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As technicians, we’re accus-
tomed to fixing problems with 
a new part or update. You have 

a soft 1-2 shift? There’s a new spring 
that’ll take care of it. Got a chatter from 
the converter clutch? There’s an update 
available to fix that.

So, when you’re trying to build your 
business, it’s no wonder so many shop 
owners consider a similar approach. 
They look into buying a bigger Yellow 
Pages ad, a fancy web site, or maybe 
even a commercial on TV or radio.   

These aren’t bad things. A presence 
in the Yellow Pages is still a worthwhile 
investment, and a web site is a terrific 
way to let consumers know who you 
are. These are valuable, even necessary 
parts of any transmission repair shop’s 
marketing strategy.

The problem is, everyone knows 
that. And every shop in your neigh-
borhood is doing exactly the same 
thing. Even the shysters up the block 
who sell “complete rebuilds” for $495. 
Especially the shysters! In fact, they 
probably do it better… because that’s 
the only tool they have for bringing cars 
into their shop.

So how do you set yourself apart 
from everyone else? By building a 
reputation based on trust. 

The difficult part about developing 
trust is that there is no component you 
can buy… no extra you can order at the 
drivethru. Trust is developed through 
commitment over time… a lot of time. 
It’s an ongoing effort that you have to 
be willing to commit to totally.

This effort affects your market-
ing and advertising plans too.  It’s not 

about pushing a certain 
product or service, or 
convincing customers 
to buy whatever it is 
you have to sell. It’s 
about getting the atten-
tion of people so you 
have the opportunity to 
build a personal, one-
on-one relationship 
with them.

This is why com-
munity involvement is 
such an effective form 
of marketing. Every 
time you sponsor a 
high school activity 
or church event, serve 
tables at the town 
pancake breakfast, or 
assign spaces for the community flea 
market, you’re building your reputa-
tion, because you’re working with the 
people in your community to do it. 

What’s more, this type of com-
munity commitment isn’t something 
you can fake. Either you’re commit-
ted or you aren’t. Going through the 
motions won’t do it. You can’t “work 
on your reputation.” Your reputation 
takes shape based on the work you do 
and the connections you make. 

That may be the hardest part of 
the equation to follow. Your reputation 
isn’t something you can force; it’s the 
one form of advertising you can’t even 
track. It grows when you consider the 
needs of others. And if you aren’t sin-
cere in your commitment, you’ll never 
build the trust that’s so important to 
your success.

A great example of this is detailed 
in the Making it Work article on page  
44. There, you’ll see how Mario 
Jauregui of Express Transmissions built 
his reputation and improved his busi-
ness in one of the most depressed cities 
in the country; Stockton, California. 
It’s really a miraculous story, but one 
that can be duplicated by anyone with 
a sincere interest in the needs of their 
customers; the people of their com-
munity. 

Success. It isn’t something you 
can order off a menu or a part you can 
replace and it certainly isn’t something 
you can purchase. But if you go into 
every day with the right attitude, and 
do what’s right, success won’t be far 
behind.

FROM THE CEO

by Dennis Madden
www.atra.com

“I’ll Take a 
Large Order of 

Success, Please.”
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Too often technicians blame some-
thing they can’t see, only to find 
that the answer was right there in 

front of them the whole time. A failed 
torque converter is a good example: You 
can’t see inside the converter, and may 
not see the original reason why it failed, 
even though the root cause might be in 
plain sight. Like not seeing the forest 
(cause of failure) for the trees. 

The examples we’ll look at involve 
Chrysler and Dodge vehicles. The sub-
ject is torque converter problems before 
and after rebuild, or repeated converter 
failure after delivery. So it’d be easy to 
blame the converter when that may not 
be the actual cause of the failure.

45/545RFE and 68RFE units have 
pump assemblies that look very similar. 
The critical difference between these 
units is the spring tension for the TCC 
limit and pressure regulator valves. The 
45/545RFE springs are lighter (figure 
1); if you install any of these compo-
nents in a 68RFE transmission, it’ll 
cause lower line pressure and TCC slip 
codes.

Excessive valve bore wear can 
cause torque converter chatter, slip 
codes, and premature failure. 

The clip at the end of the TCC 
accumulator valve bore often breaks; 
this will affect converter clutch apply 
feel.

The TCC accumulator spring may 
become weak or broken, causing harsh 
TCC apply (figure 2).

A weak or broken TCC limit valve 
spring will cause the engine to stumble 
or stall (figure 3).

A missing or damaged converter 
O-ring could allow converter drain-
back, causing delayed engagement 
when cold (figure 4). It could also 
cause a crossleak and set TCC codes. 
So far we haven’t seen any calls to the 
ATRA HotLine caused by a missing 

converter O-ring. 
This next bit of information may 

affect all Chrysler and Dodge vehicles: 
A restricted cooler may cause the engine 
to stumble or stall (same symptom as a 
weak or broken TCC limit spring), 
especially when cold (figure 5).

Vehicles equipped with 5.9L or 

8.3L engines have an internal thermo-
stat in the cooler line near the radiator 
(thermostatic bypass valve; figure 6). If 
the thermostat sticks, it may cause the 
same complaint as a restricted cooler. 
You can check this by running a hose 
between the cooler line fittings, bypass-
ing the entire cooling system. Over 

by Mike Souza
www.atra.com

Can’t See the 
Converter for 
the Trees

Figure 1

Figure 2
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time, a partially 
restricted internal 
thermostat may 
cause premature 
converter failure.

On some 2006 
vehicles the trans-
mission cooler 
may be part of 
the air condition-
ing condenser. The 
example shown is 
a 2006 Jeep Grand 
Cherokee (figure 
7). As you can see, 
replacing the transmission 
cooler would involve replace 
the A/C condenser, too. This 
requires special tools and 
equipment, and must be per-
formed by a certified A/C 
technician. A simpler solu-
tion may be to bypass the 
factory cooler with a stand-
alone replacement cooler.

This next example will 
affect all Chrysler and Dodge 
vehicles. A warped transmis-
sion pump stator support or 
pump body will cause prema-
ture torque converter failure 
and set TCC codes (figure 
8). It may also cause engine 
stall when hot; engine stall 
when cold is usually caused 
by a restricted cooler.

You can check the pump 
body and stator support 
with compression film or 
Plastigage® to identify any 
warped areas: Up to 0.003” 
clearance is acceptable. 

Then there’s the issue of 
the sealing ring on the 48RE 
units. Some pumps have a 
ring groove; others don’t. 
And some converters will 
accept a ring; others won’t 
(figure 9). 

You can use either pump 
with either converter, but if 
you use a pump that has a 
ring groove with a converter 
that won’t accept a ring, you must leave 
the ring off. So far, the ATRA HotLine 
hasn’t received any calls indicating a 
problem caused by leaving the ring 
off.

I hope this information clears away 

enough trees to prevent you 
from wasting time swapping 
out torque converters, while 
providing some possible 
“root” causes for converter 
failure.

Can’t See the Converter for the Trees

Figure 3 Figure 4

Figure 5 Figure 6

Figure 7

Figure 8

Figure 9
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Do You Have a Nagging TCC Shudder?

In this issue of Keep Those Trannys 
Rolling, we’re going to look at a 
2006 Jeep Grand Cherokee with a 

nagging TCC shudder. 
Our story begins with a call to the 

ATRA Technical HotLine from Devon 
Long. Devon, a technician from Dales 
A-1 Transmission in Mitchell, South 
Dakota, was dealing with a nagging 
TCC shudder on a 2006 Jeep Grand 
Cherokee (figure 1) equipped with a 
3.7L engine and a 722.6 transmission 
(also known as a NAG1). He said it had 
a nagging TCC shudder that would start 
at about 30 MPH and would continue 
up to 75 MPH.

He connected his scan tool and 
found code P0710 (trans temp) in mem-
ory, but there were no current codes in 
the system. After clearing the transmis-
sion temperature code, he went for a 
test drive and monitored TCC opera-
tion. 

The Test Drive
During the test drive Devon moni-

tored TCC duty cycle, TCC desired slip 
and TCC actual slip while his assistant 
drove the Jeep. The TCC was being 
commanded on at about 30 MPH and 
the TCC duty cycle would climb to 
around 50%. He could feel the vehicle 
start to shudder as soon as TCC was 
commanded on.

The TCC actual slip was all over 
the place, with anywhere from 0 RPM 
to over 80 RPM slip while the TCC was 
shuddering. This indicated that the TCC 
was actually causing the shudder. 

TCC Shudder Confirmed
With the confirmation of a TCC 

shudder, it was time to remove the 
transmission and inspect the torque 
converter and TCC apply system.  

Keep Those Trannys rolling

by Pete Huscher
www.atra.com

Do You Have a 
Nagging TCC 
Shudder?

Figure 1: 2006 Jeep Grand Cherokee with a shudder
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With the transmission and torque con-
verter on the bench, Devon inspected 
the torque converter for signs of over-
heating; there were none. The torque 
converter looked okay, but the trans-
mission fluid had a weird, slimy feel 
to it.

With no signs of a torque converter 
problem, he knew it was time to call the 
ATRA Technical HotLine for help. 

The Call to ATRA
Devon spoke with ATRA’s lead 

technical advisor, Randall Schroeder. 
Randall explained that, with the TCC 
duty cycle at around 50%, the TCC 
desired slip should have been modulat-
ing between 40-80 RPM and the TCC 
actual slip should have been within 
10% of that. In this case, TCC actual 
slip was erratic and excessive.

Randall went over possible causes 
for the TCC shudder, including prob-
lems with the computer control, TCC 
solenoid, TCC apply circuit, stator, 
torque converter, and even fluid con-
tamination.

As soon as Randall mentioned 
fluid contamination, Devon mentioned 
the “weird, slimy feel” he’d noticed. 
Randall then explained the many prob-
lems Chrysler had with moisture enter-
ing the transmission system, possibly 
from the cooler or an external source.

Fluid Contamination 
Confirmed

To check for fluid contamination, 
Devon took a sample of the transmis-
sion fluid, placed it in a metal container, 
and heated it on a hotplate (figure 2). 
As the fluid heated up, he could see 
small air bubbles forming and steam 
coming from the surface of the trans-
mission fluid, which confirmed the 
presence of water.

From there the search was on to 
locate the source of the contamination. 

Devon knew he had to inspect the 
transmission cooling system and radia-
tor. He traced the transmission cooler 
lines to the front of the vehicle, where 
he found that the transmission cooler 
lines didn’t go to the radiator: These 
cooler lines went past the radiator and 
were attached to a cooling condenser in 
front of the radiator.

The cooling condenser was a com-
bination A/C condenser and transmis-
sion fluid cooler. With the transmis-
sion cooling system sharing the same 
condenser as the A/C system, there was 
a possibility that the A/C system was 
leaking into the transmission side of the 
combination condenser and contami-
nating the transmission fluid.

But the A/C system appeared to be 
operating normally and was blowing 
ice cold, so he concluded that the A/C 
system wasn’t leaking, or the A/C sys-
tem would have been low on refrigerant 
and been blowing warm.

With the transmission cooler out of 
the picture, the only remaining source 
for water contamination was external.

Figure 3: After confirming that the Jeep he was working on wasn’t covered under Chrysler’s 
recall, Devon replaced the dipstick tube seal (part # 05189087AA

Figure 2:  To check for fluid contamination, Devon took a sample of the transmission fluid, 
placed it in a metal container, and heated it on a hotplate
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Source of Contamination 
Confirmed

While inspecting the transmission 
case, Devon noticed moisture around 
the transmission dipstick tube seal. 
After further inspection, it was obvi-
ous that moisture was seeping into the 
transmission through the dipstick tube 
seal, possibly from rainwater runoff 
or A/C system condensation, and con-
taminating the transmission fluid. After 
confirming that the dipstick seal was 
leaking, he performed an online search 
and found a Chrysler recall for this 
exact condition on the 1995 Jeep Grand 
Cherokee, but the recall didn’t include 
1996 models.

According to the Chrysler recall 
(safety recall #E13), about 100,000 
vehicles were affected by this problem. 
Chrysler recommends pressurizing the 
transmission case with 2 PSI of air 
pressure and inspecting the dipstick 
tube seal for leaks. The recall required 
replacing the dipstick tube seal whether 
it was leaking or not.

Chrysler went on to recommend 
replacing the torque converter if TCC 
had developed a shudder, and installing 
a special shield to deflect water from 

the dipstick tube seal.
After replacing the transmission 

dipstick tube seal, installing the water 
deflection shield, and replacing the 
torque converter (if needed), Chrysler 
recommended flushing the entire 
transmission system with new fluid 
and resetting the learned adapts in the 
TCM.

After confirming that the Jeep he 
was working on wasn’t covered under 
Chrysler’s recall, Devon replaced the 
dipstick tube seal (part # 05189087AA; 
figure 3) and torque converter, rein-
stalled the transmission, and flushed the 
entire system.

