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Over the past few years we’ve 
been discussing ways that 
shop owners are adapting to 

the changes in the transmission rebuild-
ing industry. We know that technical 
skills alone aren’t enough to make a 
business work. As you consider chang-
es for your business, let’s spend a few 
moments to think of a few Big Picture 
ideas.  

In the last issues we discussed your 
associations: the people you socialize 
with and the people that influence you, 
both in terms of your ambition and 
your sense of self. It might seem like 
a snobbish way to look at others, but 
the fact is, how you look at things is 
influenced, in part, by the people you 
hang out with.

Just spend a day with a few nay-
sayers and pessimists and see how 
depressed you can get. If you hear 
things like “the transmission business 
stinks,” and, “you can’t make a living 
fixing transmissions anymore,” long 
enough, you’ll begin to believe it. So 
try to avoid too much exposure to the 
doubting Thomases in your life and 
look for people who are going places.

Something else to consider as you 
begin redeveloping your business is to 
answer one simple question: Who do 
you think you are? 

It’s not as simple as it sounds: 
Sure, you rebuild transmissions, but 
does that make you a transmission 
rebuilder? Is that what you do? Is that 
what you provide for your customers?

Maybe the better question might 

be: is that what your customers need? 
We’ve spent a lot of time talking about 
customer needs over the past few years, 
and the fact is nobody needs a rebuilt 
transmission, or a reman transmission, 
or a used transmission, or any other 
form of transmission you can think of.  

What better way to make this point 
than to use the panel members for this 
year’s Powertrain Expo as examples. 
First, Mario Jauregui from Express 
Transmissions in Stockton, CA: Mario 
operates a typical transmission shop. 
He comes from a technical background, 
rebuilds everything in house, and does 
very little general repair work.

Rebuilt transmissions, however, 
isn’t what he sells. His business motto 
says it all: “Drive on, it’s our promise.” 
He’s selling security. He’s established 
his business as the place you can trust. 
It’s something his customers can relate 
to.

The Vess brothers, Gary and 
Gerald, own USA Transmissions: a 
five-shop operation in the Houston, TX 
area. They sell affordability: a solution 
to fit every budget. From extreme-ser-
vice, high-dollar units with a 100,000 

mile warranty, to the “I just need to get 
to work” repair. They even offer in-
house financing.

Zach Evans, from Zach’s 
Transmissions and 4X4 in Longmont, 
CO, has a different identity. He’s the 
go-to guy in town. When no one else 
can fix it, bring it to Zach. 

All three of these businesses 
rebuild transmissions, but that’s not 
what they sell. What they sell is more 
personal to their customers, and their 
identity keeps them focused on what’s 
important as they make decisions about 
their businesses. 

This part of your business planning 
may be one of the most important deci-
sions you make. It defines your purpose 
as it relates to the customer. It ensures 
that what you do, how you market, and 
the way you run your business, remains 
in alignment with the identity you’ve 
created for yourself. And it keeps you 
from doing silly things that don’t matter 
to your customer, like mentioning all 
the updates and parts you use in your 
rebuilds; worse yet… even citing them 
by name. 

Over the next few months we’ll 
look into other Big Picture ideas as 
we prepare for the What’s Working 
program at Expo. These ideas lay the 
groundwork for all the other learning 
and planning you do. Until then, you 
need to answer one simple question: 
Just who do you think you are?

Who Do You 
Think You Are?

FROM THE CEO

Sure, you rebuild 
transmissions, but 

does that make 
you a transmission 
rebuilder? Is that 

what you do? Is 
that what you 

provide for your 
customers?
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Noises and vibrations seem to 
be among the leading com-
plaints on four-wheel drive 

systems. 
The key to diagnosing noises and 

vibrations is to know what’s normal and 
what isn’t. One of the easiest ways to 
determine if a noise or vibration is nor-
mal is to compare the customer’s vehi-
cle with a similar vehicle. Similarities 
should include: vehicle type (on trucks, 
extended cab or short bed; or SUV), 
mileage, and equipment. A comparison 
drive should make it easy to determine 
if the noise or vibration is normal or 
not.

Some noise and vibration is nor-
mal, particularly in part-time four-
wheel drive systems, when the vehicle 
operates in four-wheel drive on high 
traction surfaces, such as clean, dry 
pavement. These noises or vibrations 
are usually a result of driveline loading, 
binding, or wind-up, and will increase 
as the vehicle turning radius decreases. 
This may be normal operation for the 
system you’re working on; each type 
of four-wheel drive system has its own 
particular operating characteristics.

All-Wheel Drive Systems
All-wheel drive systems offer the 

most transparent system operation. But 
they do have some driving characteris-
tics, such as torque steer, that doesn’t 
occur on two-wheel drive vehicles (fig-
ure 1).

Generally, all-wheel drive systems 
are quieter than similar four-wheel 
drive systems operated in 4HI, and 
certainly quieter than in 4LO ranges. 
On-demand all-wheel drive systems 

W h a t is that Noise?

by Pete Huscher
members.atra.com

www.atra.com

Figure 1

Figure 2

Figure 3
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don’t operate in 4WD until the com-
puter detects wheel slip; then the driver 
may hear or feel the system engage and 
disengage. This is normal.

Part-Time Four-Wheel Drive 
Systems

With part-time four-wheel drive 
systems, engagement and disengage-
ment of the system can be noticeable. 
These systems are designed to be used 
on loose traction surfaces such as snow, 
mud, or loose dirt. Driveline binding 
may occur if operated on high traction 
surfaces, such as hard pavement.

On-Demand Four-Wheel Drive 
Systems

Automatic or on-demand systems 
are more transparent than part-time 
systems. In auto mode, a clutch pack 
allows for the difference in axle speeds 
and operates like an all-wheel system.

Crow Hopping
“Crow hopping” (figure 2) is a 

common condition on four-wheel drive 
systems. It’s caused by driveline bind-
ing or wind-up. As the vehicle turns, the 
front and rear axles follow a different 
arc and turn at different speeds; this 
results in a bind. The only way to com-
pensate for this is for the wheels to slip.

Evidence of crow hopping can 
sometimes be found on the tire sur-
faces. One or more tires may show 
small scratches or scuffing around the 
tire circumference, which are caused by 
the tire slipping across the road surface 
while turning.

Diagnostic Checks
There are some basic checks (fig-

ure 3) and tire inspections you can 
perform in your service bay and on the 
road that can help isolate the cause of 
the driveline noise.

Garage Shift Check — In the 
service bay, listen for noises or vibra-
tions as you compare each gear range. 
Be sure to operate the vehicle in all 

ranges with the four-wheel-drive sys-
tem engaged in both Hi and LO ranges. 
Check for noises, vibrations, or gear 
grinding during engagement.

Road Test Check — Take the 
vehicle for a test drive, again operat-
ing the vehicle in all ranges, including 
HI and LO. Use the auto feature if 
your vehicle is so equipped. Drive in a 
straight line and turns. Drive the vehicle 

by Mike Souza
members.atra.com

www.atra.com

Figure 4 Figure 5

Figure 6
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with and without acceleration load. Try 
to detect driveline noise or vibrations. 
Try to recreate the driving conditions 
in which the customer experienced the 
noise or vibration. Sometimes a bad 
road surface can cause unusual noises 
or vibrations. Remember, you can’t 
diagnose a problem if you can’t dupli-
cate it.

Tire Check — Check all tires to 
make sure they’re all the same size and 
brand (figure 4). Different brands may 
have different circumferences, even 
though they’re marked as being the 
same size. Look for uneven tire wear. 
Tires with different amounts of wear 
will roll at different speeds.

Tire Inflation Check — Always 
check tire pressures (figure 5). Proper 
and even tire pressure is very impor-
tant, especially with on-demand or all-
wheel drive systems. A tire with low 
pressure will roll at a different rate than 
a tire at the proper pressure. A differ-
ence of just 2 pounds per square inch 
between tire pressures has been known 
to cause four-wheel drive system drive-
ability problems.

Rolling Tire Circumference 
Check — The rolling tire circumfer-
ence (figure 6) check is the easiest and 
fastest way to tell if you’re dealing with 
a problem caused by different tire sizes. 

•	 Mark all the tires at the six 
o’clock position.

•	 Drive forward on a flat surface 
in a straight line for 3 com-
plete tire revolutions.

•	 Bring the mark on one tire 
back to the six o’clock posi-
tion.

•	 Make sure the marks on all 
tires are within 3/8” of the six 
o’clock position.

If any of the tires’ marks are more 
than 3/8” away from the 6 o’clock posi-
tion, the tire sizes are mismatched; plan 
on replacing all four tires as a set.

Default Operation — Most 
electronic transfer case systems have 
sophisticated software or built-in logic. 
The TCCM or GEM system has a num-
ber of requirements before it’ll allow 
the system to shift into four-wheel low 
range; it’ll remain in the previously 
commanded range until the system 
meets those parameters. These param-
eters include (but aren’t limited to):

•	 transmission in neutral
•	 vehicle speed less than three 

miles per hour

Some vehicles with the GEM sys-
tem won’t engage four-wheel low range 
if the GEM thinks the driver’s door is 
open.

Noise Isolation — There are sev-
eral tools available today to help isolate 
noises and vibrations (figure 7). One 
way to find noises is to hold one end 
of a vacuum hose to your ear, and use 

the other end to isolate the source of 
the noise. A really helpful tool is the 
Chassis Ears: an electronic stethoscope 
available from your local tool sup-
plier. An Electronic Vibration Analyzer 
(EVA) is also available.

Noises and vibrations are a com-
mon complaint on 4WD systems. But 
a careful examination can usually help 
you isolate the problem in short order.

Figure 7

What is that Noise?
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Performance has always held an 
allure for auto enthusiasts and 
is the “driving” influence for 

many doctors (mechanics) in shops 
today. But with all the new technology 
reaching the automotive market, there’s 
a fine line between what worked in the 
past and what works today.

Today’s vehicle performance nov-
ice will often think, “If I feel the shift, 
it must be a good shift.” Some folks 
might call this the “feel of power.” But 
here again, what worked before may 
not work or be reliable today.

Electronics have created a whole 
new area of performance complica-
tions, corrections, and causes that face 
today’s doctors in their operating rooms 
(shops). In this edition of Doctor, 
Doctor, we’re going to look at check-
balls and their functions. Checkballs 
will have one of three functions: 

Timing the apply pressure transfer 
to a circuit.

Timing the release pressure from 
a circuit.

Redirecting or switching fluid 
flow.

Functions 1 and 2 are very similar 
as they each slow pressure and the flow 
of oil. Function 3 is different, as it redi-
rects channeled oil, splitting between 
two or more circuits.

Let’s take a look at some real 
world situations. For this article, we’ll 
be comparing the TH400 of old with 
today’s 4L80E.

Years ago, technicians discovered 
they could make shifts more aggres-
sive by leaving out certain checkballs. 
You can do this in many different units, 
but unless you’re doing the rest of the 
modifications that go along with leav-
ing that checkball out, other parts may 
break. Remember, the feel of power 
doesn’t necessarily mean the feel of 
durability; in some instances it means 
“You play, you pay.”

The aftermarket offers many dif-

ferent types of kits and modifications 
that’ll take care of most performance 
needs. These kits are based on hours 
of research and development. In other 
words, the manufacturers worked with 
a clear understanding of the unit, along 
with a bit of trial and error, to come up 
with kits that work.

So let’s look at what we’ve learned 
about the effects of leaving in, or taking 
out, checkballs. This is just one aspect 
of rebuilding and understanding per-
formance units. Clutch material, metal 
compounds used for driving and driven 
components, clearances, axle ratios, tire 
sizes, engine torque, horsepower, etc., 
are all part of the total package.

Rarely is there one simple modi-
fication that will cure all performance 
issues. Everything can and will affect 
other areas. Think of it as a corollary 

Doctor. Doctor It Hurts When I Shift…

What’s With All 
the Checkballs? by Mike Souza

members.atra.com
www.atra.com

Figure 1

The aftermarket 
offers many 

different types 
of kits and 

modifications 
that’ll take care of 
most performance 
needs, based on 

hours of research 
and development. 

by Randall Schroeder
members.atra.com

www.atra.com
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to Newton’s 3rd Law of Motion: in this 
case, for every action, there will be an 
equal or greater reaction.

