
on the truck just in case the shop needs 
them. The distributor could suggest 
the most complete overhaul kit to the 
shop; perhaps a kit with all the bells and 
whistles so the shop does not need to 
order more parts and waste more time. 
This 1st class customer experience 
would reduce the shops’ parts order 
time, persuade the shop to order from 
the distributor more frequently, and the 
manufacturer/ kit packager would sell 
more parts. 1st class customer service 
can transcend through all distribution 

channels and allow the end consumer to 
attend the kids’ game on Saturday with 
no problems.

Seal Aftermarket Products is locat-
ed in Pembroke Park, Florida and is a 
privately owned company. The focus 
on providing a 1st class customer expe-
rience drives every one of the employ-
ees to be involved and listening to cus-
tomers. David Valdes in the Shipping 
Department has just as much impact 
on the customer as Dionne Owens in 
the Customer Service Department. The 
focus on providing a 1st class customer 
experience does not mean the company 
succeeds in this attempt every day. 
In fact, we usually know right after 
we make the mistake and inform our 
customers before they know, as Peggy 
would say, “you got problem.” We 
never lose site of the goal and will con-
tinue striving to achieve that 1st class 
customer experience.

Challenges of providing a 
1st class customer service 
experience

In 1962, Avis car rental adopted 
the tag line, “We try harder because we 

have to.” The phrase has since changed 
to “We try harder” and has gone down 
in history as the longest lasting most 
respected tag lines. Prior to Avis releas-
ing a new ad about their customer 
service, the company revamped their 
customer service department and poli-
cies. Avis inserted a copy of every new 
ad inside every employee’s paycheck 
prior to the ad running nationally. At 
Avis, the product and service had to 
be good before they advertised. Seal 
Aftermarket Products has invested a 
significant amount of resources on 
improving its’ product offering and 
customer service policies and proce-
dures. We have made considerable 
progress and feel there is more room 
for improvement.

What we are working on
In a recent internal customer ser-

vice consortium eleven items were 
identified as key areas that would 
ensure a 1st class customer service 
experience. Some of these include: 

•	 An increase in the two-way 
information exchange. 

David Valdes

Troy Eakins, President/CEO of Seal 
Aftermarket Products and Mayrel Falcon, 

Powerstar Products USA
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•	 A	 functionally,	 interactive	
website,	

•	 A	much	faster	turnaround	time	
for	 catalog,	 price	 and	 avail-
ability,	 and	 product	 informa-
tion	requests,	

•	 The	 creation	 of	 a	 Seal	
Aftermarket	 Products	
YouTube	Channel,	

•	 	Increasing	post	sales	calls.	
Coming	 up	 with	 ideas	 is	 easy.	
Confirming	that	the	ideas	are	good	
and	implementing	them	with	mea-
surements	is	as	difficult	as	turning	

in	 reward	 points	 with	 Peggy	 at	
USA	Prime	Credit.

What we do
The	 dynamics	 such	 as	 private	

ownership,	 a	 committed,	multi-lingual	
employee	 base,	 and	 a	 large	 capac-
ity	 for	 growth	 allow	 Seal	Aftermarket	
Products	to	be	able	to	accommodate	the	
global	 market	 place.	 Accommodating	
the	international	customer	is	extremely	
important	 and	 presents	 a	 different	 set	
of	 customer	 service	 challenges.	 The	
inclusion	of	bilingual	instruction	sheets	
in	 the	 Toledo	 Trans	 Kit	 and	 Bryco	
overhaul	 kits,	 country	 of	 origin	 on	
quotation	 forms,	 same	 day,	 electronic	
order	 acknowledgements	 that	 includes	
customer-specific	 information,	 and	
providing	 unique	 shipping	 document	
requirements	 for	 every	 customer	 are	
just	a	few	requests	we	have	responded	
to	and	now	provide	standardized	for	all.

What we believe in
Seal	 Aftermarket	 Products	 does	

not	 behave	 like	 typical	 small	 compa-
nies	 during	 difficult	 economic	 times.	
Seal	 Aftermarket	 Products	 is	 invest-
ing	 resources	 in	 getting	 closer	 to	 the	
customer	 through	 customer	 and	 shop	
visits,	 co-sponsored	 training	 seminars,	
ATRA	weekend	 seminars.	We	want	 to	
find	out	if	what	we	are	doing	has	value;	

are	 seminars	 perceived	 as	 expending	
knowledge	 and	 benefiting	 the	 global	
industry?	Soon,	we	will	be	sending	out	
surveys	to	measure	the	customer	expe-
rience.	 Customer	 surveys	 have	 long	
been	 an	 acceptable	 method	 of	 track-
ing	customer	loyalty,	commitment,	and	
satisfaction.	 When	 you	 see	 a	 survey	
from	Seal	Aftermarket	Products	please,	
fill	 it	 out	 and	 let	 us	 know	 about	 your	
customer	 service	 experience	 with	 the	
company	 itself,	 with	 distributors,	 and/
or	 with	 the	 company’s	 products.	 Seal	
Aftermarket	 Products	 wants	 to	 know	
where	there	may	be	a	Peggy	so	they	can	
get	him	trained.

Where our parts come 
from

In	 the	Discover	Card	commercial,	
USA	 Prime	 Credit,	 chooses	 to	 out-
source	customer	service	which	implies	
that	USA	Prime	Credit	can	get	the	same	
service	for	a	‘good	price’	outside	of	the	
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United States. Some outsourcing strate-
gies can be good and some outsourcing 
strategies can be disastrous. In recent 
years, more substandard, imitation 
products have materialized in repair 
shops all over the world. The savings of 
this non-quality product is only realized 
the first time it is purchased. When the 
product fails and has to be replaced the 
savings disappears. Automatic trans-
mission technicians all over the world 
see value in quality product made in the 
United States.

The country or region of the origi-
nal transmission manufacturer can man-
date where the components for those 
units are obtained. Seal Aftermarket 
Products strives to include country of 
origin specific components in its rebuild 
kits. For example, Parker Hannifin is 
the original manufacturer for several 
seals and sealing rings in units pro-
duced for General Motors, Ford, and 
Chrysler. As the authorized automatic 

transmission aftermarket distributor 
for Parker Hannifin, Seal Aftermarket 
Product includes as much Parker prod-
uct as possible in the rebuild kits with 
General Motors, Ford, and Chrysler 
applications. By design, the same pro-
cess is applied to European and Asian 
transmission types. The aftermarket 
fixes made popular by Toledo Trans kit  
brand of overhaul kits are primari-
ly sourced in the United States. The  
company’s diverse product offering 
is greatly supported by United States 
manufacturers who provide excel-
lent product quality, short lead times,  
and the low transportation costs. The 
intent of Seal Aftermarket Products is 
on providing OE quality products that 
the customer can trust will work the 
first time.

Peggy is a Ukrainian custom-
er service person, working in a call 
center who knows where, for a big 
American credit card corporation. Seal 
Aftermarket Products has a sorted and 
conflicted history which includes a leg-
acy of multiple leaders and constantly 
changing visions.

Today, the company numbers add 
up to one name, one owner, and one 
location and two primary brands. The 
primary brands are Toledo Trans kit, 
and Bryco; the secondary brands are  
Parker ®, ProSelectTM and RoadmasterTM. 

The company is primarily considered 
an automatic transmission repair kit 
packager, and is unique in that it has 
the largest diversity of product offering 
more so than any other kit packager 
in the world. In addition to five dif-
ferent repair kit configurations (PRC, 
OHK, BNK, MOK, SOK) the company 
promotes fifteen (15) different product 
lines. In the past 11 months the compa-
ny has added forty three (43) new jobs 
and looks forward to more expansion 
next year. Seal Aftermarket Products 
is sincere in its’ focus to provide a 1st 
class customer service experience. We 
never want to be the company that 
employs Peggy.

Phone: 954-364-2400
Toll Free: 800-582-2760
Fax: 954-364-2401
Email: 
customerservice@ttk-bryco.com
Website:
www.sealaftermarketproducts.com
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An Exceptional Show…

You need to be at ATRA’s 2011 Powertrain Expo.
Why? Not only is ATRA hosting Expo in Vegas this year, but we will be teaming 
with APRA on the show floor to give you two tradeshows under one roof.  You 
get all the technical and management expertise that ATRA consistently pro-
vides, plus the showcasing of new parts from APRA members.

Learn the latest industry trends, network with tons of potential new partners 
and do it in an exciting environment!
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October 25-30: $99
October 31 - Nov 1: $169

Mention ATRA to get discounted 
rate  before October 6, 2011

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

Phone:  (800) 635-7711
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Phone:  (800) 635-7711

ATRA’s 2011 Powertrain Expo

The 2011 Powertrain Industry 
Expo was exceptional by any 
standards. Attendance was at 

near record levels, and, by and large, 
the entire show went off like clock-
work.

This year, pretty much everything 
was on our side. This was the return to Las 
Vegas, which always gives attendance 
a boost. We also partnered with APRA 
again; another shot in the arm. And the 
schedule had us opening Industry Week 
leading into SEMA and AAPEX, which 
meant attendees could stick around for a 
few extra days and turn their Expo expe-
rience into a twofer.