He wasn’t able to reset the learned 
adapts in the TCM with his scan tool, 
so he sent the vehicle to the local 
Chrysler dealership to have the TCM 
reprogrammed with the latest update 
and reset the learned adapts. 

Repair Confirmed
After the TCM was reprogrammed 

the learned adapts reset, he returned 
to his shop to recheck TCC operation. 
With his assistant driving the vehicle, 
he monitored the TCC duty cycle, TCC 
desired slip, and TCC actual slip. The 

TCC desired slip modulated between 
40-80 RPM; the TCC actual slip fol-
lowed the TCC desired slip within 2-3 
RPM.

The TCC shudder was gone. All 
indications were that the TCC system 
was operating properly. He delivered 
the vehicle; the customer has been driv-
ing it for a couple weeks now and says 
everything seems to be okay.

In Closing
I’d like to thank the crew at Dales 

A-1 Transmission (figure 4) in Mitchell, 
South Dakota, for sharing their story of 
a nagging TCC shudder with ATRA. If 
you have a story of an unusual problem 
and have a successful repair for it, we 
invite you to share your experiences 
with ATRA. 

Story ideas with successful repairs 
should be submitted to ATRA Technical 
Director Lance Wiggins at lwiggins@
atra.com. Remember, with your help, 
every ATRA Member can Keep Those 
Trannys Rolling.

Figure 4:  The crew at Dale’s A-1 Transmissions, South Dakota, 
Left to Right , Devon, Dale, Daren & Dustin.
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This is the second in a series of 
articles about franchising in 
the transmission business. In 

the last issue of GEARS, we looked at 
how to enter this business by the fran-
chise route; today’s article will focus on 
going it alone.

Both strategies have examples of 
success; both have examples of abject 
failure. The attempt here is to answer 
the age-old question: “Does the fran-
chising concept really fit the transmis-
sion business?”

The advertised claims of the major 
franchises are graphically portrayed on 
their web sites (Just don’t look at the 
adjacent websites where irate custom-
ers have spewed their venom about 
their upsetting experiences with those 
franchises!)

The central issue is about secur-
ing the largest share of the transmis-
sion repair market. Can this be done 
by independents, or is it better done 
by being part of a nationwide, glitzy, 
mega-franchise?

The fundamentals of success are 
common to both shops, and ATRA has 
long recognized it. Every transmission 
shop runs on two tracks. These are:

Technical competence1. 
Effective and constantly modi-2. 

fied business plans

Starting Points
Franchised shops start by institut-

ing a proven business plan. The fran-
chisor prefers to sell a franchise not to 
a transmission tech, but to a promising 
businessperson. It’s a turnkey startup 
with immediate success.

But if the franchised shop fails to 
employ talented technicians, that shop 
will add more customer complaints to 
the complaint web sites mentioned ear-
lier. When that happens, the good name 
of the franchisor is tarnished and all 
shops sharing that name take a hit.

Independent shops usually start 
with a gifted transmission technician. 
But independent shops face an uphill 
battle from the get-go. The problem 
isn’t fixing transmissions — the prob-
lem is making money.

And that’s just the start. From 
there, problems include getting custom-
ers, keeping them happy, and working 
through people rather than working 
alone. Add to that the problems of estab-
lishing operating ratios, bookkeeping, 
inventory, physical plant preparations, 
job pricing, advertising and promo-
tions, out-of-town warranty procedures, 
insurance requirements, suppliers, and 

the list goes on.
Then the final joy: our new inde-

pendent shop owner has the pleasure 
of personally meeting all the inspectors 
that the collective genius of govern-
ment could possibly imagine. Get ready 
for the compliance orders that will 
ensue.

The Road to Success?
There’s no single road to success 

as an independent transmission shop. 
The roads to success are as varied as the 
number of independent shops. Most of 
the attempts to start independent shops 
don’t get far out of the starting gate 
before they fail.

That happened in our town. Bob, 
my lead rebuilder said “I made a mil-
lionaire out of my last two shop own-
ers; now I’ll make a millionaire out 
of myself.” He was the most talented 
transmission tech in town. He was also 
the most introverted and unfriendly 
person imaginable. He didn’t commu-
nicate with customers or other staff 
members. He made it clear when he 
opened his shop that his customers 
must respect his abilities and not ask 
any questions. Bob the Builder had a 
short business life. 

The roads to success as an inde-

by Paul Mathewson

How Independents  

         Make It
How Independents  

         Make It
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pendent are diverse. But they all lead 
eventually to a major intersection: the 
Business Model. At this point on the 
road, the aspiring transmission tech has 
to morph into a new profession.

The humble beginnings of fixing 
transmissions for friends in the garage 
at home or as a moonlighter at night 
must give way to going head-to-head 
with the real competitors listed in the 
Yellow Pages. Beware! The qualifica-
tions for excellence as a businessperson 
aren’t the same as the qualifications 
for excellence as a transmission tech. 
The sign on the road to success says 
“Proceed with Caution.”

Abbreviated Case Studies 
Those who choose to build their 

own business go through growing pains. 
Barry and Nazib Charania own B&N 
Transmissions in Ottawa, Canada’s 
capital city. They have a stellar opera-
tion that focuses on high profile clien-
tele like affluent retail customers and 
government fleets.

But Barry and his brother Nazib 
didn’t start out that way. As East Indians 
living in Uganda during the days of 
the brutal Idi Amin, their family was 
expelled from Uganda as victims of 
“ethnic cleansing.” All their belongings 
were confiscated. The brothers were 
mechanics by trade, familiar with man-
ual transmissions but not automatics.

They immigrated to Canada where 
Barry worked in a Montreal transmis-
sion shop as a cleanup worker and 
shop helper. The separatist movement 
in Quebec forced them to move once 
again, this time to Ottawa, where Barry 
worked in another transmission shop as 
an R&R tech.

In 1972, Barry and Nazib decided 
to launch their own shop in a closed, 
two-bay gas station. They had a hard 
time. They had no established reputa-
tion, so they offered their services to 
the lowest class of customers: taxi 
operators. Surprisingly, the taxi drivers 
became their ambassadors, telling all 
their riders about B&N Transmission, 
creating an Outside Sales Program that 
I’d never heard of before. 

Here’s the important part of this 
story: As Barry and Nazib began to 
experience growth in their business, 
they got to the Business Model inter-
section. To bring order to their busi-

ness and begin planning the future, the 
brothers invested in business training. 
They joined ATRA. Terry Greenhut 
sold them on the idea of abandoning 
the price business and focusing on the 
profit business.

In 1980 the focus of their business 
changed. They moved to a high profile 
location along the Trans Canada high-
way in the heart of Ottawa. To read the 
rest of their story, visit their web site at 
www.bnn-transmission.com.

Mario Jauregui had a different 
story. Mario graduated from trade 
school in January, 1992. He says he 
was always in love with transmissions 
throughout his school years, so he went 
to work for a transmission shop after 
graduation. As an R&R tech he learned 
the basics of transmission technology.

In 1996, he graduated to running 
that shop. In 1998, he opened his own 
shop, which went well for him. In 2004, 
Mario sold that shop. Over the course 
of 12 years, Mario went from trade 
school graduate to retirement!

In April, 2008, Mario started up 
once again. His shop is located in a 
town of 200,000 people, and has five 
competitors. He has a five-bay shop 
with five techs. His numbers are confi-
dential, but it looks like he’s in the same 
league as the New York bank CEOs!

Mario realized early that his love 
of transmissions wasn’t enough to bring 
success. Mario learned from the best 
trainers in our industry, such as Bob 
Cooper, Terry Greenhut, and Mike Lee. 
Mario learned about the business part 
of the transmission business. ATRA 
has been a central institution for Mario 
as he built Express Transmissions in 
Stockton, CA. Check his web site at 
www.expresstransmissions.com.

Kit Lindsay in Missouri started 
transmission work when a friend of his 
bought a scrapyard 727 transmission 
for his 1972 Plymouth Fury. The used 
unit didn’t work. Kit offered to try his 
first transmission repair with a $30 kit 
and an agreement that if it worked his 
friend owed him $35. It worked.

This gave Kit the inspiration to 
learn more about transmissions. He 
got a job with the local GM dealership 
and attended GM training school. Kit 
was fortunate to make friends with two 
influential men: the lead transmission 
trainer and an investor who helped Kit 

start his own transmission shop.
Kit has become accomplished both 

as a businessman and as a technician. 
Visit him on line at www.lindsaytrans-
mission.com. 

Ron Woodworth was a gener-
al mechanic at a Ford dealership in 
Hamilton Ontario, Canada. A merge 
of two Ford dealerships in his town 
resulted in staff reductions. The shop 
manager knew that he would be asked 
to fire Ron, so before the order came 
down, he sent Ron to the Ford transmis-
sion school.

Ron escaped being fired, but he 
sure got fired-up about transmissions. 
As a result, Ron got the inspiration to 
major in transmissions and eventually 
open his own shop. Forty years later, 
Ron is a transmission tech who owns 
and operates a thriving transmission 
business.

In the April, 2007 issue of GEARS, 
Managing Editor Rodger Bland wrote 
an article entitled Meet Bob as part of 
the What’s Working program. Bob’s 
story is another case of running the 
shop on two tracks. 

What’s Your Story?
The stories of independent trans-

mission shops are unique tales of indi-
viduals from a variety of backgrounds 
with fortune and misfortune directing 
their paths.

As you listen to these stories, you’ll 
hear a common theme. The independent 
shop owners who survived and grew to 
compete with the franchised shops are 
the ones who established a business 
model early in their development. The 
twin tracks that transmission shops run 
on are common to all transmission 
shops.

In the next edition of GEARS, we’ll 
draw together the debate about fran-
chising in the transmission business. 
Before then, I’d really like to hear your 
story, too.

If you’re franchised, why did you 
go that route, and are you happy with 
the franchise system? If you’re an inde-
pendent, share your story about how 
you got started and how the trip has 
been so far. Write to me at mandmtrans-
mission@shaw.ca or by snail mail via 
GEARS.
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Change for Change’s Sake?

E xperience has shown that a 
single comeback can cost you 
hundreds, if not thousands of 

dollars. The fact is, when it comes to 
parts or supplies, you very often “get 
what you pay for.” Sure, you might be 
able to save a few bucks by choosing 
lower-cost alternatives, but at the end of 
the year, when you compare your sav-
ings to costs, you’ll discover that just 
a few comebacks will quickly swallow 
up those savings.

My good friend and colleague Joe 
Rivera from Pro Torque has touched on 
this very important topic in his semi-
nars, and wrote about it in the March 
2009 issue of GEARS. The strategic 
alliance between the transmission repair 
shop and torque converter rebuilder 
was initiated to reduce problems and 
comebacks, and improve profitability 
for both businesses. We need to educate 
each other and keep those lines of com-
munication open.

In this article we’re going to go 
over a few torque converter issues and 
upgrades that can make a big difference 
in the durability of your transmission 
jobs. These issues and upgrades have 
been around for quite some time now, 
but they’re still important to keep in 
mind.

GM 4L80E
Let’s start with the General Motors 

4L80E. In 1999, GM initiated an update 
to the converter manufacturing pro-
cess. Like so many times before, these 
design changes can sometimes bring 
new challenges.

One of the major issues with this 
converter was a cracked lockup piston 
(figure 1). This crack would cause lock-

Change for 
Change’s Sake?

by Raffi Pilavian, 
International Torque Converters, 

Fresno, CA, TCRA Member

Figure 1

Figure 2

A few years ago, at a TCRA seminar, I learned that these 
4L80E converters had design issues and that the new 
clutch would crack. This can be repaired by running 
a bead of weld 360º around the cracked area. Many 
builders use this process with good success.
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Change for Change’s Sake?

up issues including slip codes, no con-
verter clutch engagement, or a shudder 
during engagement.

A few years ago, at a TCRA semi-
nar, I learned that these 4L80E con-
verters had design issues and that the 
new clutch would crack. This can be 
repaired by running a bead of weld 360º 
around the cracked area. Many build-
ers use this process with good success 
(figure 2).

Another, more costly repair, and 
one that many rebuilders prefer, is the 
aftermarket billet version of the 4L80E 
piston (figure 3). It’s relatively low 
cost, particularly when you compare it 
to the cost of a comeback, and you have 
that added peace of mind that it’s not 
going to crack again. Many shops use 
this clutch piston as a sales feature for 
the heavy duty enthusiast.

Dodge 47-48RE and RH
The next torque converters we’ll 

look at are the Dodge Cummins diesel 
47-48RE and RH, which have been 
around since 1994. Chrysler did an 
awesome job by designing a torque 
converter that holds up throughout the 
manufacturer’s warranty.