A Look at the TH400
The turbo 400 is often used in early 

racing applications. Through trial and 
error, we’ve learned that two of the six 
or seven checkballs used (depending on 
the year of the unit) must be installed 
for this transmission to work (figure 1).

These critical checkballs are shut-
tling checkballs. The checkballs used 
for clutch apply and accumulator sup-
ply can be left out, but the shuttling/
blocker checkballs that control two 
circuits must be installed because of 
pressure redirection.

Here’s a list of the TH400 check-
balls and the circuits they control:

1 —Direct Clutch; nonfunctional 

after 1975.
2 —Intermediate Servo; manu-

al second apply; not 100% 
required.

3 —3-2 Direct Clutch; slows oil 
feed from the accumulator on 
a 3-2 shift (brake band apply 
accumulation); not 100% 
required.

4 —1-2 Intermediate Clutch; 
directs oil flow to intermedi-
ate accumulator and clutch; 
not 100% required.

5 —Intermediate/Modulator; shut-
tle ball, directs modulator or 
manual 2 oil to the pressure 
regulator valve; required.

6 —Low/Reverse Band; shuttle 
ball, redirects oil from manual 
valve for reverse and manual 
low; required.

7 —Reverse Band; used in later 
units to slow servo apply; not 
100% required.

So, on the 7-checkball design, 
the TH400 unit will provide aggres-
sive shifts with five of the checkballs 
removed. On the TH400 with only six 
checkballs, you can remove four safely.

Keep in mind, removing a few 
checkballs isn’t the total package for 
building a race unit. These checkballs 
just aren’t 100% required. They’ve 
been put in place to maintain a smooth 
shift.

Knowing the type and system of 
the checkballs and which checkball 
does what, you can fine tune shift 
qualities by leaving out one checkball 
or drilling a circuit feed orifice next to 
the checkball to allow faster oil transfer 
to the circuits.

But if you were to remove check-
ball 5 (figure 2), you wouldn’t get any 
modulator oil to the PR boost valve; it 
would leak past the manual valve. If 
you left out checkball 6, you’d have 
no oil fed to the direct clutch, as this 
is a shuttle between reverse (figure 3) 
or manual 1 (figure 4) and 3rd gear oil. 
These two checkballs must be installed 
for this unit to work.

Early 4L80E
The first three speeds of the 4L80E 

operate very much like the TH400; the 
major differences come with the addi-
tion of overdrive and a coast clutch for 
engine braking. This gives the check-
balls new functions.

And this is also where old school 
thinking can create a costly mistake 
when leaving out one or more check-
ball. With the addition of computer 
controls and adaptive monitoring, the 
control module has the ability to raise 
and lower pressures during each shift. 

Figure 4

The first three speeds 
of the 4L80E operate 
very much like the 
TH400; the major 

differences are the 
addition of overdrive 

and a coast clutch for 
engine braking. 

What’s With All the Checkballs?
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The electronic module continually 
monitors how fast or slow a shift occurs 
and adjusts pressure accordingly.

So in simple terms, if a shift were to 
happen too fast, the module would com-
mand pressures low, causing clutches 
or a band to fail. Remember, the after-
market performance kits required many 
hours of research and development to 
create performance products that work. 
These kits have been tested and retested 
to make sure your unit will live with all 
the modifications.

Understanding what the checkballs 
control will help if you were consider-
ing removing a checkball or drilling a 
hole to create faster fluid flow. Let’s 
look at the 4L80’s 11 checkballs (figure 
5) and see what they help control:

1—Overrun Clutch; slows oil feed 
to the overrun clutch to control 
apply feel; also allows faster 
exhaust of the overrun clutch 
during release; not 100% 
required.

2—2nd Accumulator (figure 6); 
not used on all models. Helps 
control the apply/fill rate of the 
accumulator by assisting the 
spring pressure. This check-
ball is needed to create the 
pressure difference between 
minimum line and maximum 
line pressure for accumulator 
compression control.

Figure 6

Figure 5

What’s With All the Checkballs?
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3—Front Band Apply control 
slows oil feed to the front 
band (2nd gear engine brake 
band) to control apply feel; 
also allows faster exhaust of 
the front band during release; 
not 100% required.

4—2nd Clutch Feed; slows oil feed 
to the 2nd clutch to control 
apply feel; also allows faster 
exhaust of the 2nd clutch dur-
ing release; not 100% required.

5—3rd Clutch Accumulator; helps 
control the apply/fill rate of 
the accumulator by assisting 
the spring rate. This check-
ball is needed to create the 
pressure difference between 
minimum line and maximum 
line pressure for accumulator 
compression control.

6—4th Clutch Accumulator; helps 
control the apply/fill rate of 
the accumulator by assisting 
spring pressure. This check-
ball is needed to create the 
pressure difference between 

minimum line and maximum 
line pressure for accumulator 
compression control.

7—Low/Reverse Band; shuttle 
ball; redirects oil from manual 
valve for reverse and manual 
low band control; required.

8—3rd (Direct) Clutch; slows oil 
feed to the 3rd clutch to con-
trol apply feel; also allows 
faster exhaust of the 3rd clutch 
during release; not 100% 
required. 

9—Reverse feed (direct clutch 
drum); slows oil feed to the 
reverse/direct clutch to con-
trol apply feel; also allows 
faster exhaust of the reverse/
direct clutch during release; 
not 100% required.

Note: The direct clutch drum has 
two separate oil charge cir-
cuits: one for 3rd/4th gear, and 
both for reverse oil charge. 
Checkball 8 controls oil feed 
between the top edge of the 
piston and the middle seal 

(figure 7). Checkball 9 con-
trols oil feed between the mid-
dle seal of the piston and the 
bottom seal.

10—4th Clutch Feed for Overdrive; 
slows oil feed to the 4th clutch 
to control apply feel; also 
allows faster exhaust of the 
4th clutch during release; not 
100% required.

11—3rd and Reverse (Direct 
Clutch); shuttle ball; redirects 
oil from the manual valve for 
drive 3rd/4th gear and reverse; 
required.

Even though some of the check-
balls aren’t 100% required, remember 
that with electronic controls, if a clutch 
applies too fast, the electronics could 
lower apply rate pressure which can 
cause a component to fail.

When faced with an OD Ratio 
code that won’t go away, it’s sometimes 
— not always! — useful to leave out 
the #10 apply rate checkball (figure 8). 
This allows the OD clutch to fill faster, 
preventing the transitional apply/slip 
code from recurring.

Understand the functions of each 
of these checkballs can make your job 
easier when problems show up in the 
“operating room.” Remember, the same 
old modifications you’ve been familiar 
with for years may not always provide 
the same old results when working on 
these newer systems. 

On early units that have pressure 
controlled by either a vacuum modula-
tor or a TV cable, you can leave the 
checkballs out to modify pressures. But 
on electronic units, leaving out a check-
ball should never be part of a normal 
rebuild practice; it can be useful when 
you’re faced with a shift ratio code.

Only modify or remove a check-
ball if you’re dealing with a specific 
shift problem, and always refer to sche-
matics that provide you with a clear 
understanding of what each checkball 
does. 

Until next time, keep those trans-
missions in working shape!

The Doctor

Figure 7

What’s With All the Checkballs?
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Figure 8
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It’s probably reasonable to assume 
that, as a GEARS reader, you’re 
interested in transmissions. 

Cooling systems probably aren’t at the 
top of your list of important automotive 
systems.

That’s too bad, because few auto-
motive systems can have a more pro-
found impact on the condition of an 
automatic transmission. In fact, high 
temperatures will affect the transmis-
sion well before they begin to cause 
engine damage.

And those effects are cumulative. 
Each time the cooling system over-
heats, it causes more damage to the 
transmission.

So it only makes sense that, as 
a transmission technician, you should 
make sure the car’s cooling system is 
in good working order. The life of your 
transmission work may well depend 
on it.

Let’s take a look at some of the 
more important cooling system checks 
you should perform.

Check 1: The Basics
The first cooling system check you 

should always perform is simply to 
look the system over, to see if anything 
obvious stands out.
1. Are there any signs of overheat-

ing?
Look for a big rust stain, par-

ticularly right around the radiator fill 
neck. But large rust stains anywhere — 
including the underside of the hood — 
could indicate an overheating problem.

Next, check the coolant level and 
overflow tank. Is the coolant extremely 
low? Is the overflow tank empty, or 
overly full of really rusty coolant? 

by Author
www.atra.com

by Steve Bodofsky
members.atra.com

www.atra.com

Figure 1: Examine the hoses and belts, and recommend replacement for 
any that look worn or damaged.

Figure 2: Look for signs of a leak, such as a rust stain or wet area anywhere 
along the cooling system.

Cooling System Service 
for Fun and Profit
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Any of these conditions could indicate 
the car’s been overheating and should 
be checked further before making any 
other repairs.
2. Are the hoses and belts in good 

shape?
Once again, start with a visual 

inspection (figure 1). Are the hoses 
okay, or are they hard and cracked, or 
soft and mushy? Is there any sign of 
leaks around the connections or any 
holes in the hoses? If you see any prob-
lems, you’ll want to recommend replac-
ing the hoses, regardless of whatever 
else is wrong with the car.

And what about the belts? Are 
there cracks or chunks missing? Make 
a note of any of these conditions; they 
indicate the belts need to be replaced.

Don’t forget to check belt ten-
sion. While a loose belt probably won’t 
cause the car to overheat, it certainly 
won’t help.
3. Do you see any obvious leaks?

Look for stains around the hose 
connections, radiator, freeze plugs, 
water pump, and heater valve (figure 2). 
Make a note of anything you find.

For the water pump, you’ll prob-
ably have to raise the car and look from 
underneath, or use a mirror. Most water 
pumps have a vent hole below the shaft; 
that’s where they’ll usually leak.

Check the pump pulley to make 
sure it’s tight. If the pulley wiggles, the 
pump bushing is probably shot. You’ll 
need to replace the pump.

If the water pump sits behind the 
timing belt cover, chances are you 
won’t be able to check the pump direct-
ly; look for signs of coolant on the bot-
tom edge of the cover.
4. Is everything where it belongs? 

No fan shrouds or heat shields 
missing?
It’s amazing just how many people 

think they know better than the engi-
neers who designed the cars, and can 
leave out anything they find inconve-
nient to reinstall.

A missing fan shroud can cause 
overheating problems; so can miss-
ing or damaged fans, or missing heat 
shields. Make a note of anything you 
find missing or damaged and insist that 
it be replaced before you move forward 
with your repairs.

Are there any signs of repair 
attempts, such as a new radiator or  

Cooling System Service for Fun and Profit

Figure 3: One of the only ways to check coolant protection accurately today 
is with a refractometer. 

Figure 4: Some manufacturers offer test strips for checking cooling system protection.

Figure 5: Remember the lemon battery? Two dissimilar metals in an acid solution; that’s 
exactly what happens in the cooling system if it becomes acidic.
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new hoses?
You open the hood and there’s a 

new radiator, a new radiator cap, all 
new hoses, and a new water pump. 
Sure, maybe the car needed all that 
work, or maybe the customer was just 
overly concerned about maintenance.

Or then again, maybe the car has 
an overheating problem, and no one’s 
been able to find what’s causing it. So 
they threw a lot of parts at it, hoping 
something would stick.

If you run into a situation like this, 
you owe it to your customer, and your-
self, to find out which you’re dealing 
with… before you get in any deeper. 
No sense turning someone else’s mis-
take into your headache. 

Check 2: Check the 
Coolant

There are three basic coolant 
checks you’ll want to make:

Appearance — Coolants come in 
all colors and all types. Some mix well 
together; others don’t. And if you mix 
red coolant with green, you get a really 
ugly brown. That doesn’t mean there’s 
anything wrong with it, so color isn’t a 
good way to evaluate coolant.