So it should come as no great sur-
prise that this year’s Expo was every-
thing we could’ve hoped for… and 
more. Attendance was amazing, and 
everyone was thrilled with the outcome.

Of course, there are always lit-
tle glitches in any event. We expect 
them… we plan for them… we handle 
them, and then we move on. That’s just 

part of the program. 
One little bump in the road occurred 

about a month before Expo. This year, 
many of the ATRA Supplier Members 

wanted to organize their own golf out-
ings. So for the first time in more years 
than we could remember, we didn’t 
plan a tournament on the links.

Pictured L-R standing: Maylan Newton, Scott Medori, Jim Lyons, Ron Lingenfelter, Frank 
Pasley, Ed Doyle, Dave Riccio, Betty Lingenfelter, Don Calendar, Walt Swanson, Danny 

Sanchez  and Blake Lunsford. Sitting in front L-R: Rodger Bland, Ricky and Rick Walker. 
Not pictured: Diego and Marcelo Espinoza, Hector Gonzales and Mike Avila.

There’s no better way for some to kick-off Expo than with a great round of golf!  Here’s the 
group after 18 fun-filled holes at the Wild Horse Golf Club in Henderson, NV
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That was, until 
the calls started com-
ing in: “Whaddaya mean, no golf tour-
nament? That’s the main reason I come 
to Expo!” So, with the clock tick-
ing, GEARS Managing Editor Rodger 
Bland threw a golf outing together for 
Thursday morning at the Wild Horse 
Golf Course. 

Back at the hotel, the registra-
tion booth was set to open at 2 PM 
on Wednesday; plenty of time before 
the kickoff seminars began at 3 PM… 
or so we thought. But opening-day 
attendance was so strong that people 
were lined up outside the registration 
area and down the hall, just waiting for 
the windows to open. ATRA’s people 
shifted into high gear to make sure 
everyone got their registration badges 
and handouts in time to make those 
opening seminars.

This year the management seminar 
brought something a bit different from a 
land far, far away. Martin Brooks, from 
Christchurch, New Zealand, explained 
the importance of processes and proce-
dures when faced with a natural disas-
ter. He was followed by ATRA’s Dennis 
Madden and Rodger Bland, who intro-
duced the latest episodes of the What’s 
Working saga.

Meanwhile, over in the tech semi-
nars, ATRA’s Lance Wiggins and 
Sonnax’s Randall Schroeder joined 
forces to present some quick fixes that 

technicians would be able to put to work 
the moment they returned to the shop.

Friday began with the annual 
ATRA Member Meeting at 8 AM, and 
then led into the monster day of semi-
nars, running from 9 AM and continu-
ing to about 6 PM. On the management 
end were perennial favorite presenters 
Bob Cooper and Maylon Newton. They 
were joined by Danny Sanchez, who 
continued with his presentation on web 
site marketing that began in GEARS a 
couple months ago.

On the tech side, the list was long 
and distinguished, including such pre-
senters as ATRA’s Mike Brown and 
Steve Garrett. They were joined by a 
diverse group, including Carl Mustari, 
Dave Skora,  Bill Henney, Sean Boyle, 
Alan McAvoy, Bob Warnke, John 
Parmenter, Dan Marinucci, Joe Rivera, 
and Stevie LaVallee.

By the end of the day’s seminars, 
everyone’s brains were full: They left 
holding their fingers in their ears to keep 
all that knowledge from leaking out.

But the day wasn’t over yet: From 
5 to 7 PM, ATRA hosted a What’s 
Working Meet-and-Greet — a chance 
for everyone to unwind and give ATRA 
forum members an opportunity to put 
a face with the folks they’ve been 
conversing with on line for the last few 
years.

Saturday morning kicked things 
off even earlier with the ATRA Chapter 
Presidents’ Meeting, beginning at 7 
AM. Then, from 9 AM to noon it was 
back to learnin’. On the management 
side we had newcomers Scott Harris 
and Coach Ron Tunick. On the tech 
side were ATRA’s Bill Brayton and 
Mike Souza, joined by Jack Rosebro 
and Mike Riley.

Before the trade show official-
ly opened, ATRA Board Member 
and SoCal Chapter President Donny 
Caccamise (featured in the GEARS 
October/November issue; SoCal Car 
Show Helps Reinforce the ATRA Name 
to Local Motorists) was broadcast-
ing his radio program — Horsepower 
for an Hour — from the show floor. 
Joining him to introduce their views on 
Industry Week were a representative 
from GM, someone from SEMA, and 
ATRA’s Rodger Bland.

As the Saturday seminars wound 
down at noon, attendees lined up for 
the return of a longtime Expo favorite: 
the Expo Luncheon, once again hosted 

An Exceptional Show…

ATRA Technical Director, Lance Wiggins, Kicks off the Tech Seminars Marvin Wilson, Jonathan Rider and Billy Getty ready to learn.

Lee Williams and Vince Hall received ATRA Lifetime Achievement 
Awards at the ATRA Memebership Meeting. L to R: Dennis Madden, 

Lee Williams, Vince Hall and Jim Rodd.

ATRA's Jim Rodd, recognizes Laura Wilson 
for her service as a past ATRA Board Member

Registration Opens!

Walt Swanson, Betty and Ron Lingenfelter
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Based in Columbus, Ohio, G-Cor Automotive Corp. proudly houses the largest  
inventory of used automatic transmission hard parts in the USA! With an  
organized processing center of 90,000 square feet, and 100,000 square feet  
of inventoried import and domestic hard parts, we’re confident we can meet  
your need. Just ask!

When it comes to quality our parts speak for themselves. Our machine shop staff 
takes pride in their attention to detail. Our sales team is knowledgeable and 
experienced. And our service won’t be beat!

• Huge selection of good used automatic transmission hard parts
• Warehouse Price and Private Label programs available
• Rebuilder pricing for quality used hard parts
• After-market and O.E.M. new hard parts
• Export Sales Program available

Hard parts…need one? Need 100? 
Can’t find what you’re looking for?
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by Raybestos Powertrain. This is where 
everyone gets a chance to kick back, 
unwind, enjoy a sumptuous lunch, and 
recharge before heading out onto the 
tradeshow floor.

ATRA CEO Dennis Madden intro-
duced Al Avila, Raybestos’s vice presi-
dent of sales and marketing, who spoke 
about Raybestos’s dedication to the 
industry and its plans for the future.

Of course, the Raybestos Luncheon 
isn’t just about lunch. There’s always 
exciting entertainment to help crank 
everyone up a notch or two. And this 
year was no exception: For the first 
time on any stage, they brought in 
the duo of Cher and Tina Turner! 
Well, they looked like Cher and Tina 
Turner… although they may have been 
a little something different about them!

ATRA President Jim Rodd got into 
the act, donning a Sonny Bono wig and 
joining the fun..

After lunch, “Cher” and “Tina” 
escorted Dennis and Jim to the show 
floor for the ribbon-cutting ceremony, 
and then came in to see how the trans-
mission world parties.

And what a show it was: Attendees 
were lined up three and four deep, 
trying to make their way to the many 
exhibits around the hall. The floor 
was packed with people trying to edge 
their way through to learn what’s new 
and take advantage of those exclusive, 
Expo-only deals.

As the Saturday show wound 
down at 5 PM, the doors opened for 
the ever-popular Transtar Reception. 
This is an annual favorite where show 
attendees can rub elbows with folks 
from all walks of the industry, while 
enjoying delectable hors d’oeuvres and 
cocktails in a friendly, relaxing envi-

An Exceptional Show…

ATRA's Luncheon sponsored by Raybestos Powertrain.

ronment, to the accompaniment of a 
world-class musical act. The Transtar 
Reception never disappoints; for many, 
it’s the highlight of the show.

Sunday things cranked back up 
again at 8 AM with another new fea-
ture: the Industry Suppliers Meeting. 
This meeting allowed industry suppli-
ers to make their voices heard to ATRA, 
to let us know how ATRA can better 
serve them, and help them better serve 
our industry.

At 9 AM, the management seminar 
opened with its Green Eggs and Ham 

Power Breakfast, sponsored by Carfax, 
hosted by longtime Expo presenter 
Scott Johnson, who shared the stage 
with Thom Tschetter. Thom moderated 
a Round Table Q&A, featuring shop 
owners, Dave Riccio from Tri Cities 
transmission in Tempe, AZ and Don 
Callendar of Transmission Clinic in 
Colorado Springs, CO.

 On the technical side, another 
new event: The Supplier Showcase. 
This was where various industry sup-
pliers were given the opportunity to  
present their products firsthand, where 

APRA's Bill Gager (L) and ATRA's Jim Rodd cut the ribbon 
to officially open the trade show floor! A crowded show!

Al Avila, VP Sales and Applications at Raybestos Powertrain addresses the Luncheon crowd.