Today, many of these vehicles are 
still in service and are out of warranty. 
Many shops have seen a sharp increase 
in the repair of these vehicles. This 
310mm converter is one of the biggest 
torque converters out there, next to the 
Allison 1000-2000.

This torque converter has a few 
design issues that can be easily repaired 
to make it last considerably longer 
than the factory setup. Just like the 
4L80E, the piston has the potential to 
cause major lockup problems. With 

this design we usually see wear in the 
center of the piston where it seals on the 
turbine hub. Typically valve body wear 
will cause the problem (figure 4).

Once the center of the piston 
wears out it rips or damages the turbine 
seal. This allows the oil to escape and 
create a shudder or prevent lockup.  

Figure 3

Figure 4

Another, more 
costly repair, and 

one that many 
rebuilders prefer, 
is the aftermarket 

billet version of the 
4L80E piston.

With this design we usually see wear in 
the center of the piston where it seals on 

the turbine hub. Typically valve body 
wear will cause the problem.
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Change for Change’s Sake?

One simple fix is to bore out the center and install a billet 
sleeve (figure 5). It’s a good idea to replace the turbine hub 
at the same time.

But there’s a better solution than repairing the seal bore: 
an aftermarket billet version of the piston itself. This replace-
ment billet piston is far superior to the OE design. It’s much 
stronger in the seal bore area, and thicker to prevent further 
deflection (figure 6). 

Ford 5R55S and W
The last converter we’re going to look at is Ford’s 5R55S 

and W. As many of you know, many 2004-up Ford Explorers 
develop a rattling noise that can come from a number of 
places. One likely source of this rattle is the converter.

This torque converter has a multi-clutch, two-piece 
lockup assembly (figure 7). It uses a drive piston that applies 
the dual-sided lockup clutch to the front cover. It has 6 tabs 
and a gear that also rides on the front cover.

Torque converter rebuilders have discovered that the tabs 
on the drive piston loosen up and wear out, which creates a 
rattling noise from the contact area between the drive piston 
and front cover. The tabs have been riveted down to the drive 
piston which can cause the rattle.

There’s a lot of debate on how to repair this converter. 
One method is to press and weld the rivets’ tabs. But this cre-
ates a situation that has the potential to fail again.

A better solution is to install an improved design billet 
piston (figure 8). This billet piston is a drop-in replacement 
that eliminates the drive piston and dual-sided clutch, which 
eliminates the potential for rattling.

Some cost cutting practices have their place; others 
don’t. When you’re considering the parts you purchase and 
the price you pay for them, don’t forget to consider how it 
was repaired. Was it a quick fix or a solid, long term repair? 
Are you paying for upgraded parts or simple patch job?

These are just a few issues, but the bottom line is that 
there’s a difference between quick fixes and a proper repair. 
The quick fix will work… today. But if you’re trying to avoid 
comebacks and maintain your reputation, there’s no substitute 
for a quality repair.

Figure 5

Figure 7

Figure 6

Figure 8

This billet piston is a drop-in replacement 
that eliminates the drive piston and  

dual-sided clutch, which eliminates the 
potential for rattling.
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My Visit 
to Fresno

P rior to the storm of the century, I 
took a brief trip to Shaver Lake, 
CA. It’s my safe haven: quiet, 

mountain living. Fortunately for me I 
have to roll right through Fresno to get 
there. On my way up the mountain, I 
stopped in to visit a couple shops in the 
area: International Torque Converters 
and Payless Transmissions and Clutch.

International Torque Converters 
was established in 1975 by Serop “Jim” 
Vartanian. In 1965, Jim began working 
for Datco. He was hired as an expert 
machinist, and was assigned the task of 
building torque converters.

Then one day, his employer asked 
him if he thought he’d be able to design 
the machinery necessary to build torque 
converters. He did. He designed a fin-
ishing lathe, which also performed the 
finish weld and checked the converter 
for leaks. It could even spin the con-
verter to make sure it was running true 
on its axis. 

He worked at Datco for nine years 
until he was forced to part ways with 
the company. It would turn out to be the 
best thing that ever happened to him. In 
1975, Jim opened International Torque 
Converters in Fresno, CA. There, with 

his knowledge, expertise, and his loyal 
customers, ITC has grown into one of 
the leading torque converter companies 
in California. His goal? 
To provide a qual-
ity torque converter to 
the transmission repair 
industry.

Raffi Pilavian, co-
owner, ITC front man, 
and head rebuilder has 
been with the company 
for 17 years. Pilavian 
got his start in the 
business the old fash-
ioned way: He married 
Vartanian’s daughter. 
Raffi says he abso-
lutely loves his job, 
the business, and the 
camaraderie between 
the transmission and 
torque converter indus-
tries.

I was really 
intrigued with his story 
of how he came to the 
US from Armenia. We 
sat and talked over a 
traditional Armenian 

lunch, which went down pretty well. 
Before lunch we stopped by Payless 

Transmissions and Clutch. Owner 

In the trenches

My Visit 
to Fresno by Lance Wiggins

www.atra.com

The front of I.T.C and their delivery van.

 I.T.C. Inventory room

Raffi’s prize performance room

In the trenches
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Richard Rodriguez greeted us. Richard established Payless in 
1994. This very busy shop thrives on word of mouth, and it’s 
a fun place just to stop by: they even have pinball machines in 
the waiting room! 

Richard has a unique security system called Tiger, a feline 
that made his home in the shop. Tiger is as much a part of the 
Payless family as Richard.

Richard also fabricates off-road vehicles: Jeep, Sand Rails 
and also a 4X4 Mustang. In fact, he does just about everything, 
from running the front office to working the bench. And he 
does it all with one goal in mind: service to customer, with 
professionalism and honesty.

 I.T.C. building room 

Jim Vartanian, owner of I.T.C. still getting his hands dirty Rolling up to Payless

Shop Visit thru Fresno
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After my stint on the moun-
tain I returned to the office with a 
couple more friends and business 
contacts to add to my collection. 
Thanks again for the wonderful 
visit, and rest assured I’ll be stop-
ping by to say hello every time I 
travel north.

A busy shop always puts a smile on your face

Word of 
mouth and 

sponsorships 
keep Richard 

Rodriguez 
busy.

 I would not mind waiting in the waiting room 
for a few hours

Raffi and Richard catching up on business in the 
front office of Payless
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Which came first, the chick-
en or the egg? A troubled 
2008 Dodge Avenger with 

a 41TES recently made me ponder 
this age-old question. My version was 
which came first: engine misfire or con-
verter clutch slip? I found the answer to 
my dilemma while performing simple, 
routine checks.

I’ll never forget a seasoned tech 
in the shop telling me many years 
ago: KISS (keep it simple, stupid). 
The customer complaint was a bucking 
or shudder-like sensation during light 
cruising speed. The condition was eas-
ily duplicated. 

A check of service bulletins 
revealed a match of the complaint in 
Chrysler bulletin 21-003-08. The vehi-
cle, being under warranty, was taken to 
the local dealership and a new torque 
converter installed for purposes of what 
the bulletin described as “revised fric-
tional composition.” 

That’s where I expected the story 
to have a happy ending. But this story 
wasn’t at all happy, especially since this 
was my Avenger and within two days 
the shudder was just as bad as before.

Thoughts raced through my mind:
Did they get the fluid right?•	
Did they get the wrong part num-•	
ber?
Did they initiate the quick learn •	
procedure with the scan tool?
It felt weird not working on my 

own vehicle, but it was good for me to 
see things from the customer’s point of 
view. This vehicle actually has a fluid 
dipstick, so it was easy to check the 
fluid level.

Ironically, that same week, another 
bulletin, 21-003-09, had been issued to 
flash the PCM for numerous transmis-
sion improvements that seemed close 

to the issue at hand. I dropped 
the car off at the dealership 
again for what was supposed 
to be a quick flash. I became 
concerned when I didn’t hear 
anything for a while… a long 
while. 

Turns out that even after 
the PCM update, the vehicle 
was still shuddering during light 
cruise. I didn’t know the guys 
at the dealer nor them me, but 
I was pretty much convinced at 
the time that the converter was 
at fault.

I kept emphasizing that the prob-
lem only occurred during lockup. The 
guys at the shop rightly disagreed with 
me and insisted the issue was driveabil-
ity-related. But they wrongly started to 
replace parts… lots of parts. After they 
became frustrated they returned the 
car, hoping that corporate tech support 
would soon come up with a fix. They 
said they’d call me. 

I dusted off my pressure gauge and 

installed it on the converter-off pressure 
tap (figure 1). This is where I learned a 
few things. For one, the torque convert-
er entered lockup at speeds lower than I 
was used to; as low as 24 MPH.

I also drove with and without the 
variable line pressure connecter con-
nected to eliminate that as a variable. It 
was interesting that no DTCs set with 
the variable line pressure connector 
unplugged. In any case, pressures were 

Shudder Symptoms: Not 
Always the Converter! 

by Matt Dixon, 
SIUC Automotive Technology

Figure 1: After removing the air box, access to the pressure taps are easy on the Dodge 
41TES.

Figure 2: As the torque converter entered lockup, 
the converter-off pressure dropped to zero PSI, 

exactly as it should.
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right on the money: Zero PSI from the 
converter-off tap during lockup (figure 
2), but still plenty of shudder. 

With the hydraulics right, I was 
convinced the converter clutch was the 
culprit. With the scan tool, I monitored 
the “which cylinder is misfiring” screen 

while duplicat-
ing the prob-
lem (figure 3). 
I occasionally 
got stray mis-
fire counts, ran-
domly across 
all cylinders.

Like most 
vehicles, the 
misfire moni-
tor uses crank-
shaft speed 
fluctuations to 
determine mis-
fire. I started 
to wonder: 
Could convert-
er clutch slip 
induce crank-

shaft speed fluctuation and fool the 
system into random misfire counts? I 
intended to prove my case.

[Editor’s Note: Yes it can. In fact, 
even a rough roadway can create enough 
of a crankshaft speed fluctuation to set 
a misfire code on some systems.]

I set up some data recording tem-
plates on the scan tool and went for a 
drive. By comparing the engine crank-
shaft RPM (CKP) with the turbine shaft 
RPM, the PCM calculates converter 
slip. I included this and other values on 
the recording template. 

While playing back the recordings, 
I observed the converter clutch was 
slipping during light load in both partial 
(EMCC) and full converter lockup. The 
amount of slip in full lockup was at 
times over 40 RPM (figure 4). I thought 
this was excessive but I’d never moni-
tored slip value that closely before.

Just to be sure the converter was 
the root cause, I proceeded to check 
other suspects from a driveability point 
of view. I monitored electronic throttle 
values, EGR, emissions purge, A/C 
pressure and even the charging system 
generator field. All PIDs, including 
ethanol % and fuel trims, were within 
textbook perfect range.

Next I decided to perform an 
engine cylinder leakage test. That’s 
when I stumbled upon the needle in the 

Figure 3: The new Chrysler WiTech factory scan tool. I used it for both data 
recording and scan tool functions. It has wireless capabilities but for the 

road test the USB interface was used.

Figure 4: The recording: the amount of converter slip during full lockup looks as ugly as it felt.

Shudder Symptoms: Not Always the Converter!
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haystack.
As I removed the spark plugs I 

noticed a reddish coating on the elec-
trodes (figure 5). Could that fouling 
cause an intermittent ignition misfire? 
Perhaps the misfire was light enough 
not to be noticed at low speeds or even 
heavy load because the unlocked con-
verter would act as a cushion. 

I remembered working on a 
Thunderbird with an AOD and a bad 
plug wire causing a shudder in over-
drive (remember, the intermediate shaft 
locked directly to the converter cover in 
overdrive). I also remembered the guy 
at the dealer mention something about 
the red color on the plugs. He thought 
it was the fault of the coils and replaced 
them.

Seeing the red fouling for myself 
gave me flashbacks to plug condition 
charts in school and I remembered it 
could be certain metallic-based fuel 
additives. I’d recently added a bottle of 
octane boost to get a little more oomph 
out of the engine via spark advance. I 
returned to the store and checked the 

brand of octane boost (which shall 
remain nameless), but the contents 
didn’t list any metallic additives.

I still don’t know if the fouling was 
a result of additives from the gas or the 
bottle of octane booster. And I’m still 
shocked at the amount of plug fouling, 
especially given the coil-on-plug igni-
tion system. 

After installing a fresh set of man-
ufacturer-recommended spark plugs, 
the vehicle was happy again. The shud-
der was gone. 

I remained a little curious though 
about the converter slip. I elected to 
make additional data recordings and 
monitor clutch slip now that the car was 
fixed. Under the same type of condi-
tions I found the converter clutch slip 
value to be much lower. It was fluctuat-
ing less than 10 RPM (figure 6).

So apparently (at least on this vehi-
cle) the chicken-or-engine misfire can 
cause the egg of converter clutch slip. 
All attributed to something simple like 
fouled plugs that got overlooked for too 
long. The low speed lockup points all 

seem to work just fine, as long as the 
engine is happy.