Even if someone mixed different 
types of coolant, the coolant should 
appear relatively clear; if there’s a lot 
of rust or dirt in it, it’s probably due to 
be flushed and replaced.

In most cases, even clean coolant 

should be flushed and replaced every 
two to five years.

Protection — Next you need to 
check protection level. Once, a long 
time ago, that was a simple matter of 
sucking a little coolant into a hydrom-
eter and reading the dial.

Today, with all the different types 
of coolant on the market, a hydrometer 
is all but useless. The best way to check 
coolant protection levels accurately is 
with a refractometer (figure 3). You 
place a drop or two of coolant on the 
refractometer lens and peer through 
the sight glass; the protection level will 
show up on the screen.

Another way to check the protec-
tion level is with a test strip (figure 4). 

These strips indicate the level of tem-
perature protection, along with a mea-
sure of the coolant’s pH/alkaline levels.

If the coolant protection is low, 
you’ll need to add fresh coolant to the 
system. To do that, first you must know 
what type of coolant is in the system, to 
make you add something compatible. If 
you don’t know what’s in the system, 
you’ll need to flush it and replace all 
the coolant.

pH/Alkaline Level — One of the 
most important coolant checks — and 
the one too many people overlook — is 
pH/alkaline. Here’s why these levels 
are so important:

Cooling systems consist of a wide 
variety of metals, including iron, steel, 

Cooling System Service for Fun and Profit

Figure 6: The test strips are a simple way of checking cooling system pH levels, 
to make sure they’re okay.

Figure 7: A pressure test is the best way of finding most leaks in the cooling system.

While it’s warming, 
keep checking 

the radiator hose 
temperatures. 

The hoses shouldn’t 
start to get hot 
until the engine 

temperature reaches 
about 180ºF to 

200ºF (80ºC to 95ºC).
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aluminum, copper, brass, and so on. 
Engine coolants are pH neutral. 

That’s an important characteristic of 
coolants to protect the metal and rubber 
components. But over time, acids build 
up in the coolant.

Think about that for a second: an 
acid flowing between dissimilar metals. 
Sound familiar? It should: It’s the exact 
composition of a battery (figure 5). And 
that’s what happens when the coolant 
becomes acidic… a galvanic reaction 
takes place in the cooling system, cre-
ating electron flow between the metal 
components.

What you may not realize is that 
reaction actually moves metal from one 
location to another. The movement is 
slow, but over time it can wear away 
enough material to damage the engine.

You can test the pH/alkaline levels 
in the coolant with a coolant test strip 
(figure 6). You dip the strip in the cool-
ant and compare the color of the test 
pads to determine whether the coolant 
has become acidic or alkaline.

Several companies offer cooling 
system conditioners that neutralize the 
coolant and lubricate the water pump. 
Adding a bottle of conditioner will 
extend coolant life and protect the cool-
ing system from damage.

Check 3: Leak Checks  
Some leaks are easy to find: You 

open the hood and follow the coolant 
spraying out of a hole in the radiator 
hose. Easy, right?

Other leaks are a little harder to 
find. They might only leak under pres-
sure. For them you’ll need a cooling 
system pressure tester (figure 7).

In general, to check for those leaks, 
you remove the radiator cap and con-
nect your pressure tester to the fill 
neck. Then you pump pressure into the 
system… and wait. In most cases the 
cooling system should hold pressure for 
at least a few minutes. If the pressure 
drops off, you know there’s a leak.

In some cases, fixing a slow leak 
is just a matter of tightening a few hose 
clamps; in others you could be talking 
about a rusted freeze plug or a blown 
gasket.

You could even have coolant leak-
ing into a cylinder, the crankcase, or the 
transmission cooler. Those leaks will 
require additional time and checks to 
identify and repair.

One leak that can be really hard 
to find is a water pump leak. That’s 
because many water pump leaks actu-
ally seal up once you put pressure on 
the system. They only leak at certain 
temperatures and low pressures, such 
as when the system is cooling off after 

you’ve driven the car.
Check the bottom vent on the 

pump: If you see a coolant stain, sus-
pect the water pump is leaking. Or, if 
the pump is buried behind the timing 
belt cover, look for signs of coolant on 
the edge of the cover.

While you’re pressure testing the 
cooling system, don’t forget to check 
the radiator cap. The cap must hold 
pressure up to its rated level, and then 
release immediately when you exceed 
that pressure. If the cap leaks or won’t 
release at the proper level, replace it.

Check 4: Performance 
Checks

DANGER — Cooling system per-
formance checks will require reaching 
under the hood with the engine running. 
Be very careful to keep your hands 
away from fans, belts, and other mov-
ing or hot components.

The best time to start checking the 
cooling system is when the car’s been 
sitting overnight and is nice and cold. If 
you don’t get the car cold, you won’t be 
able to check the thermostat operation.
•	 Key on, engine off.
•	 Connect your scan tool to the diag-

nostic link connector.
•	 Check the Engine Coolant 

Temperature (ECT) sensor read-
ing.

Figure 8: If the electric fans never come on, even when you turn the A/C on, the fan relay is a 
likely source of the problem.

While it’s 
warming, keep 

checking the 
radiator hose 
temperatures. 

The hoses 
shouldn’t start 
to get hot until 

the engine 
temperature 

reaches about 
180ºF to 200ºF 
(80ºC to 95ºC).

Cooling System Service for Fun and Profit
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If there’s another temperature sen-
sor, such as an ambient air temperature 
or air charge temperature sensor, com-
pare the sensor readings; they should 
be identical and match the surrounding 
temperature. If not, replace the sensor 
that’s out of calibration and recheck.

Once you’re sure the Engine 
Coolant Temperature sensor is accu-
rate:
•	 Start the engine and let it warm up.

While it’s warming, keep check-
ing the radiator hose temperatures. The 
hoses shouldn’t start to get hot until 
the engine temperature reaches about 
180ºF to 200ºF (80ºC to 95ºC).

 ¾ If the hoses start getting warm too 
early, suspect a leaking thermostat, 
which can cause a drop in gas 
mileage and an increase in emis-
sions.

 ¾ If the hoses never get hot, or don’t 
get hot until the temperature is 
over about 210ºF (100ºC), the ther-
mostat isn’t opening soon enough.
In either case, replace the ther-

mostat with the factory recommended 
temperature; never install a colder ther-
mostat.

Once the thermostat opens:
•	 Let the engine continue running. 

Make sure the cooling fans begin 
to operate at the proper tempera-
ture.

 ¾ If they come on late, check for a 
separate switch that operates the 
fan. That switch is probably out 
of range.

 ¾ If they never come on, look for one 
of these problems:
•	 faulty fan relay (figure 8)
•	 bad connection or an open 

circuit in the fan wiring
•	 computer problem; not send-

ing the signal to energize the 
fan

If everything else is okay, the fan 
itself is probably bad. Replace it and 
recheck its operation.

Flushing the Cooling 
System

Once upon a time it was common 
to see a shop using a garden hose to 
flush coolant out of an engine, and right 
into a nearby storm drain. Today that’s 
not only irresponsible; in some areas it 
might be illegal.

Today, you have two basic choices: 
drain out as much coolant as possible 
and refill, or use a coolant exchange 
machine (figure 9).

A coolant exchange machine usu-
ally connects to one of the main hoses. 
It sucks nearly all of the old coolant out 
of the engine and into a recovery tank. 
Then the old coolant can be recycled 
safely and legally.

Some companies even offer a recy-
cling system for use in the shop. These 
systems are usually fairly simple and 
low cost, and can be a terrific source of 
additional revenue.

Once you have the old coolant out 
of the engine, you need to replace it 
with new or recycled coolant.

Always follow the directions on 
the bottle; never increase the concen-
tration beyond recommended levels. 
Sure, adding extra coolant will lower 
the freezing temperature even further. 
But it’ll also reduce the coolant’s ability 
to transfer heat, and can actually cause 
the engine to overheat on the next hot 
summer day when the A/C is running.

Cooling system service can be a 
highly profitable for your shop. More 
importantly, cooling system service is 
a valuable service to your customers, 
to keep their cars on the road and run-
ning right. 

Figure 9: A flushing machine is a terrific way to remove the old, worn out coolant and replace it with a fresh batch.
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Based in Columbus, Ohio, G-Cor Automotive 
Corp. proudly houses the largest inventory 
of used automatic transmission hard parts 
in the US! With over 200,000 plus square 
feet of warehousing filled with sorted 
inventory, we can fill your needs for quality 
import and domestic hard parts.
When it comes to quality our parts speak 
for themselves. Our machine shop staff 
takes pride in their attention to detail.  
Our knowledgeable sales team knows the 
importance of quality as well. When it 
comes to service, we won’t be beat!
• Huge selection of good used automatic 

transmission hard parts
• After-market and O.E.M. new hard parts
• Remanufactured valve bodies with latest 

Sonnax updates
• Automatic transmission cores

We strip 400+ 
transmissions a day!

Largest Used  
Hard Parts Supplier 
in the US!

1.877.888.5160
fax 614.444.5165

Columbus, Ohio 43207
www.TransmissionHardParts.com

www.G-CorAutomotive.com

gcor_quarter_pg.indd   1 1/24/10   2:16 PM

$$
When it comes to custom-

er complaints, most shop 
owners and dealerships 

seem to have sense that there’s some 
economic price they’ll pay, but when 
asked as to how much each complaint 
may cost, they typically have no idea. 
So consider this: when a customer 
complains, the first direct cost that 
you’re going to incur is a loss of your 
“time.” This is the time you spend 

listening to the customer, discussing 
the resolution, and following up with 
the customer to assure their complaint 
has been resolved. Let’s call this direct 
expense “customer communication” 
time. Now I realize the amount of time 
will vary with each complaint, so let’s 
assign 25 minutes as a realistic number 
for your average complaint (5 minutes 
when the customer first calls you with a 
complaint, 15 minutes when they return 

for correction or resolution, and then an 
additional 5 minutes for follow up).

Now let’s look at the time you 
spend on the “internal” communication 
that comes along with each complaint.
This is the time you spend with your 
technicians and service advisors dis-
cussing the cause, the resolution, and 
the prevention of future complaints. 
Here at Elite we feel 15 minutes is a 
realistic number when it comes to this 

“Think each complaint doesn't have much effect on 
your bank account? You’re kidding, right?”

The Cost of 
    Customer 
      Complaints

by Bob Cooper
President of Elite Worldwide, Inc

$$$
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“internal” communication, and then 
we’ll also need to consider the same 
amount of time, at a minimum, of your 
employee’s time. So your “internal” 
communication will cost you at least 
30 minutes with each complaint. Now 
let’s shift gears and talk about the cost 
of customer attrition and the cost of 
marketing that will come along with 
each customer complaint. In regard 
to “customer attrition,” regardless as 
to how well you handle the customer 
complaint, you run a higher probabil-
ity of losing that customer than los-
ing an otherwise satisfied customer. 
So going under the presumption that 
you run a good business, and with the 
assumption that you’ll be able to retain 
80% of the customers that complain, 
you’ll still be losing 20% of those 
that do complain. Subsequently, you’re 
now faced with the marketing cost of 
replacing those lost customers. Lastly, 
you have what we here at Elite call 
the “loss of productivity.” Simply put, 
while your employees are discussing 
the complaint with you, they are unable 
to generate additional income for the 
company. Now, based on everything 

we discussed, here’s the math that you 
and your employees may very well find 
surprising.

Note: The chart below is predicat-
ed on a shop labor rate of $90 per hour, 
the shop producing $180 per hour per 
technician, and the cost of generating a 
new customer being set at $30.

25 minutes of customer communication  $ 38
30 minutes of internal communication  $ 45
Direct Marketing cost to replace 1 of 5  $   6
Loss of productivity (30 min)  $ 90
  $179

Now if you think $179 is a big 
number, please bear in mind we’re 
talking about customer “complaints” 
not warranty “repairs.” In addition, we 

haven’t taken into consideration the 
economic damage to your reputation, 
the damage to employee morale, the 
loss of income that’s associated with 
the loss of the customer or the direct 
cost of any repair. That’s also why 
the industry superstars invest in train-
ing, they go the extra mile to deliver 
extraordinary service, and they follow 
up with each and every customer. They 
know that they are far better off invest-
ing a little more money in their people 
rather than losing a fortune … through 
customer complaints.

