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15 Sonnax Solutions for the Toyota
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Toyota A750E/F
Shown Here 

PROBLEM SOLUTION Tool Required Part Number

• Converter apply/release codes
• Burnt converters
• Harsh lockup

 1. Lockup Relay Valve Kit F-147741-TL7
& VB-FIX 147741-07K

 2.  Secondary Pressure Regulator Valve Kit F-147741-TL4
& VB-FIX 147741-10K

• Insufficient line rise in drive ranges
• Higher-than-normal reverse pressures

 3. Boost Valve Assembly 147741-01K

• Low/High line pressure
• Soft and/or harsh shifts

 4.  Oversized Main Pressure Regulator  
& Boost Valve Assembly Kit

F-147741-TL4
& VB-FIX 147741-04K

• Various complaints of leaking end plug
• Complaints relating to pressure loss

 †5. O-Ringed End Plug Kit      A760E/H & A761E Only 147741-30K

 6. O-Ringed End Plug Kit               A750E/F Only 147741-31K

• Solenoid codes
• Shift complaints

 7.  Solenoid Modulator Valve Kit F-147741-TL5
& VB-FIX 147741-05K

• Harsh up/down shifts
• Flare upshifts 
• Gear ratio/solenoid mechanical codes

 †8.  Clutch Control Valve Kit     A760E/H & A761E Only
F-147741-TL14
& VB-FIX 147741-14K

 9.  Clutch Control Valve Kit              A750E/F Only
F-147741-TL22
& VB-FIX 147741-22K

• Harsh downshifts
• RPM surge on coast
• Overheated fluid 
• Converter apply/release complaints

 10.  Lockup Control Plunger Valve  
& Sleeve Kit

147741-37K

 11.  Oversized Lockup Control Valve Kit F-147741-TL16
& VB-FIX 147741-16K

• Shift complaints & codes
• Harsh shifts
• Burnt bands 
• Flares

 12. Accumulator Control Plunger & Sleeve Kit 147741-35K

 13. Accumulator Control Valve Kit F-147741-TL24
& VB-FIX 147741-24K

 14. Brake Control Valve Kit F-147741-TL28
& VB-FIX 147741-28K

•  Leaky, jammed or bound B2  
accumulator piston

 †15.  B2 Accumulator Piston        A760E/H & A761E Only
F-147741-TL13
& VB-FIX 147741-13
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Ihave a great customer service semi-
nar to tell you about. It’s chock full 
of great real world content, specific 

to transmission and auto repair businesses 
in your area, you can take whenever it’s 
convenient for your busy schedule, and 
best of all, it’s absolutely free — no strings 
attached. Interested? I thought so. 

For the sake of full disclosure, it’s not 
really a seminar, but the learning potential is 
as great as any seminar I’ve ever attended. 
I’m talking about the social online review 
sites. You know the ones: Yelp, Mahalo, 
Yahoo Answers, and others.

Most shop owners I know spend some 
time on these sites to make sure that noth-
ing negative has been posted about their 
shops. If something is posted, they want 
to respond, to tell their side of the story. 
Sometimes shop owners employ web ser-
vice companies to monitor these sites con-
sistently, for the same reason. 

That’s all well and good — no one 
wants bad reviews or negative publicity for 
their businesses. And by at least responding 
to the situation you might help alleviate a 
potential customer’s feelings about calling 
your shop. 

But the real potential for learning via 
these sites is what’s in the positive reviews. 
Reading what makes customers satisfied 
might seem like a no-brainer to you. We all 
know what customers want, right? 

Fair price, honesty, competency, some-
one they can trust, sincerity, and all the 
other adjectives we tend to throw around 
when discussing what our customers expect 
from us. Here are some excerpts from such 
positive onsite reviews pertaining to trans-
mission repair that seem to have a recurring 
theme with positive reviews: 

“Totally trustworthy and honest.”
“…is professional, efficient, knowl-

edgeable, and very nice…” 

“Great communication.”
“You never feel like they’re ‘finding’ 

things to charge you for, but are just taking 
care of what needs to be done and are hon-
est about things that don’t need to be fixed 
right away.”

Most of the reviews are stories from the 
customers’ perspectives. All of them have a 
common thread — actually two: emotions 
and expectations. 

Let’s take a look at each 
thread: 

Emotion — Our emotions are linked 
directly to our actions. In fact, I could argue 
that without emotion, there would be no 
action. This is true from both a negative 
and positive perspective, as most negative 
reviews stem from an emotional outburst of 
“beware of this shop or person.”

The same is true with positive reviews. 
Why else would customers take time out of 
their busy schedules to write reviews about 
your shop unless they’re emotionally moti-
vated do to so? They wouldn’t. 

If emotion is the motivator for custom-
ers to sing your praises for all to hear, then 
how does one evoke such emotion? The 
answer lies in the second thread common to 
all reviews on the sites: expectation. 

Expectation — If you’re constantly 
meeting your customers expectations — 
fixing their problems for an agreed amount, 
completing the work as promised, and 
delivering exactly what you said you were 
going to — then you’ll soon be out of busi-
ness.

Out of business? By giving them what 
they expect? 

Yep. Because today, the key to grow-
ing your business is to do more. You can’t 
just meet their expectations; you have to 
exceed those expectations. There’s simply 
too much competition and not enough cus-

tomers for that model to work in today’s 
marketplace. And this isn’t unique to our 
industry.

The simple fact is that, if you want to 
grow your business to the level of success 
your hard work deserves, you’ll have to 
consistently exceed your customers’ expec-
tations. To do this you’ll need to focus on 
it. Every customer you and your company 
comes in contact with needs to feel (remem-
ber: emotion) that their expectations were 
exceeded. If they don’t, you’ve missed a 
onetime opportunity to grow your company.

If you fail more than you succeed at 
this, it’ll only be a matter of time before 
you run out of those opportunities. Your 
focus, your intentions, your goals, need to 
be whatever it takes to exceed every cus-
tomer’s expectations, every time they have 
an encounter with you and your business. 

Doing this doesn’t guarantee the posi-
tive reviews on those sites, but not doing so 
can almost assure you of getting more than 
your fair share of negative ones; doesn’t 
seem fair, I know, but it is the reality. 

The story of how Whatever It Takes 
transmission Parts (page 16) provides us 
with a great, real-world example of what 
constantly exceeding customer expectations 
can do for a company. Dennis Madden talks 
about the importance of putting people 
before profit in our What’s Working column 
(page 40) and how doing so gives you a leg 
up on your customers’ emotional meter. 

So do yourself a favor next time you’re 
surfing the web, and bounce over to one of 
the online review sites. Focus on the posi-
tive reviews shops are getting and remember 
that, in addition to fixing cars, your business 
is all about emotions and expectations. Do 
that, and I am sure you’ll agree that it’s the 
best customer service seminar you’ve ever 
attended — or your money back!

by Rodger Bland
members.atra.com

www.atra.com

FROM THE EDITOR

What Customers 
Really Want… listen!
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Automatic Transmission Parts
Hard Parts
•	OE	Manufacturer,	Aftermarket	New,	

Remanufactured,	&	Used
•	Clutch	Drums
•	Shafts
•	Front	Pumps
•	Planets
•	Valve	Bodies
•	Complete	Line	of 	Miscellaneous	parts
Torque	Converters
•	Complete	line	of 	CVC	Remanufactured	
Converters

Soft	Parts
•	Master	Kits
•	Banner	Kits	(Less	Steels)
•	Overhaul	Kits
•	Paper/Rubber	Kits
•	Filters	&	Kits
•	Frictions
•	Steels
•	Bushing
•	Modulators
•	Washers
•	Bearings
•	Gaskets
•	Bands
•	Flex	Plates	&	Flywheels
•	Speedo	Gears
•	Mounts
•	Coolers
•	TeckPak	Conversion	Kits
•	Superior	Shift	Correction	Packages
•	Detent	Cables
•	Transgo	Reprogramming	Kits
•	Transgo	Shift	Kits

Standard	Transmission	Parts
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•	Standards
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Remember that Old-Time Service?
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Every once in a while it’s nice 
to have a silver bullet: a quick 
fix to get a problem vehicle 

out the door. In this article we’re going 
to look at a common problem on the 
4L60E, 4L65E, and 4L70E caused by 
a problem with an input speed sensor. 
ATRA began reporting TSS related 
problems, mostly because of mismatch-
ing parts, starting in 2005 so these 
problems are nothing new. But there 
is a problem you’re likely to see and is 
simple to fix.   

Before we do that, let’s start with 
a little background: The input speed 
sensor wasn’t used on all 2006-2007 
applications (figure 1), so there may 
be some confusion over build combi-
nations for these units. Some of the 
parts between the ISS-equipped and 
non-ISS-equipped applications can’t be 
intermixed. 

A failure to identify the build com-
bination you’re working with may result 
in problems with line pressure, TCC 
operation or clutch apply or release. 

Five design variations have 
occurred between non-ISS applications 
and the final, fully functional ISS appli-
cations. These changes include:
•	 Redesigning the turbine shaft 

— Repositioning the seal rings 
on the shaft and adding an ISS 
toothed wheel.

•	 Redesigning the pump cover — 
Updating the passage design and 
passage position in the stator sup-
port sleeve, and adding a boss to 
the cover for the ISS.

STREET SMART

by Mike Brown
members.atra.com

www.atra.com

ATRA began 
reporting TSS 

related problems, 
mostly because of 

mismatching parts, 
starting in 2005

Figure 1

A Silver Bullet 
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•	 Shortening the pressure regulator 
valve train to make room for the 
input speed sensor wiring and 
connector.

•	 Updating the wiring harness for 
the input speed sensor.

•	 Adding DTCs for ISS diagnos-
tics.

Turbine Shaft  
Design Variations

Four non-ISS shaft sizes are  
available:
•	 245mm/258mm shaft (P/N 

17803688)
•	 280mm/300mm shaft (P/N 

17803687)
•	 300mm HD/300mm M70 (P/N 

17803686)
•	 258mm PHT (P/N 17803685) 

Three ISS equipped shafts are 
available:
•	 245mm/258mm (P/N 24232438)
•	 280mm/300mm (P/N 24230653)
•	 300mm HD/M70 (P/N 24230654)

So now that we’ve covered a little 
background on the system, let’s take a 
look at this problem… and that silver 
bullet I promised.