I’m glad this one is fixed. Now I 
can ponder other important questions, 
such as: Why did the chicken cross the 
road? 

Matt Dixon is an Assistant Professor 
at SIUC’s Automotive Technology pro-
gram, where he specializes in vehicle 
stability, ABS/TCS systems, emissions 
and driveability.

Figure 6: Without engine misfire, the calculated converter slip never exceeded a few RPM. 

Figure 5: Reddish plug fouling: 
fuel additives?
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For me it started in Ft Lauderdale. 
My flight to LA was at 10:45 
AM with an hour-and-a-half 

layover in Dallas. I arrived in LA at 
3:20 PM with an additional 8-hour lay-
over for my flight to Australia at 11:30 
PM. Randall arrived at the airport at 
about 8:30 PM; all he had to do was 
drive an hour-and-a-half to get there.

The 14-hour flight is something 
I wouldn’t wish on anyone, and we 
arrived in Brisbane, Australia at 6:30 
AM, two days later. Australia is one 
day ahead of us and leaving at 11:30 
PM on Tuesday is really Wednesday 
in Aussie, so when we arrived the fol-
lowing morning it was Thursday. Now 
that’s a long day! 

We were picked up at the air-
port by Ken McIntyre from ATRA of 
Australia, a division of IAME (Institute 

Our Trip Down 
Under and Back

by Mike Souza
www.atra.com

Figure 1:  Russell’s Transmissions, Gold Coast, Australia

Figure 2:  Now we knew we were going to Aussie to be put to work doing a seminar, 
but we didn’t know what kind of work they had in mind.
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of Automotive Mechanical Engineers). 
Ken also owns and operates Mona Vale 
Autos automatic transmission service 
in Mono Vale, Australia.

He drove us about an hour or so 
south to the city of Gold Coast. Gold 
Coast is almost a replica of Miami or Ft 
Lauderdale, so I got to travel halfway 
around the world to feel like I never 
left home. When Ken drove us around 
I saw a sign that said Sea World and 
it looked like the same sign I went by 
in Miami. There was a Hog’s Breath 
restaurant like the one we have in Key 
West, except theirs is much nicer.

The homes along the intra-coastal 
waterway were arranged the same way 
they are in Miami or Ft Lauderdale, 
and they even had a city nearby called 
Miami. We had breakfast and went to 
the hotel for a seriously needed nap, 

Figure 3: We did a really nice job of 
cleaning the place up.

The homes along the 
intra-coastal water-
way were arranged 
the same way they 
are in Miami or Ft 

Lauderdale, and they 
even had a city near-

by called Miami. 

Used, New & Rebuil t  Hard Par ts,  Sof t  Par ts, 

E lectrical Components & Flywheels

Order online at Slauson.com

Offering qual i ty products from these f ine vendors :
Transtec • Raybestos • Dynax • Sonnax

Spx Fi l t ran • LubeGuard • Transgo • BorgWarner 

Superior • Rostra • TeckPak • Hayden • Tru - Cool 

Autocraf t  • ATSG • Al lomat ic • Al to

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

FAX ( 310) 768-8298

Slauson Transmission Parts… 

Ca l l  n o w  t o  g e t  yo u r  n e w 
2010  S l a u s o n  B o o k



38   GEARS   March  2010

and then met later for dinner. 
On Friday we visited Russell’s 

Transmissions (figure 1). Now we 
knew we were going to Aussie to be put 
to work doing a seminar, but we didn’t 
know what kind of work they had in 
mind. When we arrived at Russell’s 
Transmissions the place was a pig sty, 

as you can see (figure 2). Randall and 
I were handed a couple of mops and 
buckets to clean the shop. We did a 
really nice job of cleaning the place up 
(figures 3 and 4).

The truth is, we were really 
impressed with how well organized and 
clean the shop was. I know they didn’t 

do this for us because we showed up 
unannounced. In figure 5, Randall is 
looking at the lift they use to clean 
transmissions before they enter the 
shop. The crew has been with Russell 
9 years or more; some longer than 15 
years. 

The hotel was beautiful; there were 
pools surrounding the entire hotel (fig-
ure 6). In one of the pools there were 
two swans: a male and a female. While 
I was standing nearby talking with 
Randall, the male swan attacked me; 
apparently I was too close to the female. 
He didn’t draw blood or anything and I 

Figure 4:  The truth is, we were really impressed with how well organized 
and clean the shop was.

While I was standing 

nearby talking with 

Randall, the male 

swan attacked me; 

apparently I was too 

close to the female.

Our Trip Down Under and Back

The Automatic Transmission Rebuilders Association is
your resource for tech support, business support,
education, networking, and more.  Join today by logging
on at www.atra.com and get connected with your industry!

TECHNICAL RESOURCES

BUSINESS SUPPORT

NATIONWIDE WARRANTY

CONSUMER REFERRALS

NETWORKING GROUPS

EVENTS DISCOUNTS

CERTIFICATION

BENEFIT PROVIDERS

Call the Membership Department at 805.604.2000 or email
membership@atra.com, if you have any questions.

www.atra.com | 805.604.2000

AUTOMATIC TRANSMISSION
REBUILDERS ASSOCIATION

great
reasons

to join

2010_mem_1-4_island.qxd  1/6/2010  12:26 PM  Page 1



GEARS   March  2010 39

laughed it off (wait till my attorney hears 
about this).

The next day at the seminar Randall 
placed a picture of the swan into his 
PowerPoint presentation and told the 
story a little differently. He claimed that 
I retaliated and that’s how the swan got 
that knot on its beak (figure 7). Very 
funny, Randall.

Figure 5:  Randall is looking at the lift they use to 
clean transmissions before they enter the shop.

Figure 7: The male swan that attacked me;  
apparently I was too close to the female.Figure 6: The hotel was beautiful; there were pools 

surrounding the entire hotel.

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

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

610-485-9110  •  Fax 610-485-9356  •  www.transmission-specialties.com
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We had an awesome turnout, the room was 
packed (figure 8), and the techs who attended 
were very inquisitive. All in all it was the best 
seminar experience I’ve ever had. 

Dinner was just perfect (figure 9). This 
was a chance for Randall and me to meet and 
rub elbows with some of the locals in Aussie, 
and that’s an experience you don’t want to 
miss. I want to thank all the folks from ATRA 
(in Aussie) and IAME for their hospitality and 
professionalism. Maria, we couldn’t have done 
it without you; I’m already looking forward to 
my next visit!

.

Figure 8: We had an awesome turnout, the room was packed.

Figure 9: From left to right: Randall Schroeder, ATRA; Maria Alessi, ES of IAME; 
Mike Souza, ATRA; and Peter Blanshard, CEO of IAME

Figure 10: From left to right: Jeff Richards, National Director, Stanfield Automatics, Brisbane, Queensland; Geoffrey Graham, National 
Director, North Queensland Automatics, Cairns, Queensland; Mike Souza, ATRA; Richard Keown, Vice President of ATRA Australia, Ringwood 

Automatics, Melbourne, Victoria; Maria Alessi, Executive Secretary of IAME and event organizer, Sydney; Ken McIntyre, Vice President of 
ATRA Australia, Mona Vale Auto Trans, Sydney; Peter Blanshard, CEO of IAME, Sydney; Randall Schroeder, ATRA; Kevin Cairns, National 

Director, Autotrans, Auckland, New Zealand.

Our Trip Down Under and Back





September 9-12      San Antonio, TX

ATRA’s Powertrain Expo
September 9-12      San Antonio, TX

Hotel Accommodations
$149 single/double

Mention ATRA to get discounted rate

San Antonio Marriott Riverwalk 
889 East Market Street, San Antonio, TX 78205

Phone: (800) 648-4462

Join us for the 2010 ATRA Powertrain Expo. We invite you to a city unlike any 
other—San Antonio—a land of epic battles, flowing rivers and a flourishing culture. 
From the stones of the Alamo and the meandering paths of the River Walk to Sea 
World San Antonio and Six Flags Fiesta Texas, San Antonio takes you on a journey 
through a land as grand as its reputation. Explore the rolling terrain of San Antonio’s 
Hill Country, a lush oasis offering resorts with top-notch golf courses, spas and water-
parks. So come, find out for yourself that San Antonio is more than this year’s Expo 
destination. 
As always, you can count on ATRA to continue to bring you the latest information 
to keep your business in top shape. More details to come in the next issue of GEARS 
Magazine!

ATRA’s Powertrain Expo



September 9-12      San Antonio, TX

Hotel Accommodations
$149 single/double

Mention ATRA to get discounted rate

San Antonio Marriott Riverwalk 
889 East Market Street, San Antonio, TX 78205

Phone: (800) 648-4462

Join us for the 2010 ATRA Powertrain Expo. We invite you to a city unlike 
any other—San Antonio—a land of epic battles, flowing rivers and a flourishing 
culture. From the stones of the Alamo and the meandering paths of the River Walk 
to Sea World San Antonio and Six Flags Fiesta Texas, San Antonio takes you on a 
journey through a land as grand as its reputation. Explore the rolling terrain of San 
Antonio’s Hill Country, a lush oasis offering resorts with top-notch golf courses, spas 
and waterparks. So come, find out for yourself that San Antonio is more than this 
year’s Expo destination. 
As always, you can count on ATRA to continue to bring you the latest information 
to keep your business in top shape. More details to come in the next issue of GEARS 
Magazine!

ATRA’s Powertrain Expo
September 9-12      San Antonio, TX

ATRA’s Powertrain Expo



44   GEARS   March  2010

Express Transmissions, Stockton, CA

Over the past several years 
we’ve focused on what par-
ticular activities successful 

shops are doing, now we’re looking 
for the “how”, and in order to do that 
we’ve decided to go to some of the 
successful shops from our study and 
see what they do firsthand.  These shop 
visits are unlike anything we have ever 
done before. We spend several days at 
the locations digging deep into the core 
of these operations to uncover what is 
truly working and why. We interview 
customers, employees and even the 
surrounding competition. We do a com-
plete analysis of the financials and talk 
to the owners about their philosophies, 
goals and vision of their shops. 

If there is a secret to their success-
es, we’re going to find it together. 

Are you ready to uncover the 
secrets to success in the transmission 
business today?  Then let’s go!

Our first stop was Stockton, 
California and Express Transmissions.  

It’s no great secret that things are 
tough out there. Unemployment rates 
are up and incomes are down.

Of course, some areas have been 
hit harder than others. According to 
Forbes Magazine, Stockton, CA was 
“The Most Miserable City in the US” 
for 2008, based on several factors 
including home foreclosures and unem-
ployment. Detroit edged out Stockton 
for 2009, but Stockton’s still a strong 
second.

With that in mind, why would 
anyone have considered opening a new 
transmission shop in Stockton in 2008? 
Yet that’s exactly what Mario and Maria 

Jauregui did when they opened Express 
Transmissions. And by their second 
year of operation, Mario and Maria 
broke through $1 million in sales, with 
profit margins over 20%!

Those are good numbers for a 
shop that’s been operating for a decade 
or more in a strong market. In a new 
venture it’s almost unheard of. So how 
did these two newcomers manage to 
buck conventional wisdom, and turn 
the transmission repair community of 
Stockton on its ear? Turns out, they 
discovered What’s Working.

About Mario
Mario Juaregui is actually no 

novice when it comes to transmission 

repair. A U.T.I. graduate, Mario started 
out as an R&R tech fresh out of school. 
He soon went into business for himself, 
and, 12 years after graduating, he sold 
his business and retired from transmis-
sion repair.

He then moved on to real estate, 
buying and selling homes all across the 
country. 

But as the economy began to sour, 

Making it Work

Express 
Transmissions, 
Stockton, CA

Express 
Transmissions, 
Stockton, CA
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1/4 island

the first industry to feel the pinch was 
real estate. Mario saw those early signs 
of economic collapse, and decided to 
head back to his roots: transmission 
repair.

He and his wife, Maria, opened 
Express Transmission early in 2008; 
a 4000 square-foot, 5-bay shop. He 
began with himself, his wife, and one 
fulltime rebuilder.

Like most startups, they had good 
months and some not so good. October 

of 2008 was their worst month since 
opening. That’s when Mario came to 
Expo in Las Vegas.

There he listened to the presenters, 
and took what they said to heart. He 
listened to the folks in the focus group 
videos and began to think differently 
about his customers, and their needs. 
He began to realize that what consum-
ers were really looking for was some-
one to trust.

He also reexamined his goals. 

While speaking with Bob Cooper, 
Mario mentioned that he was getting 
close to averaging $50,000 a month 
in sales. “Have you even considered 
working toward $100,000 a month?” 
Bob asked. It never occurred to him; 
but why not? Why not have a goal of 
$100,000 per month?

