
FOR THE TRANSMISSION REBUILDING INDUSTRY
TM

MARCH 2011

Just ask

TCC Tests  
on the Operating Table 

When All Else Fails, 
 Check the Wiring



1 Automatic Drive • P.O. Box 440 • Bellows Falls, VT 05101-0440  USA • 800-843-2600 • 802-463-9722 • F: 802-463-4059 • www.sonnax.com
©2011 Sonnax Industries, Inc.

12 Sonnax Solutions for ZF6HP19/26/32*!

 PROBLEM SOLUTION Tool Required Part Number

 • Excessive TCC slip, RPM & related codes 1. Oversized Converter Release F-95740-TL5 95740-05K
 • Harsh lockup apply & release  Regulator Valve Kit & VB-FIX

 • Low converter pressure 
2. Oversized Lubrication Control Valve Kit F-95740-TL11 95740-11K

 • Lube failure   & VB-FIX

 • Converter overheat 
3. Oversized Bypass Clutch Control Valve Kit F-95740-TL13 95740-13K

 • Low TCC release pressure   & VB-FIX

 • Harsh or erratic line pressure 
4. Pressure Regulator Sleeve  

95740-03
 • Broken parts   

 • Delayed or no reverse 
5. Oversized Pressure Regulator Valve Kit F-95740-TL 95740-01K

 • Poor shift quality   & VB-FIX 

 • Gear ratio or solenoid codes 6. Oversized Solenoid Pressure F-95740-TL17 95740-17K
 • Wrong gear starts  Regulator Valve Kit & VB-FIX

 • Flare upshifts or downshift bind-ups 7. Oversized Clutch D1 or E Control Valve Kit  F-95740-TL8 95740-08K
 

• Excessive clutch overlap & clutch distress
  (2 Locations) & VB-FIX

 
• Pressure control out of range codes

 
8. Oversized Clutch A Control Valve Kit F-95740-TL8 95740-09K

    & VB-FIX

 • Delayed/harsh forward engagement 
9. Clutch A Control Boost Valve & Sleeve Kit  95740-21K

 • Flare/neutral on 5-4 downshift   

 • Firm up/downshift and/or engagement 10. Valve Body Accumulator  95740-15K
 • Erratic EDS solenoid control  Piston & Spring Kit 

6 sets

 
• Soft/inconsistent shift feel 11. O-Ringed End Plug Kit 6 large & 6 small plugs  95740-19K

  12. O-Ringed Internal End Plug Kit 4 plugs  95740-25K

* Note: The solutions shown  
here also fit Ford 6R60.
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R ecently, I was thinking
about the similarities 
between the converter 

rebuilder’s customers and transmission 
shop customers. Over the past few 
years we’ve conducted surveys of shop 
owners about their converter rebuilders 
and presented our results at the annual 
TCRA convention: Sort of a What’s 
Working presentation for the torque 
converter trade.

Let’s take a moment and look at 
some of the results of our survey from 
the perspective of the transmission 
shop owner, and then we’ll look at how 
similar your needs are to those of the 
average consumer.

To begin with, 96.2% of the shops 
polled were either completely satisfied 
or somewhat satisfied with their con-
verter rebuilder — 67.5% and 28.7% 
respectively — so the responses are 
coming from a generally satisfied 
group.

What are some of the consider-
ations that bring about this level of 
satisfaction? 84.4% deliver once a day, 
multiple times a day, or as needed — as 
needed being the highest response — 
so part of that satisfaction is based on 
convenience: how much time it takes 
for service. 

What about quality? 84.4% of the 
respondents reported the comeback rate 
for their converter rebuilder was less 
than 5%, so quality was a critical factor 
in their decision.

When it came to repeat business or 
loyalty, 90.9% used the same supplier 
for all of their converters. Of those, 
41.4% would wait for a converter if 
it was out of stock rather than go to 
another rebuilder. 58.6% of the shops 
have a second rebuilder to call if the 
first one can’t deliver. 

One thing 
that stood 
out from our 
results was 
that no one 
reported price 
to be a deter-
mining factor, 
and only 9.1% 
based their 
choice of con-
verter rebuild-
er solely on 
availability. So trust plays an important 
role in the buying decision. 

53.6% of the shops polled used 
converter rebuilders that offer at least 
a 1-year warranty, followed by a 3-year 
warranty at 22.1%. If a converter fails, 
84.4% of the converter rebuilders 
replace it at no charge, while 11.7% 
would actually pay a portion of the 
labor incurred because of the failure. 
Here we see the effects of integrity 
in the decision-making process: When 
their part breaks they stand behind their 
work.

So let’s summarize: Transmission 
shop owners want a converter rebuilder 
who’s responsive and delivers in a 
timely manner. They want someone 
they trust, and in some cases they’ll 
wait in line for service from that suppli-
er rather than go somewhere else. They 
want a decent warranty and, should the 
converter fail, they want that warranty 
honored without hassles. 

Would it surprise you to learn that 
your customers want the same things 
from your repair shop? They want a 
shop they can trust, and when they find 
one, they don’t want to go anywhere 
else. They want the work done in a 
timely manner. We’ve learned that most 
customers expect to have their cars 

repaired in about two days. 
They want a shop that’ll stand 

behind its work. And that doesn’t mean 
that it’s okay to abandon them if the 
warranty’s expired by a few days or 
miles. Sure, price is a consideration, 
but it doesn’t rank number one. They 
want the same things you want. It isn’t 
complicated.

This year in GEARS we’ll focus 
on ways to reach new customers, and 
ways to keep your current customers 
satisfied. Much of that will be easy: just 
remember what they want.

For more ideas, GEARS Managing 
Editor Rodger Bland will present infor-
mation from our recent shop survey at 
the annual TCRA convention on May 
13-14, and we have a dozen What’s 
Working presentations already sched-
uled at local ATRA technical seminar 
locations. 

Over the next few months we’ll 
help you reexamine your marketing, 
advertising, and business approach, 
with an eye toward addressing what 
your customers expect from you. This 
is a great year to do it: Just think about 
your customers.

 

Think About 
Your Customer by Dennis Madden

members.atra.com
www.atra.com

FROM THE CEO
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When dealing with after-
repair issues, doctors often 
ask: Could I have tested 

this on the bench… before I installed it 
in the vehicle? Sometimes the answer is 
no, you can only make provisions that 
typically prevent these issues. 

Other times the answer is yes. 
Here’s the scenario: TCC isn’t work-
ing after repair. We aren’t talking about 
chatters, vibrations, 
etc.; there’s simply 
no lockup. Too often 
in these situations, 
technicians will just 
blame the parts. You 
know: It must be a 
bad torque converter. 
Converter rebuilders 
get a lot of blame 
for these issues, and 
very often it isn’t jus-
tified.

When this type 
of after-rebuild prob-
lem occurs, you 
need to determine 
whether you’re deal-
ing with a control 
issue or a mechani-
cal/hydraulic issue. 
This involves specif-
ic tests you need to 
be familiar with, but 
they’re an article for 
another day: In this 
article, we’re going 
to look at some sim-
ple bench tests to 
determine whether 
the TCC release cir-
cuit is working… 
before you put the 

unit back into the vehicle.
There are two units that stand out 

for this type of problem:
•	 4L60/E
•	 4L30E 

The time to test the TCC circuit 
is on the bench, before you install the 
unit. And the tests aren’t all that dif-
ficult. They involve a basic air check.

The last time I explained this proce-
dure on the phone, the technician asked, 
“Is there anything in print explaining 
this test?” Well, no, there isn’t.

Until now.
We’re going to look at how to 

perform a simple bench air test for 
checking the converter release oil cir-
cuit. With this test you’ll be able to 
make sure whether the circuit is able 

TCC Tests 
on the Operating Table

by Randall Schroeder
members.atra.com

www.atra.com

 Doctor. Doctor It Hurts When I Shift…

Figure 1
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Blumenthal Companies in Oklahoma City, OK to
the Certified family of distributors.  The Certified
Transmission Program is unique, designed
exclusively for for transmission professionals, 
and for professional auto & truck repair shops
looking to increase capacity, sales and profits.
More than just another reman unit, Certified
transmissions are installed by professionals who
build and test them and by professionals
throughout North America.
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� A no-fault, nationwide warranty even on

carryout units
� 200 of your fastest moving transmissions 
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“Dunnie” Blumenthal Jr. said ‘Kevin, I want you to get us
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TCC Tests on the Operating Table

to exhaust converter release oil 
completely. 

Before you begin these 
checks, you need to understand 
how valve position affects lock-
up. Always check the hydraulic 
diagrams to verify valve move-
ment and positions. Let’s look at 
the 4L60 family of transmissions 
first, which includes up to the lat-
est 4L75E.

Testing the 4L60 
Series

To get from lockup release 
(figure 1) to lockup apply (fig-
ure 2), release oil has to exhaust 
from the bottom of the lockup 
control valve in the pump assem-
bly. As you can see, release oil 
is directed down the input shaft 
to the release (cover) side of the 
converter. Oil between the clutch 
disk and cover keeps the converter 
clutch released.

When the TCC valve strokes, 
release oil exhausts to allow the 
clutch disk to be forced against 
the cover, putting the converter 
into lockup.

Now that you understand how 
the control valve operates, here’s 
how to make sure the valve oper-
ates properly. The test requires 
directing air pressure down the 
input shaft (typically using a rub-
ber-tipped air nozzle) with the 
TCC solenoid removed.
•	 Use a pick, screwdriver, 

punch, or any tool that will 
fit between the washer access 
hole, to move the TCC valve 
down into its bore. I use a pick 
to stroke the valve from its 
relaxed position to the stroked 
position (figure 3a – 3b).

•	 Apply air pressure to the 
end of the input shaft; you 
should hear a major exhaust 
leak each time you stroke the 
valve.

•	 Repeat this several times to 
make sure you hear the air 
being redirected to lube or 
exhaust (Figure 4).

Another bench test for mak-
ing sure the lockup valve works 
properly is to check the length of 

Figure 2

Figure 3A
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TCC Tests on the Operating Table

the valve’s stroke: When under hydrau-
lic control this valve must move 0.500” 
from relaxed to applied position to 
achieve lockup. Use a caliper to verify 
proper movement (figure 5a – 5b).

Testing the 4L30 Series
Now let’s look at the 4L30: This 

unit requires two air nozzles, even 
though you’re looking for the same 
results as on the 4L60. 

Because the 4L30E TCC valve is 
in the pump and the TCC solenoid is in 
the front valve body, the test procedure 
is different: You won’t be able to stroke 
the valve with a pick.

At the solenoid, line oil comes in 
from the top screen side of the solenoid. 
As the solenoid energizes, it transfers 
the oil through the bottom of the sole-
noid (figure 6). 

This oil is directed through con-
tainment areas in the OD housing to 
the pump, where it moves the lockup 
control valve located in the front pump.

When lockup is released, there’s 
no oil flow through the bottom of the 
solenoid (figure 7). As the solenoid 
applies, line oil flows through the bot-
tom, through the channeling, and to 
the valve, where it strokes the lockup 
control valve (figure 8a – 8b).

This test requires two air nozzles: 
One nozzle supplies air pressure down 
the input shaft to test the TCC circuit, 
while the other provides air pressure to 
control lockup valve movement.

You’ll have to be a little creative at 
the front of the valve body: I removed 
the winding from an old solenoid to 
turn it into an air testing tool. I epoxied 
the side so the air pressure wouldn’t 
feed into the line pressure circuit. You 
could probably use a rubber hose that 
seals to the bottom of the bore as well.

Figure 3B

Figure 5B

Figure 4

Figure 5A
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TCC Tests on the Operating Table
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TCC Tests on the Operating Table

You’ll use this air tester to apply air 
to the TCC control valve. Remember: 
air pressure must reach the bottom of 
the solenoid to move the TCC control 
valve.
•	 Use a rubber-tipped air nozzle to 

apply air pressure down the input 
shaft.

•	 Use your new air tester to blow air 
down the solenoid feed and listen 
for the air to change when the 

valve strokes.
•	 Repeat this test several times to 

make sure the valve moves freely 
and exhausts the air being supplied 
down the input shaft (figure9a – 
9b).
There are other transmissions that 

you may be able to use similar tests to 
check; these two are the most common 
for exhibiting after-rebuild problems.

Remember, keep your tests simple 

and you’ll be more likely to use them. 
Air testing isn’t only a recommended 
procedure for clutch components; it’s 
also a terrific way to make sure the 
TCC will work properly… before you 
install it in the vehicle. 

Until next time, keep those trans-
missions in good working health.

The Doctor

Figure 9BFigure 9A

Figure 8BFigure 8A
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Today’s vehicles are becom-
ing more complex than ever 
before. With onboard com-

puter systems taking over just about 
every function, it’s no wonder a major-
ity of the calls coming into the ATRA 
Technical Hotline are related to com-
puter system problems. Today’s vehi-
cles have numerous computer systems 
on board, with hundreds of connec-
tions, and miles upon miles of wiring.

A Call for Help
Our story today begins with a 

call from a technician named John. 
John was working on a 2004 Ford 
Expedition equipped with a 4R70W 
transmission and a BW4406 four wheel 
drive system. John said he was experi-
encing erratic four wheel drive system 
operation.