Harsh Shifts; 
Code P0717

We first learned about this problem 
from a tech call on a 2007 Suburban 
C1500 5.3L equipped with a 4L65E. 
The vehicle came into the shop with a 
complaint of a harsh shift and the Check 
Engine light on. So the first thing the 
technician did was hook up the scan 

tool and check for codes.
On this vehicle the only code was 

DTC P0717 — Input Speed Sensor 
(ISS).

So his first step was to pull up the 
diagnostic information for code P0717. 
What he got was six pages of circuit 
descriptions, conditions for running the 
DTC, conditions for setting the DTC, 
action taken when the DTC sets, condi-
tions for clearing the DTC.

Then he found 15 steps of diag-
nostic procedures for isolating and 
diagnosing code P0717. This is good 
until he reached step 5, number 2:

“Connect the J 38522 variable sig-
nal generator to the AT ISS signal cir-
cuit at the AT 20-way connector, engine 
harness side.”

Honestly, how many of you have 
the J 38522 variable signal generator? 
Unless you work for a dealership, the 
answer is, probably not many. The 
technician didn’t, and that’s where his 
problem began.

Without the J 38522 variable sig-
nal generator, he couldn’t continue to 
follow the diagnostic procedure. This 
technician decided the next logical 
thing to do would be to replace the 
(ISS). The only drawback to that was 
the sensor is inside the transmission.

The (ISS) assembly is a three-
wire, Hall Effect sensor that’s mounted 
inside the transmission on the oil pump 
assembly. The ISS gear meshes with 

the gear teeth on the turbine shaft. To 
replace the ISS you have to remove the 
transmission and pump.

So he did: He pulled the transmis-
sion, removed the pump, and replaced 
the ISS. Then he reassembled the trans-
mission and reinstalled it into the vehi-
cle. And then he took the vehicle out 
for a road test. On the road test the MIL 
came back on, code P0717 returned, 
and once again he had harsh shifts.

This is where he called the ATRA 
HotLine. 

My first question was, “How long 
did it take for the code to set?” I waited 
while the technician cleared the code 
and started to drive the vehicle. That’s 
when I heard him say a very naughty 
word. “Now it’s not shifting at all! 
Wait, the Check Engine light came back 
on and it’s shifting again!”

So I had him drive the vehicle 
back to the shop to run some electrical 
checks. 

About the ISS Signal
The ISS signal is an input the TCM 

uses to control line pressure, shift pat-
terns, TCC slip speed, and gear ratio. 

When code P0717 sets, the TCM:
•	 commands maximum line pres-

sure.
•	 freezes transmission adapts.
•	 calculates a default ISS RPM.

A failure to 
identify the build 

combination you’re 
working with may 
result in problems 
with line pressure, 
TCC operation or 
clutch apply or 

release. 

Figure 2

STREET SMART: A Silver Bullet 
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Replacing the sensor didn’t keep 
the code from coming back, so we can 
be pretty sure that’s not the problem.

A quick check of the wiring sche-
matic (figure 3) shows the ISS has 
three wires: power feed, sensor sig-
nal, and ground (referred to as "Low 
Reference"). The power feed to the sen-
sor also feeds the shift solenoids; since 
the vehicle still shifts when the code 
sets, the power was probably okay.

Next was the sensor signal; the 
ISS is supposed to send a variable 
frequency signal to pin 3 at the trans-
mission control module (TCM). Signal 
frequency should increase with input 
shaft speed. In this case it stayed at 3 
Hz. But there was a signal there, so the 
circuit was probably okay, too.

The only thing left was the ground 
to the sensor from pin 45 at the TCM to 
pin V at the transmission connector. A 
quick check showed that the computer 
wasn’t supplying ground to the ISS sen-
sor. Without ground, the sensor won’t 
create its signal.

The technician spliced a chassis 
ground into the sensor ground wire, 
and suddenly the sensor was providing 
a variable frequency signal. After clear-
ing the codes, the technician drove the 
vehicle; no further problems, and no 
more code P0171.

This is your silver bullet: a ground 
wire to the ISS ground circuit. Tie in a 
ground wire to pin V at the transmis-
sion (Make the splice on the inside of 
the transmission so it’s a clean repair).  

This ground wire has fixed several 
calls to the ATRA HotLine about DTC 
P0717, without creating any other prob-
lems to the system. It’s fast… it’s 
easy… and it works perfectly.

So before you pull it, make sure 
you check it. That’s not just smart, 
that’s street smart!

Figure 3

STREET SMART: A Silver Bullet 
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In the last issue of Keep Those 
Trannies Rolling, we took a brief 
look at what makes the 2011 

Chevrolet Volt tick. In this issue, we’ll 
look at the diagnostic routines used to 
keep the 4ET50 transmission rolling 
down the road.

A Little Bit about  
the 4ET50 Transmission

The 4ET50 transmission is a fully 
automatic, variable-speed, electronical-
ly controlled, front wheel drive trans-
axle consisting of these components:
•	 torque dampener assembly
•	 main and auxiliary fluid pump
•	 planetary gearset (used for gear 

reduction)
•	 two hydraulic clutches
•	 one mechanical clutch
•	 hydraulic control system
•	 two internal electric generator/

drive motor assemblies
The generator/drive motor assem-

blies are identified as generator/drive 
motor A (rated at 55kW) and gen-
erator/drive motor B (rated at 111kW). 
Generator/drive motor A is primarily 
used to start the internal combustion 
engine, charge the on-board battery 
systems, and assist generator/drive 
motor B with vehicle propulsion when 
needed. Generator/drive motor B is pri-
marily used to propel the vehicle down 

the road.
The main transmission assembly is 

controlled by the transmission control 
module or TCM (located on the valve 
body assembly) and the power inverter 
module, or PIM (located on top of the 
transmission assembly).

The TCM controls shift timing 
and feel by controlling two shift sole-
noids, six variable-bleed pressure con-
trol solenoids, and a torque dampener 
pressure control solenoid (all located 
on the TCM/valve body assembly). The 
TCM, solenoids, and valve body are 
only available as an assembly.

The TCM is capable of adaptive 
learning, which provides consistent 
shift feel and transmission durability. 
The PIM controls the two generator/
drive motors, located in the transmis-
sion.

The 4ET50 transmission offers 
five selectable gear ranges:

1. park
2. reverse
3. neutral
4. drive
5. low
Now that we’ve covered the prin-

ciples of how the 4ET50 transmission 
operates, it’s time to look at how to 
diagnose and repair the transmission 
control system.

Diagnosing the 4ET50 
Transmission

Diagnosing the 4ET50 transmis-
sion electrical system is pretty straight-
forward. Before performing any diag-
nostic routines on the 4ET50 transmis-
sion, always perform a Pre-Diagnostic 
System Check, which includes:
•	 Verify that the 12V low voltage 

battery is fully charged.
•	 Make sure the battery connections 

are clean and tight.
•	 Check that the fuses are intact.
•	 Verify that the wiring harnesses 

and connections are secure.
•	 Make sure there are no aftermar-

ket devices installed that could 
affect the computer system opera-
tion.   

Diagnostic System Check
Before starting any diagnostic 

routine, always perform a Diagnostic 
System Check, which includes:
•	 Verify the customer’s complaint.
•	 Perform a recall/bulletin search 

for related problems.
•	 Determine whether the problem is 

mechanical or electrical.
•	 Connect your scan tool and check 

for codes in all on-board control 
modules.

•	 Identify and document any codes.

Keep Those Trannys rolling

Diagnosing the 
2011 Chevrolet Volt
4ET50 Transmission

by Pete Huscher
members.atra.com

www.atra.com
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•	 Determine a course of action.
Once you’ve completed the 

Diagnostic System Check, you’re ready 
to begin the diagnostic routine.

Diagnostic Routine
By now you’ve verified the cus-

tomer’s complaint, determined whether 

the problem is mechanical or electrical, 
and checked for codes. You should 
have enough information to choose 
a course of action to resolve the cus-
tomer’s complaint.

In this issue, we’re going to focus 
mainly on the electrical side of the diag-
nostic routines and leave the mechani-

cal issues for an upcoming Getting to 
Know the 4ET50 Transmission article.

Diagnosing the 4ET50 electrical 
system is pretty straightforward. After 
accessing the DLC connector with your 
scan tool and documenting any codes in 
each of the on-board computer systems, 
you’ll want to clear all codes and test 

Code Description Action to be Taken 
P0601, P0606, P060B, P062F, 
P016F3, P16F7, P16F8 or P179B  

Internal TCM failure Ck TCM power & grounds, possible faulty TCM   

P0634 TCM Over-temp Ck trans overheat, ck cooler flow, ck faulty TCM 
P0667, P0668 or P0669 TCM temperature sensor circuit Ck TFT circuit, ck wiring, connections, possible faulty TCM 
P06AC, P06AD or P06AE TCM power-up temp sensor 

circuit 
Ck TCM power-up temp sensor, ck TFT operation, possible faulty 
TCM

P0711, P0712 or P0713 TFT sensor circuit Ck TFT circuit, wiring, connections, possible faulty TFT sensor  
P0721 OSS performance Ck OSS signal w/scanner, compare to ABS VSS reading, 
P0751 or P0752 SS1 performance Ck SS1 operation, ck SS1 in valve body 
P0756 or P0757 SS2 performance Ck SS2 operation, ck SS2 in valve body 
P0776 or P0777 PCS 2 performance Ck pressure, ck PCS2 operation, ck TFP operation, ck v/body, ck 

2-3-4 clutch operation  
P077B OSS direction incorrect Ck OSS, wiring, connections, o/put shaft 
P0796 or P0797 PCS 3 performance Ck pressure, ck PCS3 operation, ck TFP operation, ck v/body, ck 

variable low 1-2 rev clutch operation 
P079A Clutch #1, slip detected Ck pressure, monitor slip w/scanner, ck solenoids, ck valve body, 

air ck 1-3-rev clutch circuit  
P079B Clutch #2, slip detected Ck pressure, monitor slip w/scanner, ck solenoids, ck valve body, 

air ck variable high 2-3-4 clutch circuit 
P079C Clutch #3, slip detected Ck pressure, monitor slip w/scanner, ck solenoids, ck valve body, 

air ck variable high 2-3-4 clutch circuit 
P07A3 Clutch #1, stuck on Ck pressure, monitor slip w/scanner, ck solenoids, ck valve body, 

air ck variable low 1-2-rev clutch circuit 
P07A5 Clutch #2, stuck on Ck pressure, monitor slip w/scanner, ck solenoids, ck valve body, 

air ck variable high 2-3-4 clutch circuit 
P07A7 Clutch #3, stuck on Ck pressure, monitor slip w/scanner, ck solenoids, ck valve body, 

air ck 1-3-rev clutch circuit 
P0961, P0962 or P0963 Line pressure solenoid 

performance/electrical 
Ck pressure, ck wiring, ck connections, ck LPCS circuit, ck 
possible valve body (figure #3)   