Cher and Tina having fun with ATRA President Jim Rodd.
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you could learn what’s new and see it in 
action. The suppliers included:
•	 Sonnax Road Show
•	 AR&D
•	 GFX Corporation, presenting a 

CVT clinic
•	 Management Feedback Systems
•	 Superior Transmission Parts

•	 G-Tec 
•	 Transtar 

Then at noon, the trade show 
opened its doors again until 5 PM. 
While the crowds weren’t as dense, the 
attendance was strong, and the lighter 
attendance enabled the exhibitors to 

spend more quality time with those 
folks who came by.

At 4 PM, the ATRA Longtimers sat 

An Exceptional Show…

Transtar Reception Transtar Reception
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down together for a chance to look back 
and look ahead. These are the guys who 
built the history of the transmission 
industry, and their perspective of the 
industry is one we depend on.

This year also marked another new 
feature on the trade show floor: I Saw It 
at the Show. A video crew came around 
and spoke with the exhibitors, letting 
them introduce themselves and speak 
for a moment about what they brought 
to the show floor. These clips will be 
available on the GEARS web site, at 
www.gearsmagazine.com.

Monday the trade show opened 
again from 9 AM to 2 PM. Most of 
the Expo attendees had already headed 
home, so ATRA opened the doors to 
early SEMA and AAPEX attendees 
who happened by. This was a terrific 
move for the exhibitors, most of whom 
were thrilled with the opportunity to see 
a new group of faces. Many reported 
picking up new customers they might 
never have seen otherwise.

And so another year’s Expo winds 
down… an exceptional show… one of 
the most successful in recent memory. 
Next year’s will also be in Las Vegas, 
and once again we’ll be sharing the 
show floor with APRA. And, like this 
year, we’ll be opening Industry Week, 
running from October 25 through 29.

But next year we’re setting up 
camp at a new venue: Bally’s, across 
from the Bellagio, nearly dead center 
of the world-famous Las Vegas Strip. 
This is sure to be one for the his-
tory books: Start making your plans 
to attend today… and we’ll see you in 
Las Vegas!

Used, New
and Rebuilt 
Hard Par t s 
Sof t  Par t s 
Elec tr ical 

Components 

& Flywheels

The 2011 

Slauson Book 

avai lable now 

at S lauson.com

… ask about custom 
catalogs for your 

business

Order Online 24/7 at www.slauson.com 

Phone Hours: 7:00 am to 5:00 pm/ PST
Call (800) 421-5580 • Local (310) 768-2099 

FAX ( 310) 768-8298 • Se habla Español!

Our Hard Parts Expertise saves you time, money and 
headaches.  We can do everything the BIG BOYS 
can – and then some!  Because, when it comes to 
Hard Parts we literally Wrote the Book.  In fact, you 
probably have a Slauson Book in your shop right now 
... and so do most other parts suppliers.  Not only 
that, but we were the first to create a digital catalog 
and ordering system, again setting the industry 
standard for Hard Parts identification.

 

Slauson Transmission Parts
Making Hard Parts … Simple

Transtar Reception

Technical Seminar

Catching up with old friends and meeting new ones 
at the Transtar Reception
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For many, the name 
Waterloo conjures the 
concept of failure. It 

was in the town of Waterloo, 
France, where Napoleon finally 
met his defeat in 1815, end-
ing his conquest of Europe. So 
enduring is this imagery that 
the name Waterloo has entered 
the lexicon as a metaphor for 
catastrophe.

But brothers Tom and Jim 
Millard, owners of Waterloo 
Transmissions, Inc., are doing 
their part to redefine the name. 
Because their shops in the 
northeastern part of Ohio are 
rewriting the history of the name 
Waterloo, at least as it pertains to the 
transmission repair industry.

Today the brothers own three retail 
repair shops — in Akron, Canton, and 
Dover, Ohio — and a main rebuild-
ing facility, warehouse, and wholesale 
store, also in Akron, all operating under 
the name Waterloo Transmissions.

Of course, any discussion of 
Waterloo Transmissions has to begin 

with the source of the name. No great 
surprise that it has nothing whatever 
to do with Napoleon or France: “Our 
father opened a general repair shop, 
specializing in transmission repair, back 
in 1967,” explains Jim. “That shop was 
on Waterloo Road, so he took the name 
for his shop. It was there that Tom and 
I learned the business, beginning when 
we were still in school. Later, when 

we opened our own shops, we kept the 
name to maintain continuity with our 
roots in the business.”

The brothers opened their shop 
on Arlington Road in Akron with their 
father back in 1974. This was a small 
gas station building, but it was a start. 
Over the years they completely reno-
vated the Akron store; today it has 11 
bays, a modern waiting room, and a 

Shop pRoFILE

Waterloo Transmissions, Inc.: 
Redefining the Name for Success

by Steve Bodofsky
members.atra.com

www.atra.com

Waterloo’s first store, on the corner of Arlington and Krumry Roads. This was originally 
a small gas station; it’s since been expanded into a modern, 11-bay repair center

A busy day at the Akron store.
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parts and service area. They purchased 
the business from their father in 1976, 
and have operated it themselves ever 
since.

They opened their Canton store in 
1994, and their Dover store in 1997. 
In 2000 they built their remanufactur-
ing facility, which is also in Akron. 
They became distributors for Certified 
remans in July 2009.

Today, Waterloo Transmissions 
employs around 28 people, includ-
ing technicians, service managers, and 
rebuilders. The brothers maintain full 
control of their business: Tom oversees 
the technical aspects, while Jim handles 
“anything to do with customer contact.” 
The two share the office and business 
decisions.

Central Rebuild 
Facility

Waterloo began cen-
tralizing their rebuilds 
long before they opened 
their remanufacturing 
center in 2000. Back 
then they handled all 
their rebuilding through 
the Akron store. But why 
centralize their rebuilds? 
Why not handle their 
rebuilds at each store?

The answer is effi-
ciency of scale. To begin 
with, every Waterloo 
transmission is tested 
thoroughly, including 
dyno testing the finished 

transmission before it gets 
put into the vehicle.

To maintain this level of qual-
ity, they’d have had to invest an enor-
mous amount to duplicate their test 
and repair equipment. Three shops 
would’ve required at least three dynos, 
three valve body testers, three solenoid 
testers… and the list goes on and on.

What’s more, each shop would’ve 

The Canton store, opened in 1994.

Waterloo Transmissions, Inc.

The trusted leader in 
high performance drive-
train components since 
1968. We offer a full 
selection of high quality 
drivetrain components, 
many of which are our 
own American-made, 
proprietary designs. 

The One-Stop Source 
For High Performance 
Drivetrain Components

• Torque Converters
• Speedometer Gears
• Flexplates
• Shifters
• ATF Fluids
• Gauges
• Electronics
• Rebuild Kits 

And Much More!

• Valve Bodies
• Bands
• Pumps
• Drums
• Sprags 
• Fluid Pans

1.888.776.9824 • tciauto.com

Rebuilder Accounts 
Wanted – Call 
Ondra Terry 

8222b
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required its own, quali-
fied rebuilders, each with 
similar training and expe-
rience. That’s a difficult 
set of conditions to meet 
in any market; even more 
so with three shops so 
close to one another.

And because of their 
proximity, it was easy to 
share the rebuilding ser-
vices and transport the 
transmissions between 
the shops and the rebuild 
facility.

So it just made sense 
to combine the rebuilding 
procedures for all three 
shops at one location. This reduced 
equipment costs, and keeps their staff 
at optimum levels of efficiency. Every 
transmission they rebuild is tested thor-
oughly every step of the way, including 
all hydraulic circuits, solenoids, valve 
bodies, and finally, an operational test 
performed on a dynamometer.

And because every Waterloo trans-
mission is rebuilt at the same loca-
tion, by the same technicians, every 
Waterloo transmission provides cus-
tomers with the same exceptional qual-
ity and service… no matter which shop 
the customer came to.

Certified Reman 
Distributor

In July 2009, Tom and Jim made 
a significant decision for the direction 
of their business. They became factory 
authorized distributors for Certified 
remanufactured transmissions.

A lot of transmission shops have 
started using remans to fill in when 
they get overwhelmed, or for dealing 
with those units that cause too many 
problems for the shop. Or even when 
a transmission is just too damaged to 
be worth rebuilding themselves. But to 
become a distributor? That’s a dramatic 
shift in their business model.

Here’s how Jim explained it: “As 
technology changed, it became clear 
to us that, if we were going to remain 
good at transmission repair, we had to 
narrow our focus.” 

That’s just what they did: Today, 
Waterloo’s rebuilders only rebuild 
select transmissions they feel comfort-
able with being able to rebuild to their 

The Dover store, opened in 1997.
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exacting standards. The 
rest they replace using 
Certified factory reman 
units.

Of course, they still 
handle repairs on a wide 
range of units. A sole-
noid here, a valve body 
there… they do the work 
that’s necessary to keep 
their customers running, 
at a right price. But when 
it comes to a full rebuild, 
they prefer to specialize 
on the common transmis-
sions, and leave the more 
exotic units to Certified.

Okay, but why 
Certified? There are 
probably a dozen differ-
ent reman companies out there. What 
set Certified apart?