The customer claimed the 4WD 
system had been having intermittent 
problems for a couple years now. The 
vehicle had been to several local repair 
shops, where the PCM, the 4WD con-
trol module, the 4WD mode switch, 
the encoder motor, and the transfer 
case assembly had been replaced, but 
none of these replacements corrected 
the problem.

According to the customer, the 
4WD system would shift erratically 
when requesting 4WD operation, or at 

by Pete Huscher
members.atra.com

www.atra.com

Keep Those Trannies rolling

When All Else 
Fails, Check 
the Wiring

Damaged 4 x 4 Wiring Harness
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times the system would drop into 4WD 
low range while driving down the road.

Erratic Operation 
Confirmed

After verifying the customer’s 
complaint, John started his diagnosis 
by performing a visual inspection of 
the 4WD components, wiring, and har-
nesses. Everything seemed to be okay.

Then he accessed the PCM and 
4WD control modules to check for 
codes. There were no codes in the 
PCM, but there were numerous codes 
stored in the 4WD control module. 
After documenting and erasing the 
codes in the 4WD control module, 
John took the vehicle for another test 
drive and rechecked the 4WD system 
operation.

The 4WD system seemed to work 
correctly for the first half of the test 
drive. Then, as John drove over a set of 
railroad tracks, he noticed the system 
started shifting in and out of 4WD low 
range. While monitoring the commands 
to the encoder motor with a scan tool, 
John determined that the 4WD control 
module was commanding 4WD low 
range to engage intermittently. 

While checking the inputs to the 
4WD control module, John noticed 
that, just before the 4WD control mod-
ule would command 4WD low range 
to engage, the transfer case encoder 
circuit and speed sensor circuit signals 
would become erratic.

Knowing that the PCM, the 4WD 
control module, the 4WD mode switch, 
the encoder motor, and the transfer case 
assembly had previously been replaced, 
John was confident he was looking at 
a wiring or connection problem. He 
headed back to the shop to take another 
look at the system.

Checking Wiring and 
Connections

After returning to the shop, John 
checked the 4WD control module for 
codes. There weren’t any. He then 
checked the connections at the encoder 
motor and the 4WD control module. 
The connections looked good. Next he 
performed a continuity test on the wir-
ing between the 4WD control module 
to the encoder motor. According to the 
continuity test, the wiring was okay.

After checking all the inputs and 
performing a continuity check on the 
wiring and connections, the only answer 
John could think of was another faulty 
4WD control module. Knowing that 
the 4WD control module was already 
replaced with an OEM 4WD control 
module, he was skeptical that the con-
trol module was the problem.

So John called the ATRA Technical 
Hotline. After going over the diagnostic 
procedures with John, I recommended 
he recheck the 4WD control system 
powers, grounds, connections, and har-
nesses for possible damage.

Taking Another Look
John performed another inspection 

of the 4WD system wiring, harness-
es, and connections. This inspection 
revealed nothing new, so John decided 
to unwrap and inspect the wiring har-
ness for damage. 

As he examined the wiring, John 
found a section of wiring near the 
rear of the engine compartment that 
appeared to have been smashed or 
damaged caused by a misrouting of the 
wiring harness. John repaired the dam-
aged wires and continued his inspection 
down the harness to the encoder motor 
connector. There were no other signs of 
damaged wires, so John rewrapped the 
harness and secured it away from the 
engine, to prevent any further damage.

After rewrapping the wiring har-
ness and securing it away from the 
engine, John was ready to head out for 
another test drive.

Final Test Drive
John connected his scan tool to 

monitor the 4WD system and went for 
another test drive. He drove the vehicle 
for quite a while; no problems appeared 
in the system.

While monitoring the encoder 
and speed sensor circuit signals, John 
noticed the signals were steady and 
the 4WD system was working prop-
erly. After returning to the shop, John 
checked the 4WD control module for 
codes. There were no codes, so he pre-
pared the vehicle for delivery.

When All Else Fails, 
Check the Wiring

John has talked to the customer 
several times since the repair, and the 
4WD system is working perfectly. The 
customer is very happy with the repair, 
especially after having taken the vehi-
cle to several local repair shops and 
spending thousands of dollars, without 
having fixed the problem.

As I explained to John, 90% of all 
PCMs replaced aren’t faulty. They’re 
doing their jobs, exactly the way 
they’re supposed to, and are misdiag-
nosed because of erratic or improper 
signals, often caused by problems like 
these.

So, when all else fails, check the 
wiring — that way, you too, can keep 
those trannies rolling.
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A higher level.

That’s what you get with Ford gas engines 
and transmissions.
A higher build level means you’re getting engine and transmission assemblies built to the exacting specifi cations of 
Ford Motor Company. So you not only get the quality build you expect in an assembly from Ford, but also one that’s built by 
using parts that keep it specifi c to year, make and model as well as emissions calibrations.

Introducing the all-new 3-Year Unlimited-Mile Warranty – No Commercial Exceptions
Ford gasoline engines and transmissions are covered by a three-year/unlimited-mile warranty.* All warranties are backed by 
Ford Motor Company. They’re also supported by more than 3,500 Ford and Lincoln Mercury Dealerships nationwide as well 
as at their originating place of service.

Plus, unlike some competitors, the warranty is good for fl eet vehicles. That means you get the same advantages 
and coverage for commercial use, no exceptions.

For technical questions, contact the Powertrain Assistance Center at 1-800-392-7946 or visit FordParts.com.
*See dealer for limited-warranty details. Remanufactured diesel engines are covered by a two-year/unlimited-mileage warranty.

FPAR00293_D195530_R04.indd   1 9/8/10   5:28 PM
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WHO ARE THEY? G-Cor 
Automotive is a full line 
core supplier based in 

Columbus, Ohio.  Owners Stanley and 
Kenny Greenblott have been in the 
industry for over 40 years.  Five years 
ago they started a division dedicated 
to selling transmission hard parts.  The 
idea was that G-Cor would strip every 
transmission it could buy while sell-
ing the hard parts to the aftermarket 
and feeding the aluminum to two fur-
naces.  Monthly averages have reached:  
800,000 pounds of poured automotive 
aluminum, the processing of  10,000 
transmissions, and scrapping over ½ 
million pounds of transmission steel, 
while selling quality transmission hard 
parts around the world.   

The Greenblotts, with the assis-
tance of Robert Gaul, surrounded 
themselves with quality young talent 
while building the hard parts division.  
Though Robert is no longer with the 
company, the young talent at G-Cor has 
thrived by dividing the load between 
each other.  Ryan Crosby, Jonathan 
Benner, Matt Souder, Joey Sayre, Stevie 
Springsteen,  and Margarita Ordonez 
along with 20 warehouse employees  
all supported by Joe Messana and his 
25 years of industry experience, work 
together to fill orders with efficiency 
while expanding their knowledge base.  

“These guys are fantastic to be around. 
They operate on the premise that the 
part they’re prepping is going into their 
folk’s car..., they don’t want a return,” 
said Messana.  “They have a craving 
for knowledge and pride themselves on 
doing it right.  They really care for the 
customer.”   

MARKETS: G-Cor specializes in 
supplying the Production Rebuilder, 
Wholesale and Export Markets.   While 

 

supplying shops is a small part of the 
make-up, G-Cor does not deliver or 
handle build kits.   All shop business is 
handled by UPS, Fed-Ex, or will call.    

PRODUCTS:   One would think 
with the massive amounts of transmis-
sions processed most of them would be 
considered scrap.  Not so!  G-Cor spe-
cializes in having Late Model Domestic 
and Import hard parts available.  From 
Audi to Volvo to any Domestic car 
– JUST ASK!   G-Cor’ engineering 

Just Ask

L to R: Ryan Crosby, Joey Sayre, Jonathan Benner and Matt Souder

Joe Messana with Owners Kenny and Stanley Greenblott

 Adam and Austin Greenblott, Stanley’s sons, are 
following in his footsteps.
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department has also developed two 
new product lines; 1) Aftermarket new 
products such as the Honda 3rd Drum, 
5HP24 “A” clutch drum and 5R55W 
OD Drum & Reluctor.  2) “House 
Rebuilt” products such as the; 42RLE 
Rear Planet or complete Geartrain, 
4R75W Pump, 4R75W Center Supports 
and the A340 OD Planet with  bearing.    

MEET SOME OF THE STAFF: 
Ryan Crosby handles production 
rebuilder sales.  With his knowledge of 
parts, and experience in every depart-
ment in the machine shop, he knows 
what the rebuilder needs and how they 
want it. Ryan knows G-Cor can sup-
ply just about anything in almost any 
quantity.  All he needs is for someone 
to JUST ASK for a part. Recently, 
a rebuilder needed 200 dipstick tube 
stoppers.  Within two days the stop-
pers were in the customer’s hands and 
he requested 200 more.  These types 
of requests are coming in more often.   
From valve bodies to pans, from pumps 
to differentials, planets to cases, G-Cor 
can supply the production rebuilder the 
exact part they need ready to be rebuilt, 
in quantity, within about a day of plac-
ing the order often.  With 100,000 
square feet of inventoried hard parts, 
all Crosby needs to know is what the 
customer wants.  If, by chance,  G-Cor 
is not already saving the needed part, 
within minutes the intercompany web 
based Teardown Instruction Sheet is 
amended and the desired part is saved. 

Ryan and all sales reps are sup-
ported not only by a team of people 
within the hard parts division, but also 
by the teardown division.  Production 
Teardown Manager, Tommy Gunn,  
and his staff of 21 strip upwards of 
525 transmissions per day. Running 
transmissions down five conveyor 
lines they carefully save and pack the 
parts as requested from the Teardown 
Instruction Sheets; whether full setups 
or breaking down and separating sun-
shells by size.   When the box is full it is 
labeled and added to the computerized 
inventory.  Tommy has often said “All 
we need is for someone to JUST ASK 
for a part.  If we don’t already have it, 
we’ll get it for you!”   

Jonathan Benner has established 
himself as the go-to person for whole-
sale accounts.  Jonathan manages over 
6,000 G-Cor part numbers and is dili-

gent to cross reference a customer’s 
number so their order is filled with 
accuracy. Jonathan works hand in hand 
with G-Cor’s machine shop in order to 
have over 10,000 hard parts finished, 
boxes and ready shipping.  Along with 
his support staff, Jonathan is able to 
offer private labeling to his wholesale 

accounts.   All he needs is for someone 
to JUST ASK, and G-Cor will deliver.  
From rebuilt pumps to rebuilt planets, 
OD kits to drums, input to output shafts,  
cases, sunshells and sun gears, nuts, 
bolts and brackets, Jonathan works hard 
to deliver quality G-Cor product to his 
customers.  

Ryan Crosby - Shop Manager Production Rebuilder Rep.

Jonathan Benner - Wholesale Rep.

Joey Sayre - Assistant Shop Manager
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Joey Sayre manages a staff of five 
parts pullers.   Working close with 
Crosby and Benner, Sayre organizes his 
crew to pull parts using the computer-
ized inventory program and knowledge 
of what the teardown division is work-
ing on.  Sayre, with endless energy, 
takes great pride in his work.  “If 
there is one guy who can find a needle 
in the haystack, it’s Joey”, Messana 
said.  Joey spent a great amount of 
time studying Honda parts, breaking 
them down and sorting them into bins.  
Today, he manages an employee who 
is building on what he estabilished.  
If you need a Honda part JUST ASK 
for Joey, he is G-Cor’s Honda Parts 
Specialist.   

Matt Souder joined G-Cor after 
working in supply chain management.  
Matt brought systematic order to a 
gigantic part numbering system and 
logistics.  By mid March he hopes 

to have every product bar coded and 
scanned into the inventory.  Once 
implemented, Souder will be able to 
feed information to Crosby and Sayre 
thus preventing shortages and over-
stock of finished goods.  He is also 
preparing to roll out a product guide 
for wholesale accounts.  Souder estab-
lished an Ebay  store for G-Cor that 
lists 4,000 items, and is now working to 
develop the electrical business.   G-Cor 
currently offers used tested solenoids 
such as the 604, 606, CD4E, E4OD, 
4R100 and the Honda Dual liners.   
Souder is looking to expand this list of 
used tested solenoids and add a product 
line of new.  

Stevie Springsteen is G-Cor’s pri-
mary contact for repair shops.  She 
grew up in her dad’s auto repair shop 
so Stevie knows the territory. Don’t be 
misled by her sweet voice, she knows 
her parts!   G-Cor’s primary customers 

are production rebuilders, wholesalers 
and exporters but won’t turn away shop 
sales.  “We tried to carry soft parts and 
attempted to deliver to the local shop 
but did not do so well.  We realized 
we cannot compete with companies 
who’ve perfected meeting the shop 
needs on a daily basis”,  Messana said.   
“We know our DNA; large volume to 
rebuilders, stock parts to the wholesaler 
and exporter.   But when a shop calls, 
and they know ahead that we ship UPS, 
we’ll meet their need if we can.  All 
they need to do is JUST ASK.”

Margarita Ordonez was hired five 
years ago as a packager.  She quickly 
realized that if she studied the night 
before, she would know what she was 
packing the next day.  It wasn’t long 
before she knew hard parts as if she’d 
worked with them all her life.  “When 
you hear how hard she worked to learn 
the parts, and understand that she did 

Matt Souder - his inventory management skills have
 increased productivity.

This is one of the two aluminum furnaces G-Cor operates.