P0965, P0966 or P0967 PCS #2 performance/electrical Ck pressure, ck wiring, ck connections, ck PCS #2 circuit, ck 
possible valve body/TCM assembly   

P0969, P0970 or P0971 PCS #3 performance/electrical Ck pressure, ck wiring, ck connections, ck PCS #3 circuit, ck 
possible valve body/TCM assembly 

P0973 or P0974 SS1 electrical Ck SS1, ck wiring, connections, ck possible valve body/TCM 
assembly  

P0976 or P0977 SS2 electrical Ck SS2, ck wiring, connections, ck possible valve body/TCM 
assembly 

P1762 Trans Mode Switch Counter Ck wiring, connections, ck ECM power/grounds, reprogram ECM  
P1824, P182A-P182F, P1838 or 
P1839 

Internal Mode Switch circuit Ck wiring, ck connections, ck IMS circuit, ck TCM 
power/grounds, ck possible TCM/valve body assembly (figure #4)

P215B VSS/OSS not plausible Ck OSS reading in scanner, compare to ABS VSS reading, 
reprogram/replace affected module 

P214C OSS wheel speed not plausible Ck OSS reading in scanner, compare to ABS VSS reading, 
reprogram/replace affected module. 

P2534 or P2535 Ignition 1 circuit Ck battery voltage at TCM terminal #13, ck TCM power/grounds, 
ck ignition feed circuit 

P2537 Ignition Accessory circuit Ck battery voltage at TCM terminal #15, ck TCM power/grounds, 
ck accessory feed circuit 

P2714 or P2715 PCS #4 performance Ck pressure, ck PCS4 operation, ck TFP operation, ck v/body, ck 
possible TCM/valve body assembly 

P2719, P2720 or P2721 PCS #4 performance/electrical Ck pressure, ck PCS4 operation, ck v/body, ck possible TCM/valve 
body assembly 

P2728, P2729 or P2730 PCS #5 performance/electrical Ck pressure, ck PCS5 operation, ck v/body, ck possible TCM/valve 
body assembly 

Figure 1
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drive the vehicle.
During the test drive, try to dupli-

cate the customer’s complaint. After 
the test drive, check whether any codes 
have reset. Repair all non-transmis-
sion related codes stored in the system 
before starting any diagnostic routines 
on the transmission control system.

Refer to figure one for a list of 
codes and definitions that you may find 
while scanning the TCM. Note: Figures 
3 and 4 are mentioned in this chart.

After performing any repairs on 
the 4ET50 transmission, reset the trans-
mission adapts to ensure proper trans-
mission operation (figure 2).

Failure to perform the reset trans-
mission adapts procedure after any of 
these repairs may result in poor trans-
mission performance, DTCs, or a com-
plete transmission failure. 

Resetting Transmission 
Adapts

Use your scan tool to reset the 
transmission adapts. The scan tool will 
prompt you through the reset proce-
dure. 

1. Follow the reset procedure steps 
on your scan tool.
[CAUTION] If you fail to main-

tain the required conditions 
anytime during the adapt reset 
procedure, your scan tool will 
abort the procedure. If this 
happens, the transmission will 
be left in a neutral state until 
the TCM shuts down. If that 
happens:

•	 Turn the key off.
•	 Disconnect the scan tool.
•	 Wait more than 30 seconds 

before retrying the reset pro-
cedure again.

2. Once you’ve completed the reset 
procedure, exit back to the main 
screen in the scan tool, shut the 
scan tool off, and unplug it from 
the DLC connector.

3. Turn the vehicle off and allow the 
TCM to power down.

4. Turn ignition key on. This will 
complete the Reset Transmission 
Adapts procedure.

5. Road test vehicle to verify proper 
transmission operation.

High Voltage System 
Service

If you’re working around the vehi-
cle’s high voltage system or performing 
a major repair to the transmission, such 
as an R&R or a rebuild, you’ll have to   
disable the high 
voltage system. 
Use the following 
procedure to safely 
disable the high 
voltage system.

Dangers and 
Warnings 
Related to 
the High 
Voltage 
System

Follow all high 
voltage safety pro-
cedures. Failure to 
follow the proce-
dure exactly may 
result in serious 
injuries or death 
due to electrocu-
tion.

Before attempting to work on any 
high voltage system, be sure to wear the 
proper Personal Protection Equipment:
•	 Wear safety glasses with side shields 

whenever you’re within 50 feet of 
the vehicle, whether you’re indoors 

Reset Transmission Adapts after the following Repairs

1. Internal transmission service or overhaul
2. Valve body Repair
3. TCM/valve body replacement
4. TCM software or calibration update
5. Any service performed in response to a shift quality concern

Following Conditions Must be Met before Resetting 
Transmission Adapts

1. Drive wheels Blocked
2. Parking brake applied
3. Service brake applied
4. Zero percent throttle angle and no external RPM control
5. Transmission fluid at normal operating temperature 
    (158°-239° F)
6. Transmission selector lever cycled between Park & Reverse  
    3 times

Figure 2Figure 2

Diagnosing the 2011 Chevrolet Volt 4ET50 Transmission

Figure 3
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or outdoors.
•	 Use certified and 

up-to-date Class 
“0” insulation 
gloves, rated at 
1000V, equipped 
with leather protec-
tors. 

	Inspect the gloves 
visually and func-
tionally before use.

	Wear the insulated 
gloves at all times 
when working with 
the high voltage 
battery assembly, 
whether the system 
is energized or not.

Disabling the 
High Voltage 
System

To disable the 
high voltage system:

1. Disconnect and remove all 12V 
battery chargers and the AC 
charge cable from the hybrid bat-
tery charger receptacle.

2. Remove all keyless entry trans-
mitters from the vehicle and 
secure the transmitters in a safe 
place at least 50 feet from the 
vehicle.

3. Attempt to start the vehicle with 
the ignition mode switch. It 
should not start.

4. Disconnect the 12V battery.
5. Remove the manual-service dis-

connect, located in the console 
(figure 5).
•	 Place the manual disconnect 

in a secure place, outside the 
vehicle.

•	 Cover the exposed, high-volt-
age opening with a UL-listed 
insulating tape rated at 600V.

6. Wait 5 minutes before continuing. 
This will allow the high voltage 
capacitors to discharge.

7. Check for voltage at the high volt-
age terminals. If there’s no volt-
age at the high voltage terminals:
•	 Remove the T6 power inverter 

module cover. (See part 1 in 
the January issue of Gears 
for information on the power 
inverter module).

•	 Disconnect the X3 harness 
connector from the T6 power 

inverter module.
•	 Wait 5 minutes before con-

tinuing. This will allow the 
high voltage capacitors to dis-
charge.

•	 Disconnect the X4 harness 
connector from the T6 power 
inverter module.

8. Check for voltage at the high volt-
age terminals. 

If the high voltage terminals have 
less than 3V, it’s safe to service the 
vehicle.

Enabling the High Voltage 
System

To enable the high voltage system:
1. Connect the X4 harness connector 

to the T6 power inverter module.
2. Connect the X3 harness connector 

to the T6 power inverter module.
3. Install the T6 power inverter 

module cover.
4. Install the manual service discon-

nect (located in the console).
5. Reconnect the 12V battery.
6. Start the vehicle.

If the vehicle starts, it’s ready to 
return to service.

Well there you have it: We’ve 
taken a brief look at the diagnostic rou-
tines, reset adapts procedure, and the 
procedures to disable the high voltage 
system for the 4ET50 transmission.

Look for upcoming GEARS arti-
cles where we’ll look at the rebuild pro-
cedures for new 4ET50 transmission, to 
keep these trannys rolling.

Figure 5

Diagnosing the 2011 Chevrolet Volt 4ET50 Transmission

Figure 4
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Leave it to Corteco® to introduce a new, easy 
way to install lip seals and bonded pistons 
that prevents damaging the seal. Introducing 
the Lip Wizard™, available exclusively in 
TransTec® transmission kits. 

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

A Division of Freudenberg-NOK T: 419.499.2502 • F: 419.499.2804 • Milan, OH

Every so often, 

new technology comes along 

that completely changes  

the way we do things.

Use your smart phone 
to scan this code for 
Lip Wizard installation 
instructions.



Healthy businesses grow from 
happy customers. When a 
customer has money on the 

line, they expect a job done correctly, at 
the right price, on time and with a good 
warranty backing up your work. 

What keeps them coming back 
and telling their friends and neighbors 
positive news about your shop is not 
just ordinary service—it’s extraordi-
nary service. Customers want to know 
you’ve done whatever it takes to solve 
their transportation problem. 

Back in 2000, when Kenny Hester 
first formed his transmission parts dis-
tribution company, he not only made 
this sentiment its mission statement—
he made it the name. We call it WIT, 
but they are much more than a unique 
name. 

In the twelve years since 
their inception, Whatever It Takes 
Transmission Parts—WIT—has prided 
themselves on going above and beyond 
to exceed their customer’s needs. Their 
devotion to the industry has made them 
one of the fastest growing distributors 
in the country and they have played a 
key role in keeping shops across the 
nation well-stocked and busy. They are 
a company founded on the principles 
of hard work and dedication to service. 
They pride themselves on their ability 
to help their customers help their 
customers. The people at WIT won’t 
just encourage you to go the extra mile; 
they’ll be right with you every step of 
the way!

Good business boils down to three 
things: A strong group of employees, 
both knowledgeable and invested in 
company growth. As an extension 
to that principle, the entire company 

needs to care about and encourage 
industry growth. But most importantly, 
a company needs to understand its 
customer and be willing not just to 
deliver, but to over-deliver by going the 
extra step. 

The Extra Step – What 
WIT Does

Don’t take our word for it. Anyone 
with access to the internet could locate 
with just a few clicks any number of 
brochures and articles praising WIT 
and the good work they do—but talk 
is cheap. Lucky for WIT (and for their 
customers), they’re able to put their 
money where their mouth is. The proof 
is in the pudding.

Employee Owners
We’ve already established one 

facet of success is an invested staff 

of employees willing to work for the 
customer first. The task is easier said 
than done as most of you know. So 
where does WIT find these people? Is 
there some secret trick to snagging top 
notch staff members?