That simple question opened a 
whole new set of goals for Mario. He 
went back to his shop invigorated, with 
new concepts and ideas to try.

Chamnan Yan “Nan” R&R tech Express Transmissions

Tod Chretien – Tod splits his time at Express between diagnosis and 
developing Mario’s management software – EZ manager.
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Express Transmissions, Stockton, CA

Advertising
Mario considers advertising to be 

a regular business expense; one he 
invests in every month, regardless of 
how business is going. In general, he 
invests about 10% of his gross sales 
in advertising. In the beginning that 
percentage was even higher, and the 
expense came right out of his profit. 
But Mario knew that it was a crucial 
component for creating the growth he 
was looking for.

One of the first things that Mario did 
when he opened Express Transmissions 
was to hire a marketing firm to han-
dle his advertising efforts. They began 
by creating a motto or catchphrase to 
encompass the message that Express 
Transmissions wanted to offer the com-
munity: “Drive On. It’s Our Promise.”

Using that as a starting point, they 
created a series of billboards and pro-
fessionally written-and-designed bro-
chures. Today Mario has 13 billboards 
around town, reminding potential cus-
tomers that Express Transmissions is 
there for them, whenever they need 
them.

And every person who stops by, 
for any reason, gets a brochure. The 
brochure explains who Express is, and 
how much Mario and his team are look-
ing forward to serving them. A terrific 

message that’s sure to stick with poten-
tial customers.

Of course, Mario still advertises in 
the Yellow Pages. In fact, he has half-
page ads in three different books that 
cover his general area.

One thing that stands out in all of 
his advertising is its underlying theme. 
It isn’t about price or technical com-
petence. It’s about trust. Every part of 
Mario’s advertising is built around the 
idea that he’s there to help… that he’s 
your new friend in the business.

How’s it working? It’s gotten him 
noticed… and it’s bringing in custom-
ers. In fact, one of his local competitors 
was quick to admit that “Mario caught 
us with our pants down.”

Lead Tracking and Sales
Advertising is a critical element in 

Mario’s business strategy, but what’s 
even more important is how he moni-
tors and takes advantage of the results 
of those ads. 

He tracks every lead religiously. 
Every call that comes in or customer 
who stops by gets asked one simple 
question: “Where did you hear about 
us?” From that, Mario can identify how 
well his ads are working, and where 
he’s getting the best return on his 
investment.

But maybe even more importantly 
is how Mario handles his calls. One 
thing he’s learned is that the key to a 
successful sale is knowing what to sell.

His ads focus on selling one thing: 
Call us. That’s it… just make the call. 
Not “bring your car in,” or “let us fix 
your transmission.” Just make the call.

Once he gets a call, his focus again 
is on just one thing: Come in to the 
shop. Not the repair or anything else. 
Just come in. And to bring those cars in, 
Mario is quick to offer the basic checks 
completely free. And if the car doesn’t 
drive he’ll tow it in… for free. On top of 
that, if in the end the customer doesn’t 
want to fix their car at Express he’ll tow 
the car back, or even to another repair 
shop; that’s free too. The customer has 
nothing to lose. 

Community Involvement
Mario is a strong believer in com-

munity involvement: He’s quick to 
sponsor local sports teams and associa-
tions. And when the local church van 
needs repairs, Mario’s the guy who’ll 
step up to take care of the problem for 
them… on the house.

Whether it’s replacing a busted 
generator or replacing the transmission 
pan in a car for a guy who’s been out of 
work for awhile, Mario is right there to 

Meng Moeun , rebuilder - Meng was Mario’s first and only employee 
when  Express Transmissions first opened in early 2008.

Van Khy, rebuilder Express Transmissions

Express Transmissions, Stockton, CA
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lend a hand; no strings attached.
For some shop owners, this type of 

community support is just another kind 
of advertising; they do it to keep their 
names out there. A press release and a 
few pictures, or a call to the local TV 
station, and they get better coverage 
than they could buy at any price.

But Mario isn’t asking for spe-
cial attention. In his words, he does it 
“because it’s the right thing to do.” And 
maybe his actions don’t make as big a 
splash in the community as they might. 
But over time, the word gets out.

That sense of community is exact-
ly what the What’s Working survey 
revealed to be so important for building 
your reputation. It’s not about extrava-
gant productions that are only there to 
sell your image; it’s about being part of 
the community. For real.

Sales Procedure
Once the car is in the shop, Mario 

has an ironclad rule for selling the 
repairs: All sales are done face to face. 
Nothing gets sold over the phone. 

After the initial diagnosis, the cus-
tomer gets a call and gets asked to come 
back to the shop. There Mario takes the 
customer back into his private office 
and discusses what they found, and 
what they recommend.

Then, after a final examination, 
once again Mario asks the customer to 
come in for a face-to-face meeting. 

Sure, there’s an element of the 
showman involved in asking the cus-
tomer back. This gives Mario that one-
on-one contact that helps build trust 
between Mario and the customer. He 
gets to look the customer right in the 
eye, and show his concern for the cus-
tomer’s wellbeing. And he can recog-
nize when the customer has a problem, 
and try to work with him to develop a 
solution that makes everyone happy. 
This isn’t a sales technique, it’s a trust 
technique. It’s a way he can really know 
he understands the customer’s concerns 
and that he’s there to address them.

How do the customers feel about 
coming back to the shop three times 
during a rebuild? “Just great,” accord-
ing to one customer. “This was a big 
investment for me; I appreciate that 
Mario took the time to explain the pro-
cess every step of the way.”

Outside Sales
Advertising is a great way to bring 

cars in, but sometimes you need to step 
things up a notch. For that Mario has 
an outside sales person. His job is basi-
cally to go out and get the work.

For Express’s outside sales, Mario 

hired a retired Snap-on Tools salesper-
son. He knows the area, and knows 
the shop owners over a large radius. 
During his sales circuit he visits over 
400 shops; a complete circuit takes four 
weeks.

Unlike many shop owners with 
outside sales programs, Mario isn’t 
looking for wholesale customers or 
fleets. He concentrates on referrals, 
where he can handle the entire job.

When he receives a referral from a 
local shop, he thanks them with a gift 
certificate to one of the popular nearby 
restaurants or attractions.

Most importantly, Mario’s outside 
sales program is a regular part of his 
daily business; one that the local shops 
can count on, just like clockwork. This 
is a critical component in any success-
ful outside sales program. 

Everything Isn’t Golden
Not every idea or program that 

Mario tries is a surefire winner; he tries 
something new, and if it works for him 
he adds it to his processes. If not, he 
dumps it and moves on.

A few years ago, while attending 
Expo, one of the management trainers 
told Mario that it’s nearly impossible 
for a transmission shop to remain prof-
itable strictly doing transmission work. 

Rene Lopez, R&R Tech for Express Transmissions.

Jeff Shirk handles all outside sales activities for Express Transmissions. His 
route consists of over 400 accounts and takes nearly four weeks to complete.
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Express Transmissions, Stockton, CA

He recommended that Mario expand 
his services to include general repair. 

So he tried it. But in the end Mario 
decided that both he and his customers 
were better served if he stuck with what 
he and his staff knew best: transmis-
sions, and that he leave the general 
repair work to his other customers; the 
shops that send him referral work.

Today, Express Transmissions is a 
transmission repair shop. Oh, they han-
dle computer or electrical repairs when 
it affects transmission operation, and 
they’ll handle a leaking freeze plug in 
the back of the engine when the trans-
mission’s out. But in general, they’re a 
transmission shop. And they’re making 
money doing it.

5 Recurring Traits
The What’s Working survey has 

covered a lot of ground over the last 
few years. One of the clearest results 
was to identify the 5 Recurring Traits 
of the most successful shop owners. 
And Mario’s resume provides strong 
support of those traits:

Attitude — Mario’s can-do 1. 
attitude allowed him to build a winning 
strategy, one that any other shop would 
envy. And he did it during a weak 
economy, in the Most Miserable Town 
in the US.

Vision, Plan and Goals — He 2. 
took what he’d learned at Expo to heart, 
and visualized a plan to build his busi-
ness to $100,000 a month. He worked 
with the experts to create a cohesive 
strategy designed to bring more cus-
tomers into his shop.

Processes and Systems — 3. 
Mario created a sales strategy based 
on trust, that brings cars in and sells 
transmission work. And now that he has 
a successful process, he never deviates 
from it.

Right People — Mario sur-4. 
rounds himself with employees who 
share his goals and vision, and who 
work hard to make sure that the shop’s 
reputation remains strong.

Pull the Trigger — Once he’s 5. 
decided on a strategy, Mario isn’t afraid 
to invest the time and money necessary 
to put his plans into action. Not every-
thing works exactly as he hopes. That’s 
okay; he tries, evaluates the results, and 
moves on.

Mario is a big believer in these 
traits and points out that the reasons 
they have worked for him is that he 

Billboards – Express 
Transmissions has 13 

billboards like this throughout  
the greater Stockton area

Randall Smith, manager/service writer. Randall joined Express 
Transmissions in November of 2009.

Mario and Maria Jauregui

Express Transmissions, Stockton, CA
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applies them all consistently. When 
discussing the five recurring traits dur-
ing our visit, Mario said, “There’s no 
shortcut when it comes to these things. 
Its one thing to believe them, but if you 
want them to work; you have to apply 
them consistently in every aspect of 
your business.”  

No doubt about it: Mario could 
easily be the next poster boy for the 
What’s Working program!

Express Transmissions is still a 
growing, thriving enterprise in a weak, 
tenuous economy. Mario recently 
bought a new, 7200 square-foot shop.

And his staff has more than dou-
bled since he opened his doors: He now 
has one diagnostician, two R&R techs, 
two rebuilders, an outside salesman, 
and a service writer/manager… plus 
himself and his wife, Maria, who works 
part time as the shop’s bookkeeper.

He also recently hired retired shop 
owner and GEARS contributor Paul 
Mathewson to create an operations 
manual for Express.

[Editor’s Note: When it’s com-
pleted, the Express Transmissions 

Operations Manual 
will be available for 
download for ATRA 
Members through 
the ATRA web site. 
An ATRA Members 
exclusive!]

Today Mario 
runs all of the day-
to-day operations of 
the shop. With the 
addition of a new service writer/manag-
er and an operations manual, he hopes 
to start passing more of those duties on 
to his staff, so he can devote more of 
his time to building the business as an 
entrepreneur.

What’s Mario’s secret to suc-
cess? “There is no secret,” he protests. 
“Everything I’m doing is out there, 
in GEARS and at Expo. I just put 
everything I learned into action. And 
it’s working; I’m living proof that it 
works.”

Wherever he’s headed, there’s little 
doubt that Mario has taken what he’s 
learned from ATRA’s What’s Working 
to heart… because he’s the perfect 

example of a shop owner who’s Making 
It Work… each and every day.

Want to learn more about how 
Mario is Making It Work in his shop? 
Mario will be on the panel at this year’s 
Expo in San Antonio, TX. You’ll get to 
learn first hand how he’s handling his 
business, and what he’s been doing 
since the beginning of the year. 

So don’t miss your chance to con-
sult with one of the biggest success 
stories in the industry: Make plans to 
attend this year’s Expo right away… 
and get ready to start Making It Work… 
for you!

customer waiting area

Express Transmissions operates in a 5 bay, 4,000 square foot building. 
Plans are underway to be in their new larger shop by early April this year. 

The new shop and office areas will nearly double their  current  space.
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The truth is out – ATRA Members 
get customers simply by being 
a member of the association.

ATRA’s technical support, busi-
ness management and technical train-
ing have traditionally been the associa-
tion’s bigger selling points, but with our 
current business climate, gaining new 
customers is a key virtue in joining 
ATRA. 

For nearly a year, ATRA has been 
working diligently to create more con-
sumer awareness of the association and 
its mission.   Consumers know that 
associations require their members to 
adhere to a code of ethics and minimum 
rebuild standards. Consequently, these 
consumers are more likely to choose a 
member of the ATRA for their vehicle 
maintenance and repairs.

Last year, ATRA began placing 
ads on Google, Yahoo and Facebook.   
These ads address several ATRA bene-
fits, but all link to the Shop Finder page 
on the ATRA website, where the user 
then enters their location to search for a 
member.  This tool is specifically used 
for finding an ATRA Member Repair 
center within a radius of the user’s loca-
tion by city and state or zip code. 

Since the advertising began, more 
and more users are visiting the ATRA 
shop finder page looking for a repair 
center.  Currently there are more than 
5,000 users each month that visit the 
website specifically for that purpose.

In addition to the thousands of 
users searching for our members in 
the Shop Finder online, consumers are 

becoming more aware of the associa-
tion through a recent article published 
on eHow.com that features ATRA.