Tommy Gunn – his crew disassembles upwards of 525 transmissions 
daily.

Trista Mattson - Valve Body Department
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this as a single parent, you can do 
nothing but respect her,” said Messana.  
Margarita runs a packaging department 
of four and performs the final quality 
inspection.   At the same time she’s 
expanded her talent to assisting an 
outside sales rep as well as establishing 
several new house accounts.   G-Cor 
has tried to stay away from the “glanced 
check parts” idea and has moved to giv-
ing the export market a “ready to install 
product.”  The Exporter who carries 
inventory even has the option to have 
their parts labeled with their logo and 
part number. All they need to do is 
JUST ASK!

G-Cor Automotive is unique to 
the industry because it’s an established 
Core Supplier with proven ability to 
melt massive amounts of aluminum 
and scrap millions of pounds of steel.   
And now that G-Cor sells transmis-
sion hard parts too, the sky’s the limit!   
G-Cor: JUST ASK!

 Contact us:

Ryan Crosby: ryanc@g-cor.com
Jonathan Benner: jbenner@g-cor.com
Stevie Springsteen: stevie@g-cor.com

Joey Sayre:  j.sayre@g-cor.com
Margarita Ordonez: margarita@g-cor.com

Joe Messana: joe@g-cor.com

By phone: 
614.444.5160, 877.888.5160

http://www.g-cor.com/
http://stores.ebay.com/G-Cor-Automotive

Photographs by Lisa Siders 
Photography – Ad Design by Bill Palmateer

Prepping Product

Stevie - From Packing To Sales

Margarita - Quality Inspection & Export Sales

One of 5 aisles dedicated to finished product.

One of five conveyor lines.
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Shifting complaints can be cum-
bersome. Even worse some-
times is trying to interpret the 

customer’s complaint. Does it happen 
all the time? Hot or cold? And then 
there’s the inevitable, “well I’m not 
sure.” This is where you come in. You 
have to determine the real problem 
using the tools necessary to identify 
and repair it.

We had a 2001 Chevrolet 3500 Van 
in our shop with a shift complaint. The 
vehicle was equipped with a 6.5L diesel 
and a 4L80E transmission. At one point 
or another we’ve all had this unit in 
the shop. This one had an erratic shift 
during the 2-3, 3-2 and 3-4, 4-3 shifts. 

After some initial questions we 
learned it had an intermittent hard shift 
when the throttle is at 25% or higher. 

It’s also hard starting in the morning; it 
cranks for a long time before it starts. 
A quick check revealed no codes stored 
in memory. 

During the test drive, the scan 
tool data revealed that the PCM was 
commanding the erratic shifts. This 
particular vehicle is equipped with 
drive-by-wire Accelerator Pedal 
Position Sensor (APPS); no TPS.

We checked the APPS signal: no 
problems. We also know that a failing 
alternator can create electromagnetic 
interference (EMI), which can cause 
a ton of different, problems, including 
erratic shifts. 

It can never hurt to disconnect 
the battery feed wire to the alternator 
as a quick test to eliminate it being 
the cause. Alternator EMI is an  

Technically Speaking

by Lance Wiggins
members.atra.com

www.atra.com

Shift Problems Traced 
to Injection Pump

Figure 1

...It can never hurt 
to disconnect the 

battery feed wire to 
the alternator as a 

quick test to eliminate 
it being the cause. 

Alternator EMI is an  
all-too-common 

problem on many 
vehicles...



The more things change in the automotive industry, the more you need Precision. For over 30 years, we’ve been the technological
leader in transmission repair. But our greatest strength is looking forward – anticipating what challenges lay ahead and innovating
fast, reliable, cost-effective solutions to help meet them.Whatever make, model or year vehicle you’re working on (even those
just now being imagined), you can count on Precision for the best parts and kits to fix them. All are OE quality or better and
guaranteed to work. Plus, our huge inventory virtually assures immediate delivery.

Technically superior
Precision also offers outstanding tech support inside our packages
and on our website –www.transmissionkits.com – which
includes continually updated video seminars from leading

transmission expert John Parmenter,
question and answer forums, and
much more. Contact Precision today
and find out how we’re helping to
make tomorrow better for you
and your customers.
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NEWPrecision International K56900KX Overhaul Kit

MERCEDES 722.9 applications. Banner and Master kits also available.

14 Todd Court Extension, Yaphank, NY 11980
(631) 567-2000 • Fax (631) 567-2640
Toll Free: 800-872-6649
Florida Office:
6790 Hillsdale Point, Boynton Beach, FL 33437
(561) 734-2332 • Fax (561) 734-2375
E-mail: sales@transmissionkits.com
www.transmissionkits.com

K56900KX
Overhaul Kit

The Problem Solvers.

AS TRANSMISSION PROBLEMS CONSTANTLY EVOLVE,
SO DOOUR EXPERT REPAIR SOLUTIONS.

At Precision International, we’re always exploring new and better ways
to help you do your job faster and more reliably.

1010-Spaceship-093:Layout 1  1/26/11  11:36 AM  Page 1
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all-too-common problem on many 
vehicles, foreign and domestic. The 
HotLine logs calls almost daily on 
speed sensor signal problems caused 
by EMI, due to faulty sensor grounds. 

Unfortunately it wasn’t that easy. 
In this case the same symptom was 
caused by the Pump Cam Optical/
Fuel Temperature sensor. This sensor 
is mounted on top of the injection 
pump. According to General Motors, 
the Injection Pump Cam signal is an 
optical sensor that receives a 5-volt 
reference signal (Figure 1). 

This signal allows the PCM to 
measure fuel injector pulse ring RPM 
and position, which is used to control 
fuel injection timing on start up. The 
PCM also compares this signal with the 
Crankshaft Position (CKP) sensor for 
diagnostic purposes (Figure 2). 

As a quick test we decided to 
get the vehicle running and then dis-
connect the Pump Cam Optical/Fuel 
Temperature sensor. Then we drove the 
vehicle; the problem was gone, so we 
replaced the sensor. The Pump Cam 

Optical/Fuel Temperature sensor comes 
with the injector pump.

Another Chevrolet 6.5L diesel van 
was experiencing no line rise. We per-
formed a pressure test and verified the 
condition. Oddly enough, when we 
performed a stall pressure test (brake 
torque), the line rise was perfect. But as 
soon as the wheels began to turn about 
5 to 7 MPH, line pressure wouldn’t rise 
above 60 PSI (base line pressure). 

We checked for codes and looked 
at scan data. The EPC was being com-
manded properly. Again we checked 
the APPS, Temperature Sensor, Pump 
Cam, and Crankshaft Position sen-
sors for abnormal readings. The only 
readings we suspected were from the 
Solenoid Driver Module. 

The PCM receives signals from 
the Accelerator Pedal Position (APP), 
Temperature, Pump Cam Optical/Fuel 
Temperature, and Crankshaft Position 
sensors. The PCM uses these signals 
to control fuel flow through the Fuel 
Solenoid and Fuel Solenoid Driver, and 
to control line rise for the transmission.

We replaced the Solenoid Driver 
Module and solved the problem. This 
has also been known to happen with a 
new Fuel Solenoid Driver right out of 
the box. Just because it’s new doesn’t 
mean it’s good, and the driver can be 
faulty without causing any noticeable 
engine driveability issues. 

The Solenoid Driver Module is 
available through the aftermarket with 
a pigtail harness to relocate it to the 
firewall. The fuel injector pump assem-
bly, sensors, and module are located 
where they can become quite hot. 

The long and short of it is that 
these problems, even though not all that 
common, were both caused by prob-
lems from the same general area: the 
injection pump. Where heat can cause 
problems, having a thorough under-
standing of the systems and following 
a clear diagnostic routine will help you 
track down even the most unlikely situ-
ations.

Shift Problems Traced to Injection Pump

Figure 2

Figure 3
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You just finished road testing 
a GM vehicle with a freshly 
rebuilt 4T65E. During the 

road test it sets code P0741 (torque 
converter stuck off). Wait a minute: It 
didn’t have that code before the rebuild!

So you check your paperwork and, 
sure enough, there was no code P0741 
when the vehicle arrived. So what’s 
causing it now?

This problem could be caused 
by installing the wrong stator support 
shaft. The stator support and turbine 
shafts in the 4T65E transaxle are a dif-
ferent length than the ones in the 4T60E 
(figure 1). 

With the correct stator support 
installed (shown side by side) the 
length of the turbine 
shaft extending past 
the stator support is 
about equal on both 
applications (figure 2). 

But if you install 
a 4T60E stator sup-
port in a 4T65E trans-
mission, more of the 
turbine shaft sticks out 
beyond the end of the 
stator shaft (figure 3).

With the wrong 
stator support shaft in 
place, the ramped area 
where the TCC apply 
oil passes between 
the inside of the sta-
tor support and the 
outside of the turbine 
shaft becomes restrict-
ed. This reduces the 
volume of TCC apply 
oil, setting DTC 
P0741.

This mistake won’t generate metal 
shavings or create any noises. The 
ramped areas of the stator support and 
turbine shafts don’t contact one another.

So far no one has called the ATRA 
HotLine with a problem 
caused by using the 4T65E 
stator support in a 4T60E. 
The splines on the 4T65E 
stator support would extend 
farther into the converter 
stator and the bushing would 
ride farther up the turbine 
shaft. But it shouldn’t affect 
transmission operation or 
set any codes.

You’re not the only one 
likely to make this mistake: 

It’s been known to show up in reman-
ufactured transmissions. So always 
check the support when purchasing any 
remanufactured transmission.

by Mike Souza
members.atra.com

www.atra.com

Converter Stuck Off 
After Rebuild:
It Didn’t Do That 
         Before!

Figure 2

Figure 1

Figure 3



Leave it to Corteco® to introduce a new, easy 
way to install lip seals and bonded pistons 
that prevents damaging the seal. Introducing 
the Lip Wizard™, available exclusively in 
TransTec® transmission kits. 

This simple device installs lip seals and 
bonded pistons in almost any transmission. 
You no longer have to worry about tearing a 
lip seal or buying expensive installation tools 
that only work on specific transmissions. The 
Lip Wizard™ is flexible, versatile, reuseable 
and recyclable. Best of all, it’s absolutely free. 
You’ll find the new Lip Wizard™ installation 
tool inside virtually every TransTec® gasket 
and overhaul kit. Visit www.TransTec.com/
LipWizard for more information.
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Every so often, 

new technology comes along 

that completely changes  

the way we do things.
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For too many people these days, 
the idea of having faith has 
become more of a punch line 

than a business strategy. 
But the fact is, faith is a key com-

ponent in any successful business plan. 
When we talk about someone taking a 
leap of faith, it’s not all that different 
from saying they’re going to “pull the 
trigger”; one of the five recurring traits 
of successful shop owners identified by 
ATRA’s What’s Working program. It’s 
about believing in your decisions and 
taking that leap.

The real question here is faith in 
what? Well, sometimes it’s about hav-
ing faith in yourself and in the deci-
sions you’ve made. Other times it’s 
about having faith in others.

For Jerry Kubitsky, owner of 
Summit Transmissions in La Mesa, 
CA, it’s about faith in a higher power: 
God. Jerry is a religious man. He 
believes that his success is a gift from 
God, and that he has a responsibility to 
serve his customers with honesty and 
integrity.

Maybe religion isn’t your cup of 
tea; it’s not a viewpoint that everyone 
can accept. But operating a business 
with honesty and integrity certainly is, 
no matter what your belief system. And 
it doesn’t take much time in Jerry’s 
shop to see how well it’s working for 
him.

Summit Transmissions, 
La Mesa, CA: 
         A Leap of Faith

Summit Transmissions’ new home- Jerry and Summit have been proud members 
of A.T.R.A since the 1980s’

The Crew L-R; Juan Juarez, Jorge Cesena, Jose “Pepe” Sanchez, Jerry and 
Sandy Kubitsky (not pictured Daniel Luis)

The family car – 1966 Mustang purchased new by Jerry’s Father and restored by Jerry to showroom condition in 2005.



GEARS   March  2011 29

In the Beginning…
Summit’s story begins in 1992, 

when Jerry and his business partner, 
Henry “Chris” Carson, purchased the 
company in El Cajon, CA. Chris was 
the rebuilder, and provided the techni-
cal support for the shop. Jerry handled 
the business end, including customer 
contact and sales.

For a while things were going 
along great: Business was good and 
they were making money. Then Chris 
began to experience severe chemical 
burns on his hands. The years of work-
ing with solvents had taken their toll, 
and he had to give up turning wrenches.

The partners hired technicians to 
take his place, but the additional sala-
ries kept them from earning any profit. 
By 2005 the company was heavily in 
debt and barely scraping by; all too 
often Jerry and Chris couldn’t afford to 
cash their own paychecks.

Exodus
In 2004, the local Toyota dealer 

purchased the land that Jerry and Chris 
were renting. They were planning to 

build a new dealership where Summit 
Transmissions was operating. It was a 
turning point for the partners.

With all the changes that were on 
the horizon, Chris and Jerry decided 
to end their partnership, with Jerry 
buying Chris’s share of the company. 
Unlike many partnerships that break up 
in a bad way, Chris and Jerry are still 
friends and stay in contact with each 
other.

Jerry was now in a position to 
make his own decisions, without hav-
ing to run them past his partner. His 
first business decision was to buy a 
transmission shop that was ready to 
fold in nearby La Mesa. For a while 
he planned to run both shops, hiring a 
manager for his present shop while he 
built the new business.