Actually, no! WIT’s secret to 
employing the best people is, like most 
of the things WIT does, simply common 
sense, but extremely effective. 

WIT is one of a handful of 
companies in our industry to carry the 
proud title of ESOP, Employee Stock 
Ownership Program. Essentially, this 
boils down to the fact every one of the 
people WIT employs is automatically an 
Owner or Associate. The responsibility 
for success of WIT rests squarely and 
equally on everyone’s shoulders. 

This means every time a 
transmission shop calls for a part, or 
needs help getting a customer’s car out 

WIT Florence: Andrea Heathcock, Tyler Strait, Tyler Haraway, Nick Yerbey, Anna O’Steen, 
Rodney Peters, Andy Montgomery, Chanel Williams, Scott Adams, Algie Waddell, 

Kiristie Gray, Blake Berry, Emily Gautney, Pam McCullough, Amanda Newton, 
Adam Peters, Linda Childers, Teresa Little, Melinda Thompson, Elizabeth Caldwell, 

Dana Brewer, Deedie Simpson, Joey Peters

A Unique Name For 
A Unique Business

Proving They’ve Got
What It Takes Kenny and Mike Hester Looking Over a New 

Transmission Layout
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the door on time, the WIT associate 
dealing with the transmission shop is 
fully invested in solving the problem. It 
is their business!

Another important reason WIT’s 
employees are so good at what they 
do is work experience. Virtually every 
member on WIT’s staff has worked 
in the transmission industry, some for 
many years. Other employees are newer 
fresh faces helping the industry to renew 
and expand itself, but the common 
factor is they know transmissions.  

Kimberly Stevens, one of WIT’s 
Outside Sales Representatives, is the 
face of the company to many shops 
around the country. She has been in 
the business fourteen years—four with 
WIT—and works as sort of a middle-
man between WIT and their customers. 
Her main objective is to do Whatever 
It Takes and use whatever resources 
she has to make sure the rebuilding 
customer has everything they need to 
succeed.

“Because a lot of us have been in the 
industry a long time—we have avenues 
to help the customers other distributors 
may not have,” says Stevens. “Many of 
WIT's sales people are former builders. 
They know where the customer is 
coming from. A lot of customers tell me 
they like that, some rely on it. If the shop 
or rebuilder customer has a problem, 
they can contact their sales rep and get 
ideas on how to fix that problem.”

Another WIT employee, Art 
Fowler, who has been in the industry 
over thirty-five years and with WIT 
since the start, adds: “You’re not just a 
number to us. You’re a breathing human 
being that has problems and issues, and 
we want to deal with them until we get 
them taken care of.”

That’s the secret: hiring individuals 
with a passion for the transmission 
rebuilding industry and for the 
rebuilding customer. Employees at WIT 
love what they do. Sharing the passion 
is a perk of the job, not a procedure 

from a book. 
“There’s nobody at WIT who 

wouldn’t bend over backwards to help 
the customer,” continues Stevens. 
“That’s one of the reasons I came here. 
Because it’s employee owned, and 
that’s the type of people we are— it’s 
what makes this company thrive.”

Engaged With The 
Industry

WIT cares deeply about the health 
of the transmission industry as a 
whole and they understand it is always 
evolving. Because of this, the company 
has done everything in their power to 
educate themselves and their customers 
about industry trends, prices, and 
products.

In addition to their ever expanding 
catalog of parts, WIT also sponsors 
seminars to educate shop owners about 
new and changing industry trends and 
technology, as well as sales seminars 
that teach mechanics how to sell the job.

WIT Nashville

Art Fowler handling orders and taking care of his customers.

WIT Scranton

Kimberly Stevens
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“You might be a natural mechanic, 
but you may not be a very good sales 
guy,” says Kenny Hester, President 
and CEO of WIT. “I don’t care who 
you are, in today’s world you’re going 
to need some help, we all do. I really 
don’t understand why people wouldn’t 
want to rub elbows with guys who are 
in the same business they’re in and have 
the same difficulties. In competitive 
markets like ours, taking advantage 
of every opportunity to expand your 
business and knowledge is the key to 
success. WIT is here to help”

WIT appreciates the benefits 
industry seminars have to offer not 
only to shop owners and builders, but 
also to their own sales and technical 
staff. That’s why every WIT sales 
representative attends a minimum of 
two seminars each year. 

You will often find WIT production 
employees, buyers, or catalog and 
product development staff at training 
seminars too. WIT tries to set up 
training seminars in every market they 
service, whether they have an actual 
location there or not, to both share and 
gain valuable knowledge.

“An awful lot of shops started on 
a shoestring,” says Hester. “Through 

hard work and 
dedica t ion—
going to 
seminars for 
t e c h n i c a l 
training and to 
learn new skills 
– these shops 
have become pretty successful business 
models. I think, we as a company, will 
always have to do those things. Training 
is probably more important today than 
it has ever been.”

More Than A Motto
“Whatever it takes.” It’s the motto, 

the name, it’s the Who We Are —it 
peppers every conversation one has 
with a WIT employee. But what does 
it really mean? WIT prides itself on a 
people first philosophy. You’d be hard 
pressed to find another business that 
takes customer service as seriously as 
WIT does, but how far are they willing 
to go?

Picture this: A family with the kids, 
on their way to a national theme park 
for a weeklong vacation, rolls into your 
shop late on a Friday afternoon. You 
need a part for their transmission— 
now—in order to keep their vacation 

on schedule. The kids are getting 
antsy, and you can tell the parents are 
worried. You know the best thing to do 
for your customer is to come in the next 
morning and fix them up—and you’re 
willing to do that—but what about the 
part? Where are you going to find a 
distributor who is willing to get a part 
to your shop after hours right before the 
weekend?

Cue WIT. There are countless 
stories just like this, in which a part is 
delivered to a shop at the drop of a hat. 
The lengths this company is willing 
to go to keep a shop performing at 
its highest potential are staggering. 
Everyone in the business has heard 
a story or two about WIT’s personal 
service.  

If your customer is in a big bind, 
the part might be delivered personally 
by a branch manager in his own pickup 
or any staff employee for that matter. 

WIT Fort Worth: Duane Deter, Michele Haley, Nanette Harshbarger, 
and Les Roycroft

WIT Denver: L to R - Tim Chetwood, Jasmine Adams, Zack Wiley 
and Scott Carter

WIT Louisville

Margie Easterly Assembling Rebuild Kits
Michael Earley Performing The Dyno-Test 

Of A 41Te Transaxle

Michael Seabolt Preparing a 5Th Gear For 
The NV 5600 Unit Rebuild

Bob Watson Installing An Oversized 
Pump Gear Jared Krauth Polishing a Drum Joe Rhodes Rebuilding a TF-81SC
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There are instances where a WIT 
associate has driven over one-hundred 
miles—one way—to make sure his 
rebuilding customer gets the part he 
needs when he needs it.

While these larger than life cases 
are impressive, equally as admirable 
are the little things WIT does to keep 

the customer happy. When you call 
WIT, your call will be answered by a 
real person — not an automated voice 
prompt asking you to repeat every sixth 
word you say, until you can’t remember 
why you called in the first place. 

WIT is famous at the ATRA 
PowerTrain Expo for donning their 
bright yellow uniform shirts with bow 
ties and offering people on the show 
floor a refreshing cold soda pop at their 
exhibit booth. They realize making 
themselves happy, successful and 
enjoying their work means keeping 
their customers happy and successful. 
Simple stuff, eh? 

Part for part, mile for mile, WIT is, 
and will remain, the industry standard 
for good business and great service. 
Excellent customer service, their staff 
and their passion for the industry keeps 
them at the top of their game.

Plenty of companies boast about 
their achievement, which is fine—it’s 
only natural. But when it comes time to 
put up or shut up, the folks at WIT are 
proud to be able to confidently put their 
money where their mouth is for just one 
reason. They’ll do What Ever It Takes!

WIT Chicago

WIT Indy Branch: L to R: Mike Waldschmidt sales rep,Randy Bittle 
sales rep, Joe Trahan Branch Manager, Charles Mack Warehouse 

Manager. Tampa: L to R: Rick Foreman, Paula Matos, Charles Bandy

WIT Dallas: Francisco Galvan Does “What Ever It Takes” 
To Assist A Customer

WIT St Louis

James Scherffius

Nanette & Stephanie Crowell – Night DriversMark Hartford & Bill Robinson – Sales Al Eastman – Warehouse Manager Mike House -  Branch Manager
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You know, this profession sure 
has seen some changes over 
the years. Not too many years 

ago the only thing you had to worry 
about was building a quality transmis-
sion. Today, you can build the best unit 
in your county, install all the right parts, 
perform the repair like a deranged per-
fectionist, and still the unit comes back 
with a failure.

This scenario is starting to play out 
all over the country. No matter where 
you live, no matter how good you are, 
many technicians are seeing comebacks 
they’d have never seen just a few years 
ago.

It’s an interesting situation because 
the technicians at the dealer level also 
experience this problem. The problem 
has gotten so bad that manufacturers 
have taken action in an attempt to limit 
their exposure.

So what’s the source of these prob-
lems that seem to have no cause? 
It may be an aftermarket calibration. 
Most shops are aware that there are 
calibrations available that significantly 
increase engine torque over the stock 
calibration, but how does one find 
them, and why would they cause a 
problem?

The powertrain is designed to 
handle a specific amount of torque. 
In fact, many OEMs detune their cali-
brations due to the limitations of the 
stock drivetrain. While the aftermarket 
calibrations are typically designed for 
“off-road use only,” we’re all aware 
that these calibrations aren’t remaining 
off road.

Many of the vehicles you’re 
called upon to repair have performance 
enhancing software installed. It’d be 
nice to have a method to identify those 
non-OEM calibrations. On late model 

GM vehicles, you can do so by check-
ing the Calibration Verification Number 
(CVN).

To locate the CVN for a vehicle:
1. Access the GM TIS2WEB web site

located at http://tis2web.service.gm.com. 
You can also search GM service and 
choose:

•	 GM Service and Parts 
Operations, then…

Black Magic: 
The Art of Finding an 
Aftermarket Calibration by Steve Garrett

members.atra.com
www.atra.com

Figure 1

Figure 2
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•	 TIS, then…
•	 Vehicle Calibration 

Information (figure 1)
2. Once at the web site, enter the 

vehicle VIN in the box and press 
GET CAL ID (figure 2).