Bob Cooper is the presi-
dent of Elite Worldwide, Inc, (www.
EliteWorldwideStore.com) an ethics-based 
company that offers automotive profession-
als industry-leading sales, marketing and 
employee management audio courses avail-
able for instant download; coaching ser-
vices and a wide variety of carefully chosen 
services from its affiliate companies. Visit 
the new Elite website for more great tips 
on effective automotive shop management.

by Mike Souza
members.atra.com
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Many customer complaints 
involve intermittent condi-
tions. Sometimes they’re 

caused by a wire rubbing on part of 
the body or a bracket. Sometimes 
they’re caused by a lack of socket ten-
sion, allowing the pin to lose contact. 
Sometimes you aren’t able to deter-
mine why you have an intermittent 
condition, so you simply bolt on a new 
part. 

One thing you may not have 
thought about is a condition known as 
fretting. Fretting is “wear and some-
times corrosion at the uneven contact 
areas of surfaces.”

Fretting can occur with many dif-
ferent types of applications, including 
automotive electrical circuits. Fretting 
occurs when the surfaces of electrical 
terminals move slightly, causing the 
surfaces to weld together and then tear 
apart.

Don’t Fret 
about It by Steve Garrett

members.atra.com
www.atra.com

Figure 1

Electrical connection 
failures can create a 

specific condition that can 
be hard to isolate if you don’t 

know what to look for.
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This movement is typically quite 
small; sometimes as little as 10-100 
microns (a sheet of paper is 100 
microns thick). This action causes the 
surfaces to transfer material and devel-
op oxidation and debris, which leads to 
an increase in resistance.

The oxidized fragments break off, 
which leads to further degregation of 
the terminal as it becomes trapped 
between the mating surfaces. The oxi-
dized fragments are much harder than 
the terminals themselves, and they 
become trapped between the terminal 
mating surfaces, leading to scoring and 
abrasion damage.

In general, electical fretting:
•	 gets worse when oxygen is 

present.
•	 increases during dry condi-

tions.
•	 increases with clamp load 

between the terminals, the 
number of oscillations, and 
the the amount of movement.

•	 can get worse if you lubricate 
the terminals.

•	 increases with thermal expan-
sion and contraction.

•	 increases if the terminals 
aren’t retained properly in 
their connectors.

What types of problems will you 
see if fretting occurs? It can vary, so 
let’s look at a problem I ran into a 
couple years ago:

A 1999 Chevrolet K-10 truck came 
into a shop with a complaint of lack 
of power, and the transmission cycled 
between gears, even when the throttle 
was held steady. The truck had no 
DTCs and the condition was intermit-
tent.

I couldn’t duplicate the problem 
so all of the scan data looked normal. I 
scanned both engine and transmission 
data streams and I was unable to locate 
anything wrong with the vehicle that 
could account for the complaint. 

Talking with the customer, I dis-
covered that the vehicle had been to 
several different shops for this condi-
tion on several occasions, but no one 
had been able to find the problem. 
After having the vehicle into one shop, 
the problem went away for about 6 
months, so the customer thought it was 
fixed. To his dismay it started to act up 

Figure 2
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again, displaying the same symptoms 
as before. Because the symptoms were 
the same, he thought the part the shop 
replaced must have failed again. 

I asked the customer to show me 
the repair order from the previous, semi-
successful repair. The shop replaced the 
Mass Airflow (MAF) sensor. But the 
MAF appeared to be working just fine 
now, so I wasn’t about to throw another 
one at the truck in an attempt to repair 
the phantom condition.

I inspected the sensor for proper 
operation and the pin tension at the sen-
sor connector; all looked well.

I decided to pull the terminals 
out of the connector to take a closer 
look at the terminals and the terminal 
crimps. The crimps looked fine, but the 
terminals had a dark line on their con-
tact areas (Figure 1). Most technicians 
might have looked at the terminal and 
simply said it looked fine, and plugged 
it back in. I didn’t think so.

We know that fretting is caused 
by the micro-movement between two 
mating terminals, which can be caused 
by normal vibrations in a vehicle. 
Disconnecting and reconnecting the 
connector may correct the condition for 
a short time, because the corrosion gets 
wiped from the terminals as the connec-
tor is cycled; the problem may appear 
to be gone, but with time and use it’ll 
return as the corrosion builds up again.

Typically fretting can lead to:
•	 intermittent DTCs with no 

problems found.
•	 intermittent operation of a 

component, but the compo-
nent and circuit test okay, with 
no DTCs set.

•	 overheating the contacts in 
high current circuits, lead-
ing to terminal and connector 
damage.

Well that certainly sounds like the 
symptoms present with this vehicle. 
So could it be a fretting issue 
causing the phantom prob-
lems?

To identify fret-
ting, inspect the ter-
minals. Fretting 
typically appears as 
dark smudges on 
the contact areas 
of the terminals. 
The terminals 
on the Silverado 
are female, which 
makes examining 
them much more dif-
ficult.

A typical fretting 
problem may appear as 
shown in figure 2.

If fretting is present:
•	 Check the connector to make 

sure the terminal is being 
retained properly. 

•	 Check the female terminal ten-
sion.

•	 Clean the terminals with elec-
tric circuit board cleaner.

•	 Coat both sides of the ter-
minals with dielectric grease, 
such as Nyogel 760G (Figure 
3).

•	 Replace the terminals if you’re 
at all in doubt.

So what happened 
with the 1999 

Silverado? I 
replaced the terminals in the MAF sen-
sor connector and the vehicle hasn’t 
missed a beat since… three years ago 
and counting.

So the next time you get a tough 
intermittent problem, take some time 
and examine the terminals for the cir-
cuits you suspect may be causing your 
problem. You may be surprised with 
what you find. That’s all there is to it. 
And until next time, remember: “Tough 
times never last, but tough people do!”

Don’t Fret about It

Figure 3

We know that fretting 
is caused by the micro-

movement between 
two mating terminals, 
which can be caused 
by normal vibrations 

in a vehicle.



As a dedicated transmission professional 
Rick Basta, owner of Transmission Kings, 
knows the secret to a successful shop is 
dependable performance and satisfied 
customers.  That’s why he rebuilds with 
TransTec®.

     No surprises.  Buy a TransTec® kit and you 
can bet the bank that all the parts required 
for the job are there and that they all fit.  It’s 
no accident; our engineering department, 
product development and technical staffs, 
plus a proven QA system, combine to give 
you the assurance you can’t get anywhere 
else.  

     Manufactured to meet the strictest OE 
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faster rebuild with virtually no comebacks.  
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Think back to your first fulltime 
employment interview: What 
do you remember? Mine was 

in 1964 shortly after graduation. The 
divisional manager of a major oil com-
pany was interrogating me, at the same 
time explaining in great detail the inner 
workings of this big company.

After the interview I couldn’t 
remember much about what he said 
(I still can’t). I do remember that he 
thought I was asking too much as a 
starting pay of $400 per month! Then I 
politely thanked Mr. Les Hamar for the 
interview and left (see, I still remember 
his name!)

Shortly after my interview 
I received a letter with the subject 
title Offer of Employment. That let-
ter reviewed the details of our ear-
lier employment discussion. It laid out 
the specifics about my job description: 
appropriate attire, hours of work, who 
my supervisor would be, the details 
of my desk location, and lots more. It 
also specified the pay periods, vacation 
allowance, the company pension plan, 
and sick leave restrictions.

I read this letter over and over. It 
was like spoken words carved in stone. 
I shared it with my family and with 
my girlfriend (she preferred men with 
jobs). 

Spoken communication gets 
straight to the point and most human 
interactions are directed that way. 
Spoken communication includes body 
language and tonal emphasis, both of 
which convey our thoughts better than 
speedy memos or emails.

But after the spoken words are 
exchanged and important agreements 
reached, it’s time to commit the whole 
thing to print. That’s because there are 
times when written communications 
become a valuable safety net. Let me 
explain…

“I thought we agreed that…”
It took me 20 years to learn this 

important lesson: The best way to 
maintain happy employee/employer 

relations is to produce an employee 
handbook, to be given at the start of 
employment.

The employee handbook provides 
a complete outline of what the employ-
er expects from each employee. It also 
provides a complete outline of how the 
employer intends to provide equitable 
compensation. This document puts into 
writing the words that were spoken at 
the job interview. As such, it provides 
assurance that what was promised will 
be delivered.

Here are some examples of what 
you should find in a typical employee 
handbook:

1. Job Descriptions. Each per-
son gets a title (for example: Rebuilder, 
R&R Tech, Manager, Outside 

by Paul Mathewson
members.atra.com

www.atra.com

T h e  E m p l o y e e 
H a n d b o o k :  
Your Safety Net
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Salesman, Bookkeeper) and each gets 
a description of what’s expected of him 
by his employer. 

2. Money. This section out-
lines rates and methods of pay. It may 
include salary, flat rate, hourly, or com-
mission methods of remuneration. It 
also explains the pay period, the allow-
ance for vacation, possible payment for 
overtime, and other considerations like 
sick leave.

3. Tools. Here the handbook 
explains what tools an employee is 
required to provide and what the shop 
provides. It will also spell out what 
care is expected for specialty tools and 
where they’re to be stored.

4. Training. The employer lays 
out clearly what ongoing tech training 
he will insist upon and what the shop 
will pay for. This section will also 
include what online tech services will 
be provided, how unit repair manuals 
are obtained, and what other subscrip-
tions (like your favorite, GEARS!) will 
be supplied.

5. Uniforms. Employees need to 
know what work clothing they’ll be 
wearing. If the shop provides uniforms, 
then this section will spell out the 
details. Any required footwear, safety 
glasses, and protective gloves are also 
covered here.

6. Workflow. Here the hand-
book shows how a typical transmission 
job will flow through the shop. This 
section explains who does what as the 
job is handed off from person to person, 
from start to finish.

7. Customers’ Cars. Care, cus-
tody, and cleanliness are all detailed 
here. The no-smoking rule and the 
correct way to park customers’ cars are 
included in this section.

8. Personal Use of the Shop. 
This section settles the question about 
when employees may use the shop for 
their own projects and what projects 
the owner will allow. It also settles 
the question about employees being in 
business for themselves in the owner’s 
shop.

9. Safety. This is where you’ll 
explain the correct and safe use of shop 
equipment, the location of first aid 
materials, and emergency procedures.

10. Qualifications. In some states 
and provinces the transmission busi-
ness is a regulated trade. In those cases, 

the whole procedure about apprentice-
ship (on-the-job training), trade school 
release, and trade exams must be out-
lined.

“It’s in the Book”
A good employee handbook will 

cover all these subjects and others as 
the situation requires. It’s the kind of 
document that may never be referred to 
during the normal course of business. 
But when questions arise, the handbook 
is the touchstone that settles any uncer-
tainty. And it’ll probably keep you out 
of court when those questions reach 
epic proportions. 

The relationship between an 
employee and an employer is best 
understood as an exchange relation-
ship: The employee offers his produc-
tion and the employer offers equitable 
compensation.

When the agreement is struck, the 
agreement needs to be consistent with 
the details found in the employee hand-
book. Yes, there are limitations to docu-
menting employee relationships via the 
employee handbook, and sometimes it 
has to be updated. But this document 
will bring a kind of peace over the 
shop. And we can do with a little more 
peace in this very uptight business.

by Mike Souza
members.atra.com

www.atra.com

1. Job Descriptions. Each person 
gets a title (for example: 
Rebuilder, R&R Tech, Manager, 
Outside Salesman, Bookkeeper) 
and each gets a description of 
what’s expected of him by his 
employer.
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ATRA Attends 13th Annual 
TCRA Convention; Presents 
Industry Appreciation Award 

Dayton, Ohio was the setting for 
this year’s Torque Converter 
Rebuilders Association 

Convention, May 21st and 22nd. This 
was the 13th annual convention for 
TCRA, and ATRA’s Rodger Bland and 
Mike Souza were on hand for the event.