But as often happens, his employee 
wasn’t committed to running Jerry’s 

Keeping busy!  In addition to owning 
and operating Summit Transmissions, 

Jerry is currently a member of the 
Automotive Service Council of 

California (ASCCA) and serves on the 
Board as Secretary and Marketing 

Director. He is also the co-chair for the 
American Diabetes Association’s RIP’s 
BAD Ride in San Diego, a motorcycle 
event that raises money for finding a 
cure for diabetes.  And he sits on the 
board of the Business Ministry at the 

Rock Church in San Diego.
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transmission shop, and business quickly 
declined further. It wasn’t long before 
the two shops were barely selling as 
much work as the first shop did on its 
own.

So once again Jerry took a leap 
of faith. He closed the old shop, pared 
down his staff, and moved the entire 
business to the new shop. Suddenly he 
was able to devote his full attention to 
one location, and could work on build-
ing it up.

Reinventing Summit
Jerry’s first step in reinventing his 

business was to reexamine his mar-
keting. Taking a cue from the What’s 
Working research, he redesigned his 
web site to make it more inviting and 
provide more information. At the same 
time he cut his Yellow Pages ad back to 
a single column.

Sandy, Jerry’s wife of 17 years takes care of the front office duties. 
Sandy’s artwork is displayed throughout the office. 

Jose “Pepe” Sanchez – senior builder has been with Summit since 1999.

Jerry displays business cards from all the 
shops that refer business to him. He also 
refers his customers to those shops for 

general repair. 
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Then he started asking his cus-
tomers for referrals. But not just per-
sonal referrals: He asked them to write 
reviews for web sites such as KUDZU.
com, YELP and the Car Talk site.

Next he began to work on his 
shop’s appearance: He refurbished his 
office and waiting area, painting the 
walls in relaxing colors and hanging 
artwork. Anything to make customers 
feel more comfortable while waiting for 
their cars.

Finally, he made a few changes to 
his customer service policies. Things 
that would have a positive impact on 
the customer experience at Summit, like 
washing their cars after major rebuilds.

The changes had a dramatic effect 
on the business: In just the last three 
years, Summit’s sales have increased 
by 35%. And according to Jerry, they’re 
well on their way to another record sales 
year.

Another Move
This past year Summit moved 

again: This time across the parking lot 
to a new shop that was designed espe-
cially for them. The management com-
pany wanted to redevelop the property, 
so they made Jerry an offer he couldn’t 
refuse (in a good way!)

Jerry worked with the contrac-
tor to design the new building, which 
increased his square footage from 2500 
to over 4300 square feet with a new 
floor plan providing room for eight lifts 
instead of the five they had before. In 

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

Jorge Cesena – builds, diagnoses and R&Rs. He has been with Summit since 2000.
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addition, Jerry just received approval 
for replacing one of his 9,000 pound 
drive-on lifts with a 30,000 pound lift 
allowing him to do motor homes and 
big trucks. The office and customer ser-
vice area is larger than in their old shop, 
and the waiting room is large, bright, 
and pleasant, with lots of windows.

He installed an LCD TV with a 
DVD/VHS player, and Jerry plays old 
movies for his customers while they’re 
waiting for their cars.

In addition, the waiting area walls 
are decked out with unique artwork. 
Jerry’s wife Sandy is a professional art-
ist, and her original paintings decorate 
the waiting room walls, along with old 
signs and other décor.

Jerry’s also planning on adding 
a single-cup coffee maker, to offer a 
custom brew for his customers. Regular 
coffee will be free, while they’ll have 
special blends available for just $1 a 
cup.

Jerry’s goal is to make the custom-

ers feel like they’re in a high-end deal-
ership instead of a repair shop. “It’s all 
about customer service,” he explains.

The Summit Philosophy
Jerry’s religious views provide him 

with a unique perspective on his busi-
ness. According to Jerry, “Knowing 
that I will answer to a higher authority, 
I want to make sure I serve my custom-
ers. That they know I care about taking 
care of them in an honest way. I also 
know that when things are going well, 
that I know Who to thank, and when 
things are going bad, I look to see what 
I am doing wrong, and what I need to 
do to make a correction. I know that life 
has its ups and downs so I try and learn 
lessons from both. My beliefs give both 
my wife and I peace of mind.”

And no matter what your beliefs, 
it’s hard to argue with that business 
plan.

Ghost Busters! – 1959 stretch Caddy in for an overhaul. 
The car is a replica of the one used in the movie. 

1955 Buick and ’69 Caddy getting overhauls

Daniel Luis, R&R
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On December 23, GM closed 
its historic Willow Run 
Powertrain plant after 57 

years of building automatic transmis-
sions.

The economic downturn of the 
last few years has forced many auto 
manufacturers to reevaluate their busi-
ness strategies. This has led to a number 
of plant closings, layoffs, and a wide 
range of belt-tightening measures.

But of all the financial trimming 
to take place, few are as emotion-
ally charged as the Powertrain Division 
plant at Willow Run, Ohio, which GM 
closed on December 23, 2010.

Buildings open and buildings 
close: Lots of factories have shut their 
doors over the years, whether the 
economy was good or bad. So what 
makes the Willow Run plant special?  

The End of  
an Era…by Steve Bodofsky

members.atra.com
www.atra.com

B-24 Liberators manufactured at the Willow Run plant, waiting next door at the Willow Run Airport to be shipped 
overseas and placed in service during WWII.

What do automatic transmissions have to do with World War II? Nothing much. But the Willow 
Run plant wasn’t built for transmissions: It was originally an airplane factory.  Ford built 

Willow Run for manufacturing the B-24 Liberator Bomber.
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Why would its closing mark the end of 
an era for our industry?

Let’s face it: We’re transmission 
people. Our entire industry owes its 
existence to the automatic transmis-
sion. And that industry pretty much 
began when GM introduced its first 
automatic transmission back in 1939. 
So when GM closes its primary trans-
mission plant — a plant that’s been at 
the forefront of so many innovations for 
so much of our history — it has to give 
each of us a moment’s pause.

But Willow Run isn’t just a relic of 
the transmission industry. It also holds 

a hallowed place in the history of the 
United States.

World War II
What do automatic transmissions 

have to do with World War II? Nothing 
much. But the Willow Run plant wasn’t 
built for transmissions: It was origi-
nally an airplane factory. Ford built 
Willow Run for manufacturing the 
B-24 Liberator Bomber.

The building was designed by 
architect Albert Kahn, who described 

The End of an Era…

Go electronic...
CSII is the solution to installing a modern powertrain into your 
street rod, nostalgia car, muscle car, race car or heavy truck. 

Kit comes complete with 
hardware & instruction 
manual for quick and 
easy installation.

LCD programming 
display included.

Generates trouble codes 
& live data stream. 

Shift points and pressure 
adjustable, self calibrating 
AccuLink TPS. 

Kit comes complete with 
hardware & instruction 
manual for quick and 
easy installation.

LCD programming 
display included.

Generates trouble codes 
& live data stream. 

Shift points and pressure 
adjustable, self calibrating 
AccuLink TPS. 
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it as the “most enormous room in the 
history of man.” And for many years it 
was: The finished plant covered more 
than 5 million square feet and was over 
a mile-and-a-quarter from end to end. 
The claim was you could stand at one 
end of the building and not be able to 
see all the way to the other end.

In the beginning workers used 
bicycles to travel back and forth 
through the building, using baskets to 
carry their tools from one wing to the 
next. The bicycles were later replaced 
by motorized carts, and the bicycles — 
some 1800 of them! — were donated to 
local charities.

The floors were sloped slightly 
from west to east, to enable workers to 
roll the finished planes out the two mas-
sive hangar doors on the east side of the 
building, and out onto the tarmac where 
they’d be taxied out for their initial test 
flights.

The giant doors are still there and 
they still operate: Workers would open 
them during the late spring and summer 
months to let fresh air into the factory.

There were also a number of bal-
conies inside the building, to provide 
workers with easy access to the upper 
areas of the planes. When GM took 
over, these balconies were sealed and 
turned into offices. 

The first airplane components were 
produced at Willow Run on December 
8th — the day after the attack on 
Pearl Harbor; the same day Roosevelt 
declared war on Japan. Almost exactly 
one year later the first bomber was 
completed.

At its peak the plant employed over 
42,000 workers; many of them women 
(sidebar on page 39). At full operation 
they would complete a plane every 55 
minutes. According to estimates, they 
built about 8685 bombers.

A few months after the war ended 
Ford sold the plant to Kaiser-Fraser, 

which used the factory to build cars, 
military aircraft, and weapons for the 
government. They closed in 1953.

GM Steps In
By now you have to be asking 

yourself, “Where do the transmis-
sions come in?” Well, up until this 
point, GM built its automatics at the 

Detroit Transmission plant in Livonia, 
Michigan. A fire destroyed that plant on 
August 12, 1953.

GM immediately bought the empty 
Willow Run plant and sent out 400 spe-
cialists to convert it for building trans-
missions. In just 12 weeks they had the 
new plant up and running.

Over the years, the name of 

At its peak the plant employed 
over 42,000 workers; many of 

them women (sidebar on 
page 39). At full operation 

they would complete a plane 
every 55 minutes.
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Claremore, OK 

 
 

the plant has changed. In 1963 they 
renamed it GM Hydra-Matic. In 1991 
it became the GM Powertrain Division. 
Throughout the name changes its pri-
mary purpose remained constant: 
Building transmission parts and trans-
missions.

How many transmissions? One 
estimate claims that over its 57-year 
run, over 82 million transmissions 
were built at the Willow Run facility. 
At its peak in the ’70s, some 14,000 
employees worked there… so many 
that the shifts had to be staggered in 
6-minute increments to help workers 
get in and out of the parking lot more 
easily.

In 2002, GM made plans to invest 
about $300 million at Willow Run to 
refurbish the plant to handle their new 
6-speed transmissions. By the time 
the updates were complete, the cost 
worked out to nearly twice that much. 
They continued to build the 4-speed 
units at the same location.

A Cost-Cutting Measure
With all that invested, why would 

GM close the plant? The answer is 

simple: cost. It was more cost effective 
to close the plant and move the trans-
mission assembly elsewhere.

Over the last few years, GM had 
expanded its transmission operations to 
other locations, including a newer plant 
in Toledo, Ohio, about a half-hour away 
from Willow Run. The Toledo plant 
was already tooled up for the 6-speed 
transmissions, so it was relatively easy 
to increase its volume to cover the 
output that would be lost by closing 
Willow Run.

At the same time, GM discontin-
ued its 4-speed transmissions, switch-
ing over entirely to the 6-speed units. 
This left Willow Run generally irrel-
evant.

Meanwhile the costs continued. 
In fact, the 2009 property taxes to 
Ypsilanti Township alone were nearly 
$5½ million. So it’s little wonder that 
GM opted to close the plant and try to 
liquidate it as part of the company’s 
bankruptcy restructuring plan.

During the closing, most of the 
employees from the Willow Run plant 
were offered the opportunity to take 
positions at other GM locations. And 

with the Toledo plant just a half hour 
away, that wasn’t much of a stretch for 
the majority of the workers.

Wanda Wellman, communications 
manager for the Willow Run plant, was 
quick to point out that all of the trans-
mission operation moved from Willow 
Run was kept in the United States; 
nothing was moved out of the country. 

Times change and business moves 
forward. Old plants close and new ones 
take their places. That’s the way of the 
world… it’s progress. But as a signifi-
cant era comes to a close, it’s also fit-
ting that we take a moment to recall the 
past, and honor the contributions made 
to our country and our industry.

Such was the contribution of 
Willow Run… now a part of history: 
American history… automotive his-
tory… and the history of the automatic 
transmission industry.

The End of an Era…

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

The One-Stop Source 
For High Performance 
Drivetrain Components

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

And Much More!

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

1.888.776.9824 • tciauto.com

Rebuilder Accounts 
Wanted – Call 
Ondra Terry 

8222b



GEARS   March  2011 39

The Willow Run Plant  
and Rosie the Riveter

Few images from World War II are more evocative than 
Rosie the Riveter. Hers was the face that launched millions of 
women into the workforce to help support the war effort.

The original inspiration for Rosie the Riveter was 
Geraldine Hoff Doyle, who died on December 26, 2010 — just 
three days after the official closing of the Willow Run plant — at 
the age of 86.

Geraldine was photographed working in a sheet metal 
plant in Ann Arbor, and the photo inspired the hugely success-
ful recruitment effort that included the familiar “We Can Do It” 
posters, a cover illustration for the Saturday Evening Post by 
Norman Rockwell, and a popular song of its time.

But Geraldine wasn’t the only Rosie: There were many 
others. One of the more famous was Rose Monroe, who actu-
ally worked as a riveter in the Willow Run aircraft plant — the 
very same plant that later became GM’s Powertrain factory. 
Rose moved from Kentucky and took her job at the Willow Run 
plant to support her children after her husband died.

During a tour of the plant, actor Walter Pidgeon saw Rose 
and chose her to play Rosie the Riveter in a series of news-
reels and films he produced to support the war effort.

So Willow Run was more than a factory for aircraft and 
transmissions. It was also one of the origins for one of the most 
recognized images from World War II: Rosie the Riveter.
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At some point every shop 
owner has to hire new peo-
ple. Whether it’s because 

someone left or you’ve just become 
that busy, sooner or later you’ll need 
to add to your staff. 