This was another decision that 
Jim and Tom took very seriously. They 
visited Certified’s plant, examined 
their quality control, and researched 
their return rates before settling on 
Certified Transmissions. Because they 
weren’t just interested in switching to 
remans: They wanted to offer remans 
that mirrored their own high stan-
dards for quality and performance. 
And Certified remans did that.

In fact, they’re so confident in 
the Certified remans that they offer 
their customers an extended warranty, 
beyond the warranty that Certified pro-
vides. They’ll offer their customers a 
3-year, 100,000-mile warranty, which 
they cover themselves. According to 
Jim, that additional protection rarely 
comes back to bite them.

And the remans are conve-
nient, for Waterloo and customers: 
“Customer’s depend on their cars. 
When their cars are down, they’re 
inconvenienced. So when you can tell 
your customer that the car he brought 
in today will be ready tomorrow, 
with a Certified reman and a 3-year, 
100,000-mile warranty, he’s thrilled. 

And they’re not just a retail dis-
tributor: As a Certified distributor, 
Waterloo also sells a substantial num-
ber of wholesale units. About half of 
its business consists of selling units 
over the counter to other shops.

Rebuilder Danny Opperman dyno testing an Allison transmission. 
Waterloo’s rebuilders dyno test every transmission they rebuild.

Waterloo’s rebuilding facility and warehouse, located right next to the Akron store. 
Waterloo became Certified factory distributors in 2009.

Waterloo Transmissions, Inc.

Shop technician Chuck Dupert installing a FWD transmission.
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On Line and On the 
Radio

You’ve heard us talking for years 
about how the Yellow Pages are being 
supplanted by the internet as the adver-
tising medium of choice. Apparently 
the Millard brothers agree. Over the 
last few years they’ve cut back dra-
matically on their Yellow Pages ads; 
from half-page ads down to business-
card-sized ads. 

And their web site, www.water-
lootransmissions.com, is a textbook 
example of what a transmission shop 
web site should look like. It’s clean, 
professional, and provides everything 
a prospective customer would want to 
learn before giving them a call.

One thing they’ve added to the 
mix is a tech support page. Customers 
fill out Waterloo’s online tech sup-
port form, answering the questions as 
accurately as they can. Then the form 
is forwarded to the appropriate shop 
technician, who contacts the customer 
and helps him work through his prob-
lem personally.

This innovative ser-
vice provides custom-
ers with a comfortable 
introduction to Waterloo 
Transmissions, without 
requiring them to leave 
their cars or commit to 
repairs. And, according 
to Jim, it’s been hugely 
successful for improv-
ing their reputation and 
word-of-mouth referrals.

Of course, it 
wouldn’t be like the 
Millard brothers to sim-
ply sit back and wait for 
customers to find their 
site. So they advertise 

Kevin Hershburger performs a hydraulic circuit check during a rebuild.

Rebuilder Kevin Hershburger checking the solenoids during a rebuild.

Shop technician Don Friesel.

Waterloo Transmissions, Inc.

One thing they’ve 
added to the mix is 

a tech support page. 
Customers fill out 

Waterloo’s online tech 
support form, answer-

ing the questions as 
accurately as they can.
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regularly on local radio stations, letting 
listeners know about their services — 
including their online tech support.

It must be working: On the aver-
age, Waterloo sells over 100 transmis-
sions a month. And that’s on top of the 
many cars their technicians see that 
don’t actually need a transmission!

Diagnostic Consistency
As their business began to grow, 

Tom and Jim had to deal with three 
important issues:

1. Where can we find qualified tech-
nicians for our shops?

2. How can we train them quickly 
and cost effectively?

3. How do we maintain consistent 
quality from one shop to the next?

Over the years, we’ve repeatedly 
discussed the 5 Recurring Traits of the 
most successful businesses. And an 
important trait has been to develop a 
consistent set of processes and proce-
dures. That’s exactly how the Millard’s 
addressed these issues.

Their answer was to create a new 
set of procedures that would allow 
every technician to handle transmis-
sion diagnosis in the same manner. By 
predefining the diagnostic procedures, 
they were able to choose from a much 
larger technician base: the general 
repair market.

“These guys are well versed in 
electrical and computer systems,” 
explains Jim. “And they have strong 
backgrounds in performance diagnosis 
and repair. They’re only weak in the 
transmission technology. By creating 
a predefined diagnostic procedure, we 
were able to take the uncertainty out of 
the equation, and maintain consistency 
in our diagnoses.”

The result was a 6-step diagnos-
tic procedure they call the Road Test 
Matrix. This Matrix requires techni-
cians to document trouble codes, then 
follow a predefined series of six steps 
during the road test to help them iden-
tify the precise symptoms. Within 
the Matrix, each condition — harsh 
engagement in drive, slips on the 2-3 
shift, etc. — has its own, unique prob-
lem code.

From there, the brothers created an 
online service for locating any perti-
nent bulletins that address the specific 

DTCs and symptom codes recorded 
during the road test. Their exclusive 
Bulletin Filter (www.BulletinFilter.
com) searches through the ATRA and 
ATSG databases, and returns anything 
that relates directly to the specific con-
ditions they’re looking for.

These new procedures and diag-
nostic tools help their technicians make 
sure that every transmission problem is 
diagnosed quickly and accurately, no 
matter who handles the diagnosis.

It’s been working so well for the 
technicians at Waterloo that Tom and 
Jim have begun to create a new Road 
Test Matrix and Bulletin Filter program 
that can be used by any shop that’s 
a member of ATRA or ATSG. They 
expect to have it available shortly as a 

subscription service for the auto repair 
market. To learn more about the Road 
Test Matrix and Bulletin Filter pro-
gram, visit www.BulletinFilter.com.

The expression “to meet one’s 
Waterloo” has long been synonymous 
with a decisive defeat or failure. But the 
Millard brothers are doing their part to 
reverse that definition into one of good 
fortune, particularly where transmis-
sion repair is concerned. As they like to 
remind us: “What Makes Us Different, 
Makes Us Better.”

Who knows? One day customers 
may talk exuberantly about meeting 
their Waterloo! Hey… it could happen!

The Millard brothers Jim (left) and Tom (right), owners of Waterloo.

Waterloo owner Tom Millard getting more detail on a transmission issue 
from customer Jessica Criesong.

Waterloo Transmissions, Inc.
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A Life Time Achievement in 
the Transmission Rebuilding 
Industry! That’s what Vince 

Hall; owner of EVT Transmission Parts 
has been doing for the past 50 plus 
years, achieving good things in the 
transmission rebuilding industry and 
contributing his time and effort on 
behalf of our industry. This year at 
ATRA’s Powertrain EXPO in the Las 
Vegas Hilton he received a plaque to 
prove just that and what many of us 
already knew about Vince for many 
years. “He’s a guy that get’s things 
done!”  

The ATRA Life Time Achievement 
Award was presented by President 
Jimmy Rodd and CEO Dennis Madden 
to a surprised, proud and slightly hum-
bled Vince Hall at the Annual 2011 
ATRA Member meeting. It was one of 
the best highlights of an exciting, well 
attended EXPO.  

It’s been over 50 years since Vince 
Hall opened his first transmission shop 
and joined ATRA. In many of those 
years Vince was active in his Southern 
California Chapter as Treasure and 
other board positions. He participated 
in untold numbers of ATRA Technical 
Seminars and successfully mentored 
a host of young people interested in 
joining our industry. He fixed a lot of 
transmission along the way too. 

If there was such a title of Last 
Man Standing in the ATRA his name 
would be Vince Hall. But there isn’t 
such a title because ATRA is always in 
the rebirthing process by bringing in 

new young people. And Vince Hall is 
just too busy to be the last man stand-
ing!

He’s busy talking with customers, 
keeping a keen eye on the competi-
tion, buying good new and used parts, 
verifying the quality level of his Torque 
Converters, and making sure the parts 
recovered from good used transmis-
sion cores meet the quality standards 
of his company and customers. Vince 
is also too busy working with and train-
ing his young crew of transmission 
professionals to meet the demands of 
what he knows to be the high standards 
of transmission shops they serve with 
parts, kits and the most important thing 
EVT Transmission Parts has offer; 
Knowledge! 

The staff of EVT Transmission 
Parts, led by General  Manager, Walter 
Quintanilla, is one of the most knowl-
edgeable and customer friendly people 
in the business. Walter was and still 
is mentored by Vince as the company 
moves to higher sales and customer 
levels with each passing year. 

Newer members of the EVT Staff 
receive “EVT Customer Service First” 
training from both Walter and Vince 
from day one. They are a transmission 
parts supplier team that understands 
what their customers want, the right 
parts the first time, every time and 
on time delivery of those parts. Now 
that sounds like pretty simple stuff on 
paper, but in practice is not as easy 
as it looks. EVT’s customers feel like 
it’s a simple process because that high 

level of service and knowledge is what 
they get with each and every order in a 
seamless operation of business service 
to transmission rebuilders locally and 
around the world. 