3. At the new screen, highlight the 
controller you wish to check for 
calibration. Click Next (figure 3).

4. At the new screen you’ll again be 
able to select the type of calibra-
tion information you’re interested 
in.

5. You also have another choice, 
which you should take advantage 
of: Click the box for Complete 
History, then click Next. This will 
give you access to all of the cali-
brations for the various modules 
(figure 4).

6. The web site will now display your 
Calibration ID as a part number.
The part number is typically listed 

as CAL ID on your scan tool. 
Compare the part numbers 
from the web site to the CAL 
ID number on your scan tool 
to determine if your software 
is current.

7. The web site also includes the 
CVN with the part number. On 
your scan tool you will typically 
find the CVN with the CAL ID 
information. Many scan tools 
include both the CVN and the 
CAL ID as part of their data 
list parameters; other scan tools 
don’t, so you’ll need to choose the 
OBD-II GENERIC feature and 
then select MODE 9 to access the 
information.

8. The CVNs listed on the web site 
should match the CVNs on your 
scan tool.

If all of the CVNs match, the 
vehicle has a GM calibration installed. 
If a CVN fails to match, you’re dealing 
with an aftermarket calibration.

If you already have a calibration 
number and would like to get a CVN to 
check the calibration number against, 
place the calibration number in the 
CVN box on the web site and press 
GET CVN. The CVN will be displayed 
for the calibration number entered if it’s 
a GM calibration. If the display states 
Error or Invalid Part Number, you prob-
ably have an aftermarket calibration.

As mentioned before, modifica-

tions to the calibration will impact your 
ability to keep these vehicles on the 
road. Like the dealer, you must protect 
your business from financial exposure 
if the vehicle’s torque and horsepower 
have been modified.

In this instance, a little homework 
on your part can pay big dividends in 
the long run. Until next time, remem-
ber: “If there’s a way to do it better, 
find it.”

Black Magic: The Art of Finding an Aftermarket Calibration

Figure 3

Figure 4
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Some transmission problems are 
easy to fix; some are tough. But 
when you approach a transmis-

sion problem from how it works, rather 
than the parts installed, you can save 
a lot time and money in the diagnosis.

What’s really helpful is under-
standing the data collected from gaug-
es, scan tools, and schematics. The trick 
is to use the collected data like a visual 
map, to determine what’s working… 
and what’s not. 

4R100 Won’t Move
Here’s an easy example: A 4R100 

won’t move forward or reverse. For a 
4R100 to move requires three condi-
tions: 

1. It needs to have the correct line 
pressure at idle.

2. The converter must be charged 
with fluid.

3. There must be an internal me-
chanical connection between en-
gine and transmission, not includ-
ing the flexplate.

Collect Data
Always scan for codes first. In this 

case there aren’t any codes that are like-
ly to indicate the problem, but it’s still a 
good habit to get into. 

Next, connect a pressure gauge and 
check line pressure. It should be 55 to 
82 PSI in drive.

If line pressure is okay, check for 
flow to the cooler. If the transmission is 
creating cooler flow, you know the con-
verter is full. So you’re dealing with a 
mechanical failure somewhere. 

If line pressure is correct but there’s 
no flow to the cooler, the converter is 
empty. This points to a problem with the 
pump or converter valves in the pump. 

If line pressure is low, make sure 

the fluid level is correct. When in doubt, 
overfill by two quarts. Inspect the filter, 
pressure regulator, and pump.

If the transmission has no line 
pressure at all, you’re generally dealing 
with one of these three conditions:

1. the filter is plugged
2. the pressure regulator valve is 

stuck wide open
3. the pump failed 

In this case, there are no trouble 
codes. Line pressure is correct, indicat-
ing there are no problems with the filter, 
pump, or regulator valve.

The converter is charged with flu-
id, which we verified by checking fluid 
flow to the cooler. The flow to cooler 

The trick is to 
use the collected 
data like a visual 
map, to determine 
what’s working… 
and what’s not. 

A Shifting BuSineSS
Diagnostics and 
Driveability: 
A Functional Approach

by Mark Puccinelli
members.atra.com

www.atra.com

Figure 1
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is another indication that the pressure 
regulator valve and the converter valves 
are functioning correctly.

With good line pressure and flow 
into the cooler, we know the transmis-
sion has a mechanical problem: Some-
thing’s stripped or broken. This was a 
ten-minute diagnosis that provided data 
that proves a mechanical failure (figure 
1).

Of course, a mechanical problem 
doesn’t have to be in the transmission 
itself. Don’t forget the axles, or the 
transfer case on 4X4s.

4L60E 1-2 Slide Bump 
and 2-3 Flare Sets P1870

Anytime a transmission is slipping 
during a shift, think pressure rise prob-
lem… think gauge. Reading pressure 

on a scan tool can be misleading; avoid 
it. Keep four or five gauges in your tool-
box; they’re cheap if you purchase them 
from an industrial supply warehouse.

Start by collecting data from the 
vehicle. Start with your scan tool: cor-
rect and clear codes.

Next, while you’re still working 
with your scan tool, check PCS or 
Pressure Control Solenoid current on 
the data stream display. On a 4L60E, 
the current should be around 0.9-1.0 
amps at idle.

If you carefully brake torque while 
in drive, the current should drop as you 
open the throttle. Current range should 
be 0.9-1.01 amps at idle, 0.02-0.00 
amps at full throttle.

If the current doesn’t drop as you 
open the throttle, you’ve found the 

source of the complaint. To make sure 
the scan data is accurate, connect your 
DVOM to the PCS solenoid circuit and 
measure the current directly.

If you find there’s no current 
change, check the TPS/APPS or MAP/
MAF sensors for engine load input sig-
nal problems. Refer to your shop man-
ual for load input signal values specific 
to the vehicle you’re working on. 

If the vehicle has the proper cur-
rent drop in relation to throttle opening, 
it’s time for a pressure gauge. Compare 
line pressure and PCS current using the 
chart (figure 2).

Line Pressure Doesn’t  
Change with Current 

Check the line pressure at 1200 
RPM in park. The pressure should be 
62-97 PSI at 0.9 amps. Now check the 
pressure at 1200 RPM in reverse. There 
should be a distinct pressure increase in 
reverse.

610-485-9110 • kenktsi@comcast.net • www.transmission-specialties.com

                      Transmission Specialties  
carries a complete line of street and high performance 
transmissions, torque converter kits and individual 
components! Contact us today!
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✔ Billet Over-Sized Lock Up Plate
✔ Billet Aluminum Stator Caps 

Mention This Ad & Take  
An Additional 5% Off!

10” 4L80 Converter Kit or 
10” 4L80 Torque Converter

Anytime a 
transmission is 
slipping during 
a shift, think 
pressure rise 

problem… think 
gauge.

Figure 2

Diagnostics and Driveability: A Functional Approach
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Don’t worry about the pressure at 
idle: If the gauge shows an increase in 
pressure in reverse, then drops back 
to a lower value in park, it proves that 
the EPC boost valve, pressure regula-
tor valve, and pump slide are moving 
freely.

If you determine that the trans has 
line boost at 1200 RPM in reverse, 
check for these conditions:
•	 bad EPC solenoid
•	 plugged EPC boost feed hole  

(figure 3)
•	 plugged EPC filters
•	 actuator feed limit valve problem 

If the line pressure doesn’t change 
between park and reverse, check for 
these conditions:
•	 stuck EPC boost valve
•	 wrong size EPC boost valve and 

bushing combination
•	 stuck pressure regulator valve
•	 stuck pump slide

Note: A leak in the reverse circuit 
can create no boost or cause pressure 
loss in reverse. 

Review and Diagnosis
This 4L60E had reverse pressure 

boost at 1200 RPM, so we know the 
pressure regulator valve, slide, and 
EPC boost valve were working prop-
erly. It had no line boost in drive range, 
but PCS current was dropping properly.

This leaves three possibilities:
1. a bad EPC solenoid
2. an EPC boost feed hole plugged 

or missing
3. an actuator feed limit valve prob-

lem

The EPC boost feed hole was 
plugged with dried soap from the 
water-based parts washer (figure 3). 
And once again, examining and evalu-
ating the data provided a quick answer 
to a difficult situation.

So remember: When you’re faced 
with a transmission problem, think 
in terms of how it works, not parts 
replacement. And until next time, 
always keep your shifting business 
headed forward.

Figure 3
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by Mike Souza
members.atra.com

www.atra.com

In 2003, the Ford 5R110W — 
also referred to as the TorqShift 
— came into existence. It was 

first designed for use with Ford’s 6.0L 
diesel engine in their heavy duty truck 
line. 

This transmission is basically a 
redesigned 4R100: a 5-speed that’s 
actually a 6-speed. The transmission is 
capable of six ratios but the transmis-
sion only uses five ratios at a time, 
depending on the temperature. The 
transmission uses 4th gear ratio in cold 
mode and 5th gear ratio in hot mode 
operation.

In cold mode operation — about 
5ºF (–15ºC) — it shifts 1st, 2nd, 3rd, 
4th, and 6th. In hot mode — anything 
above 5ºF (–15ºC) — it shifts 1st, 2nd, 
3rd, 5th, and 6th. So in south Florida 
you might never see 4th gear. Then 
again, the 4th gear ratio is 1.09:1 and 

An Unusual Bind 
of a Different Kind

Figure 2

Figure 1

Fig. 1 ...the 
one common 

denominator for 
a bind in all these 
ranges would be 
if the overdrive 

clutches were 
staying on 

all the time.
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5th gear is 1.00:1, so who’d notice the 
difference?

At first this unit experienced major 
failures caused by an unfortunate low-
reverse planet design. The planetary 
pinion shafts would loosen up in the 
housing and walk out of the planet. If 
that wasn’t bad enough, the low-reverse 
ring gear hub had several large holes in 
it, so the pinion shaft might slip through 
one of the holes, causing some interest-
ing damage when it occurred while 
speeding down the highway.

One of the first set of changes to 
the 2005 model included redesigning 
the low-reverse planet, and eliminating 
the holes in the low-reverse ring gear 
hub, just in case the pinion shafts still 
walked out. Since then, 2005-and-later 
models have had far fewer problems.

Binds after Rebuild
A 2006 (or later) full-size Ford 

truck equipped with a 5R110W enters 
the shop; it has high mileage and is 
slipping when hot. The fluid’s burnt 
and there’s enough debris in the pan to 
justify an internal inspection. Just the 

Figure 3
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usual, everyday grind in the transmis-
sion repair business.