Anne Kinsey, a contributing writer 
for eHow.com, wrote an article on 
“How to Choose a Transmission Shop.”  
eHow.com is a how-to site with articles 
and videos explaining how to do almost 
anything.  Their Alexa ranking of 152 
demonstrates that their website receives 
more traffic than Dell, Best Buy or even 
Walmart websites.  This should provide 
further perspective of how popular the 
eHow website is in terms of traffic.

Anne’s article addresses the need 
to choose a reputable transmission shop 
for repairs.  She continues by provid-
ing the necessary steps to properly 
research for repair shops.  Included in 
these steps is a reference to the ATRA 
Website to look at the listings of ATRA 
Member shops.  This is yet another 
opportunity for ATRA Members to gain 
visibility by consumers.  

Visit the eHow.com website at 
http://www.ehow.com/how_5863168_
choose-transmission-shop.html to read 
the complete article, or use the search 
term “How to choose a transmission 
shop.”

ATRA has also set up Facebook 
and Twitter accounts.  By establishing 
a presence on these popular social net-
working sites, ATRA is reaching out to 
thousands of consumers in a friendly, 
familiar way.

Twitter is used mostly for network-
ing on a business-to-business level, 
while Facebook is used for networking 

on a business-to-consumer level.  Each 
has their specific benefits and each 
work well for the association.

ATRA is branching out beyond the 
internet, as well. The ATRA Gulf States 
chapter is preparing to have a poker 
run, on May 15, 2010, to benefit the 
Ronald McDonald House of Mobile, 
Alabama.  Participants will embark on 
a 92-mile motorcycle ride, stopping at 
several ATRA Member shops along the 
route.  Publicity of the event will be 
in local newspapers and broadcast on 
local radio stations.  This is a wonderful 
opportunity for ATRA to not only gain 
awareness of the association and its 
members, but to support a great cause 
and help to raise profits for the Ronald 
McDonald House. 

ATRA publicity and sponsorships 
are becoming more prominent.  The 
most recent sponsorship ATRA became 
involved with is the Road2ACure cause 
for pancreatic cancer awareness.  Chris 
Calaprice of Castaic, California is a 
six-year survivor and is embarking on a 
42,000-mile journey across the country 
and through parts of Canada to raise 
money to help find a cure for this  

by Kelly Hilmer
www.atra.com

MEMBERSHIP MATTERS

ATRA Members 
Get Customers
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disease, one that takes many lives each 
year.  His journey is dedicated to the 
thousands of people that will be diag-
nosed with pancreatic cancer. 

ATRA and ATRA member shops 
will help to create peace of mind for 
Chris by performing his vehicle main-
tenance, as well as repairs for his tow 
vehicle during this documentary tour.  
Beginning in Santa Barbara, California, 
Chris will have his 12-point service 
check performed by ATRA in Oxnard 
and will be visiting several member 
shops throughout the US (All 50 states) 
and Canada, where he will also be 
conducting events to increase national 
awareness.  At each of these events, 
ATRA will be a prominent sponsor of 
this very worthy cause.

For further details about the 
Road2ACure cause, visit their web-
site at www.road2acure.org. Stay 
tuned for more information regarding 
ATRA’s support in upcoming issues of 
the magazine.  

Repetition is the key!  With ads on 
Google, Yahoo, Facebook, and motor-
cycles and vehicles that cruise the roads 
across thousands of miles, more and 
more consumers will be recognizing 
the ATRA logo and searching for an 
ATRA Member repair center.  

But that’s not where it stops for 
ATRA.  Once we’ve helped the custom-
er find you, we help you even further 
with your business by providing tools 
to help manage your business.  You 
will receive technical support, busi-
ness management courses, technical 
training, certification programs and the 
support of a network of more than 
1,500 members banded together in a 

nationwide warranty program.
Members of the association are 

taking advantage of these features and 
benefits daily while other transmission 
shops throughout the country are strug-
gling to make ends meet without the 
assistance of membership.

As a business owner, I’m sure 
you are aware of the thousands of 
dollars spent every year on business 
consultants and advertising agencies.  
Becoming an ATRA member works 
to give your shop further credibility 

and opportunities for recognition, in 
addition to all the technical services 
we provide, for a low cost of $85 per 
month.  You can save even more with 
different payment options.  With no 
long-term contracts and no hidden fees 
it makes membership in the only non-
profit trade association a no brainer.

Are you ready to get customers in 
your shop?  ATRA Members are ready, 
willing and already benefiting from the 
efforts of its association.



MARK YOUR
  CALENDARS!
The 2010 ATRA Technical Seminars are here!

As North America’s leading association of automatic transmission 

repair professionals, ATRA upholds the highest standards of expertise 

and integrity. Our technical seminars are designed to keep you on the 

cutting edge of transmission repair and replacement. Join us as we 

bring you tips for working on key transmissions and brief you on the 

latest technologies available.

Your business needs an edge in this competitive market. Whether you 

have been working with transmissions for a year, a decade or longer, 
ATRA can help you do it better.

Transmissions We’ll Cover This Year:

FORD
6F50N
Torqshift
4R100
4F50N/AX4N/AX4S
4R75W

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

IMPORT
Toyota A760
All Hondas
ZF5

GM
4L65/70E
LCT 1000
4T65E
4T40/45E
6T70E
4X4

2/20/10 Charlotte, NC

2/27/10 Biloxi, MS

3/6/10 Phoenix, AZ

3/6/10 St. Louis, MO

3/13/10 Houston, TX

3/20/10 Orlando, FL

3/27/10 Salt Lake City, UT

4/10/10 Minneapolis, MN

4/17/10 Boston, MA

5/1/10 Fremont, CA

5/8/10 Denver, CO

5/15/10 Vancouver, BC

5/22/10 Des Moines, IA

5/22/10 Dallas, TX

8/7/10 Los Angeles, CA

8/21/10 Cincinnati, OH

9/18/10 Atlanta, GA

9/25/10 Chicago, IL

10/9/10 Portland, OR

10/16/10 New York, NY

Seminar Locations 
& Dates:

Check ATRA.com for 
more dates & locations to come!

$149   Prepaid, preregistered ATRA members

$189   Prepaid, preregistered non-ATRA members

$219   On-site registrationFE
ES

REGISTER TODAY!
800.428.8489 • www.atra.com

Register online & save $10 per person! One free registration with every four paid!
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CORTECO Introduces 
New Honda 5-Speed  
Overhaul Kit Updates

CORTECO is pleased to announce 
that the following TransTec® overhaul 
kits have been updated to include cov-
erage for the models listed.

TransTec® kit number 2491 now 
includes components to repair the 2009-
up Honda Fit with an L4 1.5L engine 
and box code SP5A.

TransTec® kit number 2430 is 
updated to fit the 2008-Up Honda CR-V 
with an L4 2.4L engine and box codes 
BZHA and BZJA.

For more information on these or 
any other CORTECO products, visit 
them on line at www.TransTec.com.

Adapt-A-Case Introduces  
Belleville Spring 
Compressor for 1989-up 
E4OD/4R100

Adapt-A-Case has just introduced 
a new Belleville Spring Compressor 
for the 1989-up E4OD and 4R100 
transmissions. This simple yet heavy-
duty, 3-piece spring compressor 
installs quickly and tackles the job in 
moments.

A solid design that will last you a 
lifetime, the T-3601 consists of a com-
fortably sized knob, finely-threaded to 
ease the effort required.

Gold anodized for durability, the 
longer bar features rounded tapers at 
each end. This helps guide the tool into 
the overdrive clutch’s snap ring groove, 
sparing you from a moment of frustra-
tion.

The bars are milled from 1/2” thick 
steel that won’t flex or wear out over 
time.

For more information, visit Adapt-
A-Case on line at www.Adapt-A-Case.
com.

The Only CVT Fluid 
for Use in All CVT 
Applications

Smart Blend Synthetics Fully 
Formulated Multi-Vehicle Continuously 
Variable Transmission Fluid (CVT) with 
Advanced SYNTEUM® Technology is 
the only fully formulated CVT fluid 
recommended for use in all CVT appli-
cations.

Smart Blend’s multi-vehicle CVT 
fluid is specifically designed and for-
mulated to meet performance require-
ments and specifications of belt or 
chain driven Continuously Variable 
Transmissions.

Smart Blend Synthetics fully for-
mulated CVT fluid ensures proper per-
formance and operation of Continuously 
Variable Transmissions (CVT).

Smart Blend Synthetics is a leader 
in the formulation and development 
of a wide variety of transmission and 
professional automotive service related 
products. The development of a fully 
formulated CVT fluid meets market 
demand and coincides with the com-
pany’s philosophy and mission state-
ment of “Innovation, Leadership and 

Quality.”
Smart Blend Synthetics Fully 

Formulated Multi-Vehicle Continuously 
Variable Transmission Fluid will 
make servicing Continuously Variable 
Transmissions more profitable and 
reduce inventory cost by eliminating 
the need to stock multiple OEM CVT 
fluids or other CVT fluids that aren’t 
recommend for ALL CVT applications.

For product pricing or more infor-
mation about SMART BLEND Products 
call 1-888-422-9099 or email smart-
blend@aol.com FAX: 281-631-0460. 
www.smartblend.com

New Products from G-TEC 
Inc 

G-TEC would like to welcome 
the Toyota/Lexus tool and equipment 
programs to its growing family of OEM 
customers. The TTCF-7TL heated cool-
er line cleaner will be available to all 
Toyota and Lexus dealers in 2010. 
They’ll introduce this unit at NADA in 
Orlando, Florida this February 13-15, 
booth 693.

Ford Motor Company has once 
again signed with G-TEC to make the 
TTCF-7R heated cooler line flusher 
an essential part of their dealer service 
and warranty programs. The programs 
include Ford, Lincoln, Mercury, Mazda, 
Volvo, and Jaguar. G-TEC was also 
named as a Key Accounts supplier 
again. 

The Honda Tool and Equipment 
Program has extended its relationship 
with G-TEC for another year. The 
G-TEC TTCF-7H heated cooler line 
cleaner is in nearly every Honda and 
Acura dealership in North, South, and 
Central America. Honda also recog-
nized G-TEC for its outstanding perfor-

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.

Smart Blend Synthetics Fully Formulated Multi-Vehicle 
Continuously Variable Transmission Fluid (CVT) with 
Advanced SYNTEUM® Technology is the

Smart Blend’s multi-vehicle CVT fluid 
is  specifically designed and formulated to meet 
performance requirements and specifications of Belt or 
Chain driven Continuously Variable Transmissions. 

Smart Blend Synthetics fully formulated CVT fluid ensures 
proper performance and operation of Continuously Variable 
Transmissions (CVT). 

Smart Blend Synthetics is a leader in the formulation and 
development of a wide variety of transmission and 
professional automotive service related products. The 
development of a fully formulated CVT fluid meets market 
demand and coincides with the company’s philosophy and 
mission statement of  “Innovation, Leadership and Quality”.

Smart Blend Synthetics Fully Formulated Multi-Vehicle 
Continuously Variable Transmission Fluid will make 
servicing Continuously Variable Transmissions  more 
profitable and reduce inventory cost by eliminating the 
need to stock 

.

 ONLY FULLY 
FORMULATED CVT FLUID RECOMMENDED FOR USE IN ALL 
CVT APPLICATIONS. 

multiple OEM CVT fluids or other CVT fluids 
that are  not recommend for ALL CVT applications

 FAX: 281-631-0460 www.smartblend.com • 

For product pricing or more information about SMART BLEND Products

 Call: 1-888-422-9099 or Email: smartblend@aol.com 

Multi-Vehicle

TCV
TRANSMISSION FLUID

Fully Formulated for
Continuously Variable
Transmissions

Smart Blend Synthetics Multi-Vehicle CVT Fluid
Part # 3100

THE ONLY CVT FLUID
FOR USE IN ALL CVT APPLICATIONS
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POWER INDUSTRY NEWS

mance with 
their Premier 
P a r t n e r 
A w a r d 
Nomination. 

T h a n k s 
to its OEM 
relationships, 
G-TEC is 
able to discover cooler line specifica-
tions ahead of the aftermarket. This 
helps G-TEC have the fittings ready 
when aftermarket service centers need 
them. They now have adapters for 
the new Ford 500/Taurus, Navigator, 
Explorer, F-150, and F250. They also 
have the new Corvette (GM 6-speed) 
and the Hummer push-on adapters.

The very latest adapters G-TEC 
is introducing are for the “puck-style” 
onboard coolers: Toyota/Lexus and 
Honda are already available with the 
VW soon to follow.

If you have any questions, please 
contact G-TEC at 800-725-6499 or 
visit them on line at www.g-tec.com.

Sonnax Releases 
E4OD/4R100 Clutch  
Feed Seals

Burned intermediate and direct 
clutches are common in E4OD and 
4R100 transmissions. Some of the oil 
passing from the case to the supports 
leaks on its way to either clutch, due to 
clearance and movement between the 
castings.