Remember, one of the 5 
Recurring Traits for any success-
ful business owner is to surround 
yourself with the right people. Those 
are the people who are going to 
implement your plans and keep the 
vision you have for your shop alive 
and well.

But finding the right people can 
be a huge problem. Let’s face it: 
We’re part of a highly specialized 
industry. You can’t just bring in the 
first guy who walks through the door 
and put him to work at the bench, no 
matter how good an attitude he has.

You need someone with at least a 
basic skill set and some level of training 
and experience. And he — or she — 
needs to mesh with your team and buy 
in to your business model and strategy. 
Where are you going to find someone 
like that?

Chances are you won’t — at least 
not right away — and almost certainly 
not at the precise moment you need 
him. Employees like that are few and 
far between, and those that are around 
probably have a job and are very happy 
where they are. You aren’t likely to find 
them just waiting for you to run an ad in 
the local newspaper or on Craig’s List.

So what’s your next move? First, 
you may want to remember that find-
ing the right people is an ongoing task; 
not something you do when you’re in 
trouble. That means accepting resumes 
and taking referrals even when you 
aren’t ready to hire.

If you have a web site — and you 

certainly should! — consider adding an 
application form to your site. An online 
form makes it easy for people to con-
tact you right on line, whether you’re 
actively looking for someone right now 
or not.

And when you do find someone 
really exceptional, it may mean hir-
ing that person now, even though you 
weren’t really ready to add to your 
staff. Sometimes it’s worthwhile hiring 
someone who’s extraordinary today, 
and building the business up to sup-
port him, rather than have to settle for 
someone less qualified when you’re 
desperate.

Finally, instead of looking for a 
ready-made person to pluck “off the 
shelf,” maybe it’s time to consider 
growing your own — hiring some-
one you can train and mould into the 
employee you’d like to have.

This isn’t as unusual as you might 
think. A lot of shop owners have come 

to the realization that they’re not going 
to find someone ready to step into a 
high tech position, so they’ve become 
proactive in their search to find the 
right people. They’ve started hiring 
people today who’ll be ready to fill 
positions tomorrow.

“I’m Not Training My 
Competition!”

Whenever we talk about training 
technicians, someone always interrupts 
with, “If I train them, the next thing 
you know they want more money. Then 
they’ll just take what they learned from 
me and open a shop across the street. 
I’m not going to train my competition.”

Let’s get one thing out of the way 
up front: Very few people leave a per-
fectly good job over money. They leave 
because of inadequate job satisfaction, 
a lack of respect, no growth potential, 
and a whole host of other reasons. 
Money is usually just the straw that 

Employees: 
Off the Shelf or 
Grow Your Own?

by Steve Bodofsky
members.atra.com

www.atra.com
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broke the camel’s back.
Talk to the most successful shop 

owners: Most have employees who’ve 
been with them for 10 years… 20 
years… some even longer. They keep 
them by making them a part of their 
business. And that includes providing 
them with the education they need to 
keep their skills sharp.

If you’re afraid of training your 
employees because “they’ll just leave,” 
chances are you have a bigger problem 
than a need for new employees. In fact, 
that may be the very reason you need to 
find a new employee in the first place.

Once you’ve accepted the idea that 
you may have to grow your own, you 
need to decide where to look for likely 
candidates. For that, there are a number 
of places to look for the right people.

Train from Within
What you need is a rebuilder or 

a diagnostician. What you have is an 
R&R person who’s conscientious, 
dependable, and eager to learn. Maybe 
it’s time to consider promoting from 
within.

Let’s face it: This guy has every-
thing you’re looking for in an employ-
ee… except the education and experi-
ence. So help him get it. You know 
him, and you know what you’ll get if 
you invest a little extra time and effort 
in his training.

Of course, moving him to the bench 
means you’ll need a new R&R person. 
But you can be sure that he’ll be only 
too happy to help train his replacement. 
Your current R&R guy can provide him 
with the training he needs, and get him 
up to speed.

So you train your R&R guy to be 
your next rebuilder and let him train 
your new R&R person. Everyone’s 
happy, and you have a staff you can 
depend on.

Generally Speaking
Good rebuilders are hard to come 

by, but good general technicians? There 
are a lot more of them around, and 
they’re just as eager to move up in 
the world. So consider looking to the 
general repair market for your next 
rebuilder or diagnostician.

Remember, a good general techni-
cian has to be well-versed in engine 
performance, electrical, and computer 

system diagnosis and repair — the very 
things you’re looking for in your next 
diagnostician. He may actually be more 
experienced than you are when it comes 
to reading wiring schematics or using a 
digital oscilloscope. 

Sure, he may not have a lot of 
experience in diagnosing transmission 
problems, but with good computer and 
electrical skills, and the ability to read 
a schematic, moving on to diagnos-
ing transmissions won’t be much of a 
stretch.

The only area where he’s really 
out of his element is rebuilding trans-
missions. That’s where you come in: 
Start him out by having him watch a 
few times. Then move him up to dis-
assembly and cleaning. If he’s half as 
capable as he appears to be, it won’t be 
long before he’s ready for some of the 
simpler rebuilds.

And when you add those rebuild-
ing skills to all he’s bringing to the 
table, this guy’s going to be a terrific 
addition to your staff.

Back to School
There are hundreds of votech 

schools and colleges all around the 
country offering programs in auto-
motive technology. And many of 
those classes are filled with students. 
Unfortunately, too many of those stu-
dents are there simply because they 
don’t want to work in a factory or on an 
assembly line.

But not all of them: In every class 
there’s usually someone who stands out 
from the rest. He or she picks up theory 
faster than anyone, and asks the intelli-
gent questions (yes, there really is such 
a thing as a stupid question!)

When he goes into the auto lab, 
his repairs work… the first time. And 
he doesn’t end up with a handful of 
leftover parts when he’s done. He’s the 
perfect candidate for joining your shop. 
All you need to do is get to him first.

How can you do that? Get to know 
the instructors at your local tech school 
or college. See whether the school has 
an advisory panel and volunteer for 
a position on it. Then, when you’re 
looking for a quality candidate for your 
shop, all you’ll have to do is ask. The 
instructor will be only too happy to rec-
ommend the right person to you.

What’s more, you’ll end up with 
someone who really wants to be an 
auto mechanic… not someone who 
just couldn’t do anything better with 
his life. And that person will be truly 
grateful for the opportunity to fulfill his 
dreams, and will prove that gratitude 
every day with the work he does and 
the attitude he brings to your shop.

In the Army Now
You think it’s important for that 

soccer mom to be able to depend on 
her minivan, so she can get her kids 
to practice on time? Think about the 
guys in a war zone, where a breakdown 
could mean the difference between life 
and death. Making sure their vehicles 
keep running… now that’s important!

And the military knows that. 
That’s why they spend so much time, 
effort, and money training their motor 
pool personnel, to make sure they can 
depend on those vehicles to get where 
they’re going, every time they drive off 
the base.

So when you’re looking for the 
right person to train for your rebuild 
bench, maybe you should consider 
looking for an ex-military motor pool 
technician. 

These are people who know the 
value of teamwork and have the atti-
tude and drive to get things done. 
And they’ve proved their dedication by 
serving their country. What could be 
better than giving them the opportunity 
to “be all they can be” for your shop?

Saving a position for an ex-soldier, 
sailor, airman or marine shows a level 
of respect for their contribution to you 
and your country. And respect is a two-
way street: When you show it, you earn 
it. That’s something that’ll pay off in 
the long run.

Okay, so maybe you can’t find a 
rebuilder to hire at the precise moment 
you need one. But if you can’t pick one 
“off the shelf,” then maybe it’s time for 
you to “grow your own.”

Choose the right person and help 
him or her grow into the position you 
need to fill. It’ll take a little longer, but 
if you do it right, it’ll pay off in the 
long run.



Gold Sponsors:

Plant tour: Friday, May 13  
Technical presentation and plant tour at the Borg-
Warner plant in Bellwood, a suburb of Chicago. 

Seminar: Saturday, May 14  
The Saturday, May 14 classroom format 
seminar will feature presentations by industry 
experts, vendor representatives and technical 
organization speakers. A sit-down luncheon and 
coffee breaks will be provided at the seminar and 
included in the fee.

Host Hotel:  
Renaissance Chicago O’Hare Suites Hotel
8500 West Bryn Mawr Avenue  
Chicago, Illinois 60631 USA

Arrangements can be made directly with Marriott 
reservations at (800) 468-3571 or (773) 380-9600.

Room rates: $99. plus tax
When booking, reference TCRA to get the  
reduced rate.

Seminar fee: 
Includes bus to Borg Warner Tour. Lunch will be 
provided, courtesy of Sonnax.  There will be a 
cash cocktail reception on Saturday.

Tuition / Fee:
Members – first attendee:  $250
Members – subsequent attendees:  $150
Non-members – $295

Sign up:  
Call Len Wack at 973-293-8925 or email at  
lenw@embarqmail.com

Become a TCRA member and save on  
registration!  Visit www.tcraonline.com 
for more information on membership!

Platinum Sponsors:

BorgWarner and Sonnax have announced they will be  
co-hosting the 2011 TCRA Seminar weekend in Chicago

TCRA AD 2-8-11.indd   1 2/8/11   9:33:03 PM



BorgWarner’s new Governor Pressure Solenoid will not flood out at increased line pressures
and can be used in modified and high performance transmissions as well as stock units. It
delivers all the benefit of much more expensive aftermarket solenoid adapter kits for just the
price of a solenoid, and with better reliability and no extra parts to change out.

The extra size gives you more magnet force, 
more spool valve force, 15% more flow capacity 
than the OE brand, all of which adds up to a wide
safety margin of stable pressure to ensure reliable
shifting under all conditions.

Call your authorized distributor today and ask 
for genuine OEM quality solenoids from the global
leader in automatic transmission technology...
BorgWarner Inc.

feel good about driving

We’re stable under pressure.

BorgWarner carries a full line of OEM quality
clutch plates, transmission bands, one-way
clutches, and electronic transmission solenoids
that are 100% guaranteed to fit your rebuilds.

BorgWarner Inc.
Transmission Systems
1350 N. Greenbriar Dr. Unit B
Addison, IL  60101
(630) 261-9980
www.borgwarner.com

BorgWarner Part Number 50185

OEM Heavy Duty Replacement
Governor Pressure Solenoid
fits Dodge/Jeep transmissions
(42/44/46/47/48 RE)

2010BWA-50185REDO-FN:2010BorgWarner  11/29/10  8:51 AM  Page 1
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Structurally, our feet are well 
designed; they are made up of 
26 bones with almost no cush-

ioning or protective muscle layers sur-
rounding them. This makes the unpro-
tected foot extremely vulnerable to 
many types of injuries, especially with 
dangers in construction and automotive 
work. In a typical year, many disabling 
foot injuries occur, and many of these 
injuries could have been prevented if 
proper foot protection was used.

There’s no footwear that is able 
to protect against all injuries. The best 
option is to be proactive by identifying 
and assessing all foot hazards that may 
exist at the worksite. Then require the 
proper foot protection be worn in those 
areas, use engineering controls when 
possible, and always enforce safe work 
practices.

California‘s General Industry 
Safety Orders require foot protection to 
be worn if workers are exposed to foot 
injuries from electrical hazards, hot, 
corrosive, poisonous substances, fall-
ing (or rolling) objects, crushing (from 
heavy loads or equipment) or penetrat-
ing actions (from nails, glass, metal, 
etc.) or if workers are required to work 
in abnormally wet locations.

When evaluating safety footwear, 
it’s important to insist on the correct 
ANSI (American National Standards 
Institute) rated foot protection for the 
hazards that apply.  Here are some key 
factors to consider when choosing foot 
protection.

•	 Impact or compression protection 
- Steel-toed footwear provides pro-
tection over the top of the foot to 
protect against falling, rolling, or 
crushing objects if workers carry 

or handle heavy materials or tools. 
However, where there are electri-
cal hazards, a fiberglass toe should 
replace the steel toe. For added foot 
protection, the outer soles should 
resist water, oil, solvents or heat. 

•	 Safety footwear with puncture pro-
tection should be required when a 
worker is around sharp objects such 
as nails, wire, tacks, screws, staples, 
scrap metal, etc.  Practicing good 
housekeeping procedures is another 
way to prevent puncture injuries.

•	 Good traction should be considered 
to protect against slips and falls.  
Although most safety footwear 
offers some slip resistance, traction 
can be increased when shoes have 
abrasive soles or treads with many 
small grooves or cleats- if they’re 
kept free of dirt or mud buildup.

•	 Consider protection from electrical 
and explosive hazards.  Footwear 
of this nature may be conductive, 
to prevent static electricity buildup, 
non-sparking, and if dealing with 
explosives; wear nonconductive 
protective footwear. Electrical 
hazard shoes are designed to work 
when they’re dry and in good repair; 
protection is diminished when they 
are wet or if there’s an accumulation 
of dirt.

Last, but not least, shoe comfort 
should be a factor to make sure 
employees wear the foot protection. 
Since the foot is something that does 
not get much attention unless there is a 
problem, it is important to take proper 
preventative steps right from the start to 
avoid injuries.