After a rebuild, the transmission 
exhibits an unusual bind in reverse, 
drive 3, and manual low; manual 2 is 
working fine. The transmission may 
feel like it’s taking off in a higher 
gear than 1st. These symptoms aren’t 
familiar problems with this transmis-
sion. Another look at the original repair 
order reveals there were no complaints 
like these before the rebuild: The only 
complaint was the transmission was 

slipping. 
The technician searched for any 

technical service bulletins, repair tips, 
or articles on this particular problem; 
there weren’t any. It had to be some-
thing caused during rebuild: what we 
refer to as a self-inflicted wound. After 
taking a close look at the transmission 
clutch apply chart (figure 1), the one 
common denominator for a bind in all 
these ranges would be if the overdrive 
clutches were staying on all the time. 
The coast clutch is on in reverse, man-

ual 3 and manual 1, causing the bind. 
But it’s not on in manual 2 or the Drive 
range so it’ll move, even though feels 
like it’s in a higher gear.

In the 2006-and-later model 
5R110W, the O/D pressure plate has 
a raised, stepped area on one side with 
an extended tab toward one tooth (fig-
ure 2). These plates are found mostly 
in the 5R110W with the PTO setup. 
When you install the plate in the case, 
the extended tab is supposed to face the 
valve body, or the 6 o’clock position 
(figure 3); flat side up.

If you don’t place the snap ring 
opening in the proper location during 
a rebuild (incorrect installation shown 
in figure 4), the O/D clutches will 
mechanically lock when you bolt the 
pump to the case. 

You can see the clutches through a 
small opening in the main case (figure 
5). You can check the clutches for free 
play through this opening with a scribe 
or thin screwdriver. You should feel 
noticeable movement in the clutches 
and steels to verify that they aren’t 
clamped down.

The only reason for this design 
change that makes sense was to add 
strength to the pressure plate. Not that 
I’ve seen or heard of any failure in this 
area with the earlier, flat-style plate. 
The early style plate will work fine in 
place of the later style, and some sup-
pliers only stock the earlier plate.

If you make this mistake, you’ll 
have no choice but to remove the trans-
mission from the vehicle and correct it. 
Of course the vehicle in question will 
probably be a four wheel drive, which 
you’ll be finishing late on Friday after-
noon and the customer needs to travel 
out of town the next day. But that’s the 
nature of the business…

An Unusual Bind of a Different Kind

Figure 4

Figure 5

If you don’t place the 
snap ring opening in the 
proper location during a 
rebuild the O/D clutches 

will mechanically lock 
when you bolt the 
pump to the case. 
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It takes a lot of commitment to 
remain in any business for more 
than half a century; maybe even 

more so in the auto repair business. The 
number of shops who’ve been around 
that long are few and far between, and 
when we do find one, they’re worthy of 
a profile on the pages of GEARS.

In this issue, we’re going to meet 
Dave Rideout, owner and opera-
tor of Rideout’s Transmission Repair. 
Founded by his father, Red Rideout, 
back in 1954, Rideout’s is the old-
est transmission shop in Evansville, 
Indiana. Dave came to work for his 
dad in 1969, and took over the business 
in 1992. He bought the shop from his 
father in 1995. 

“Back then it was Rideout’s Auto 
Repair; dad opened as a general repair 
shop,” says Dave. “But he fixed auto-
matic transmissions even back then. 
He went to Hydramatic school to 
learn how to fix them.” In those days, 
Hydramatics made up the bulk of the 
automatic transmission business, so the 

things Red learned there gave him 
a good jump on the industry.

Dave started out as a mechanic 
in his dad’s shop, doing R&R and 
general repairs. “I started building 
Powerglides and 400s and putting 
them on the shelves for exchange,” 
says Dave. “That’s how we slowly 
began the changeover from general 
repairs to transmission repair. We 
reached a point where we were 
doing so much transmission work 
that we just eliminated general 
repair altogether.”

Rideout’s supports six people 
including Dave: There’s Dave’s son 

Chris Rideout, who’s a rebuilder 
and the shop manager; and a second 

SHOP PROFILE

Rideout’s 
Transmission Repair:
Serving Evansville for Over 55 Years!

by Steve Bodofsky
members.atra.com

www.atra.com

Dave Rideout, owner and operator of Rideout’s Transmission Repair

Chris Rideout, rebuilder
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rebuilder, David Holly. And they have 
two R&R technicians: Ryan Littrell 
and Jacob Buttrum. Finally there’s 
Rodney Rideout, Dave’s eldest son, 
who answers the phone and handles the 
front office. Dave’s wife, Dawn, owns 
the shop with Dave, and, until recently, 
would come in occasionally to help out 
in the office.

Today, Rideout’s is primarily a 
transmission repair shop. They’ll han-
dle some ancillary repairs, such as 
mounts and drive axles, but their focus 
is on transmissions.

Adapting to Change
As transmission technology has 

become more complex, many shops 
have started switching over to remans. 
Not Rideout’s. Nearly every transmis-
sion they sell is custom rebuilt, right 
there in their shop.

In fact, one of the biggest chang-
es to the way they do business at 
Rideout’s was to separate job tasks. 
Back when they were first starting 
out in the transmission business, one 
technician would handle the job from 
start to finish: diagnosis, 
R&R, and rebuild.

Today, an R&R tech-
nician removes the trans-
mission, the rebuilder 
rebuilds the transmis-
sion, and the R&R tech 
reinstalls it. Diagnosis is 
shared between Dave’s 
son Chris, and Ryan, an 
R&R technician who 
Dave claims can “see in 
the dark. He can find any 
wiring problem, no mat-
ter how obscured it is.”

That’s not to say 
they’ll never offer a 
reman: “Once in a while, 
if a customer is likely 
to be away from home a 

Rideout’s Transmission Repair

Red and Vivian Rideout (their 50th Wedding Anniversary) 
Founders of Rideout's Transmission

David Holly, RebuilderRyan Littrell, R&R Technician

Chris Rideout at the bench

As transmission 
technology has become 

more complex, many 
shops have started 

switching over to remans. 
Not Rideout’s. 
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lot, we’ll offer him a reman,” explains 
Dave. “That way, if there’s a problem 
while he’s away from home, all we 
need to do is call the reman company. 
The reman company will find a nearby 
shop, ship out a new transmission, and 
pay to have it replaced. But for most 
other customers we prefer to rebuild 
them ourselves.”

Of course, cost plays an important 
factor in everyone’s business model, 
and Rideout’s is no exception. “There 
was a time when we’d refuse to install 
a used transmission. If the customer 
wanted a used transmission, we’d send 
them to the salvage yard and let them 
do the job. But today, if the customer 
really can’t afford a rebuild, we’ll try 
to find a used transmission to help him 
out.”

Longtime ATRA Member
Rideout’s opened about the same 

time ATRA was forming in California. 
And when ATRA began reaching out 
across the U.S. for membership, Red 
Rideout was one of the first shop own-
ers to jump onboard. “Our original 
ATRA Member Number was A527. 

We weren’t Charter Members, but we 
weren’t much past that,” says Dave.

Why ATRA? “Back then, ATRA 
was the best source — really the only 
source — for good technical informa-
tion. If you had a problem, there was a 
good chance someone else had it too. 
And very often ATRA had the solution 
before the problem ever showed up 
here.”

Of course, the technical support is 
just part of the reason. “There’s nothing 
better than being able to tell your cus-
tomers that, if they have a problem any-
where across the country, all they have 
to do is call, and I’ll be able to send 
them to an ATRA Member nearby,” 
explains Dave.

“I’ve been on both sides of that 
situation. I’ve had to help other shops 
whose customers have gotten stuck 
here, and I’ve had to send my custom-
ers to other shops across the coun-
try. I’ve never had a bad experience; 
they’re all true professionals.”

Longtime WIT Customer
This issue’s cover story is about 

WIT — Whatever It Takes transmission 

parts. And few shops have followed 
WIT longer than Rideout’s. “(WIT 
President) Kenny Hester used to come 
here in a box truck, selling torque 
converters,” says Dave. “Over time he 
began adding some hard parts that he’d 
pick up and rebuild, such as pumps and 
planet sets.

“Eventually he opened Hester 
Transmission Parts, or HTP, and we 
were one of the first shops they called 
on when they opened. And we con-
tinued to follow him when he opened 
WIT. Today we buy about 75% of our 
parts from WIT.”

Until recently, WIT’s nearest 
location was about two hours from 
Rideout’s shop. They’d usually order 
parts during the day, and WIT’s deliv-
ery person would drop them off in 
their lock box over night. But recently 
WIT made arrangements with a nearby 
parts store to warehouse parts right 
in Evansville. So now Dave can call 
and have most common parts delivered 
within 15 or 20 minutes.

So why WIT? Why not another 
transmission parts supplier? “When 
they opened, they chose the name 

Rideout’s Transmission Repair

Jacob Buttrum, R&R Technician David Holly at the bench
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more dates and locations to come!

2012 ATRA TECHNICAL SEMINAR

TRANSMISSION OVERVIEW

A CHANGING INDUSTRY

REGISTER TODAY!

There was a time — not so long ago — when tomorrow’s 
transmission was pretty much the same as yesterday’s. 

Today you’re lucky if a whole day goes by without something 
new reaching the streets. If you’re going to remain profitable, 

you need to keep on top of that ever-changing technology.
ATRA’s technical specialists spend their lives evaluating the 

latest trends, to provide you with everything you need to remain 
current… and profitable. So don’t let today’s technology leave you 

in the dust. Register for ATRA’s Technical Seminar today, and hold 
on tight: It’s your pass into the future!

Pre-paid Registration Costs:
ATRA Members: $149
Non Members: $189

On-site registration: $220
One free registration with every 4 paid.

800.428.8489
http://members.atra.com

GM:
4T65E
4T40
6T40/45/50 
6T70/75 
AF40/TF80SC
4L60E, 6L50/80/90
LCT 1000
Magna 3023/3024
Magna 1222/1225/1226
NV 236/NV 136
4L30E

CHRYSLER:
42/46RE
68RFE
545RFE
62TE
ZF8HP45
41TE
42LE
48RE
722.6 NAG 1

FORD:
6F35N
6F50/55N
AX4S
Torqshift
ZF CFT 30
Torqshift 6

IMPORT:
Honda 5 Speed
722.6 / 722.9
U241E
AW55-50SN
RE5R05A
4EAT/5EAT
RE5F22A
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‘Whatever It Takes’ for a reason. And they live up to that 
name, time and time again. I can count on them providing the 
right parts, every time.