Sonnax Intermediate and Direct 
Clutch Feed Seal kit 36424-24K over-
comes wear, excess clearance, and 

load-related movement.
A single kit quickly and easily 

corrects both clutch circuits, without 
special tools or machining. This gem 
will quickly become standard practice 
for overhauling these popular units.

For more information, visit Sonnax 
on line at www.sonnax.com.

Superior Transmission 
Parts Introduces Its First  
Valve Body Bore Repair 
Kit

Superior Transmission Parts has 
just introduced a new valve body bore 
repair package to fix the lubrication 
PR valve bore for Mercedes 722.6, 
Chrysler NAG-1, Jeep W5A/J series 
units, and Jaguar W5A units.

The kit addresses a problem with 
excessive wear in the lubrication pres-
sure regulator circuit that can cause a 
condition that some people describe as 
a “vibration, shudder, bump or bang,” 
when the torque converter clutch 
applies.

Until now, there was no complete 
fix for this problem. This new kit — 
Superior VBR™ Repair Kit K093 
722.6 / NAG-1 Lubrication Pressure 
Regulator Valve Bore Repair Package 
— fills that void.

The patent pending kit includes 
a reamer guide, an alignment tool, a 
reamer, necessary hardware, and five 
hardened steel replacement valves; 
enough to repair five units. Once you’ve 
used the last valve, recycle the remain-
ing pieces and order a new kit; that way 
it’s always in spec and ready to use.

To order your kit, call your regu-

lar distributor and ask for it by name, 
or visit Superior at their new web site 
— www.superior-transmission.com — 
and click on the distributor link to find 
a Superior distributor in your area.

Powerglide 27-Spline 
Hardened Transmission 
Yoke

Transmision Specialties of Aston, 
PA is proud to introduce a new yoke for 
the Powerglide transmission.

This new, 27-spline yoke is 
manufactured from a high strength 
4340 steel forging and will fit the 
aftermarket extension housings with 
the roller bearing. It uses the 1350 
series U-joint.

For information on this or other 
Transmission Specialties products, 
contact them at 610-485-9110 or visit 
them on line at www.transmission-
specialties.com.

Omega Machine & Tool  
Moves to New Location 
in West Sacramento

Omega Machine & Tool Inc. has 
moved their company headquarters. 
After twenty plus successful years in 
the same location, Omega now has 
their own facility in West Sacramento, 
California. 

J.P. Singh acquired the company 
from its founder Pete Coumas in March, 
1997 and continued to build it into one 
of the leading suppliers of standard 
and automatic transmission bushings, 
sleeves, and hard parts in the world. 

From their humble beginnings in 
the bed of Pete’s S10 Chevy truck, 
Omega has grown into a worldwide 
company. In addition to the US, Omega 
has distributors in eighteen countries 
in both the Northern and Southern 
Hemispheres.

Our new location:
Omega Machine & Tool Inc.
2949 Promenade St. #100, 
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West Sacramento CA 95691
Tel: 916-372-6001 
Toll-Free: 800-601-7722 
Fax: 916 372 6020
For more information, visit them 

on line at www.omegamachine.com.

Superior Introduces  
Updated Shift Correction  
Package for GM FWD

Superior has updated its K4L60E-L 
Shift Correction Package™ kit to fit all 
models of the GM transmission family, 
including the 4L60E late version 1998-
up, the 4L65E and the 4L70E.  

The kit provides instructions and 
components for use in units from 1998 
up to 2008. It helps control or elimi-
nate pesky code 1870, delayed engage-
ments, 3-4 clutch burnup, helps save 
worn separator plates with oversized 
Torlon® checkballs, and increases the 
lube oil and converter apply oil via our 
famous PWM PowerValve™.

Also included in this kit are steps 
for regular as well as heavy duty 
options that rebuilders worldwide have 
come to know and love. Try one today 
and find out why builders worldwide 
make Superior Transmission Parts, 
Inc. their source for Shift Correction 
Packages™, TransLab™ Valve Body 
Upgrade Kits, Problem Solvers™ and 
Simple Solutions™ for  today’s com-
plex transmissions.

For more informa-
tion, visit Superior on line at  
www.superior-transmission.com

ETE REMAN Adds  
Auto Industry Leader  
in New Strategic Role

ETE REMAN is proud to announce 
the addition of Darin Engert as their 
director of business development. Darin 
brings a wealth of senior management 

experience in the automotive aftermarket 
to ETE REMAN. 

“Darin’s experience and passion 
will further strengthen our team and our 
position in the marketplace,” said Noah 
Rickun, VP of sales. 

Previously, Darin was the director 
of customer service at PROFormance 
Powertrain, and served as director of 
business development for ATC, working 
closely with Mopar, Ford, and Allison 
programs on both engines and transmis-
sions.

Most recently, Darin was sales man-
ager of national and fleet accounts with 
Accuride Corporation in their aftermarket 
division. 

In his new position Darin will be 
responsible for supporting the day-to-day 
business of ETE REMAN’s customer 
loyalty department, contact center, and 
field sales force, and enhance the cross-
functional and interdepartmental commu-
nications as it relates to ETE REMAN’s 
key initiatives. Darin will evaluate new 
business opportunities, market conditions, 
and current offerings that will enhance 
existing revenue streams and strategic 
partnerships. 

“Joining ETE REMAN is an honor 
and a wonderful opportunity due in part 
that I am convinced that through strong 
relationships, ambitious goals and spec-
tacular products, we have the ability 
to greatly impact the means by which 
our customers conduct business,” says 
Darin.

For more information, visit them on 
line at www.etereman.com.

International Lubricants, 
Inc. Receives Frost & 
Sullivan Award

International Lubricants, Inc. 
(ILI) is pleased to announce another 
esteemed lubricant technology award 
from the much respected and highly 
regarded research and consulting firm 
Frost & Sullivan.

Since 1984, International 
Lubricants, Inc. has been a leader in 
researching, developing, and manufac-
turing patented high-performing, ester-
based synthetic lubricants and related 
products for automotive, industrial, 
marine, and agricultural applications.

The company made headlines as 
tribology pioneers in the automotive 
industry through its formulation of 
LXE® (Liquid Wax Ester) Technology, 
a synthetic molecular replacement for 
sperm whale oil. The company holds 
several hundred worldwide patents 
and has won numerous technology and 
product awards. 

“The Technology Leadership 
Award is a prestigious recognition of 
International Lubricants’ accomplish-
ments in the lubricant additives indus-
try,” states Research Analyst, Stephen 
Spivey from Frost & Sullivan.

The following criteria were used 
to benchmark International Lubricants’ 
performance against competitors for 
the Technology Leadership Award:

•	 Development	of	New	 
 Technologies
•	 Leverage	of	New	 
 Technologies
•	 R&D	Spending
•	 Brand	Perception
•	 Customer	Value
Based in Seattle, Washington, ILI 

is a leading manufacturer of unique 
chemistries and related products for 
automotive, industrial, and other chem-
ical markets and holds over 100 US 
and foreign patents. Endorsed, used and 
celebrated by the top three transmis-
sion chains, the LUBEGARD brand is 
renowned by professional installers and 
technicians worldwide. 

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

Darin Engerta
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POWER INDUSTRY NEWS
2010 FAG Hub and Wheel  
Bearing Catalog Available 
in Print and Online

Schaeffler 
Group USA 
Inc. is pleased 
to announce 
the release 
of its 2010 
FAG Hub and 
Wheel Bearing 
Catalog. More 
than 90 new 
part numbers 

have been added, including a full range 
of components from tapered bearings to 
fully-integrated hub units.

The FAG program now includes 
more than 700 SKUs covering 95% of 
the North American vehicles. The cata-
log features a unique buyer’s guide sec-
tion that consolidates product images 
and specifications for quick and accu-
rate identification.

Built to the same exacting stan-
dards as FAG original-equipment prod-
ucts, these premium-quality compo-
nents deliver everything you’d expect 
from the industry leader:

Premium-quality materials  •	
 and manufacturing

Original-equipment fit and  •	
 performance

Integrated sensors (where  •	
 applicable)

Fully-integrated rolling units•	
“We’re pleased with the success 

the FAG program has realized in the 
North American aftermarket. Our prod-
uct team has done a great job of identi-
fying new applications that will become 
popular in the years to come,” said Bill 
Hanvey, Schaeffler Group automotive 
director of business development.

Schaeffler Group USA Inc. is 
a leading partner to the automotive 
replacement parts markets in North 
America. The group, which includes 
the LuK, INA and FAG brands, offers a 
broad range of technologies for engine, 
transmission and chassis applications.

Contact your distributor for a print-
ed or CD version of the 2010 FAG 
Hub and Wheel Bearing Catalog or 
send a request to customer.service@ 
schaeffler.com. Complete application 
listings and detailed product specifi-
cations are available online at www.
replaceyourbearings.com.

Angulo Named Corteco 
Sales Manager for Mexico

The appointment of Angel Angulo 
to sales manager of Mexico for 
Corteco, the aftermarket business of 
Freudenberg-NOK, was announced by 
Craig Stark, director of sales, market-
ing and customer service for Corteco.

In his new position, Angulo will 
manage sales and support for TransTec® 
brand automotive replacement kits and 
components throughout Mexico, with 
the objective of growing sales while 
increasing TransTec® brand equity.

Angulo brings to his position 
over 20 years of sales experience in 
both the automotive aftermarket and 
OEM, including heavy-duty appli-
cations. He earned his Bachelors of 
Business Administration degree from 
Universidad Iberoamericana.

Corteco Americas, the aftermarket 
business of Freudenberg-NOK, pro-
vides solutions and value to its custom-
ers through high-velocity supply chain 
management, production kitting and 
packaging, distribution and logistics, 
full-line application development, and 
premium, high-quality products and 
services. 

For additional information, please 
visit www.freudenberg-nok.com.

VBX Announces 2009 
Employee of the Year

VBX-ValveBody Xpress is proud 
to announce and honor Bruce Lebel as 
our 2009 Employee of the Year!

Bruce began his employment with 
VBX in 2007 and quickly proved him-
self to be an incredible asset to our 
team. He now holds the title of Director 
of Product Testing and leads our Valve 
Body Testing Staff.  In addition, Bruce 
is responsible for training new members 
of our rapidly expanding team.  Bruce 

is always willing to "go the extra mile" 
to tackle whatever task is at hand and 
the entire staff of VBX sincerely appre-
ciates his dedication.  It is for these 
reasons and more that he was chosen as 
the recipient of this award.  Please join 
VBX in congratulating Bruce for a job 
well done!

New TransLab 
Engineered™ from  
Superior Transmission 
Parts, Inc.

Superior Transmission Parts, Inc. 
announced completion of the market-
ing acquisition between Dean Mason’s 
TransLab™ and Superior Transmission 
Parts, Inc. This new line, called 
TransLab Engineered™ from Superior, 
will be on its way to your local distribu-
tor this month. 

As many of you know, Dean  
Mason, long time industry veteran, 
seminar speaker, trainer and valve body 
upgrade kit developer, has and will con-
tinue to develop many of our World Car 
Kits in the coming months.

The new line will include his ever 
popular Flow-Tech® KM series kits, as 
well as his high performance KM-175 
version that the DSM (Diamond Star 
Motor) racing gurus depend on. Also 
the F4A-CPR (the kit with heart) and 
the Toyota A540E kit, just to mention 
a few.

Look for future advertisements 
and announcements on our complete 
TransLab Engineered™ line and stay 
up to speed with all of our new prod-
ucts and developments as they come 
out on our new updated web site: www.
superior-transmission.com.

Angel Angulo, 
sales manager of Mexico for Corteco

Bruce Lebel, Employee of the Year
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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

✔Automatic Soft Parts
✔Rebuilt Standards ✔Transfer Cases

✔Clutches ✔Bearing Kits
✔NEW & USED PARTS

Foreign
or

Domestic

    800-578-8726  
          Sanford, FL        

866-798-8726     800-773-8726
       Tallahassee, FL             Saucier, MS

Dyno
TestedRebuiltUnits

Make ONE Call and

Find it All!

www.g-tec.comwww.g-tec.com

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

1 - 8 0 0 - 8 3 5 - 1 0 0 7

DOMESTIC-FOREIGN-
AUTOMATIC-STANDARD

1946  -  2009

Quality Parts-
Fair Prices-
Excellent Service

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.



58   GEARS   March  2010

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.

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

Valve Body Kits
RatioTek™ 

RT™ AX4S 
Also fits AXODE 

RT™ 4F50N 
Also fits AX4N 

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

shift firmness 
without re-
moving VB.

RT™ E4OD/4R
Kit fits  

E40D and 
4R100

Easy to Install - Low Cost - Great Results 

Billet retainers  
your gonna love! 

Saves main booster. 
Includes a bypass 

booster valve & 
sleeve.  