For the past several years Vince 
Hall and Walter Quintanilla have spent 
hundreds of hours attending, introduc-
ing themselves, their quality parts and 
their unique level of service to attend-
ees of almost every one of ATRA’s 
Regional Technical Training Seminars 
in North America. It only takes a few 
moments for a Transmission Rebuilder 
or Shop Owner to realize they are talk-
ing with people that really know their 
stuff. When a Transmission Rebuilder 
places the first order they understand 
EVT's  uniquely high level of service – 
and they get the right part the first time, 
on time.

EVT Transmission Parts is a full 
service ATRA Supplier Member. They 
are and always will be a company you 
want to do business with. For more 
information or to order hard parts, soft 
part kits by major manufacturers, seals, 
gaskets, torque converters and many 
1000’s of items in their huge warehouse 
for transmission parts, visit http://www.
evtparts.com/ or just call 866-EVT-
PARTS. 866-388-7278 

Se Habla Espanol! Thank you 
Vince Hall, for being an important part 
of our industry.

EVT Transmission Parts
by Frank Pasley  members.atra.com  www.atra.com

ATRA President Jimmy Rodd presents Vince Hall 
with The ATRA Life Time Achievement Award L to R: Juan Osuna, Vince Hall and Walter Quintanilla
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The industry’s most visited website just got better!

Use your smart phone to
scan this code to find 

an ATRA Member Shop 
on ATRA’s Mobile Shop Finder

New Golden Rule Warranty Forms 
include the QR Code 

on the back for your customers to find a 
current ATRA Member Shop instantly.

Order your Warranty Forms with
the QR Code for FREE online at:

http://members.atra.com/grw
or call the Membership

Department at 805.604.2000.

ATRA Golden Rule warranties now include a QR code, making it
easier for your customer to locate an ATRA member for warranty
repairs. Simply scan the QR code and ATRA's mobile Shop Finder

locates Member shops based on their location.
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The Automatic Transmission Rebuilders Association is your resource for tech
support, business support, education, networking, and more.  Get listed on the
ATRA Mobile Shop Finder by joining ATRA Membership! 

Join online today at http://members.atra.com and get connected!

http://members.atra.com |  805.604.2000

Customers can find an ATRA shop from their phone.

Introducing the Mobile Shop Finder. ATRA’s Shop Finder is now
available for your favorite mobile device including Android, Blackberry and
iPhone.  Customers can scan the QR code (now printed on the Golden Rule
Warranty forms) and instantly receive a list of local ATRA Member shops when
they need one most.

Mobile Shop Finder

Features
 Click on the shop name to view 

the location on the map
 Click on the shop phone number 

and instantly call the shop
 Click on the shop email address 

to send an email
 Click on the shop website 

address to view the shop’s web site.

All from a Smart Phone!

And, the ATRA Members that have an
ATRA hosted web site will automatically
have a redirect to a Mobile version of
their web site that appears 

Member Exclusive!
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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.

TransTec Introduces 
JATCO JF009E/NISSAN 
RE0F08A Overhaul Kit

TransTec is pleased to announce 
the availability of TransTec® overhaul 
kit DP2588. This kit is designed to fit 
the Jatco/Nissan CVT used in inter-
national markets and can be found in 
these Nissan vehicles:

•	 06-10 Versa
•	 02-Up Cube
•	 06-Up March
•	 05-Up Note
•	 05-Up Tida
•	 06-up Wingroad
Insist on the TransTec® brand: 

the only aftermarket kit available with 
genuine NOK axle seals.

TransTec’s DP2588 kit includes:

TransTec® kit DP2588 is in stock 
and available for immediate shipment. 
For more, visit TransTec on line at 
www.transtec.com.

New Allison PTO Side 
Cover Kit from Goerend

Goerend Transmission has devel-
oped a set of billet aluminum PTO 
side covers for the Allison 1000 and 
2000 units, to direct more oil to the C-3 
clutch pack, and help improve trans-
mission durability.

By adding oil 
to the C-3 clutch 
pack, the clutch-
es remain cooler 
which reduces 
wear. This will 
increase trans-
mission life and 
avoid unneces-
sary transmission 
repairs. This oil 
would otherwise 
return to the transmission pan unused.

The kit includes the loan of a drill 
jig to allow you to position the hole 
precisely in the case, to direct fluid to 
the oil-starved C-3 clutches.

This upgrade is recommended only 
during rebuild, to prevent introducing 
metal filings and contaminating the 
transmission.

Avoid costly damage to your 
Allison Transmission by installing the 
new, patent-pending PTO covers, avail-
able now from Goerend Transmission. 
See our demonstration video on line at 
www.goerend.com.

LUBEGARD Launches 
Heavy Duty Product Line 
for All Applications

International Lubricants, Inc., 
maker of LUBEGARD® automo-
tive lubricants and treatments, recent-
ly announced the launch of its new 
LUBEGARD® Heavy Duty line. The 
new line promises to become essential 
for servicing heavy duty vehicles and 
equipment — particularly those past 
warranty.

LUBEGARD® Heavy Duty 
Engine Protectant (P/N 30916), Gear 
Protectant (P/N 70944), and Power 
Transfer Protectant (P/N 45142) are 
three of the four new products engi-

neered around LUBEGARD’s propri-
etary LXE® Technology. LXE’s nega-
tive polarity is attracted to the positive 
polarity of metals, creating a powerful, 
single-layer bond. This bond provides 
superior lubrication and antiwear pro-
tection under extreme pressure. The 
results are more power, better fuel 
economy, smoother shifting, reduced 
component wear, and less down time.

The fourth new product is 
LUBEGARD® Heavy Duty 2-in-1 
Coolant Treatment (P/N 96430) — a 
comprehensive formulation unlike any-
thing else on the market, featuring 
performance and convenience in one 
package. 2-in-1 means superior tem-
perature reduction plus 100% corrosion 
protection. It contains wetting agents, 
eliminating the need for a separate 
product.

LUBEGARD also provides two, 
individually sealed nitrite/freezepoint 
test strips to the sides of each bottle.

LUBEGARD’s new, heavy duty 
products can be purchased individually 
or as a boxed, Heavy Duty Performance 
Kit (P/N 98844), a six-pack containing 
everything you need to service your 
vehicle. LUBEGARD® Heavy Duty 
products are a smart way to keep your 
vehicles running better, longer, and 
with minimal down time.

For additional information or to 
order, contact ILI, 7930 Occidental 
South, Seattle, WA 98108. Call toll free 
(800) 333-5823 (LUBE) or visit the 
web site at www.Lubegard.com.

Transtar Releases  
New Series of 
Oil Pump Assemblies

Transtar Industries, Inc., the pre-
mier provider of world-class driveline 
solutions, announces a new series of 
premium rebuilt oil pump assemblies. 

TransTec® 
P/N Description Year

B29724 Right Axle Seal 02-Up
B29723 Left Axle Seal 02-Up

B29231 Converter Hub 
Seal 02-Up

B11576 Duraprene® Pan 
Gasket 02-Up

3549 Sealing Ring Kit 02-Up

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

NPA 10/6/11

A Division of Freudenberg-NOK

New Product 
Announcement

We are pleased to announce the availability of TransTec® overhaul kit 
DP2588. This kit is designed to fit the Jatco/Nissan CVT used in interna-
tional markets and can be found in the following Nissan vehicles. The 06-10 
Versa, the 02-Up Cube, the 06-Up March, the 05-Up Note, the 05-Up Tida 
and the 06-up Wingroad. 

Insist on the TransTec® brand. The only aftermarket kit available with genuine 
NOK axle seals.

JATCO JF009E / NISSAN RE0F08A

TransTec® kit DP2588 is in stock and available for immediate shipment

Duraprene® is a registered trademark of Freudenberg-NOK

Featured Components

 B29724  Right axle seal  02-UP
 B29723  Left axle seal  02-UP
 B29231  Converter hub seal  02-UP
 B11576  Duraprene® pan gasket  02-UP

 3549  Sealing ring kit  02-UP

TransTec® Number              Description                 Year                                                 

1PINSS-1211.indd   52 11/21/11   12:00 AM



GEARS   December 2011 53

Remanufactured by Recon™, Transtar’s 
oil pump assemblies now come ready-
to-install with 100% replacement of 
wear components, and feature all avail-
able Sonnax® upgrades.

These new oil pump assemblies 
are available for such transmissions as 
the 4L60E, 4L65E, 4L80E, 5R110W, 
4R100, and 5R55N/W/S. All valves 
and valve components are provided by 
Sonnax.

“For our new Recon oil pump 
assemblies, we chose once again to 
partner with Sonnax, a trusted manu-
facturer,” says Mike Cargill, product 
manager at Transtar. “With this winning 
team, these oil pump assemblies exceed 
our customers’ expectations at no addi-
tional cost.”

“These units are completely rebuilt 
using Sonnax components,” Cargill 
continues. “The pump body and stator 
are refaced to ensure no leaks, and the 
sealing ring grooves are inspected and 
refinished. Once all components are 
installed, all bolts are torqued to meet 
or exceed OEM specifications, and the 
pumps are ready for installation.”

“One of our main objectives is 
to provide products and solutions that 
help our customers fulfill their mission: 
to get their customers back on the road 
as quickly as possible,” states Tom 
DeMille, vice president of sales and 
branch operations. “When it comes to 
generating ideas and products that will 
benefit our customers, Transtar and 
Sonnax make an exceptional team.”