“And their salespeople know their business. None of that 
‘What color is the car? How many doors does it have?’ non-
sense. They ask the right questions, and don’t waste our time 

with a lot of silly stuff.
“Sometimes we’ll put in our order a 

little late in the day; you know how things 
get in a shop. The WIT salesperson will 
tell us that we may have missed the deliv-
ery for the next day. But somehow they 
always manage to get it here on time,” 
says Dave.

Not Just About Fixing Cars
No one can spend every minute of 

their day fixing cars, no matter how dedi-
cated they are. Dave’s also a music aficionado; he’s a member 
of an a cappella singing quartet at his church. In fact, they 
even offer a CD: Visit www.cdbaby.com/cd/vocalex to listen 
to samples of their work or to order a copy.

And he’s an enthusiastic guitarist, in the finger style that 
Chet Atkins made famous. Maybe not quite up to Chet’s level 

of play, but he has fun with it.
Of course, we’re all car people, and 

Dave and his dad Red are no exceptions. 
Red put together an impressive collec-
tion of cars from the ’40s, ’50s, and 
’60s. And Dave recently sold his 1970 
Chevelle that he rebuilt and restored 
from the ground up.

Passing the Half Century 
Mark

So how did they do it? How did 
they manage to remain successful for 
so many years? “The thing I learned 
from my father, and that I passed on to 
my sons, is the key to this business is 
honesty and integrity. If the customer 
doesn’t need it, we don’t sell it. That’s 
the reputation that we’ve built over the 
years, and it’s served us well. It’s that 
simple.”

Sounds almost too simple. But then, 
after more than half a century — and 
three generations — of honest, depend-
able service, it’s no wonder that the 
folks of Evansville have learned to trust 
Rideout’s for their transmission repairs.

Rideout’s Transmission Repair

Co-owner Dawn Rideout, 
helping out in the office

Rodney Rideout, answers the phone and 
handles the front office

G-CorAutomotive.com
1.877.888.5160 toll-free
614.444.5160 | 614.444.5165 fax
2148 Refugee Road | Columbus, OH 43201

170,000 sq. ft. waReHOuse

Hard Parts.
Need One? Need 100?

Can’t find what you’re  
looking for?

G-COR has the largest inventory of 
used automatic transmission 

hard parts in the USA!

Just Ask!

gcor-td-475x475-A.indd   1 1/17/12   6:49 PM
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Call you local NAPA Auto Parts Store for more information.

Along with our extensive transmission parts offering,  
NAPA also stocks a full line of automotive repair 
parts to fulfill your expanding service offerings.
There is no need to waste time calling around to find  
the parts, or waiting on special order items to arrive.
With our EXPANDED inventory, NAPA Auto Parts 
has the parts you need to get the job done!
Same day delivery.

Premium Automatic 
Transmission Parts

Automatic Transmission Parts•	
Filters/Filter Kits »
Gaskets »
Master Overhaul Kits »
Seals »
Solenoids/Sensors »
Electronic Harnesses »
Transmission Bands »

Transmission Mounts•	
Engine Mounts•	
Torque Strut Mounts•	
Radiator Caps•	
Fuel Caps•	
Oil Caps•	
Blower Motors•	
Radiator Fan Motors•	

No Need to  
Look Any  
Further

NAPA Auto Parts is Your First Call For:

napa 312.indd   2 2/21/12   5:19 PM
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People Before Profits. 
No, this isn’t part of 
a campaign slogan 

or a fancy catchphrase; it’s a 
simple way of stating what we 
learned in the initial study of 
successful shops back in 2006 
and how we’re seeing more 
and more shops benefit from 
its implementation.

Let’s go back for a 
moment and rediscover what 
we learned back then. Then 
we’ll consider a few other 
ideas we’ve discussed over the 
years to really add clarity to 
some of the challenges shop 
owners face today. 

One of the first things we discov-
ered was that shop owners who were 
customer centric scored higher (were 
more profitable) than those who were 
profit centric. It may seem obvious, but, 
as the survey revealed, not everyone 
had the customer as the primary reason 
for being in business.

Focusing on the customer does 
more than simply help manage your 
attitude if something goes wrong: It 
helps to define why you’re in business 
in the first place. And more importantly, 
it helps explain why certain business 
models work for some people and not 
others. 

Here’s what I mean: A common 
discussion on ATRA’s What’s Working 
forum is whether to include general 
repair as part of a shop’s service model. 
Or, the subject might be whether to use 
remans. It doesn’t really matter what 
the specific topic is, because invariably 
we wind up with two camps: those in 
agreement and those opposed to it.

So the question becomes… why? 
I mean, if using remans is the way to 

go then why would some people be 
opposed to it? And if including gen-
eral repairs was the salvation for one 
person’s business, how can other shop 
owners discredit that decision and not 
consider it for their businesses? 

I suggest the reason has largely 
to do with your business model; more 
specifically, whether you operate in 
Generation II or Generation III. We’ve 
discussed Gen II and Gen III many 
times in GEARS: Simply put, it char-
acterizes what we learned back in 2006 
with regard to putting profits vs. people 
first. 

Let’s use some examples to illus-
trate this: Let’s say there’s a nation-
al transmission chain called Maarco 
Transmissions. They have 800 fran-
chise shops in the USA and Canada and 
have a national advertising campaign. 
They’re pretty much known by every-
one with a car.

They use a detailed script for 
the sales staff at each center and it’s 
designed for two main purposes: to get 
customers to bring their car in, and to 

sell an average of $650 worth of service 
to each customer that does come in.

The key to this model is that, when 
consumers have transmission problems, 
their first thought is Maarco, and they 
make the call. From there the script 
takes over. The customer makes the 
appointment and comes in based on 
how well the salesperson follows the 
script.

This is the essence of what we’ve 
characterized as the Generation II 
model. It’s the art of making sales by 

WHAT'S WORKING

Putting People 
Before Profits by Dennis Madden

members.atra.com
www.atra.com

if including general 
repairs was the salvation 

for one person’s business, 
how can other shop own-
ers discredit that decision 

and not consider it for 
their businesses?
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establishing a need and overcoming 
objections. This model has been hugely 
successful for decades and continues to 
work as long as transmissions fail and 
customers come in. 

But now there are more choices 
for consumers. With the availability of 
reman transmissions, today’s consum-
ers can go to their local general repair 
shops for transmission work. And then 
you have the problem of transmissions 
lasting longer. These two factors result 
in fewer phone calls to Maarco.

The answer? Sell more stuff. Enter: 
Maarco Complete Car Care. Now there 
are more reasons for consumers to call 
and a whole range of other services to 
sell. It’s kind of like a fishing tackle 
shop expanding into hunting rifles and 
camping gear. The business model is 
the same, there’s just more to sell.

So, in this case, expanding into 

general repair was a good move for 
Maarco: It allowed them to continue 
using their business model and increase 
sales.

Now let’s look at another fiction-
al example: Aaction Transmissions in 
Oklahoma City. They’ve been around 
for about 20 years and have a good 
reputation in town. In their heyday they 
had remarkable sales, but about five 
years ago their sales began to drop, and 
now they’re pretty much stagnant.

Fred, the owner, has struggled to 
keep the doors open and he cites his 
problems as a result of remans and the 
fact that transmissions last longer. He’s 
increased the size of his Yellow Pages 
ad and about a year ago opened a web 
site. 

Still, he’s lucky to get about three 
major jobs per week. He knows how 
to sell but his problem is the phone 
doesn’t ring. He’s considering expand-
ing into general repair, or at least some 
additional repair to supplement what 
little transmission work he has.

Fred’s situation is an example 
where adding more services may only 
delay the inevitable. Fred’s problem 
isn’t that he doesn’t know how to fix 
cars or sell his work at a profit; it’s that 
he doesn’t have an adequate customer 
base and no real way to increase it. A 
Generation II model requires a constant 
flow of new customers. Its success isn’t 
based on repeat customers, although it’s 

nice if you can get them.
If you think I’m being colorful 

here consider this: Take your car into 
one of the “Big Box” automotive ser-
vice centers and experience the Gen II 
sales routine for yourself. Go in for an 
oil change, then see how you feel when 
the service writer shows you a list of 
hoses, wiper blades, fan belts, shocks, 
etc. that you need to replace now, for 
safety’s sake. Once you go through this 
a few times you’ll understand why a 
customer’s backside puckers up after 
one of these sessions.

Consider the reality they go through 
when a $50 oil change turns into a $750 
repair. Then ask yourself whether you 
think they’d like to go through this all 
over again in 3,000 miles. I doubt it.

Now let’s look at a Generation 
III model: Chuck owns Reliable 
Transmissions in Fort Wayne, Indiana. 
He, too, has been in business for about 
20 years and admits that business is dif-
ferent than it was when he first opened. 

Chuck has stayed true to the idea 
of only working on transmissions, 
and he does most everything in house. 
He’s never taken a class on sales but 
always seems to have enough work. He 
belongs to a few social clubs in town 
and enjoys going to some of the school 
sports events. He also sponsors several 
of them: You can see the trophies and 
plaques from them all over his waiting 
area.

Putting People Before Profits

This model has been 
hugely successful for 

decades and continues to 
work as long as transmis-
sions fail and customers 

come in. 
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Chuck does things a little differ-
ently though: If he finds something 
wrong with a customer’s car that’s not 
transmission related, he refers them to 
a shop down the street. He’s also tried 
talking a few customers out of rebuild-
ing their transmission when he thought 
the car wasn’t worth the cost. They usu-
ally want to fix them anyway though. 

You see, Chuck has always looked 
out for his customers’ best interests and 
never sold work he didn’t think was 
necessary. Many of Chuck’s customers 
have gone through the Gen II hard sale 
before and found Chuck’s approach 
refreshing. Now Chuck’s customers 
keep asking him to handle the general 
repair work he normally refers to other 
shops, so he’s thinking about expanding 

into other services. 
If you questioned Fred and Chuck 

about doing general repair work, Fred 
would most likely say, “I couldn’t sur-
vive without it.” Chuck, on the other 
hand, would likely remark, “I have 
more than enough transmission work to 
keep me busy.”

Both Fred and Chuck are thinking 
about adding some general repair work 
to their businesses, but for different 
reasons. Fred doesn’t have enough cus-
tomers so he needs to sell more work 
to each one. Chuck is considering it 
because of his customers’ insistence. In 
fact, Chuck may even consider using a 
reman from time to time when he gets 
so busy he can’t turn a repair around 
quickly enough. 