The convention began on Friday 
morning with a tour of the Consolidated 
Vehicle Converter (CVC) rebuilding 
facility, owned and operated by Tim 
Prugh in nearby Kettering, Ohio. Tim 
also provided lunch for everyone who 
attended the tour.

Saturday was seminar day, and 
the schedule was packed with speakers 
from all across the industry. Dennis J. 
Ray and Kim Edris kicked things off 
with a talk on Safety and Your Bottom 
Line.

From there, many of the names 
that took the stage will be familiar to 
ATRA Members and regular GEARS 
readers: Ed Lee, Bob Warnke,Bobby 
Mace and Mike Sousa were all there. 
For a complete look at the seminar ros-
ter, visit www.TCRAonline.com.

ATRA Attends 13th Annual 
TCRA Convention; Presents 
Industry Appreciation Award 

TCRA president, Jeff Stuck holds the Industry Appreciation Award presented by Rodger Bland 
on behalf of ATRA at the recent TCRA seminar. 

Pictured L-R:  Rob Hans, Martin Brooks, Mark Mustard, Jeff Stuck, Chris Mann, Don Randolph, Ken Kelly, 
Len Wack, Rick Morris, Ed Lee and Rodger Bland of ATRA.
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Rodger Bland spoke in the after-
noon, providing a firsthand look at 
the latest information to come from 
ATRA’s What’s Working study. He dis-
cussed the success stories that we’ve 
seen from shop owners who’ve made 
the time to attend ATRA’s Powertrain 
Expo. He also presented the latest data 
from the ATRA-TCRA survey.

Finally, Rodger made a special pre-
sentation to the TCRA Board: an indus-
try appreciation award from ATRA, 
thanking TCRA for their role in helping 
the two sides of the transmission repair 
industry work together as one, to the 
betterment of the entire industry.

The seminar day came to a 
close with a general discussion on 

Solutions for Problematic Converter 
Remanufacturing. This gave every 
attendee the opportunity to offer his or 
her ideas on ways to address the most 
difficult situations facing converter 
rebuilders today.
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Find a need and fill it; that’s been 
the basis behind every success-
ful business since time began. 

And that’s exactly what Bret Plue did 
when he opened Allstar Automotive 
LLC.

For as long as people have been 
rebuilding automatic transmissions, 
there’s been a need for parts. Not just 
the clutches and bands, but the hard 
parts… the things that aren’t part of 
a standard rebuild, but are absolutely 
necessary when they’re worn out or 
broken.

Sure, those hard parts are usually 
available through your local dealer-
ship. But the costs associated with new 

hard parts can often take the price of a 
rebuild out of the realm of reality, into 
the world of Neverland (as in “you’re 
never going to get that much for a 
rebuild!”). That’s why most transmis-
sion shops try to keep a supply of good 
used parts on hand.

That was easy back when there 
were only a half dozen or so common 
transmissions on the road. Today there’s 
a good chance you’ll see a wider range 
of units than that in a single day. So 
how do you find the used hard parts you 
need for all of the transmissions making 
their way into your shop? That’s the 
need behind Allstar Automotive.

13 years ago, Bret was working in 

his family’s transmission repair busi-
ness. But as time went on, he noticed 
how difficult it was becoming to find 
quality transmission hard parts. He rec-
ognized that things were only going to 
get worse as more and more units began 
making their way to the market. So Bret 
and his wife Leigh decided to address 
the issue by opening Allstar.

Allstar started out in a 5000-square-
foot warehouse. It wasn’t long before it 
was bursting at the seams, filled with 
parts for nearly every type of transmis-
sion on the market. So, about three 
years ago, Bret moved his business into 
a new location; almost four times the 
size of the original warehouse.

by Rodger Bland
members.atra.com

www.atra.com

Allstar Automotive LLC: 

All Star Automotive houses over 19,000 square feet of hard parts, cores, rebuild kits, and reman units in its Denver warehouse.

Filling  a

Need
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“When we first moved in, every-
thing we had got swallowed up by the 
new building,” says Bret. “I couldn’t 
imagine how we’d ever fill the space. 
Today I’m looking for a mezzanine to 
add a second level; we just don’t have 
enough room for everything.”

Not much wonder: Bret is likely 
to buy as many as two hundred core 
units on any given week. Those units 
get pulled apart, cleaned, inspected, and 
all the parts cataloged and put in stock 
for sale.

And not just older parts; Allstar has 
parts on hand that fit units just a couple 
years old. “We have over 2000 cores 
on hand, and we’re constantly tearing 
them down and putting new parts in 
stock,” says Bret. “In fact, if you have 
something you’d like to sell, give us a 
call. We’ll be happy to discuss buying 
or trading for your old stock, or used or 
new parts.”

All of Allstar’s parts are carefully 
categorized and listed in their computer 
inventory. Need a part? Give Allstar a 

call. They’ll check the computer inven-
tory, which will show them whether 
they have your part in stock, and exact-
ly where to find it. Just like that, they’ll 
grab your part, box it up, and it’ll be on 
its way to you the very same day.

Of course, no one — not even 
Allstar — can have everything in 
stock. That’s why Allstar works with 
a network of other shops and suppli-
ers. If the part you need isn’t avail-
able through Allstar, Bret or Michelle 
Brooks, Allstar’s general manager of 

Exclusive
Member-Only

Credit Card Program

�e payment processor you rely on for service and stability.

Save money on your credit card processing. 
First National Merchant Solutions – an industry leader with over 50 
years experience – is pleased to o�er you an exclusive, members-only 
program.  Competitive rates.  First-rate service. Cost savings. �ese are 
just a few of the bene�ts to you and your bottom line!

Your payment processing program includes:

• Negotiated member-only rates.

• Qualified service representatives available 24 hours a day.

• An account management team.

• Comprehensive online reporting.

Call 800.354.3988 for your Free Consultation
Ask for Shayne Tobaben or Bruce Lonneman

Jeff Weaver, general manager –reman division
Michelle Brooks, Allstar’s general manager of hard parts sales 

and “Ruby”
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hard parts sales, will search through 
other hard parts databases to find exact-
ly what you’re looking for. And very 
often, they’ll just let you buy the part 
directly from the other supplier.

“This business can’t always be 
about profits,” explains Bret. “What’s 
more important is to provide the ser-
vice. I’d rather make sure my custom-
ers have the parts they need, even if it 
means I lose the sale. My customers 
recognize that I’m here to help them, 
not make a quick buck. Once you keep 
your customers satisfied, the profits 
will follow.”

But through it all, business has 
been good for Allstar. The hard parts 
business has been growing by leaps 
and bounds in the last few years. “Our 
sales are up 50% over last year’s,” says 
Bret, “and we’re expecting them to rise 
another 50% over the next year.”

And not just hard parts; Allstar 
also offers a complete line of new 
parts, including rebuild kits, clutches 
and bands, bushings, washers, filters, 
solenoids… basically everything you 
need to handle a complete rebuild, and 
all from a single phone call.

Need to get a job out in a hurry? 
Allstar ships anywhere in the world, 
and with their standard shipping you’ll 
usually get your parts within a couple 
days. Need them faster? Allstar offers 

overnight shipping; 
order your parts today, 
and they’ll be in your 
hands tomorrow.

If handling both new 
and used transmission 
parts weren’t enough, 
Allstar also offers its 
own line of remanu-
factured transmissions, 
valve bodies, and trans-
fer cases. They have two 
fulltime rebuilders: Jeff 
Weaver, who’s also the 
general manager of the 
reman division, and Al 
Gieselman, who recently 
joined the Allstar team. 
They have two transmission dynos and 
a valve body tester in house, and they 
test every transmission and valve body 
they rebuild before sending it out.

You just installed a rebuilt Allstar 
transmission, and it’s doing the same 
thing as the old one? Give Allstar a call: 
Jeff or Al will be happy to work with 
you, to help you diagnose the problem 
and get your customer’s car back on 
the road.

“Shops call us for reman units 
when they have a rebuilder who’s out 
sick or on vacation, or if the unit they 
have is too badly damaged to repair,” 
explains Bret. “Or sometimes they’ll 

call if they get too backed up to handle 
all the work that’s coming in.

“We tend to charge 10-20% less for 
our units than most reman companies, 
and we cover our remans with a three-
year, 100,000-mile warranty. It’s a great 
deal for our customers,” says Bret.

Hard parts, new parts, remanufac-
tured parts… whatever your need, Allstar 
is there to help you. To learn more about 
Allstar Automotive, visit them online at 
www.AllstarAutomotiveDenver.com, 
or give them a call at 303-477-2838.

 “Our sales are up 50% over last 
year’s,” says Bret, “and we’re expecting 
them to rise another 50% over the next 
year.”

A complete dyno-tested reman unit awaits shipping at the Denver warehouse.

Bret Plue, All Star Automotive LLC,  Denver, CO
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Drink… Drink… Drink… 
Water, That Is

by Mike Souza
members.atra.com

www.atra.com

Drink… Drink… Drink… 
Water, That Is No matter 
what the time of year; no 

matter what the temperature; no matter 
where you live or work – indoors or 
outdoors – staying hydrated is impor-
tant to overall health and performance.

Dehydration occurs when the 
body takes in substantially less fluid 
than what is lost through its normal 
body processes. The body is nearly 
60% water by weight; the loss of just 
2.5 liters (0.66 gallons) per day can 
adversely affect it, if not replaced. This 
natural process of fluid loss occurs in 
all environments – cold, mild, and hot. 
Drinking plenty of water throughout 
the day, even when there is a lack of 
thirst, replaces lost fluids.

The body is designed to maintain 
an internal temperature of approximate-
ly 98.6°F. The body releases exces-
sive heat by circulating blood to the 
capillaries in the upper layers of the 
skin thus increasing heat transfer and 
perspiration. When the body heats up 
faster than it can cool itself down, mild 

to severe heat-related illnesses may 
develop.

Heat stress occurs when the 
body is unable to release heat and 
cool itself. According to the National 
Institute for Occupational Safety and 
Health (NIOSH), when air tempera-
ture is equal to or warmer than the 
skin, blood brought to the skin’s sur-
face cannot efficiently release heat. 
The body’s main cooling mechanism 
is the evaporation of perspiration (or 
sweat) and if evaporation cannot occur, 
the body is unable to rid itself of 
excess heat and this natural cooling 

process becomes impaired. If the body 
cannot release excess heat, it stores 
it and this increases the body’s core 
temperature and heart rate. Prolonged 
heat stress can lead to death. Increased 
air temperature, high humidity, radi-
ant heat, and minimal air circulation 
can increase the risk of developing 
heat-related illnesses. Other risk factors 
include: increased age; body weight/
body build; level of physical fitness; 
lack of acclimatization; poor nutrition; 
fatigue; alcohol or drug use; certain 
medical conditions, such as diabetes; 
wearing personal protective equipment 
(PPE), such as nonbreathable protec-
tive clothing, hoods, and/or respirators, 
as they can increase workload and/
or restrict movement; and, inadequate 
water/fluid replacement.

For more information on prevent-
ing heat stress, go to http://www.dir.
ca.gov/DOSH/ HeatIllnessInfo.html.  

R.J. Banks, MS, CIE is the Senior 
Ergonomist

for State Fund.
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(866) GO-4-ATRA • (866) 464-2872
www.atra.com/join

&Get ‘em in the Door
Nationwide Warranty Program

Certification Designation
Pre-designed Advertisements

Member Directory on www.atra.com
Commercial Footage

Professional Website Design

Get ‘em out the Door
Technical Seminars
Technical HotLine

ATRA’s Tech Knowledge Base
Testing & Certification

ATRA’s Powertrain Expo
Technical Training

Apply for ATRA Membership Today

members.atra.com
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Be sure to check Brochure 
for the complete details and 
Registration Information.
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Last year ATRA set out 
to reach consumers as a 
referral service for ATRA 

Member shops and to serve as an 
advocate for consumers. The direc-
tion of the project was guided by 
what we learned from the What’s 
Working study.   