For further details on Transtar’s 
new oil pump assemblies, or its 
comprehensive product line, con-
tact your Transtar representative, call 
855-Transtar, or visit www.transtar1.
com.

BorgWarner Aftermarket  
Now Offers TCC 
Friction Facings

BorgWarner recently introduced a 
lineup of torque converter friction fac-
ings for remanufacturing and aftermar-
ket, produced in the USA with the same 
exacting standards as BorgWarner’s 
original equipment.

In development for more than two 
years, the friction materials and adhe-
sive are quickly proving to be the 
benchmark for both product and pro-
cess performance. Significant devel-

opment work was completed on the 
adhesive with the goal of providing the 
most robust bond performance in the 
market. Customers are reporting excep-
tional results.

Four unique product grades are 
available:

BorgWarner HTE™ (High 
Thermal Engaging) provides high ther-
mal capacity, friction stability, and lon-
ger durability.

BorgWarner HTS™ (High 
Thermal Slipping) provides high ther-
mal capacity, superior friction stability, 
and resistance to shudder.

BorgWarner HTL™ (High 
Torque Lockup) provides high holding 
capacity for heavy duty lockup applica-
tions.

BorgWarner XTL™ (Extreme 
Torque Lockup) XTL provides 30%+ 
more torque holding capacity than HTL 
for extreme duty lockup.

BorgWarner Aftermarket has estab-
lished a part numbering convention for 
simple cross-referencing. BorgWarner 
friction facings are distributed through 
Sonnax Industries. For more informa-
tion, you can find Sonnax on line at 
www.sonnax.com or call 1-800-843-
2600.

JASPER Offers Ford/Aisin 
AF21 Transmission

Jasper Engines & Transmissions, 
the nation’s leader in remanufactured 
drivetrain components, now offers the 
Ford/Aisin AF21 in its lineup. Also 
known as the TF-81SC front-wheel 

drive transmission, this unit appears in 
these 2005-up vehicles:

•	 Ford	Five	Hundred
•	 Ford	Fusion
•	 Mercury	Montego
•	 Mercury	Zephyr
•	 Lincoln	MKZ
•	 Mazda	3
•	 Mazda	6
JASPER’s most significant 

upgrades to the AF21 involve seven 
problem areas within the valve body, 
which have led to harsh shifts, burned 
clutches, and failsafe operation. These 
areas are 100% reamed and upgraded to 
hard-coat	anodized	valves	that	are	wear	
resistant and have more sealing contact 
area	to	minimize	leaks.

In addition, the TCC and second-
ary regulator valve body sections are 
reamed	 and	 upgraded	 to	 minimize	
leaks, TCC slip, and overheated fluid. 
Solenoid bushings are 100% replaced 
to prevent harsh shifting. The accumu-
lator pistons are replaced with upgrad-
ed,	 anodized	 aluminum	 with	 annular	
grooves that improve piston centering, 
preventing wear, and thermal expan-
sion-related leakage.

Every JASPER remanufactured 
transmission is subjected to strict, high-
quality processes:
•	 Components	 are	 meticulous	

cleaned and inspected.
•	 All	new	and	remanufactured	parts	

are carefully inspected for correct 
tolerances. 

•	 Inherent	problems	in	OEM	design	
are corrected.

•	 Every	 domestic	 automatic	 trans-
mission is dynamometer tested to 
assure trouble-free results.

Each transmission is covered by 
JASPER’s 3-Year/100,000 mile, nation-
wide, transferable, parts-and-labor war-
ranty. A Premium Service Plan is avail-
able for even greater value.

For more information call 800-
827-7455 or visit www.jasperengines.
com. 

KUHLE Introduces 
Unbreakable 1st Drum 
for the ZF 5HP24

You’re rebuilding a 5HP24: You 
pull the 1st drum apart and it’s broken. 
Even worse, nobody has one available. 
What now?

Not	to	worry:	KUHLE	is	here!
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KUHLE went beyond factory specs 
to develop a new, unbreakable drum. 
That’s right: unbreakable! No more 
comebacks; no more settling for a good 
used drum, if you can even find one. 

Need a 5HP24 1st drum? You want 
KUHLE, made-in-the-USA quality.

For more, visit KUHLE USA on 
line at www.kuhleus.com, or call (626) 
242-6467.

Management Success 
Releases Auto Repair 
Business Expansion Chart

Over one hundred automotive 
repair entrepreneurs came together 
for the bi-annual convention held by 
Management Success, the consulting 
firm based out of Glendale, CA. 

Eager convention attendees wit-
nessed the unveiling of Management 
Success’s new business expansion 
offering, which is the culmination of 30 
years of successful consulting, stream-
lined into the Stages of Expansion 
Chart.

The proficient consulting firm has 
boiled down the wisdom of decades 
of automotive business consulting into 
not only a tool for diagnosis, but the 
progressive stages of expansion of an 
auto repair business, spanning manage-
ment, bookkeeping, marketing, recep-
tion, sales, production, quality control 
and more.

“I’m very excited about this new 
approach to looking at shop manage-
ment with the Expansion Chart and 
the potential it has for not only the 
shop owner but also the professional 
industry consultant. It’s the product of 
decades of battle-tested techniques and 
experience working with repair and 
service facilities,” stated Robert Spitz 
of Management Success.  

For more, visit Management 
Success on line at:
www.managementsuccess.com.

SKF to Sponsor  
Penske Racing Teams  
in 2012

SKF USA Inc. announced today it 
will be a major associate sponsor of the 
Penske Racing teams beginning with 
the 2012 racing season. The SKF brand 
will be featured in the NASCAR Sprint 
Cup Series, the NASCAR Nationwide 
Series, and the IZOD IndyCar Series 
next season.

Entering its 15th year as a major 
associate sponsor of auto racing in 
North America, the SKF brand will be 
featured in 2012 on the #2 Miller Lite 
Dodge driven by Brad Keselowski and 
the #22 Shell Pennzoil Dodge driven by 
Kurt Busch in the Sprint Cup Series; the 
#12 Alliance Truck Parts Dodge driven 
by Sam Hornish, Jr. in the Nationwide 
Series and the #3 Team Penske IndyCar 
driven by three-time Indianapolis 500 
Champion Helio Castroneves.

“We are excited to be associat-
ed with Penske Racing,” said Poul 
Jeppesen, president of SKF North 
America. “Their reputation for qual-
ity, preparation, and consistency are 
a perfect match to the products SKF 
manufactures and the services we sell.”

“We are excited to welcome SKF 
to the Penske Racing team,” said Roger 
Penske. “The addition of SKF’s techni-
cal knowledge and specialized mechan-
ical expertise will be a significant ben-
efit to our teams’ ability to win across 
all of our racing categories.”  

SKF is a leading global supplier of 
bearings, seals, mechatronics, lubrica-
tion systems and services. Learn more 
at www.skf.com.

Penske Racing is one of the most 
successful teams in the history of pro-
fessional sports. For more information, 
please visit www.penskeracing.com.

Transmission Exchange 
Co Introduces TOW 
MATRIX

Transmission Exchange Co. intro-
duces the TOW MATRIX Extreme 
Duty Transmission for Ford E4OD, 
4R100, and 5R110W transmissions 
used for towing, engine braking, ambu-
lance, motorhome, snowplow, and other 
extreme applications.

The TOW MATRIX Package 
includes Alto Red Eagle clutches; a 

Power Pack, heavy duty modified cen-
ter support; heavy duty clutch clear-
ance snap ring mod; TransGo Tugger 
reprogramming; a super duty torque 
converter with brazed fins, modified 
thrust, and a billet back; a protection 
kit with an extra high capacity cooler; 
and more. This transmission is designed 
for those who need the ultimate E4OD, 
4R100, or 5R110W.

Contact Transmission Exchange 
Co. at 800-776-1191 or visit them on 
the web at www.txchange.com.

Trans-Tool Introduces  
Aqueous Cleaning 
Station

Trans-Tool is proud to introduce 
its new T-0100-CS Aqueous Cleaning 
Station; a high quality, American-made 
cleaning station.

The T-0100-CS is both a full size 
cabinet washer combo with a detailing 
sink and pump, with a detailing brush 
attachment. It replaces the need for a 
solvent cleaning sink.

The Cleaning Station is available 
in 220 or 110 volts. Each Cleaning 
Station includes:
•	 Casters for easy mobility
•	 Detailing sink
•	 Separate Little Giant pump with 

detail brush
•	 Sink water automatically returns 

to the cabinet washer.
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The cabinet washer will hold an 
E4OD case, small engine, or greasy 
parts. There are no moving parts to 
replace, and each Cleaning Station 
comes with a 2-year warranty. For more 
information, visit www.cleaningstation.
info.

Trans-Tool LLC has been the 
industry leader since 1978 offering 
excellent customer service, an endless 
supply of specialty tools, repair 
equipment that’s ready for shipping, 
and parts washers that are built to last.

For additional information  
please visit www.trans-tool.com, 
www.Partscrubber.info, 
www.Partscrubberx.info, or 
www.midipro.info.