Step Up to 
S a f e t y by California State 

Compensation Fund
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Being a father of four chil-
dren — two sons and two 
daughters, ranging from 

third grade to a sophomore in college 
— I’ve had my trials and tribulations 
with homework. I was thinking about 
that last week when my daughter 
asked me to help her with her math 
homework.

So there I am, sitting with my 6th 
grader, helping her work through a 
math problem. After about 20 minutes 
we figured it out, but it occurred to me 
that the way I was helping her wasn’t 
teaching her. It wasn’t long before I 
figured a better way to help her. 

It got me thinking about the paral-
lels to our industry. Some of us can 
remember the EEC-1 computer sys-
tems. Seriously, when we look back, 
how easy were those single-wire sys-
tems?

Today’s transmissions use multi-
plex and fiber optic controls. Heck, 
some vehicles are parking themselves. 

No matter where things are headed, 
keeping up is a never-ending struggle. 
To move forward, you have to work 
twice as hard. If you stop, you’ll quick-
ly fall behind.

So what are you doing to continue 
your education? I receive calls nearly 
every day regarding this very question: 
“Where can I get the training I need?” 
This really is a more difficult question 
to answer than doing fractions with my 
daughter.

If you want training in our indus-
try, where can you find it? ATRA has 
a three-book set that covers hydraulic, 
electrical, and scan tool information 
and road testing. We also have an 
extensive number of rebuilding books 
and yearly seminars.

All of these are available, but get-
ting books is one thing: Attending and 
taking part in a seminar is a complete-
ly different experience. There’s little 
doubt that attending those seminars is 
a terrific way to stay on top of today’s 
technology, but sometimes that’s easier 
said than done. Sure, if you’re near one 
of the large cities, education can be 
fairly easy to find. 

But what about the guy in El Paso, 
Texas, or Van Buren, Maine? Or even 
the guys in Sault Ste. Marie — check 
the very northern end of UP for that 
one. Those guys are hard pressed to 
find a seminar nearby. For them, diving 
head first into a book may be their only 
choice. 

I’ve referred those calls to colleges 
that offer automotive classes. I’ve also 
given them shop names to contact; 
sometimes shops have internships to 
help the guy that wants to get his feet 
wet in this business.

Another choice might be online 
automotive seminars, or webinars. 
Think about that: You sit down in front 
of your computer, click on the appro-
priate link, and just like that you’re in 
attendance at a seminar that’s being 

delivered hundreds or even thousands 
of miles away. You get all of the advan-
tages of a live seminar without ever 
walking out your front door. What 
would you think about that? 

ATRA is serious about providing 
continuing education and we want you 
to have every opportunity to get as 
much technical information as possible. 
But to do that we need some feedback. 
We need to know the best way to make 
that education accessible to you. 

There comes a time in everyone’s 
life when technology becomes over-
whelming. Some of us will learn to 
adapt and overcome. For others, it 
won’t be so easy; they’ll need help 
keeping up. That’s the whole idea 
behind the ATRA Technical Seminars. 
It’s a longstanding tradition that we’ll 
continue in the years to come.

One of these days a car is going 
to pull into your shop. You’ll go out to 
greet the customer and realize no one’s 
inside. Then the driver’s window will 
roll down and a printed complaint sheet 
will feed out of the dash with a list of 
everything that needs to be repaired. 
Farfetched? Maybe, but did you ever 
think you’d see 3D televisions?

For ATRA seminar dates, check the 
ATRA web site at members.atra.com. 
And don’t forget about the webinar 
question: Let me know what you think 
at lwiggins@atra.com.

Continuing 
Education

by Lance Wiggins
members.atra.com

www.atra.com

FROM THE TECH DIRECTOR
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For close to two years now, ATRA has been working 
toward a goal of increasing traffic to ATRA member 
shops through a consumer-reach effort. The main 

vehicle for this has been the atra.com web site but it’s simply 
the mechanism that allows consumers to find member shops. 
The real workhorse in the effort is the public relations articles, 
press releases and news stories that go out through other pub-
lications, web sites and radio; like the New York Times article 
highlighted in the ATRA News story.    

This effort has as its purpose, improving the business of 
ATRA member shops. It’s really no different than technical 
services or the Golden-Rule warranty, introduced back in the 
‘60s. These services help give ATRA members a business 
edge over the competition.  Today, with the proliferation of 
remanufactured transmissions and the increase of general 
repair shops providing transmission services it’s important for 
ATRA to help consumers with their buying decisions when it 
comes to transmission repair, the clear choice being an ATRA 
member shop.

 Recently, ATRA has added a couple of features to the 
atra.com web site that help attract attention and highlight 
ATRA member shops. These two features are on the home 
page. They are the blog and the local member listing (figure 
1). The blog is a feature that includes short, consumer-interest 
topics that are right out in front; the viewer doesn’t have to 
search through the site to find an interesting automotive topic. 
The member listing shows viewers nearby ATRA members so 
as soon as they arrive at the web site there are members listed 
from that area, so they don’t need to go to the shop finder 
unless they want to refine their search. This has resulted in 
a 550% gain in exposure for ATRA member shops (from 
December to January, 
when the feature went 
into affect). 

In terms of overall 
traffic and visitor count, 
ATRA traffic remains 
strong. Figure 2 shows 
a report from Google 
Analytics, a feature 
Google offers that tracks 
a wide range of web site 
activity. Google reports 
that over 69,000 people 
visited the ATRA site 
over the past 6 months.  
That’s a lot of people! 

As we continue 
this effort we’ll focus 
on more ways ATRA  

members can attract consumers on an individual basis, using  
the same methods we’ve found so successful. As the largest  
network of independently-owned transmission repair shops  
in the world, ATRA and ATRA members have a great oppor-
tunity to reach thousands, if not hundreds of thousands of  
people looking for help with their cars… and that matters! 

MEMBERSHIP MATTERS

Figure 2

Traffic Report

Figure 1



GEARSMagazine.com 

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

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

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

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

the all new GEARS Online Buyers Guide
•	 Search by specific category for quick website links to the suppliers 

of our industry.

Coming Soon – Look for our new blog features and 
iPowertrian News – updated and timely news and products 
that will keep you and your shop on top of our ever changing 
industry. 

GEARSMAGAZINE.com – The Industry’s Information Site 

FOR THE TRANSMISSION REBUILDING INDUSTRYGEARS
TM
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It’s not all that often that you 
can say that you appeared 
in the New York Times. 

What is considered by some as 
the most prestigious newspa-
per in the United States covers 
only the timeliest topics, using 
only the most expert sources. 
Individuals and businesses alike 
have had their fortunes made or 
broken by being covered by the 
Times.

That’s why we think it was 
such a big deal that we recently 
were used by the Times in an 
article they wrote on Honda 
transmissions. The article, 
entitled “Honda Transmission 
Problems Seem to Persist,” 
appeared in the January 8 edi-
tion. 

I had the good pleasure 
of talking with the author, 
Christopher Jensen, about the 
problems that Honda owners 
are still having with their trans-
missions. Despite a massive 
recall in 2004 and a class action 
lawsuit in 2006, many Odyssey, 
Accord and Pilot owners are 
still spending thousands of dol-
lars to repair faulty transmis-
sions.

I discussed with Jensen about how 
Honda transmissions used to have a 
very good reputation in the 1990s, and 
they were some of the most reliable 
ones around. But in the past decade, 
the quality of Honda transmissions has 
been in serious decline. Jensen used this 
piece of information in his article.

Not only was the article in the print 
edition, but it was also posted online on 
the Times’ auto blog, Wheels. Online 

coverage is great because more and 
more Americans are getting their news 
from online sources, the article is there 
for people to read at any time and its 
great to have the ATRA name on a site 
that is so massive and reputable. A link 
to ATRA’s website on the Times’ site 
is great for ATRA.com’s search engine 
rankings.

But what was perhaps the best part 
of the whole experience was that Jensen 
called me out of the blue. We had not 

pitched to him that we were 
an expert source ready to com-
ment on the story. We had not 
sent him any materials directly 
beforehand. 

It speaks to the weight of 
the ATRA name. Consumers 
are becoming more famil-
iar with it and look to ATRA 
for their transmission needs. 
They’re looking for our mem-
bers’ shops. They’re looking 
for our resources and materi-
als. They’re looking for our 
expertise.

We are an international 
organization comprised of 
some of top minds in the trans-
mission industry, and it is great 
to see people starting to take 
notice. We are going to con-
tinue to build our relationships 
with automotive writers across 
the country so that we have 
more opportunities like the one 
we just did with the Times. 
Jensen has already told us that 
he wants to use us as a regular 
source in his writing. The more 
people see the ATRA name 
in outlets like this, the more 
aware consumers become of 
the ATRA brand.

That can only have a positive 
impact on your shop and the amount of 
customers you are seeing walk in your 
doors.  It’s just another way that ATRA, 
the recognized leader of our industry, is 
looking to serve its members.

Note: To read the New York Times 
article visit the ATRA member web site: 
http://members.atra.com and go to the 
“Press Room”.

ATRA Featured in the New York Times
by Dennis Madden

members.atra.com
www.atra.com



2011 ATRA Technical Seminars

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

One free registration with every four paid.

800.428.8489 • http://members.atra.com

Register Today!

3/12/11 Boston, MA
3/19/11 Phoenix, AZ
3/19/11 Orlando, FL
3/26/11 Biloxi, MS
3/26/11 San Antonio, TX
4/2/11 Salt Lake City, UT
4/9/11 Minneapolis, MN
4/30/11 Fremont, CA
5/7/11 Coeur D’Alene, ID
5/14/11 Denver, CO
5/21/11 Des Moines, IA
6/4/11 Vancouver, BC
8/13/11 Albuquerque, NM
8/20/11 Cincinnati, OH
9/17/11 Billings, MT
10/1/11 Chicago, IL
10/8/11 Portland, OR

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

A Changing Industry
Transmissions never change, right? Hardly. You know 
how fast models are changing and how complex they 
are becoming. To help you keep evolving with the 
industry, ATRA’s team of transmission experts is hosting 
one of their renowned technical seminars in your area. 
They’ll give you the in-depth training you and your staff 
need to provide your customers with the quality service 
they expect. Register today and look forward to your 
shop’s repair work being transformed!

Helping you get your customers back on the road...FAST!

LOCATIONS

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

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

IMPORT:
RE5R05A
All Hondas
AW55-50SN

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

TRANSMISSION OVERVIEW
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Collect Your Share 
from High Gas Prices 
with mpg-MAX™!

“Have you seen the price of gas 
lately?” 

That’s becoming a common ques-
tion these days. Gas prices are quickly 
climbing to levels we haven’t seen in 
three years.

Now you can take advantage of 
those high prices while helping your 
customers save, with mpg-MAX. mpg-
MAX is a complete program designed 
to turn any shop into a gas mileage 
specialty shop.

There are no magic wands or silver 
bullets with mpg-MAX. It’s all about 
good maintenance and service, wrapped 
in a slick marketing package. You get 
full advertising and point-of-sale sup-
port, and a manual on disk to show 
you how to get the most out of your 
program.

For your technicians you get a 
complete, interactive checklist and a 
manual on disk to help them iden-
tify problems, and help you sell needed 
repairs.

Your customers will be eternally 
grateful for the savings and thrilled with 
their cars’ improved performance. And 
you’ll earn more by performing much 
needed services and repairs. The only 
losers are the oil companies… and to be 
honest, aren’t you okay with that?

mpg-MAX was designed by 
longtime auto training developer and 
GEARS Senior Editor Steve Bodofsky, 
so you know it’s based on real-world 
conditions and solutions. 

mpg-MAX lists for $695, but you 
can buy it directly from Steve for just 

$495… a terrific deal that you could 
easily recover with your first job.

To learn more or place your order, 
call 1-800-259-1745, or visit Steve on 
line at www.AutoTechNow.com. 

Transtar Industries  
Expands Hard Parts Line

Transtar Industries, Inc., the pre-
mier provider of world-class driveline 
solutions, has just introduced its new 
hard parts specialty locations.

Each of Transtar’s 59 branches has 
an extensive hard parts inventory. But 
recently some hard parts have become 
difficult to find. In the hard parts spe-
cialty locations, Transtar expanded its 
already comprehensive line to include 
hard parts for late model and import 
applications. These locations provide 
all 59 Transtar branches access to any 
hard part in its vast inventory within 
one day.

“One of our main goals at Transtar 
is to understand the things our cus-
tomers want and strive to meet their 
demand,” says Jim Berry, VP of mar-
keting. “Several members of our team 
spent the past year researching, plan-
ning and developing these hard parts 
additions.”

Some of the latest hard parts added 
include Aisin Warner components for 
the AW55-50SN, Nissan RE0F09A 
CVT components, Toyota U660E parts, 
and GM 6L90 parts. Hard parts can be 
ordered from every Transtar branch, 
including the hard parts specialty loca-
tions in Portland, OR, Lancaster, PA, 
and Charlotte, NC.

“Customers can rely on us when 
they need good used, rebuilt, new 
aftermarket, or OEM hard parts,” said 
Mike Cargill, product manager for the 
hard parts line. “Whether it’s com-
mon domestic components or difficult-
to-find import and late model items, 
Transtar will have exactly what our 
customers are looking for in stock, with 
fast, dependable delivery.”

For further details contact your 
Transtar representative, visit www.
Transtar1.com, or call 855-Transtar.