What’s Working showed us that 
consumers have an inherent distrust 
of the auto repair industry; even 
more so with transmission repair 
shops. If ATRA was going to help 
its Members in these tough eco-
nomic times, we’d have to reach 
consumers and work to develop 
their trust. 

A national ad campaign like 
AAMCO’s was beyond our means 
for sure, but with today’s internet 
access and social media it was 
suddenly possible to reach more 
people than any other transmis-
sion service group, without the big 
investment.

We also learned that women are 
generally underserved by our industry, 
but they comprise about 40% of the 
market. So we wanted to make sure the 
site was friendly toward women (with-
out making it a woman’s site). After 
market testing several designs and fea-
tures, we arrived at a design (figure 1) 
and launched it on May 1st. 

Something else we learned from 
the What’s Working study is that data 
is everything. Opinion and conjecture 
doesn’t hold a candle to what is, and 
that’s what data tells us. So where does 
the atra.com site rank after the first 
month? Let’s take a look. We used sev-
eral metrics to measure the activity of 
the site: Google Analytics, Alexa, and 
the site’s own report feature. 

by Dennis Madden
members.atra.com

www.atra.com

MEMBERSHIP MATTERS

Reaching People

Figure 1

Figure 2
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Google Analytics is a great tool. 
It’s a free service from Google and 
can tell you a lot about your site: the 
number of visits to your site, where 
people go on it, and how long they stay 
there, just to name a few. The main 
screen (figure 2) shows the visits over 
the month of May. There were roughly 
1000 visits per weekday, with an aver-
age daily count of about 730. Now, 
these aren’t all consumers; the Member 
site is included in this report too.

Google provides a lot of stats about 
your site, but how does your site com-
pare to others? For that we use Alexa 
(www.alexa.com). The great thing 
about Alexa is it gives you an idea of 
how your site performs compared to 
others in the same market.

Figure 3 shows the traffic rank from 
Alexa for ATRA. Alexa’s ranking is a 
bit backward in that the lower the num-
ber, the more traffic the site received. 
A major benchmark is 100,000; sites 
with a number higher than that — those 
will less traffic — aren’t tracked in the 
graph.

ATRA ranked a little over 179,000 
for the past three-month period. 
Considering a typical ranking for a 
transmission service group is between 
1 and 3 million, 179,000 is fantas-
tic. To give you a better comparison, 
AAMCO ranked a little over 300,000 
for that same period (figure 4); remem-
ber, lower is better. 

So people are definitely stopping 
by. It’s one thing to get people coming 
to your site; it’s another thing altogether 
to get them to use it. So the next thing 

we tracked with Alexa was the amount 
of time people spent there. Most of 
the sites in this industry that we’ve 
tracked generally have a score of about 
1 minute. AAMCO ranked 2.7 minutes 
for the past 3-month period, which is 
really good.

ATRA’s recent ranking for that 
same period was over 13 minutes (fig-
ure 5). In fairness, ATRA’s Member 
activity is included in this ranking; 
something not in the AAMCO ranking. 
But if we look at groups that offer tech-
nical services similar to ATRA’s, you’ll 

find that about 1 minute is typical; 
maybe 2. The reason we’re comparing 
ours to AAMCO is because they scored 
better than anyone else we tested, so 
they’re the ones to shoot for (Gears 
magazine scored 7.7 minutes but that’s 
a different story). 

This is all well and good, but the 
real question is, what does this mean 
for ATRA Members? The entire pur-
pose of this effort was to bring consum-
er awareness to ATRA and help ATRA 
Members get more business.

Figure 3

Figure 4

Figure 5

ATRA ranked 
a little over 
179,000 for 

the past three-
month period.
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The atra.com site has a report-
ing feature that measures its effective-
ness. Every time a consumer enters a 
search query (city-state, zip code, etc.) 
in the shop finder, it displays nearby 
ATRA Member shops and it counts the 
number of times a shop is displayed. 
In addition, if a Member has a web 
site link and the consumer clicks it, it 
counts that, too. For the month of May 
there were 9,295 clicks to ATRA mem-
ber web sites from the Shop Finder, 
with Leon’s Transmissions in Reseda 
California receiving the most at 90. The 
average number of impressions for each 
member is 89 with the average number 
of hits being 11.8 (approximately 56% 
of members listed do not have a web 
site listed so they scored 0 and are not 
part of this average). 

The search results from the Shop 
Finder provide contact information, 
such as address and phone number, 
and an e-mail and website address if 
the shop has them. This is important, 
because most of the shops that have 
zero clicks don’t have a web site link in 
the Shop Finder search tool. 

Another feature the new site has is 
the ability for consumers to ask ques-
tions about their car. After entering 
information about their cars, the site 
provides them with a form for their 
questions (figure 6).

ATRA generally receives about 
five tech requests per day. Each one is 
an opportunity to help a consumer and 
refer them to an ATRA Member shop. 
Many of the questions are simple and 
they’re from people who are just unsure 
of what to do next.

The bottom line is that ATRA is 
now reaching more people than any 
other transmission service group in the 
industry, period. To get the most from 
this effort, make sure you’re listed 
on the ATRA consumer site properly. 
Businesses on the Shop Finder are 
listed with the following hierarchy:

•	 Rebuilder Members with 
Certifications

•	 Rebuilder Members
•	 Technical Subscribers

So if you’re listed as a Technical 
Subscriber, consider participating in 
ATRA’s Golden Rule Warranty and 
becoming a Rebuilder Member. 
Warranties are important to consumers 

and there’s no better warranty program 
in the industry. Next, get certified. It’s 
free to ATRA Members.  

Finally, make sure you have a web 
site listed. If you don’t have a web site, 
get one. If you’re unsure how to do that, 
it’s easy, and ATRA can help. Make 
sure you have an e-mail address listed. 
With so many people going to the Shop 
Finder page, you need to make it easier 
for them to reach you.

There’s still more we can do to get 
the ATRA name out there in front of the 
public eye, but that’s where you need to 
step up. To help spread the word, make 
sure you use the ATRA logo in all of 
your correspondence and advertising. 
Display it proudly on your building and 
waiting room. 

There are a lot of changes tak-
ing place in this industry, and it’s a 
lot easier to move with them than it 
is to resist. Consumers are looking 
for service, trust, and professionalism.  

The ATRA site was designed after  
years of studying the needs of con-
sumers, to help our Members provide 
them with the direction they need  
when they’re looking for a transmission 
shop.

. ATRA, reaching more people than 
any transmission service group in the 
industry. ATRA members, fixing more 
cars and providing superior service. 
What a match.

Figure 6

Membership Matters: Reaching People
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What does ATRA 
have in common with 
motorcycles?
  by Kelly Hilmer

The first annual Poker Run ben-
efiting the Ronald McDonald House 
Charities was sponsored by the ATRA 
Gulf States Chapter on May 15th.  The 
event began in Spanish Fort, Alabama 
and took the riders on a 67 mile ride 
through the streets and highways of 
Alabama.

The starting point of the event 
took place at Advanced Transmission, 
in Spanish Fort, where owners Marvin 
and Laura Wilson registered the 55 rid-
ers and prepared them for their journey.  

Several stops for the riders were 
represented by automotive businesses 
including three ATRA Members in the 
Gulf States Chapter.   Being greeted by 
the owners and employees of the busi-
nesses was a great way to get to know 
them and take a brief tour of their busi-
nesses before selecting a playing card 
from the deck, grabbing a snack and 
rolling on to the next destination.

The ATRA Members staff at 
River Park Transmissions in Fairhope, 
Alabama and Transmission Magicians 
in Mobile, AL greeted the riders with 
drinks, snacks and shade before offer-
ing a tour of their businesses.  

Talking to them and seeing them in 
their shops was a great experience plus 
the snacks and refreshments offered at 
the stops were much appreciated during 
the hot and humid day in Alabama.

Both Laura and Marvin Wilson, 
were instrumental in making this event 
a success.  Their countless hours of 
preparation and planning to make this 
event possible is greatly appreciated 
and goes to show ATRA shops banding 
together for a great cause brings the 
industry closer and creates awareness 
among consumers who may otherwise 
never have gotten to meet the own-
ers of Advanced Transmission, River 

Winners

Delaine Andrews, 
Chapter President
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Park Transmission or Transmission 
Magicians.

The ride ended at the Ronald 
McDonald House in Mobile where 
there was plenty of food and drinks, 
a great band, silent auctions, blood 
mobile and lots of bags of soda can tops 
to benefit the charity of the day.  Most 
of the sponsors donated their time, ser-
vices and products for the cause.  

So far, $4,334 has been collected 
with more money still coming in.   The 
profit was $3,069 and all proceeds 
for the event benefited the Ronald 
McDonald House Charity.  In the grand 
scheme of things, $1200 was a small 
investment for promoting ATRA and 
its purpose to all of the participants 
while benefiting a great organization 
that takes care of families and children 
when they really need help most.

While May 15th marked the first 
annual poker run I know that Laura and 
Marvin are already making plans for 
next year’s even bigger event.

It was definitely a success, filled 
with great people, great conversations 
and all for a great cause.

ATRA NEWS
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Raybestos Powertrain  
Partners with Asian-
Based Synchronizer 
Manufacturer

Raybestos Powertrain is announc-
ing a new partnership with one of the 
world’s top Asian-based synchronizer 
manufacturers. This long-term agree-
ment will make Raybestos the exclusive 
friction paper supplier with its new 
partner in Asia.

Raybestos Powertrain works in 
close cooperation with powertrain com-
ponent manufacturers to develop and 
supply friction materials that meet spe-
cific customer requirements. The syn-
chronizer, located in the transmission 
gearbox, is a part that assists with gear 
changes, which requires specialized 
friction paper materials.

“This partnership is part of our 
global growth strategy to expand our 
presence in Asia and reflects our com-
mitment to establish long-term partner-
ships worldwide,” said Executive Vice 
President Manley Tate. “The success of 
this new partnership reflects the grow-
ing global recognition of Raybestos 
Powertrain¹s research capabilities and 
technical development in friction mate-
rial.”

Raybestos Powertrain continues 
to lead the way in innovative solu-
tions for the global powertrain indus-
try.  Headquartered in Crawfordsville, 
Indiana, Raybestos is a leading global 
supplier of OE and aftermarket trans-
mission-related friction products to the 
automotive, off-highway, construction, 
agricultural, and industrial markets, as 
well as the heavy duty truck and bus 
markets. 

For more information, call toll free, 
800-729-7763, or visit them online at 
www.raybestospowertrain.com.

Smart Blend Introduces  
New Coolant System 
Flush and Treatment Kit

Smart Blend Synthetics, a trusted 
and proven leader of innovative prod-
ucts for the professional automotive 
service industry, introduces our One 
Formula Coolant System Flush and 

Treatment Kit.
Each coolant system kit includes:
Step 1 Coolant Flush with a non-

acid formula safely removes deposits 
from the radiator and coolant system. 
Requires no neutralizer.

•	 Helps Remove Rust, Scale 
and Sludge

•	 Prepares Coolant System for 
New Fluid

Step 2 Coolant Treatment helps 
improve coolant system performance 
and efficiency.

•	 Protects Water Pumps
•	 Helps Prevent Damage Due to 

Corrosion
For more information, call Smart 

Blend at 1-888-422-9099 or visit them 
online at www.smartblend.com.

ZF Services Releases  
2010 Sachs SuperSet Kit  
and Components Catalog

ZF Services — the strate-
gic aftermarket business unit of ZF 
Friedrichshafen AG — is pleased 
to announce the release of the 2010 
SACHS SuperSet Clutch Kit and 
Components Catalog for Passenger 
Cars and Light Trucks.   

Built off the success the 2008 
SACHS SuperSet Clutch Catalog, the 
2010 version continues the legacy of 
offering clutch professionals the best 
products and coverage for Asian, 
Domestic and European vehicles. 