Attract More 
Customers… 
Earn More Money… 
with mpg-MAX!

Want more customers? Looking 
to expand your services? You need to 
introduce mpg-MAX to your neighbor-
hood.

mpg-MAX is a complete, turnkey 
program designed to help you help your 
customers get better gas mileage. And, 
at today’s prices, everyone wants to 
save at the pump. With mpg-MAX, you 
hold the key.

There are no silver bullets with 
mpg-MAX; it’s about old-fashioned, 
high-profit maintenance and repair, 
wrapped in a slick marketing package 
to bring more cars into your bays and 
put more money into your pocket.

mpg-MAX includes everything 
you need to get started: You get a big, 
8-foot banner for out front, a poster for 
your waiting room, and a sign for your 
service counter. Plus fully customizable 
ads for your local newsletter or news-
paper, radio spots, flyers, postcards… 
there’s even a new page to add to your 
web site.

Top it off with a digital sales and 
tech manual. The sales manual will 
get you started selling mpg-MAX right 

away, including dialogs to help you 
explain the program and each individu-
al service to your customers.

The tech manual walks your tech-
nicians through every step in the pro-
cedure, and provides a wealth of back-
ground information on the individual 
services.

mpg-MAX lists for $695; order 
yours at www.AutoTechNow.com for 
just $495! That’s a discount of nearly 
30%! At that price, you’ll be earning a 
profit after just two or three cars.

So don’t wait: Call 1-800-259-
1745 today, and start earning more with 
mpg-MAX.

Cavitation: Your 
Cooling System’s Worst 
Nightmare

Cavitation is an issue that has 
plagued the diesel engine for years. 
One of the main concerns created by 
cavitation is the erosion of metal on the 
outside surface of cylinder liners. Tiny 
air bubbles form during normal engine 
operation and implode at an extremely 
high temperature and pressure, and eat 
into the wall of the cylinder (figure 1). 

This erosion eventually penetrates 
the cylinder wall, allowing coolant to 
enter, contaminating the oil or even 
causing the engine to hydrolock. The 
liner O-rings are also affected by cavi-
tation, and can erode or become brittle 
and break away. 

Jasper Engines & Transmissions 
reminds technicians that supplemen-
tal coolant additives (SCAs) and their 
concentrations are important to help 
minimize this damage. 

These additives help by coating 
the surfaces that contact coolant with 
Nitrites. SCA additives also provide 
pH control to help fight corrosion and 
soften the water to help stop mineral 

deposits from forming. The proper lev-
els must be maintained in your engine 
or it will fail prematurely. 

You must be sure to check the 
levels of your additive package twice a 
year and test your coolant for replace-
ment once a year.

For more information on the 
remanufactured diesel engines of 
Jasper Engines & Transmissions, 
please call 800-827-7455 or log onto  
www.jasperengines.com. 

TransTec Introduces 
Jatco JF405E Kit

TransTec is pleased to announce 
the availability of TransTec® overhaul 
kit DP2574. This kit covers the Jatco 
four speed front drive unit, found in the 
Suzuki Wagon R, MR Wagon, Hyundai 
Atoz, Suzuki Kei, and Daewoo Matiz.

Here are the components included 
in kit DP2574:

*Available separately (not includ-
ed in kit)

TransTec® kit DP2574 has genu-
ine NOK metal clad seals along with 
exclusive Quantum Teflon® sealing 
rings.

DP2574 is in stock and available 
for immediate shipment. For more, visit 
TransTec on line at www.transtec.com.

Description TransTec® 
P/N

Duraprene Pan Gasket B11577
Front Seal B37192
Axle Seal-Right 2WD B37193
Axle Seal-Right 4WD B37194
Axle Seal-Left All B37195
Sealing Ring Kit 3555
Low Balance Piston B82457*

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

NPA 9/21/11

A Division of Freudenberg-NOK

New Product 
Announcement

We are pleased to announce the availability of TransTec® overhaul kit 
DP2574. This kit covers the Jatco four speed front drive unit. This 
transmission is found in the Suzuki Wagon R, MR Wagon, Hyundai 
Atoz, Suzuki Kei & Daewoo Matiz.

Jatco JF405E

DP2574 is in stock and available for immediate shipment

TransTec® kit DP2574 has genuine NOK metal clad seals along with 
exclusive Quantum Teflon® sealing rings

Featured Components

Duraprene pan gasket B11577
Front seal B37192
Axle seal-right 2WD B37193
Axle seal-right 4WD B37194
Axle seal-left All B37195
Sealing ring kit 3555

Low balance piston B82457*

   Description                 TransTec® Number                                                            

*Available separately (not included in kit) 

Teflon® is a registered trademark of Dupont
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POWER INDUSTRY NEWS
Alto Appoints Roni 
Zelichonok VP of Sales

Alto is pleased to announce the 
appointment of Roni Zelichonok as 
vice president of sales. Roni’s main 
responsibility will be sales and product 
development in Europe and Russia, 
although he will play a role in other 
markets as well.

Originally from Russia, Roni has 
a degree in mechanical engineering. 
He has several years experience as a 
design engineer and in the transmission 
industry. Roni will be based in the Alto 
export office in Miami while interfac-
ing with Alto’s international offices in 
Holland, Australia, India, and China.

“We’re excited to have Roni join 
our team,” said COO Bill Busch. “He 
brings us unique skills in sales and 
technical expertise in engineering 
while being fluent in Russian. He’ll 
help guide us in focusing on customer 
needs.”

“International sales and product 
development at Alto Products is a chal-
lenge I’m looking forward to,” said 
Zelichonok. “I plan to leverage my 
technical and sales skills to help grow 
Alto’s international presence.” 

Alto Products is the oldest and 
largest independently owned-and-oper-
ated clutch manufacturer in the world. 
Alto has manufactured over a billion 
clutches over the last 60 years for 
automotive, high performance, heavy 
duty, marine, and motorcycle appli-
cations. Corporate headquarters are 
located in Alabama, USA and the com-
pany operates three US manufacturing 
plants, four North American distribu-
tion facilities, and international opera-
tions in Mexico, Europe, Dubai, India, 
Australia, and China.

For more information please visit 
www.altoUSA.com.

Tony Garcin
Innovator and Inventor 
October 5, 2011

This past October 5, longtime 
transmission industry innovator and 
inventor Anthony “Tony” Garcin 
passed away. He was in his late 60s.

Tony got his start in the transmis-
sion industry through the drag racing 
circuit. He started doing odd jobs at the 
track and worked his way up through 
the pit crew, finally working for the 
crew’s transmission rebuilder. And 
that’s where he developed his lifelong 
love of transmission repair.

He spent about 10 years working 
with Gil Younger, helping to create the 
then-new market of shift modification 
kits for the transmission repair industry. 
His defining personal achievement in 
that arena was creating his TransBuddy 
kit; a modification kit for the Dodge/
Cummings diesel transmission.

Until then, Dodge diesel trucks 
all used valve bodies designed for gas 
engines. They didn’t provide adequate 
clutch clamping force at low throttle, 
so the transmissions wouldn’t hold up. 
Tony’s TransBuddy kit increased the 
clutch clamping force at lower RPM, 
keeping the transmission on the road 
and working great. The TransBuddy 
kit is still available through Dunrite 
Converters; to learn more about Tony’s 
work or to purchase the kits, visit them 
on line at www.DunriteConverters.com.

Over the years Tony gravitated 
more toward the torque converter 
industry. He was one of the found-
ers of Suncoast Converters in Florida. 
But after a few years he and his wife 
missed the west coast, so he sold his 
share of the company to his partner and 
moved west. There he opened Dunrite 
Converters, which he operated until he 
retired a few years ago.

According to Dunrite Converter 
owner Rip Rook, Tony was a hydrau-
lics genius. He understood how the 
systems worked, and he enjoyed modi-
fying those systems to improve their 
performance and durability. “He liked 
nothing better than to help people,” 
says Rip. “A customer would call with 
a problem, and Tony would be only 
too happy to help work through the 
problem, to get the transmission back 
on the road.”

Tony is survived by his wife 
Christine, one daughter and one step-
daughter.

Transtar Industries Inc. 
Opens a New Location in 
Knoxville, Tennessee 

Transtar Industries, Inc., the pre-
mier provider of world-class driveline 
solutions, is proud to announce the 
opening of a new branch in Knoxville, 
Tennessee. Beginning November 1, 
2011, customers in the Knoxville area 
will benefit from all-day delivery and 
the Transtar brand of quality and ser-
vice. 

“We’re delighted to bring the 
unique Transtar experience to the 
Knoxville area,” says Jason Ganim, 
vice president of Transtar’s southeast 
region. “Both current and prospective 
customers will benefit from our ded-
icated and experienced team at the 
new location, and we’re confident that 
Transtar will fill a void in the Knoxville 
area.” 

“We’re constantly seeking oppor-
tunities to enhance our customer ser-
vice so that we exceed expectations,” 
states Neil Sethi, president of Transtar’s 
Driveline Distribution Group. In the 
past two years, Transtar has opened 
branches in five new markets. “Our 
growth strategy is in direct response to 
customer feedback,” continues Sethi. 
“We’re excited to better serve our cus-
tomers in the Knoxville area, which is 
just one of many locations in our long-
term growth plans.” 