New A & Reds  
Parts Catalog

A & Reds new 2011 Automatic 
Transmission Parts Catalog is now 
available. This catalog is a five-volume 
set of books indexed by make and 
model, making it very easy to use.

The new catalog is available in 
book and CD form. If you’d like a 
CD copy, just call 800-835-1007 and 
request one.

ZF Develops 9-Speed  
Automatic Transaxle  
for Passenger Cars

Under high pressure, ZF is working 
on the development of new fuel-effi-
cient transmissions. The latest innova-
tion: an entirely new automatic pas-
senger car transaxle, developed with 
nine gears.

Already at the IAA 2009 
(International Motor Show) in 
Frankfurt, Germany, ZF presented 
a concept study for front-transverse 

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.

The new 9-speed automatic transmission by 
ZF: flexible, powerful, and cost-effective.
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transmissions which has entered serial 
development.

Approximately 80% of all pas-
senger cars feature a transverse engine. 
ZF is developing a state-of-the-art auto-
matic transmission for this type of 
engine installation, which will signifi-
cantly improve fuel economy.

Transmission production has been 
scheduled for Greenville, SC, USA.

With its 9-speed automatic trans-
mission for vehicles with transverse 
installed engines, ZF will once again 
establish a benchmark in terms of fuel 
consumption. Compared to today’s 
standard 6-speed automatic transaxles, 
ZF’s new 9-speed clearly improves both 
driving performance and fuel economy. 

The modern shock absorber sys-
tems in the torque converter, which 
make a rapid lockup of the converter 
clutch possible, also mean better fuel 
economy and lower CO2 emissions.

Just like the 8-speed automatic 
transmission for longitudinal installa-
tion, the new 9-speed transaxle ensures 
extremely short response and shifting 
times, clearly below the threshold of 
perception, which makes double shifts 
and direct multiple gearshifts possible.

So the new transaxle is equipped 
with the same ‘sporty genes’ as its 
8-speed predecessors; in conjunction 
with the excellent shift comfort charac-
teristics, they certainly entail ultimate 
customer satisfaction.

For further information visit www.
zf.com.

TransTec Introduces 
Hyundai / Kia 5-Speed 
Kit

TransTec is pleased to announce 
the availability of overhaul kit number 
2548. This new kit contains all of the 
necessary sealing components for the 
5-speed A5HF1 transmission found in 
the following vehicles, both domesti-
cally and abroad:

Hyundai 
06-up Azera V6 3.3L, 3.8L
07-09 Entourage V6 3.8L
05-Up Santa Fe L4 2.0L, 2.2L V6 3.3L
06-09 Sonata V6 3.3L
06-08 Equus V6 3.3L 3.8L
05-10 Grandeur L4 2.2L V6 2.7L 

3.3L 3.8L

Kia 
06-09 Amanti V6 3.5L 3.8L
06-Up Sedona V6 3.8L
05-Up Grand Carnival L4 2.9L V6 3.8L
05-Up Opirus V6 2.7L 3.3L 3.8L
09-11 Sorento (Naza Manufactured 

Vehicle) L4 2.2L

Featured Components

TransTec® kit number 2548 is in 
stock and available for immediate ship-
ment.

Millie Quintana 
Promoted to SAP Sales 
Team

Seal Aftermarket Products is 
pleased to announce the promotion of 
Mrs. Millie Quintana to its international 
sales team.

In Millie’s 17-year career with 
the SAP team, she has continually 
advanced in position and responsibil-
ity. In her new role as international 
territory sales manager, Mrs. Quintana 
will continue to use her excellent cus-
tomer relationship management skills 
and SAP product knowledge.  

SAP President Troy Eakins 
applauds Millie and believes that add-
ing to SAP’s sales staff is a vital step 
toward enhancing customer relation-
ships: “The objective is to listen to the 
voice of the customer and execute on 
their suggestions to make it easier for 
the customer to do business with us.”

Seal Aftermarket Products’ prima-
ry goals are to promote the global pro-
gression of the industry, focus on prod-
uct development, and become a partner 

to its customers. For more, visit SAP on 
line at www.SealAftermarketProducts.
com.

Raybestos Expands  
Distribution of OE  
Torque Converter Wafers

Beginning March 17, Raybestos 
Powertrain’s OE Torque Converter 

Wafer products will be available to 
qualified torque converter rebuild-
ers directly from the manufacturer.

“These are the same high qual-
ity products and the same service 
you have come to rely on Raybestos 

Powertrain for,” said Al Avila, VP of 
sales and marketing.

Wafers are available in five materi-
als:

•	 Tan contains cellulose fibers 
and a special blend of resins which pro-
vide excellent coefficients of friction to 
match most OE specifications.

•	 High-energy Kevlar® handles 
the added stress of clutch dampening 
on electronically controlled transmis-
sions that would cause ordinary friction 
paper to glaze or burn, provides smooth 
engagements, and prevents shuddering 
during modulated TCC lockup.

•	 High Carbon is a carbon-
impregnated material that withstands 
temperatures above the typical high-
energy Kevlar® material and is an opti-
mum replacement for PWM controlled 
systems.

•	 PowerTorque™ was devel-
oped by Raybestos Powertrain to solve 
flaking and wear in HD applications. Its 
25% higher friction levels, higher tem-
perature capacity, and higher density 
provide maximum holding capacity for 
diesel and heavy duty applications.

•	 SW Carbon™ was the indus-

Millie Quintana

OEM Reference Description TransTec®

43119-39020 Right Axle Seal B37139
43119-39030 Left Axle Seal B37139
46275-3A001 Valve Body Gasket B36517
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try’s first “true carbon” EC3 replace-
ment part to meet GM’s carbon material 
specs. Using a spun-wound process, 
it resists high heat and wear; provides 
smooth, efficient performance; and 
lasts longer.

Raybestos Powertrain assures the 
consistent quality of its torque convert-
er wafers throughout the manufacturing 
process.

To establish your account, for sales 
or technical assistance, or for a com-
plete list of products, call 800-729-
7763.

Smart Blend Synthetics 
Introduces High Mileage  
Engine Oil Supplement

For Engines with Over 75,000 
Miles

Smart Blend 
Synthetics High 
Mileage Engine Oil 
Supplement enhances 
conventional motor 
oil to perform as high 
mileage engine oil, 
helping to extend 
engine service life 
while maintain-
ing oil durabil-
ity.

S m a r t 
Blend High 
M i l e a g e 
Engine Oil 
S u p p l e m e n t 
helps restore 
pe r fo rmance 
by provid-
ing additional 
protection for higher mileage engines 
above and beyond conventional motor 
oil.

•	 Provides enhanced protection 
for high mileage engines

•	 Improves combustion cham-
ber sealing to restore compression

•	 Compatible with engine seals 
and all conventional motor oils

•	 Eliminates the need to stock 
additional high mileage oils

For product pricing or more infor-
mation about Smart Blend Products call 
1-888-422-9099, email smartblend@
aol.com, or visit them on line at www.
smartblend.com.

SAP Adds Marlene Rubi 
to Its Sales Staff

Seal Aftermarket Products is 
pleased to announce the addition of 
Ms. Marlene Rubi to their international 
sales team.

Marlene has worked in the auto-
matic transmission aftermarket con-
tinually since 1996 when she began 
working with Carfel Inc. In her role as 
international territory sales manager, 
Ms. Rubi will make use of her vast 
international experience and excellent 
skill set.  

SAP President Troy Eakins wel-
comes Marlene and believes that add-
ing to SAP’s sales staff is a vital step 
toward enhancing customer relation-
ships. “We are putting more feet on the 
street to have more touch points with 
the customers.”

Seal Aftermarket Products’ primary 
goals are to promote the global progres-
sion of the industry, focus on product 
development, and become a partner to 
its customers. For more, visit SAP on 
line at www.SealAftermarketProducts.
com. 

Sonnax O-Ringed End 
Plug Kits for ZF 6-Speed 
Units

ZF6HP19/26/32 and Ford 6R60 
transmissions often suffer from soft 
or inconsistent shifts caused by cir-
cuit leaks from valve body end plugs. 
Valves, springs and pressurized fluid 
acting on these plugs cause them to 
deform or wear, creating leaks.

To stop leaks and prevent wear, 
Sonnax O-ringed end plug kit 95740-
19K comes complete with six large 
(17mm) and six small (13mm) end 
plugs and O-rings, making it possible 
to service the entire valve body with 
one kit.

Sonnax 95740-25K contains four 

small (12mm) double-headed internal 
end plugs and O-rings, allowing you to 
restore the critical separation and seal 
between valve lineups and solenoids in 
all four locations.

Each kit includes hard anodized 
plugs for increased life, and extra 
O-rings for your convenience.

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

New Packaging Identifies  
TransTec® Transmission 
Kits and Components

TransTec® brand transmission gas-
ket and overhaul kits are now offered 
in new packaging with contemporary 
graphics that feature the TransTec® logo 
emblazoned on the front. Transmission 
professionals will recognize the famil-
iar gold and black colors associated 
with the TransTec® brand, and easy-to-
identify kit contents labeled on the front 
white panel.

The new packaging will continue 
to include the same quality components 
made to the strictest OE standards, 
contributing to a faster rebuild with 
virtually no comebacks. The TransTec® 

brand includes more parts, the broadest 
coverage of vehicles, and value-added 
features like clearly labeled sub-packs 
and more technical information.

TransTec® transmission and 
power steering kits are produced by 
Corteco, a division of Freudenberg-
NOK, the Americas joint-venture part-
nership between Freudenberg & Co. 
in Germany and NOK Corp. in Japan. 
Together the companies make up the 
world’s largest producers of advanced 
sealing products.

For more information visit www.
TransTec.com.
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New Lip Wizard™  
Installation Tool  
in TransTec® Kits

The Lip Wizard™, a simple device 
that installs lip seals and bonded pis-
tons in almost any transmission, is 
now available exclusively in TransTec® 
transmission kits. Transmission profes-
sionals no longer have to worry about 
tearing a lip seal or buying expensive 
installation tools that only work on spe-
cific transmissions. 

The unique design of the Lip 
Wizard™ simplifies installation of lip 
seals and bonded pistons. Installation 
instructions are contained on the tool 
and an instructional video is available 
at www.TransTec.com/LipWizard.

The Lip Wizard™ is flexible, ver-
satile, reuseable and recyclable. Best of 
all, it’s offered at no charge. The Lip 
Wizard™ installation tool is included 
in virtually every TransTec® gasket and 
overhaul kit featuring new packaging. 
Look for the TransTec® logo embla-
zoned on the front.

For more information visit www.
TransTec.com.

EngineQuest Introduces 
Camshaft Thrust Plates  
for Ford and Chevy

EngineQuest, a leading supplier of 
stock and performance cylinder heads 
and engine components, has introduced 

new replacement camshaft thrust plates 
for the aftermarket. With its one-piece 
steel construction, the EQ Camshaft 
Thrust Plate secures the camshaft in the 
block so it always stays centered. It’s 
perfect for replacing worn or missing 
camshaft retaining thrust plates. 

“Our camshaft thrust plate fills a 
void in the industry for a high qual-
ity, low cost replacement part,” said 
David Wilson, national sales manager 
of EngineQuest.

All EQ Camshaft Thrust Plates are 
sold in packs of five, and are available 
for:

•	 Chevy 230, 250 or 292 cid 
engine (P/N CP250N)

•	 Pontiac 301, 400 or 455 cid 
engine (P/N CP301N)

•	 Ford 289, 302 or 351W cid 
engine (P/N CP302N)

•	 Chevy 350 cid engine 3.900” 
tip to tip (P/N CP349N)

•	 Chevy 350 cid engine 4.230” 
tip to tip (P/N CP350N)

•	 Ford 351C/M, 400 or 460 cid 
engine (P/N CP460N)

For more information about EQ 
Camshaft Thrust Plates, phone (702) 
649-7776, or visit www.enginequest.
comwww.enginequest.com.

King Introduces  
Second Generation  
XP Engine Bearings

King Engine Bearings, a leader 
in high performance engine bearings, 
has introduced the second generation 
of its XP Bearings. The enhanced tri-
metal, copper-lead construction with 
nickel barrier of the XP Bearings fea-
tures King’s proprietary SecureBond 
advanced adhesion process. This 
unique process provides superior sta-
bility between the top and intermediate 
layers.

“Our XP Bearings are ideal for 

high load, long duration racing such 
as circle track, off-road, and off-shore 
in engines using steel crankshafts,” 
said Limor DePetro, director of sales 
and marketing, King Engine Bearings. 
“This is another great addition to our 
line of performance race bearings that 
reinforces our prominence in race 
engine bearing technology and design.”

The XP Bearings have a 0.0005” 
enhanced performance Babbitt overlay 
good for up to 10,000 PSI, and as much 
as 30 percent greater load capacity than 
traditional bearings. It is suitable for 
operating temperatures of up to 350ºF.

King will be showcasing its new 
XP Bearings at upcoming industry 
trade shows, including AAPEX (booth 
#3631), IMIS (booth #407), and PRI 
(booth #3314).

For more information, visit www.
kingbearings.com.

TCI® Max Shift™ 
High Pressure Trans  
Cooler Cleaner & Flush

Using a patented high-pressure 
cleaning agent that rapidly expands 
when it comes in contact with air, the 
Max Shift™ cleaner backflushes to pre-
vent pollutants from becoming wedged 
deeper inside your transmission cooler.