  Includes a bypass  
 booster sleeve.  

Saves main booster. 

3 High Tech  
Regulator Valves. 

Adjust shift firmness. 

www.ratiotek.com     626-968-2754

-- Kits At Part Suppliers Now --

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

GEARSGEARS
This could 

be 
your ad!

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

FOR THE TRAnSmISSIOn REbuILDIng InDuSTRy
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INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

w
w

w
.instaclean.com

800-331-6405    800-331-6405



               



We Ship Anywhere 

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

All parts are cleaned and inspected 





GEARSGEARS
This could 

be 
your ad!

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

For The Transmission rebuilding indusTry

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. 

This brand new item has just arrived in the ATRA Bookstore. 
This book contains multiple transmissions for the Chrysler 

Rear Wheel Drive Transmission. Don’t let these complicated 
transmissions get the best of you, now is your chance to buy 
all the information you need in one manual for one low price. 

CALL NOW TO ORDER (800) 428-8489

 

VOLKSWAGEN TOUAREG 
TRANSFER CASE  

      

$500 Outright 
 

KNOPF AUTOMOTIVE LLC 
“The Steering Specialists” 

www.mmknopf.com 
Call Stan Maka 
810-744-1603 

  

O
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W
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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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Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

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
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

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

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

To order, Email the Bookstore at bookstore@atra.
com or call Shaun or Ron at 1-800-428-8489.
ATRA Bookstore,  2400 Lat igo Avenue, 

Oxnard,  CA 93030 •  w w w.atraonl ine.com

Marketing Without 
Money - 
Second Edition
This management book 
will show you cheap and 
easy ways to boost sales, 
networking tips, ways to 
increase sales, and many 
other useful tips to help 
your business.

$16.95
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GEARSGEARS
This could 

be 
your ad!

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

For The Transmission rebuilding indusTry

 
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 

• Updated with                            ®  
Industry Components

• Shift Kit® Valve Bodies
• Unparalleled Product Support
• 12 Month Unlimited Warranty
• CD-ROM catalog
• Hundreds of Valve Bodies Ready to Ship

877-611-PROS (7767)
E-mail: sales@valvebodypro.com

www.valvebodypro.com

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

eZ driver introduces  
new honda Tool Kit

New mainshaft and intermediate shaft R&R tool 
kit for Honda MAXA and BAXA transaxles.
The new kit 

includes taps, 
removal bolts, 
special spacers 

and washers, and 
drivers. The drivers 

have reference 
marks to enable 

you to install the new bushings to the original height.

To learn more about EZ Driver and bearing 
installers, visit www.ez-driver.com or 

www.bearinginstallers.com, or contact 
Mike Tilley at 602-992-2961.
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BUSINESS FOR SALE: Located in 
Lancaster, California – Transmission 
and Auto Repair Shop with a 6200 sq. 
ft. storage, and 1.75 acres of land. All lo-
cated on a main avenue. Plenty of room 
to work on vehicles, contains 7 car lifts 
(9,000lbs capacity) plus a 18,000lbs 
truck lift. Heated and air conditioned of-
fice and waiting room. $975,000 OBO, 
call Miguel at (661) 350-0171 or email: 
noriega327@yahoo.com. ATRA Mbr

BUSINESS FOR SALE: Largest Trans-
mission and General Repair Center 
in sunny Saint Petersburg, Florida – 
9700 sq. ft. building, 14 bays, 10 lifts, 
(9 -7000lbs, 2-9000lbs, 1- 25000lbs). 
Three air condition offices and air condi-
tion building room completely equipped. 
Located on Route 19 main highway 
address 1201-34 Street South. Same 
location, same owner and ATRA mem-
ber for 30 years. Low cost transmission 
only 195K, long term lease or building 
available. Contact George Douglas, 
(727) 420-8558 or 99doug132@aol.
com. Owner retiring due to health. 
ATRA Mbr

BUSINESS FOR SALE:  Florida’s West 
Coast. 38 year established ATRA mem-
ber business with two buildings plus a 

half acre Real Estate in popular Beach 
area. Well known & highly respected 
shop. Can expand or rent 1 unit for 
income.  Extensive equipment with 11 
lifts plus a 30,000lbs Truck & RV lift. 
Owner retiring. Business and property 
priced right at $795,000 for complete 
Turnkey operation ready to start mak-
ing money!! Call Pam Edgington, Pru-
dential Florida Realty (941) 812-6324. 
E-Mail pamedgington@aim.com Web-
site: www.gopam.com .  ATRA Mbr

BUSINESS FOR RENT: California – 
Fully equipped shop including seven 
car/truck lifts in beautiful Orange Coun-
ty, California 1 ½ miles from the beach. 
This shop needs an experienced reli-
able operator. Business established in 
1960 and owner is retired, also have 
the original phone number. No busi-
ness to buy just pay rent of $4,000 a 
month. Call Bill at (714) 330-0828 or 
(949) 642-4252.

HELP WANTED: Universal Technical 
Institute, Inc. seeks – Technicians-Auto 
and Technicians-Diesel for Phoenix, 
Arizona campus. Organize, commu-
nicate, and deliver class objectives in 
clear, concise and well-paced lessons 
ensuring appropriate classroom and 

lab content. HS diploma/GED, 5 years 
related experience and ability to moti-
vate students required. Apply online at 
www.uli.edu EOE.

HELP WANTED: The largest transmis-
sion shop in North Dakota is looking for 
the right person to join our business. 
Must have two minimum of five years 
experience. We are looking for some-
one capable of R&R, rebuilding and di-
agnostic repair. Top wages for the right 
person. Benefits include: paid vacation, 
health insurance and 401K. Write, call 
(800) 345-4020 or Fax (701) 258-9247, 
Leo’s Transmission Service, 2016 Mori-
son Ave., Bismarck, ND 58504.

HELP WANTED: DFW Metroplex, TX 
– High quality, well established honest 
shop looking for a transmission techni-
cian and service manager. Tech must 
be experienced and have strong diag-
nostic and electrical skills.  Manager 
must be honest and have good people 
skills.  Contact: North Texas Transmis-
sion, Inc. at (817) 265-0921.  Resume 
can be faxed to (817) 277-0049 or 
emailed to Richard@northtexastrans-
mission.com.

HELP WANTED: Experienced Trans-
mission Center Manager – for a grow-
ing, family owned and operated busi-
ness in Arizona, Nevada and Texas. 
We have been in business over 30 
years, have highly qualified techs, and 
quality is a top priority. Benefits include 
paid vacations, holidays, insurance and 
401K with matching funds. Please email 
resumes to: BB# 1209 – dbland@atra.
com or FAX: (805) 389-0353. ATRA 
Mbr

HELP WANTED: Sales/Management 
Positions - Due to expansion, Tran-
star Industries, the Premier Provider 
of World Class Driveline Solutions, is 
searching for experienced inside sales 
reps and operations managers to join 
our team. Sales reps are responsible for 
assigned accounts as well as prospect-
ing new accounts; 3-5 years of industry 

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).

March 2010

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

GEARSGEARS

This could 
be 

your ad!
call 

(805) 604-2000 
and find out how!

FOR THE TRAnSMISSIOn REbuILDIng InDuSTRy

For GEARS 

Subscriptions, Please 

Call: (805)604-2000, or, 

www.gearsmagazine.com

U.S. $30 ~ Canada $45 

~ Other Areas $65

For GEARS 

Subscriptions, Please 

Call: (805)604-2000, or, 

www.gearsmagazine.com

U.S. $30 ~ Canada $45 

~ Other Areas $65
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Name___________________________________________

Address_________________________________________

City_____________________________________________________

State_____________________________  Zip___________________

Phone___________________________________________________

Signature________________________________________________

X

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

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

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

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

Subscribe Today!
Grab Your GEARS Now!

experience is desired. Managers are 
responsible for growing top line reve-
nue and managing all warehouse oper-
ations. Management candidates should 
have 5-7 years of related experience in 
the automotive aftermarket.  Computer 
proficiency required.  For immediate 
consideration, please submit resume 
and salary history to: hr@transtar1.
com or fax to 440-201-6034. All inqui-
ries will be kept confidential. ATRA Mbr

HELP WANTED:  Denver Colorado’s 
fastest growing family owned trans-
mission company is looking for skilled 
Business Mangers, Builders and R&R 
Technicians. If you are driven to suc-
ceed and want to be a part of some-
thing special send your resume to: 
3485 S. Zuni St., Sheridan, CO 90110. 
You may also call (720) 629-0695. Re-
location assistance available to quali-
fied individuals. ATRA Mbr

HELP WANTED: Transmission Re-
builder and R & R Technician needed 
in Virginia Beach for well established 
transmission shop for over 40 years. 
Rebuilding and diagnostic experience 
required. Monday though Friday, ben-
efits include paid vacation, holidays 
and health insurance. Contact number 
(757) 428-9088. ATRA Mbr

HELP WANTED: If you are a techni-
cian with 2 to 3 years of experience in 
rebuilding transmissions, doing diag-
nostics & general repair, call Al at Al’s 
Transmissions in Turlock, CA (209) 
634-5229 or fax resume to (209) 634-
5257 today. All work areas are inside 
with modern equipment and all rebuild-
ing tools plus upgraded scanners for 
diagnostic. You could be looking at 
long term employment in a very clean 
work environment with a guarantee of 
32 hours per week if willing to do odd 
jobs during slow times. Hours 8:00 to 

5:00, Monday through Friday. For more 
information visit our website at:  www.
alstransmissions.com. ATRAmbr

HELP WANTED: Repair facility located 
in Rancho Cucamonga, Ca is seeking 
experienced transmission R&R techni-
cian for all makes and models. Knowl-
edge of Honda/Acura Automobiles and 
diagnostic experience preferred.  Medi-
cal, Dental and 401K benefits offered. 
Submit resume to rory@ hnatrans.com 
or fax  (909) 941-9460 attention Rory.  
(Drug Screen Required)  ATRA Mbr
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ATRA ......................................................................... 38
 www.atra.com
ATRA's Powertrain Expo 2010 ............................. 42,43
 www.atra.com
Arrow Uniform ........................................................... 28
 www.arrowuniform.com
ATI Performance Products ........................................ 28
 www.atiperformanceproducts.com
Certified Transmission ................................................. 3
 www.certifiedtransmissions.com
CVC - Consolidated Vehicle Converters ................... 31
 www.cvcconverters.com
Dacco Transmission Parts......................................... 27
 www.daccoinc.com
ETE Reman ............................................................... 33
 www.enginetrans.com
EVT Parts .................................................................. 25
 www.evtparts.com
First National Merchant Solutions ............................. 45
 www.fnms.com
G-Cor Automotive Corp. ............................................ 29
 www.transmissionhardparts.com
Heffernan Group ........................................................ 29
 www.heffgroup.com
Jasper Engines & Transmissions ............................ IBC
 www.jasperengines.com
Life Automotive Products Inc.. ................................... 41
 www.smartblend.com
Lubegard® By International Lubricants, Inc. ......... OBC
 www.lubegard.com
MTS Midwest Transmission Supply .......................... 38
 www.midwesttransmission.com

Precision European Inc. ............................................ 63
 www.peius.com
Precision International ................................................. 5
 www.transmissionkits.com
Raybestos Powertrain ................................................. 7
 www.raybestospowertrain.com
Seal Aftermarket Products-
 Parker Hannifin Corporation .................................... 9
 www.parker.com
Slauson Transmission Parts ...................................... 37
 www.slauson.com
Sonnax Industries .................................................... IFC
 www.sonnax.com
SuperFlow Technologies Group ................................ 37
 www.superflow.com
Superior Transmission Parts ......................................11
 www.superior-transmission.com
T.C.R.A. ..................................................................... 30
 www.tcraonline.com
TRNW ........................................................................ 45
 www.trnw.net
Transmission Specialties ........................................... 39
 www.transmission-specialties.com
Transtar Industries, Inc. ............................................. 21
 www.transtarindustries.com
TransTec By CORTECO ............................................ 13
 www.transtec.com
Whatever It Takes Transmission Parts, Inc. .............. 23
 www.wittrans.com

20
10

CALENDAR
3/6/10 Phoenix, AZ
3/6/10 St. Louis, MO
3/13/10 Houston, TX
3/20/10 Orlando, FL
3/27/10 Salt Lake City, UT
4/10/10 Minneapolis, MN
4/17/10 Boston, MA
5/1/10 Fremont, CA
5/8/10 Denver, CO

5/15/10 Vancouver, BC
5/22/10 Des Moines, IA
5/22/10 Dallas, TX
8/7/10 Los Angeles, CA
9/9/10 – 9/12 ATRA's Powertrain Expo, San Antonio, TX

9/25/10 Chicago, IL
10/9/10 Portland, OR
10/16/10 New York, NY

ATRA Technical Seminar Schedule
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