Transtar is continually investing 
in resources and people to better serve 
their customers. To learn more about 
joining the Transtar family, call (855) 
TRANSTAR. 

Transtar’s Knoxville branch 
is located at 2622 Texas Avenue, 
Knoxville, Tennessee 37921, and man-
ager Chad Formby can be contacted at 
(865) 525-7364. Hours of operation are 
Monday through Friday 8 AM to 5 PM 
Eastern Standard Time. 

Transtar Industries, Inc. is a world-
wide manufacturer and distributor of 
quality driveline parts and services to 
the motor vehicle replacement parts 
industry. For more, visit www.transtar1.
com.

Roni Zelichonok
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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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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.

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

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

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

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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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 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

®

  
   

  

 

 
 

www.kbcores.com

GEARSGEARS
This could 

be 
your ad!

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

For The Transmission rebuilding indusTry

1shoppers12-11.indd   59 11/21/11   3:03 AM



60   GEARS   December  2011

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.

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

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

RDG MAKES ALL 
THE DIFFERENCE

www.rdg.co.za

People  P r i d e  Passion  Perfection

RDG Cape Town
willem@rdg.co.za 
johanvb@rdg.co.za 
Tel: +27 21 3851949
Fax: +27 21 385 1862

RDG Boksburg JHB
dennis@rdg.co.za
salome@rdg.co.za
Tel: +27 11 823 4393/83
Fax: +27 11 826 7342

RDG Truck Jet Park  
commercial@rdg.co.za
dennis@rdg.co.za
Tel : +27 11 826 2722
Fax : +27 11 826 4193 

RDG Durban
dean@rdg.co.za
mariam@rdg.co.za
Tel: +27 31 569 6869
Fax: +27 31 569 6872 

RDG Port Elizabeth
marka@rdg.co.za
elaine@rdg.co.za
Tel: +27 41 586 3616
Fax: +27 41 586 3615 

RDG is an approved Service Provider to most South 
African OE motor manufacturers and importers.

RDG Diff Jet Park  
dennis@rdg.co.za 
Tel. +27 11 823 5850 
Fax. +27 86 632 9098

Rex Diff & Gearbox (RDG) is one of the leading specialists in 
Southern Africa for the repair, maintenance and supply of 
remanufactured service exchange differentials, gearboxes, 
propshafts, clutches and steering boxes

Find us on Facebook: Rex Diff & Gearbox RSA
Rex Diff Sa (Rdg)
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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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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
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BUSINESS FOR SALE: Califor-
nia – Transmission and General 
Repair for sale. Owner is retiring, 
20 years in the same location with 

great reputation. Located in sunny 
Southern California. Call (714) 
675-8271 for more information. 
 ATRA Mbr

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

December 2011

GEARSGEARS
This could 

be 
your ad!

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

FOR THE TRAnSmISSIOn REbuILDIng InDuSTRy

Remanufactured 
Valve Bodies 

from Valve Body Pro
We are now capable of testing and 
re-calibrating ALL Aisin 5 & 6 
Speed Transmission Valve Bodies.
  Each Valve Body is tested and 
re-calibrated on our New State-
of-the-Art Test Machine to verify 
proper operation of the pressures 
and control circuits.
  Most Valve Bodies now include 
NEW or SolPro Remanufactured 
Solenoids.
•Pro-Proven Best in the Industry
•Pro-Proven Best Warranty
•Pro-Proven Best Product Support 

bob@valvebodypros.com
www.valvebodypros.com
408-287-4500

BUSINESS FOR SALE: Connecti-
cut – 48 years of excellent trans-
mission and general repair ser-
vice. 4,000 square foot building, 
six bays, six lifts, separate rebuild-
ing area and stock areas. Same 
owner and location. Owner ready 
to retire, Email: transman91557@
gmail.com. ATRA Mbr

HELP WANTED: Immediate open-
ing for experienced, detail oriented 
rebuilder. Clean, organized shop, 
top pay. Visit www.certifiedtrans/
employad.html. for video tour and 
see what we’re all about. Email re-
sume to info@certifiedtrans.com 
or call (801) 523-1313.  ATRA Mbr

HELP WANTED: Experienced 
Technicians, Rebuilders, R &R, Di-
agnostic Technicians and Service 
Writers. Minimum of three years 
experience references a must and 
work history and certifications. Top 
pay, medical insurance, paid vaca-
tion and a 5 day work week. Lo-
cated in the center of the Texas Hill 
Country.  Please e-mail resume 
to edoyle@transmissionsionsker-
rville.com or mail to Personnel 
Dept., P. O. Box 2339, Kerrville, 
Tx. 78029-2339. ATRA Mbr

“New Kit Release”
AISIN 6 Speed  09M

6 Speeds with only 5 shifting elements Customer Value Proposition

Components

Rebuild Kits

VW
Passat, Passat Wagon   06-08   3.6L
Tiguan 08-09  2.0L

This kit is separate from our 09G and 
09K repair kits.

Seal Aftermarket Products now 
has the complete overhaul kit 
for this transmission series with 
year coverage 2006 – Up.

T265002C  OHK AWTF60SN 09M 06-Up
T265004C   Master L/Steels AWTF60SN 09M
T265006C   Master W/Steels AWTF60SN 09M

70474            M/C Seal Axle shaft, bell hsg. Side
34196247      Pan Gasket Molded Rubber

Seal Aftermarket Products LLC
2315 S.W. 32 Ave., Pembroke Park, FL 33023 

www.sealaftermarketproducts.com
Phone  954-364-2400  •  Toll Free 800-582-2760  •  Fax   954-364-2401

AISIN 6 Speed  Stepped Automatic Transmission 09M

Bosch Pushbelts 
CVT belts & Luk CVT chains 
 
 
 
Contact:  

info@pushbelt.com 
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U.S. $30 ~ Canada $45 ~ Other Areas $65

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

Name

Address

City

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

Subscribe Today!
    Grab Your GEARS Now!

HELP WANTED: Manager/Partner 
for Established Transmission Shop 
- Excellent opportunity for qualified 
individual. Technical experienced 
preferred but not required, nine 
bays, fully equipped. Coleman-
Taylor Transmission Company, Inc. 
Visit colemantaylor.com. Call (901) 
525- 6819 Ext. 15. ATRA Mbr

HELP WANTED: Texas – Experi-
ence Rebuilders, R&R, Diagnostic 
Technicians and Service Writers. 
Shop located in middle of Dallas 
Fort Worth Metroplex with great 
reputation and team atmosphere.  
Monday through Friday work week, 
paid vacations and holidays off. 
Please provide work history, refer-
ences and any certifications. Either 
fax or email resumes to begin in-
terview process: (817) 277-0049 or 
richard@nttrans.com. ATRA Mbr

HELP WANTED: R&R technician 
needed for busy transmission shop 
North of Chicago. Applicant must 
be very experienced in both import 
and domestic applications. Full 
time hours, benefits, paid days off. 
Only experienced, serious people 
need apply. Please email if inter-

ested: gatortrans@gmail.com, or 
call (847) 808-1010. ATRA Mbr

HELP WANTED: Seeking an ex-
perienced Sales Rep. for an estab-
lished, employee-owned, automat-
ic transmission parts distributor. 
Must have knowledge of transmis-
sion parts and the industry. Com-
mission plus benefits offered. No 
traveling or relocation required. 
Interested parties should send re-
sume to: tpsalesrep@aol.com for 
consideration. All replies are held 
in strict confidence. ATRA Mbr

HELP WANTED: Senior Prod-
uct Manager - Leading producer/
distributor of power transmission/
steering rebuild kits seeks highly 
qualified individual as Senior Prod-
uct Manager. Bachelor’s degree 
in Engineering & 10-years post-
graduate experience required, plus 
seasoned leadership and man-
agement of people and innovative 
processes. Powertrain remanufac-
turing experience a plus. Excel-
lent compensation/benefits. www.
TransTec.com/SPM for info and 
resume submission. EOE.
 ATRA Mbr 

HELP WANTED: Regional Sales 
People – Large Midwest remanu-
facturer of automatic transmission 
components in need of aggressive 
sales people. Sales Territory in-
cludes the Northeast, Southeast, 
Midwest, Central and Southwest 
regions. Product lines include re-
manufactured torque converters, 
hard parts both used and remanu-
factured and new and complete 
transmissions. Knowledge in our 
product lines a must. All applicants 
held in the strictest confidence. 
Send resume to: jshawaluk@re-
manindustries.com. ATRA Mbr

SEEKING NEW OPPORTUNITY:  
Performance Rebuilder seeks new 
opportunity – Open to relocating for 
the right shop. Over 20 years at the 
same shop. Experience in trans-
brakes, high performance shifting, 
all areas of race and performance 
transmissions. References avail-
able upon request. Please contact: 
dbland@atra.com with subject line: 
BB# 1211-01.
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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 at:
http://members.atra.com/?page=Seminar_Locations
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