The high-pressure cleaning solu-
tion safely flushes out and removes any 
harmful metal shavings and sludge in 
the cooler and lines to protect new and 
rebuilt transmissions.

Available in packs of two with 
either 5/16”, 3/8” or universal barb 
fittings, the TCI® Max Shift™ High 
Pressure Transmission Cooler Cleaner 
& Flush works with virtually any trans-
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mission cooler on the market today.

For more information about this 
or any other TCI® product, call us at 
1-888-776-9824, or visit us online at 
www.tciauto.com.

Good Things  
Happening at ATR!

ATR — Authorized Transmission 
Remanufacturing, Inc., a national sup-
plier of fleet transmissions throughout 
the U.S. and Canada — is proud to 
announce that they have moved into 
their new 100,000 sq. ft. world class 
remanufacturing plant in Mundelein, 
IL.

This modern facility provides ATR 
with the space and resources to meet 
its growing business. The plant has an 
enclosed cleaning/processing depart-
ment, soundproof dyno testing area, 
large remanufacturing area for cellular 
and rebuilder work stations, employee 
and customer training room, and a large 
parts department and warehouse for its 
product line.

ATR remanufactures all models 
of Allison Transmissions, GM, Ford, 
and Chrysler light duty fleet transmis-
sions, and the growing import truck 
transmission market for Isuzu, Hino, 
Sprinter, and Mitsubishi. ATR serves 
such customers as waste haulers, ready 
mix fleets, school bus operators, bot-
tling fleets, delivery companies, OE 
manufacturers, distributors and many 
more diverse customers. 

Visit ATR on line at www.atreman.
com or call 1-866-738-7267 for more 
information on their products and dis-
tribution.

SuperFlow Ending  
Production of  
TranX 2000

The TranX 2000 has reached the 
end of its production life. Due to the 
advanced technology found in today’s 

transmissions, Superflow has decided 
to move forward with a device that can 
handle the increased demands. 

The SuperShifter Handheld 
Transmission Tester already carries 
the sophisticated internal hardware 
required to interface with today’s trans-
missions and those you can expect to 
see in the next several years.

SuperFlow understands that com-
panies have invested largely in cables 
for their TranX, so they’ve developed 
an adapter that allows existing TranX 
customers to use the cables they already 
own with the SuperShifter. 

The SuperShifter was designed for 
in-vehicle diagnostic use, but can also 
be used on a test bench or dynamometer 
to show solenoid names, resistances, 
and whether they pass or fail. The 
SuperShifter can also display pressure, 
PRNDL switch status, temperature, and 
speed sensor information.

Advanced control logic that mim-
ics OEM shift strategies allows the 
SuperShifter to manipulate up to 12 
solenoids simultaneously to prove out 
today’s transmissions. 

As of January 25, 2011 SuperFlow 
has enough inventory remaining to 
build 10 TranX 2000s. Production will 
continue until those 10 units are pur-
chased. Additionally, no new applica-
tions will be released for the TranX. All 
future transmission applications will be 
released on the SuperShifter platform. 

Service, support, cables, and parts 
for the TranX 2000 will continue nor-
mally for as long as suppliers continue 
producing the electrical components 
of the TranX. Anyone needing support 
please contact SuperFlow at 888-442-
5546.

Adapt-A-Case Introduces 
Dual-Purpose Socket 
for Toyota U140/U240

After many requests from the field, 
Adapt-A-Case is proud to introduce its 
new dual-purpose socket for the Toyota 
U140/U240 series of transmissions, 
P/N T-2700AC.

These units use a large 9-notch 
spanner nut to retain the drive sprocket 
to the output planet. Adhering to torque 
specs of any driveline parts is critical 
to the survival of components. Toyota 
engineers require this nut to be tight-
ened to exactly 207 lb-ft — a nearly 
impossible setting to attain by “feel.”

As an added feature, this new 
socket will also remove the nut retain-
ing the underdrive planet/park gear/
pinion (also tighten to 207 lb-ft).

Visit www.Adapt-A-Case.com for 
details.

Share Your Powertrain 
Industry News!

GEARS does not endorse new 
products but makes this new informa-
tion available to readers. If you have a 
new product or announcement, please 
email the press release information 
with applicable digital photo or draw-
ing to fpasley@atra.com or send by 
mail to GEARS, 2400 Latigo Avenue, 
Oxnard, CA 93030.
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ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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

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

**COMPUTERS**
Transmission Control Module

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

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

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

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

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

800-835-1007

The Ultimate
Engine Hanger
$392.50

Heavy Duty Cross Bar
Upgrade Kit $99.95

Heavy Duty Rear Support Increases The
Ultimate Engine Hanger Capacity By 300lbs.

SHOPPER CLASSIFIED ADS

1 - 8 0 0 - 8 3 5 - 1 0 0 7
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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-4L60E
Fix Code 
1870 Fast 
Adjust 1-2 

shift firmness 
without re-
moving VB.

RT-E4OD/4R
Kit fits  

E40D and 
4R100

Easy to Install - Low Cost - Great Results 

3 High Tech  
Regulator Valves. 

Adjust shift firmness. 

www.ratiotek.com     626-968-2754

-- Kits At Part Suppliers Now --

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

www.partsbyweller.com

D
R
I
V
E
L
I
N
E

ONE SOLUTION  ONE SOURCE

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

(800) 822-2375

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

• 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
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INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

w
w

w
.instaclean.com

800-331-6405    800-331-6405



               



We Ship Anywhere 

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

All parts are cleaned and inspected 





WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

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

www.servobore.com 

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

No machine
shop required. 

 
HARD PARTS FOR 

Domestic and Foreign 
AUTOMATIC TRANSMISSIONS 

TORQUE CONVERTERS 
TRANSFER CASES 

 
WE HAVE OVER 500,000 PARTS IN STOCK 

CALL 602-971-0477 
getithardparts.com 

 
WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

GEARSGEARS
This could 

be 
your ad!

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

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

Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

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

Never worry about the snap ring failing again.

PrO TraNS ParTS
right Parts, right Price, right Time

Contact us for details: 630.521.1700 phone 630.521.8890 fax

877.PrO.TraN
Matt@ProTransmissionParts.com

CD4E Double Drum & ZF5HP24 "a" Drum



GEARS   March  2011 61

USED, NEW AND REBUILT
FOREIGN AND DOMESTIC
RETAIL AND WHOLESALE
ONE CALL DOES IT ALL!

•
•
•
•

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

800-461-5396

Rostra Performance 
Class linear solenoids 

outperform and  
cost less than their  
OE counterparts!

Transmission.com

To find out more
 visit: 

* Complete Remanufactured*
*Individually Tested*
*SONNAX Updates*

* 1 YR Warranty*
*Tech Support*

*Family Owned & Operated*
*N*Nationwide Shipping*

NOW OFFERING
*SONNAX Updated Pumps*

(877) 337 - 4681
www.reamman.com
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BUSINESS FOR SALE: Transmis-
sion/Auto Repair Business located 
east of Indianapolis.  Established 
business has been at current loca-
tion for last 19 years.  Gross sales: 
$160,000. Business is located in 
3,200 sq ft building w/parking lot, 
5 bays, office, and waiting area.  
Rent: $1,550 per month. Call Judi 
Deering, Broker 317-896-1153.

BUSINESS FOR SALE: Very 
successful automatic transmis-
sion shop located in the interior of 
British Columbia, Canada. Great 
fishing, hunting and skiing. Estab-

lished in 1970, grosses $450,000 
to $600,000 annually. Great repu-
tation and established clients. 
Owner wishes to retire. Turn key 
operation. Phone (250) 374-6284, 
e-mail: sndymckinley@yahoo.ca.
 ATRA Mbr

BUSINESS FOR SALE: Located 
in Springfield, Illinois – Transmis-
sion, exhaust and general repair 
shop, 30 years in business, four 
year old facility-A/C, six lifts. All the 
latest equipment, including: Dyno, 
Tran X, large inventory parts and 
cores. Located on busy road, ex-
cellent reputation with high repeat 
customer base. $1.1million, Chuck 
Schlosser (217) 891-7542.
 ATRA Mbr
BUSINESS FOR SALE: Unique 
transmission shop located in the 
heart of Montana for sale. This 

pristine shop is 40 by 60 foot, fea-
tures 2 Rotory hoists and much 
more equipment. Also included, 
a 2 story, 2 bath house with a full 
unfinished basement. The back-
yard has a natural spring with a 
pond stock with fresh trout and 5 
acres of prime Montana land. This 
property is 7 miles outside of Lew-
istown, Montana. Call (406) 538-
9085 Serious inquires only please.

EQUIPMENT FOR SALE: TCRS 
Auto Welder, Bonder & Balancer, 
and a TCRS pass through Parts 
Washer. Also for sale, an INTER-
CONT 3-phase Parts Washer, and 
an Axi-line Transmission Dyno 
($5,000) that does most front 
and rear wheel drives, and some 
smaller Allison Trans. Please call 
for prices. Emailed pictures avail-
able upon request. Mike (360) 692-
6964. ATRA Mbr

EQUIPMENT FOR SALE: Trans 
Dynomometer – Intercontinental 
Dyno model CAWDOE – 50 HP 
electric motor. In new condition, 
turn-key system includes all tool-
ing, fixtures, computer and soft-
ware. Dynos most RWD & FWD 
automatics. $35,000.00 Ask for 
Dave: (250) 475-2851 Victoria BC, 
Canada. Can email pictures upon 
request. ATRA Mbr

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

March 2011

 

 

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

SAVE TIME and Money

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

AW55‐50 
TF60 (09G, 09M, 09K) 

TR60 (09D) 
TF80 (AF40‐6) 

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

For all CVT rebuilders, maintainers and  
automatic transmission specialists 

Distributor of the Bosch Transmission Technology 
PUSHBELT as used in CVT’s in millions of motor 

vehicles worldwide, as well as Luk 01J CVT chain for 
Audi. Order online now or contact us on for a quote. 

Discounts for larger orders available. 
Phone: +31 13 504 4940 

info@pushbelt.com  

www.pushbelt.com  
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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!

HELP WANTED: Seeking National 
Account Manager for well estab-
lished Transmission company (40 
years +). Application Confidential, 
email resume to: dbland@atra.
com  Subject line: BB# 0311.
 ATRA Mbr

HELP WANTED: Long establish 
central New Jersey shop has plen-
ty of work. Very warm shop has 
opening for experienced only Pro-
duction Rebuilder, looking for long 
term employment. Call (718) 490-
7237. (All replies are held in strict 
confidence.) 

HELP WANTED: Transmission 
shop looking for Sales Manger, 
Rebuilders and R&R Techs. Con-
tact: (805) 236-1114.

HELP WANTED: AAMCO Sales 
Manager – $60 to $80K, South-
ern California/Riverside County. 

Nice shop, good crew and warm 
climate. This center has extended 
its services to include complete car 
care (Tune-ups, brakes and other 
general auto services). Only expe-
rienced high achievers with excep-
tional sales skills and good verifi-
able work history need apply. 
Art Eastman (714) 325-7777 
TransShopConsultant@msn.com.

HELP WANTED: Transmission 
Parts Sales Rep. - GFX, a Mi-
ami based manufacturer and dis-
tributor of automatic transmis-
sion parts seeks an experienced 
sales representative for our export 
market.  Knowledge of parts, in-
dustry and distribution channels 
required.  Compensation is based 
on experience.  Interested par-
ties should send their resumes to  
dgarcia@gfxcorp.com for consid-
eration.  Applications will be held in 
strict confidence.

HELP WANTED: Heritage Trans-
missions in Virginia Beach, Virginia 
is looking for an experienced Build-
er or R&R with general auto repair 
experience. Call Mike at (757) 428-
9088. Will help relocate.
 ATRA Mbr

HELP WANTED:  Denver Colora-
do’s fastest growing family owned 
transmission company is look-
ing for skilled Business Mangers, 
Builders and R&R Technicians. 
If you are driven to succeed and 
want to be a part of something 
special send your resume to: 3485 
S. Zuni St., Sheridan, CO 90110. 
You may also call (720) 629-0695. 
Relocation assistance available to 
qualified individuals. ATRA Mbr
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 www.PEIus.com
Precision International ..........................................................23
 www.transmissionkits.com
Raybestos Powertrain ............................................................3
 www.raybestospowertrain.com
Seal Aftermarket Products......................................................7
 www.sealaftermarketproducts.com
Slauson Transmission Parts .................................................37
 www.slauson.com
Sonnax Industries .................................................... IFC, Rider
 www.sonnax.com
SuperFlow Technologies Group ...........................................39
  www.superflow.com
Superior Transmission Parts ..................................................9
 www.superior-transmission.com
TCI Automotive .....................................................................38
 www.tciauto.com
TCRA  ...................................................................................44
 www.tcraonline.com
Transmission Specialties ......................................................31
 www.transmission-specialties.com
Transtar Industries, Inc. ........................................................13
 www.transtar1.com
TransTec By CORTECO .......................................................27
 www.transtec.com
VBX - ValveBody Xpress, Inc. ..............................................30
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. .........................35
 www.wittrans.com
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CALENDAR

ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2011 technical seminar series today! 
Call (805) 604-2018
See ATRA Seminar Schedule page 51.
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