618 new part numbers have been 
added to the 2010 SACHS SuperSet 
Clutch Catalog. These new additions fit 
a total of 74,067 applications on top of 
the catalog’s existing coverage. 

In addition to popular SACHS 
SuperSet Clutch Kits, the catalog 
includes covers, discs, bearings, fly-
wheels, forks, cables, master and slave 
cylinders and pre-filled clutch hydrau-
lics. 

As part of an OE manufacturer, ZF 
Services is also able to offer exclusive 
parts not available by any other sup-
plier. 

Jack McGrail, Director of Product 
Management at ZF Services North 
America, said of the 2010 SACHS 
Clutch Catalog, “Our team went to 
great lengths to make this the best pos-
sible source for clutch kits and related 
products available to the aftermarket. 
The new catalog will enable clutch 
professionals to order products from the 
most comprehensive source, reducing 
time and increasing bay turns.”

For a copy of the 2010 SACHS 
SuperSet Clutch Catalog, contact your 
SACHS distributor or send a request to 
zfaftermarket@zf.com.

Transtar Expands  
New Jersey Location to  
Meet Customer Demand

Transtar Industries, Inc., the pre-
mier provider of world-class driveline 
solutions, is proud to announce its facil-
ity expansion in Edison, New Jersey. 
On May 1, 2010, Transtar’s Edison 
branch moved into a larger, more state-
of-the-art facility, to better serve its 
customers.

Transtar’s 2010 and long-term 
growth plans include increasing its 
product solutions and extending 
its physical reach. “We had simply  

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 
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GEARS, 2400 Latigo Avenue, Oxnard, CA 93030.
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Introduces Our New Value Added

Smart Blend Synthetics, a trusted and proven 
leader of innovative products for the 
Professional Automotive Service Industry, 
introduces our One Formula Coolant System 
Flush and Treatment Kit.
Each Coolant system kit includes:

Treatment
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outgrown our old facility, and wanted 
to be certain that we had the resources 
in place to continue to provide our 
customers with world-class customer 
service,” says Tom DeMille, vice presi-
dent of sales and branch operations. 
“The new facility in New Jersey sup-
ports the increasing product and service 
needs of our customers.”

“This is just one of several expan-
sions planned for 2010,” reports Neil 
Sethi, president, Domestic Distribution 
Group. “Our business and customer 
needs are changing, and we want to be 
certain to stay ahead of the curve as we 
continue to present solutions for our 
customers.”

Transtar Industries, Inc. is a world-
wide manufacturer and distributor of 
quality transmission parts and services 
to the motor vehicle replacement parts 
industry. The company distributes a 
product line consisting of automatic 
and standard transmission rebuilder 
kits, electrical components, Recon™ 
remanufactured torque converters and 
hard parts, and other driveline products. 
Growing for over three decades, the 
Transtar business has expanded to more 
than 70 locations in North America and 
70 countries globally.

For more information, visit the 
Transtar web site, www.Transtar1.com, 
or call (800) 359-3339.

New Products from 
G-TEC

G-TEC has just introduced two 
new test tools for the transmission 
repair industry:

G-TEC’s new Auto Controlled 
Emersion Heater automatically con-
trols the temperature of the oil for their 
TurboTank and hot oil flushers. It heats 
the oil enough to open thermo-switches 
and expand heat exchangers without 
overheating the tank.

The Auto Controlled Emersion 
Heater takes the guesswork out setting 
the temperature on the thermostat. And 
because it’s temperature controlled, it 
doesn’t waste electricity.

G-TEC’s Test Chamber II is back, 
and better than ever! You asked for a 
test chamber with greater capacity so 
you won’t have to stop and clean the 
screen every 5 to 10 minutes. The Test 
Chamber II does just that, reducing 
labor time. It fits all TurboTank and 

G-TEC hot oil cooler line flushers.
The body of the Test Chamber II 

has a welded iron body and the lead 
is billet aluminum. The basket has 
more than 26 square inches of surface 
area, with a capacity far greater than 
Test Chamber I. Now you can see all 
the debris at one viewing instead of in 
increments. 

The Test Chamber II is also mag-
netically charged with two powerful 
rare-earth magnets. The magnets — 
one in the basket and one attached to 
the iron body — trap ferrous metals… 
even particles smaller than 24 microns, 
suspended in the ATF. It’s easy to 
install and the kit comes with every-
thing you need.

For more information on this or 
other G-TEC products, visit them on 
line at www.g-tec.com.

Cooler Running for New  
Ford F350/F250 Trucks

PML’s newest transmission pan 
provides cooler running temperatures 
through expanded oil capacity and 
raised outside fins to dissipate heat.

These lower temperatures will help 
reduce wear and tear on the transmis-
sion. Designed to fit 2008-and-newer 
Ford F250/F350 trucks, the pan pro-

vides capacity for an additional four 
quarts of oil on the TorqShift 5R110 
transmission with the internal filter.

The pan’s internal baffles keep the 
oil near the filter inlet, eliminating the 
need for a filter extension. For those 
requiring a temperature sensor, one can 
easily be tapped and drilled through 
the cast-in boss. The pan ships with 
a magnetic drainplug and mounting 
hardware.

Quality and durability come from 
the pan’s 3/16-inch thick outer case, a 
3/8-inch thick gasket flange to ensure 
a secure seal, and a magnetic drainplug 
for easier maintenance.

The transmission pan, PML part 
number 11049, is available in three 
finishes: as-cast, black powder coated, 
and polished.

For more information, visit them 
online at www.yourcovers.com.

Corteco Announces  
Honda 5-Speed  
Overhaul Kit Updates

Corteco is pleased to announce 
the following upgrades to our line of 
Honda 5-Speed overhaul kits.

Updates made to TransTec® kit 
number 2539 include coverage for 
these Honda and Acura vehicles:

•	 2009-Up Honda Pilot FWD V6 
3.5L engine with Transmission 
Box Code PN4A

•	 2009-Up Acura TL FWD V6 
3.5L engine with Transmission 
Box Code BK3A

•	 2010-Up Acura TSX FWD V6 
3.5L engine with Transmission 
Box Code MM2A

TransTec® kit number 2540 now 
includes coverage for these models:

•	 2009-Up Honda Pilot 
AWD V6 3.5L engine with 
Transmission Box Code PN3A

•	 2009-Up Honda Ridgeline 
AWD V6 3.5L engine with 
Transmission Box Code PSFA
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•	 2009-Up	Acura	 TL	AWD	V6	
3.7L	engine	with	Transmission	
Box	Code	BK4A

TransTec®	 kit	 number	 2528	 has	
been	 updated	 to	 include	 coverage	 for	
the	2009-Up	Acura	TSX	Fwd	L4	2.4L	
engine	 with	 Transmission	 Box	 Code	
MM7A.

For	 more	 information,	 visit	 them	
online	at	www.TransTec.com.

CORTECO Introduces 
New Volkswagen 
6-Speed Kit

The	 kit	 you’ve	 been	 waiting	 for	
is	 now	 available	 from	 CORTECO,	
producer	 of	 TransTec®	 brand	 kits.	
Overhaul	 kit	 2534	 includes	 a	 molded	
pan	gasket	and	bonded	shift	rail	pistons.	
Vehicles	covered	include:

Volkswagen:	 03-10	 Beetle	 and	
Beetle	 Convertible,	 06-11	 EOS,	 04-11	
Golf,	 05-11	 Jetta,	 Jetta	 Wagon	 and	
Passat,	08-11	Scirocco,	10-11	Sharan

Audi:	03-11	A3,	11	Q3,	03-11	TT
Here	are	 the	components	 included	

in	the	new	kit:

TransTec®	kit	2534	is	in	stock	and	
available	for	immediate	shipment.

CVC Converters 
Introduces New Product

CVC	 Converters	 has	 just	 intro-
duced	a	new	converter	to	their	product	
line.	 The	 OM24	 fits	 the	 2003	 Jeep	
Wrangler	 with	 the	 2.4L	 engine	 and	
42RLE	transmission,	ID	Code	235AA

The	 OM24	 is	 a	 10”	 diameter,	
22-spline	 unit.	 It	 has	 a	 1.340”	 pilot	
that’s	 29/32”	 tall;	 a	 1.500”	milled	 flat	
hub	 3	 3/38”	 tall;	 4	 tapered	 mounting	
pads	 0.460”	 thick,	 on	 an	 8	 9/16”	 bolt	
circle.	This	is	a	clutch	type	unit.	

The	 OM24	 consists	 of	 an	 OM6F	
cover	with	an	OM11	pump	and	hub.

For	 more	 information,	 visit	 them	
online	at	www.cvcconverters.com.

Precision Adds New Clip 
To Mercedes 722.3, 722.4 
and 722.5 Kits

Precision	International	has	added	a	
Throttle	Valve	(TV)	E-clip,	P/N	56234	
to	 their	 722.3,	 722.4,	 and	 722.5	 series	
Mercedes	kits.

The	 original	 clip	 is	 easy	 to	 break	
during	removal,	which	is	a	recommend-
ed	 procedure	 to	 check	 for	 a	 sticking	
throttle	 valve.	 Having	 this	 clip	 in	 the	
kit	 will	 ease	 the	 rebuilder’s	 concerns	
about	 removing	 and	 possibly	 breaking	
the	original	clip.

For	more	information,	contact	your	
PI	 Sales	 Rep	 or	 Distributor,	 or	 visit	
Precision	International	on	line	at	www.
transmissionkits.com.

PDQ Transmission Parts 
Opens New Location  
in San Jose, California

PDQ	Transmission	 Parts,	 Inc.	 has	
opened	a	new	distribution	branch	in	San	
Jose,	CA.

“ W e ’ r e	
c o m m i t t e d	
to	 giving	 our	
customers	 the	
highest	 qual-
ity	 transmis-
sion	 parts	
combined	with	
the	 best	 possible	 customer	 service,”	
said	 John	 Hicks,	 president	 of	 PDQ	
Transmission	Parts,	Inc.

With	this	new	location	only	a	cou-
ple	 hours	 from	 its	 Sacramento	 head-
quarters,	 more	 PDQ	 customers	 will	
enjoy	the	benefits	of	its	comprehensive	
inventory,	 and	 give	 many	 new	 and	
existing	 customers	 multiple,	 same-day	
deliveries.

PDQ	 is	 a	 leading	 remanufacturer	
and	 distributor	 of	 drivetrain	 replace-
ment	parts.	 Its	product	 line	consists	of	
automatic	 and	 standard	 rebuild	 kits,	
PDQ	 quality	 remanufactured	 torque	
converters,	 Exedy	 Daikin	 clutch	 kits,	
electrical	 components,	 hard	 parts,	 and	
Sonnax	speciality	products.

Visit	PDQ	on	line	at	www.pdqparts.
com.

Corteco Discontinues  
Toyota U150E, U250E 
Overdrive/Direct Drum 
Piston

Due	 to	 unforeseen	 circumstances,	
Corteco	has	been	forced	to	discontinue	
bonded	piston	number	B81906	from	its	
product	offering.	This	item	is	no	longer	
available	from	the	manufacturer.

Effective	 immediately	 TransTec®	
part	number	B81906	has	been	removed	
from	these	transmission	overhaul	kits:

•	 2447 and DP2447 – 
  Toyota U150/151E 2002-Up
•	 2490 – Toyota U250E 2005-Up

Additionally,	 the	 piston	 is	 no	 lon-
ger	available	for	individual	purchase.

Description TransTec® 

Number

Molded Rubber Pan Gasket B33391

Front Seal / Cover Plate B82312

Oil Pump Cover B82313

Left Axle Seal B37121

Right Axle Seal B37122

U150E, U151E

TransTec® Number OEM Reference

B81906
34601-33020

34601-08010

U250E

TransTec® Number OEM Reference

B81906
34601-33030

34601-33041
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POWER INDUSTRY NEWS
VTP South LLC Acquires  
Transmission Systems 
Inc. (HFT)

VTP South LLC located in 
Pennsauken, NJ announced that, on May 
3, 2010, they acquired Transmission 
Systems Inc, also known as HFT (Hard 
Parts for Transmissions), based out of 
Mt Laurel, NJ. 

While moving into their new 
facility, VTP South employees wel-
comed HFT’s Flo Martin and George 
Vandenberg to the team. Flo and George 
will have similar roles with VTP South 
by providing quality parts and services 
to HFT’s customers during the transi-
tion.

The distribution operation will 
ship UPS or deliver transmission parts 
from either VTP South located at 
7025 Camden Avenue in Pennsauken, 
NJ 08110, 1-800-873-9770, or from 
VTP Trans Parts, 1005 E 46th Street, 
Brooklyn, NY 11203, 1-800-798-8268. 

Contact Pat Dalbey in the NJ loca-
tion or Danny Jr in the NY location for 
further information.

Elite Worldwide Brings  
Industry Leader Aboard

Elite Worldwide has announced 
Joe Marconi, an award winning shop 
owner for over three decades, as the 
company’s newest business develop-
ment coach.

In his new role, Marconi will uti-
lize his years of experience as a shop 
owner, and his participation in numer-
ous industry boards and panels, to help 
automotive professionals throughout 
the US build more profitable busi-
nesses.

“We are honored to have an indi-
vidual like Joe, with such extraordi-
nary industry expertise, join the Elite 
team.   While our company made great 
strides earlier this year with the launch 
of the www.Eliteworldwidestore.com 
web site, the addition of Joe as a busi-
ness development coach enables us to 
help more automotive professionals on 
an intimate 1-on-1 basis,” says Bob 
Cooper, president of Elite Worldwide.

For more information, visit Elite at 
www.eliteworldwidestore.com.

 
 
 

Dubai Technical Seminar
by Wendy Ritz
Located on the shores of the Persian 

Gulf, Dubai is a city that’s home to the 
tallest building in the world; the 7th 
largest shopping mall in the world; and, 
when completed in 2020, the world’s 
best transportation network.

Dubai’s cosmopolitan sophistica-
tion makes Las Vegas look like a dime 
store floozy. The city’s 1.37 million 
inhabitants own 1,021,880 cars, accord-
ing to Dubai municipal statistics. The 
average age of a vehicle in Dubai is 5.6 
years. In January of 2009, a new law 
went into effect across the emirates, 
banning new registration of vehicles 10 
years and older. 

The automatic transmission after-
market has been in existence in the 
Middle East for more than 25 years. A 
shortage of experienced rebuilders is 
one element that has slowed the expan-
sion of that aftermarket.

In response to the region’s need 
for technical information, Troy Eakins, 
president/CEO of Seal Aftermarket 
Products (S.A.P.), contracted ATSG 
President Wayne Colonna, and arranged 
for a World Class Training Seminar, 
which was held in conjunction with 
Automechanika Dubai.

Participants were invited to attend 
the seminar sponsored by S.A.P. Each 
received a packet of information which 
included a copy of GEARS Magazine, a 
124-page training manual on Toyota A- 
and U-series transmissions, an ATSG 
services brochure, Seal Aftermarket 
Products’ New Product Bulletins, and 
a Parker Hannifin pen. 25 technicians 
attended the seminar, which lasted for 
three hours. 

In the 8th most visited city in the 
world, this was the first ever train-
ing seminar held at Automechanika 
Dubai. Colonna said, “I could see by 
the way they responded that they have 
the same problems there that we have 
in the United States.” Add to that the 
consistent 100-plus degree tempera-

tures four months of the year and high 
vehicle mileage, and you’re left with 
special issues which were addressed by 
Colonna.

Seal Aftermarket Products 
President Eakins said, “I wanted to do 
more than exhibit at the show and visit 
our customers. This is our way of ‘giv-
ing back’ to a region.” Most rebuild-
ers in the Middle East come from 
the Philippines, India, and Pakistan, 
and are proficient Internet users; these 
rebuilders are now or will enjoy reading 
GEARS Magazine online.

Seal Aftermarket Products 
International Sales Manager Wendy 
Ritz said, “We could tell the seminar 
was a success by the number of manu-
als Wayne sold after the seminar. We 
had several attendees follow Wayne 
back to our booth to get more informa-
tion, GEARS Magazines, and literature 
on our products, both Toledo Trans Kits 
and Bryco.” 

Like the rest of the world, Dubai 
experienced an economic crisis as a 
result of declining property values. One 
result of the crisis was that residents 
are keeping their vehicles longer and 
repairing. The automatic transmission 
aftermarket is growing in the Middle 
East and the income per capita shows 
that the residents can afford to repair. 

Seal Aftermarket Products would 
like to thank ATSG President Wayne 
Colonna and GEARS Magazine for their 
support in Dubai.
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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

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

DOMESTIC-FOREIGN-
AUTOMATIC-STANDARD

1946  -  2009

Quality Parts-
Fair Prices-
Excellent Service

SHOPPER CLASSIFIED ADS
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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

GEARSGEARS
This could 

be 
your ad!

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

FOR THE TRAnSmISSIOn REbuILDIng InDuSTRy
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INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

w
w

w
.instaclean.com

800-331-6405    800-331-6405



               



We Ship Anywhere 

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

All parts are cleaned and inspected 





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. 

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

Find vintage cores on *Memory Lane*

aamidwestcores.com

Las Vegas, NV Chicago, IL

800.426.8771 800.826.7403
702.649.7776 773.624.6111
702.649.6777 FAX 773.624.6660 FAX

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

 
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

®
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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

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

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

and 45 issues all on this on cd!

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

Award Winning Gears Magazine Acticles 
For Sale 

Call Now!!!

(800)-428-8489
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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

Over 200 electronic 
parts covering more 

than 500 different 
vehicle applications

Transmission.com

• Where you can buy them: 
• Free technical advice:

• Free classified ads:
 visit 

For our Canadian 
Subscribers

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

advertisers:

www.atra.com

A&REDS Transmission Parts
has multiple 
locations

Eriksson Industries (860) 388-4418

Transmission Exchange Co. (503) 284-0768

Autocomp Technologies (713) 697-5511

Precision of New Hampton Inc (641) 394-5955

Lory Transmission Parts (305) 642-4621

Miami Transmission Kits (305) 885-7355

ART Auto Sport Unlimited 
Remanufactured Transmissions

(616) 748-5725

Weller Auto Trucks
Has many different 
shop locations

Instaclean (928) 680-4445

Silver Star Transmission (405) 330-9300

Trans-Pac Motor Parts (310) 637-9156

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

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

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

BUSINESS FOR SALE:  Florida’s 
West Coast. 38 year established ATRA 
member business with two buildings 

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

HELP WANTED: Indiana - Experi-
enced transmission rebuilder needed. 
Must be able to build front and rear 
wheel drive transmissions, manual and 
automatic transfer cases, foreign and 
domestic. Our shop is clean with the 
latest diagnostic equipment. Opened 
Monday through Friday, includes in-
surance, uniforms, paid vacations and 
holidays. Located in Osceola, Indiana 
contact Dave at (574) 651-5000.
 ATRA Mbr.

HELP WANTED:  Alto Products Corp., 
R&D Specialist - Join the Alto research 
and development team. Position re-
quires at least 3 years of R & R, Re-
building, and Diagnostic experience. 
Excellent communication and technical 
skills require.  Must be proficient in MS 
Office applications, AutoCAD skills are 
preferred. Technical Certificate or As-
sociates degree preferred. Apply for 
this position at http://altousajobs.com/
index/app.   ATRA Mbr

HELP WANTED: Plant Manager - 
Transmission remanufacturer, based 
in Midwest, is seeking a professional 

with experience in Plant management. 
We are a remanufacturer looking for 
a motivated, hands-on individual to  
improve Plant efficiency, remanufac-
turing procedures, quality processes, 
experienced with cellular remanufac-
turing, corrective actions and true lead-
ership skills are required.  Must also be 
a leader, an excellent communicator 
– verbally and written - and must have 
10+ years experience in remanufactur-
ing.  ISO, lean manufacturing, etc. is a 
plus.  Excellent salary and benefits to 
the right candidate.  All resumes_ will be 
held in the strictest confidence. Please 
email resumes to:  dbland@atra.com, 
Subject: GEARS-BB# 012010.

HELP WANTED: High volume shop 
in Sacramento, California – Seeking a 
builder with extensive knowledge and 
capability to build and diagnose the 
latest model American, Japanese and 
European units. (i.e. 5R110W, AW55-
50, JF06E, etc.) Top pay for the right 
builder. Great environment to work in 
with paid holidays. Only the best want-
ed, will help pay relocating expenses. 
Call West Coast Transmission, Inc. at 
(916) 348-3962 or fax resume to: (916) 
348-3967 or email: westcoasttransmis-
sion@yahoo.com. ATRA Mbr

HELP WANTED: California – If you are 
a technician with 2 to 3 years of experi-
ence in rebuilding transmissions, doing 
diagnostics & general repair, call Al at 
Al’s Transmissions in Turlock, CA (209) 
634-5229 or fax resume to (209) 634-
5257 today. All work areas are inside 
with modern equipment and all rebuild-
ing tools plus upgraded scanners for di-
agnostic. You could be looking at long 

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

July 2010

AISIN SL SOLENOID REPAIR TOOL KIT
With this AMAZING TOOL KIT you
can disassemble 5 and 6 speed
Aisin Solenoids, repair and

reassemble them AS NEW, all in a
matter of minutes, and all for less
than the cost of a new 6 speed

valve body!
See the movie and BUY ONLINE

at an amazing price!
www.seal-e-zee.com
ONLINE PRICE INCLUDES
WORLDWIDE SHIPPING.

See the movie & ORDER ONLINE at
www.seal-e-zee.com

TRIED &
TESTED

THROUGH
OUT

EUROPE

Gears Advert:American Ad  21/4/10  17:55  Page 1
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term employment in a very clean work environment with 
a guarantee of 32 hours per week if willing to do odd jobs 
during slow times. Hours 8:00 to 5:00, Monday through 
Friday. For more information visit our website at:  www.
alstransmissions.com.    ATRA Mbr

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

HELP WANTED: Repair facility located in Rancho Cu-
camonga, California is seeking experienced transmission 
R&R technician for all makes and models. Knowledge of 
Honda/Acura Automobiles and diagnostic experience pre-
ferred.  Medical, Dental and 401K benefits offered. Submit 
resume to rory@hnatrans.com or fax (909) 941-9460 at-
tention: Rory.  (Drug Screen Required)  ATRA Mbr

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!
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CALENDARCALENDAR

8/7/10 Los Angeles, CA
9/9/10 – 9/12 ATRA's Powertrain Expo, San Antonio, TX
9/25/10 Chicago, IL
10/9/10 Portland, OR
10/16/10 New York, NY

ATRA Technical Seminar Schedule
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Experts agree: 
If it still runs hot, the only 
thing left to do is KOOL-IT.®

From the makers of Lubegard

Professional transmission technicians have known 
for years that LUBEGARD® is the only proven 
product that shows REAL results reducing heat in 
transmissions: 

“...Temperature at this time ran as high as 246˚F. My 
first response was to try a cooler, which lowered the 
temperature by 26˚F. I also decided to try a bottle of 
LUBEGARD to see if their claims really worked. To 
my surprise, it lowered the temperature another 15˚F. 
(No, they didn’t pay me to say that.)”  - Bill Kleckner, 
technical author in July 2000 Transmission Digest 

So that’s why it should come as no surprise that the 
LUBEGARD radiator line, called KOOL-IT®, 
outperforms its competitors just as we do in 
transmissions. Don’t just take our word for it! 

Excerpt from Article—Modifications; Do They Really Work? 

The only product of its kind, 
used, endorsed, recommended 
and approved by multiple 
OEM’s

# 60902

The only product of its kind, 
used, endorsed, recommended 
and approved by the largest 
radiator manufacturer and 
supplier.

©2010  ILI. All rights reserved.

Field-tested 

and approved  

by the largest 

radiator 

manufacturer

# 96001
See page 19 inside
for more details.

www.Lubegard.com
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