Chuck is operating under a clas-
sic Generation III business model. The 
purpose of his business is centered on 
the customer, not sales. Consequently, 
he has more business and more sales 
than Fred, who struggles to get custom-
ers in the door and needs the general 
repair work to make ends meet. 

At the beginning of the What’s 
Working study we found a lot of guys 
like Chuck: They were successful, but 
couldn’t really explain why. It wasn’t 
until a few years later, as we found 
more Chucks — and more Freds — that 
the explanations for his success became 
clear.

It was Chuck’s customer-first atti-
tude — putting people before profits — 
that provided him with greater profits. 
Chuck didn’t go through any training to 
learn this; it’s who he is. That’s the bad 
news for the Freds out there; it’s not 
part of their makeup.

The good news is Fred can learn 
to be more customer centric. Fred can 
learn to run his business like Chuck’s, 
but he’ll have to tackle his fear of los-
ing every opportunity to make a sale. 
He’ll have to learn to put his customers 
first… he’ll have to learn to put people 
before profits. 

Editor’s note: ATRA’s What’s Working program can 
help people like Fred understand how to turn their 
business into a Generation III operation. The ideas 
and concepts developed for the program are the 
result studying successful shops. 
Each year, ATRA brings these ideas to the ATRA 
Powertrain Expo and local seminars. If you’d like more 
information about the What’s Working program 
contact Rodger Bland at rbland@gearsmagazine.com

Putting People Before Profits
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 Transfer cases have traditionally been 
tested as part of the transmission or bench 
tested on homemade jogboxes.  Neither option 
allowed the user to be sure that  he had thor-
oughly tested the transfer case, 
nor did they let him process the 
data in any kind of a meaningful 
way.  Now there is a better way. 

 G-TEC, an industry leader 
in service and testing equipment 
for over 20 years, has built a com-
puterized, dedicated transfer case dyno for both 
manually-shifted and electronically-shifted 
transfer cases. 

 This new transfer case dyno was de-
signed for maximum efficiency .  For example, 
a barcode scanner allows for fast and easy cod-
ing of the transfer cases.  The tester can be inte-
grated into a conveyor line if the user chooses.  
Cradles move the transfer case into position 
with mounting plates already attached.  The 
mounting plate is lifted into position by the 
electric hoist and quickly clamped into place. 

TEST MANUALLY- AND ELECTRONICALLY-SHIFTED TRANSFER CASES 

G-TEC BUILDS  
WORLD’S FIRST TRANSFER CASE DYNO 

 G-TEC used their experience in building 
transmission dynos to take advantage of avail-
able technology with the transfer case dyno.  
The tester comes with front and rear electronic 

eddy current load cells using 
S-LINK torque sensors.  This 
allows computer-controlled 
resistance and recording of 
torque and RPM data.  The 
operator can build and modify 
his test  procedures with the 

user-friendly script builder, and data is reported 
in a number of ways on a virtual dash board.  
The dash board features color graphs and virtual 
gauges showing input and output RPM, torque, 
and load.  All data collected can be saved and 
printed. 

 For more information, or to place an  
order for your transfer case dyno, 

call 1-800-725-6499 

or visit 

www.g-tec.com 

THIS NEW TRANSFER 
CASE DYNO WAS 
DESIGNED FOR 
MAXIMUM EFFICIENCY. 

gtec adv 312.indd   2 2/22/12   10:43 AM



Gold Sponsors:

Plant tour: Friday, April 20th 
Technical presentation and plant tour at Exedy America’s 
state-of-the-art facility in nearby Mascot, TN will take 
place on April 20th. 

Seminar: Saturday, April 21st  
A full day of seminars is scheduled with some of the 
industry’s best speakers. Breaks and a luncheon will 
be provided as well. In addition to the seminar you 
will have the opportunity to meet with many of your 
favorite suppliers.

Host Hotel:  
Holiday Inn World’s Fair Park Downtown 
Room rates: $99. plus tax 
When booking, reference TCRA to get the  
reduced rate until March 29th.

Seminar fee: 
Includes transportation to Exedy tour, admission to 
seminar and exhibits, breaks and luncheon.

Tuition/Fee:
Members – first attendee:  $250

Members – subsequent attendees:  $150

Non-members – $295

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

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

Platinum Sponsors:

Exedy America has announced they will be 
hosting the 2012 TCRA Seminar

tcra 112.indd   2 2/22/12   10:57 AM



800-346-6091 • www.exedyusa.com
Available through all authorized WDs & Jobber Shops

#1 supplier in Japan to all 
11 Japanese vehicle manufactures 

for their transmission related 
products. {Last 60 years.} 

OE to GM and Ford in the US.

 The choice of professional technicians, for 
a do it once reason related to installation 
problem with inferior brands.

 Exedy is the OE. Your parts are 100% 
tested to work in vehicle it was originally 
made for.

 An OE supplier cannot stop an OE 
production line and Exedy product will not 
fail you, costing lift down time, during 
installation and premature wear.

Ask for the Original 6F50/55 
OE Friction Kits from your distributor. 

Part # EFK282 and EFK283

SETS THE STANDARD 
in Wet & Dry Friction

OE Torque Converters
Damper & Fluid Technics

World’s Largest 
Manufacturer 
of OEM & 
Performance 
Clutches

Automatic Transmission OE
 Wet & Dry Friction Technics

 Automatic transmission related products        Standard stick shift products

EXEDY is the Leader in Powertrain Products to the OEMs

exedy plcd.indd   2 2/17/12   7:55 AM
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Finding the right resource has 
always been a challenge… 
especially when you’re looking 

for something specifically targeted to 
transmission repairs. But access to the 
transmission industry just became a 
whole lot easier with the new GEARS 
Buyer’s Guide… now offered as an 
online, interactive search directory.

Looking for parts manufacturers 
or suppliers? New, used, or remanu-
factured? Business services or con-
sultants? It doesn’t matter: Now those 
contacts are always just a click away.

Virtually a Who’s Who for the 
transmission industry, the GEARS 
Buyer’s Guide has long been the most 
comprehensive directory for providers 
who serve the business of transmission 
service and repair.

For many companies, it was like 
our industry’s very own Yellow Pages. 
Businesses depended on the exposure 
they received from the Guide, and 
focused considerable effort and expense 
making sure they received prominent 
placement every year.

But as we’ve discovered, the 
Yellow Pages is quickly losing its com-
petitive edge. Internet search engines 
have begun to encroach on its services. 
Consumers want to perform targeted 
searches for the products or services 
they’re looking for, instead of paging 
through dozens of generic ads for com-
panies that may be able to satisfy their 
needs… or then again, may not.

Search Easily with the 
GEARS Online Buyer’s 
Guide

That’s why we’ve introduced the 
all-new, GEARS online Buyer’s Guide 
for 2012. No more paging through list-
ings in the hopes of finding one that 
might relate to your needs: Just enter 
your requirements and click “Search.” 

In the blink of an eye, you’ll have 
the names and contact information for 
every company that offers what you’re 
looking for… right at your fingertips. 

“The new online Buyer’s Guide 
was the next logical step in its evolu-
tion,” says GEARS Managing Director 
Rodger Bland. “The old-style, paper 
guide was a valuable tool, but it was 
time to take it into the computer age and 
take advantage of the electronic search 
functions and just-in-time update capa-
bility that the internet format provides.”

The new GEARS online Buyer’s 
Guide works just like an internet search 
engine. But unlike those more familiar 
search engines with the silly-sounding 
names, the online Buyer’s Guide only 
lists businesses that serve the transmis-
sion repair industry.

Want to find a marketing compa-
ny? The GEARS online Buyer’s Guide 
will return a list of companies that spe-
cialize in marketing automotive repair 
businesses. Looking for a business 

coach? Every listing the online Buyer’s 
Guide returns will be for someone well-
versed in your business model.

That’s a valuable advantage, 
because when you’re calling for a ser-
vice, the last thing you want to do is 
spend your time teaching your consul-
tant about your business. You called 
for their expertise, not the other way 
around. And the businesses listed on 
the GEARS online Buyer’s Guide all 
specialize in serving the transmission 
industry.

Let’s look at how the new online 
Buyer’s Guide works: You find your-
self in need of a special tool. You saw 
the tool last year at Expo… or maybe 
it was on the pages of GEARS a few 
issues back; you don’t really remember 
exactly where you saw it or who was 
selling it… you just know it’s out there 
and you need it. 

In the past, you’d have to dig 
through back issues, trying to find the 
ad you remembered seeing. Or contact 

i n t r o d u c i n g
the All-New GEARS 

Online Buyer’s Guide!

Click Here
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someone from ATRA to see if they know 
who was offering the tool you saw. Or 
maybe paging through the old Buyer’s 
Guide, and calling businesses you think 
should be selling that tool, in the hopes 
they do. No matter which way you 
choose, you could easily spend hours 
looking for that obscure device.

Not any more: Now all you have to 
do is bring up the GEARS web page and 
choose the online Buyer’s Guide link. 
Select the Tools heading, then enter your 
search criteria. Just like that, anyone 
who’s listed that tool shows up on the 
screen. Click the web link to bring up 
their web site, or call them directly using 
the phone number on your screen.

Terrific for Suppliers Too!
The new GEARS online Buyer’s 

Guide isn’t just a terrific tool for shops; 
it’s even more valuable to suppliers who 
serve the industry.

Think about those old-style listings: 
You had to create an ad that clearly 
described the products or services you 
offered. So, if you’re a parts company, 
is that all you say? Or do you list all 
the parts you offer? No, that’d cover 
too much space; no one would ever find 
what they were looking for on that list…

And once you decided what to say 
and had your listing written, you had to 
live with it for the entire year. Someone 
found a mistake or you changed your 
service structure? That’s okay; you’d 
be able to correct your listing… next 
year. But for the next 12 months you 
were stuck with it exactly the way you 
wrote it.

That’s all behind us, because the 
GEARS online Buyer’s Guide lets you 
edit your listing any time you want… as 
many times as you want. Every provider 
gets a unique account name and pass-
word to access their listing, to tweak the 
wording, add keywords, or change the 
headings they’re listed under.

Got a new tool you want to 
announce? Add it to your keywords. 
Just like that, anyone who’s looking for 
that tool will be directed to your listing. 
Realized someone couldn’t find you 
with the keywords they chose? Change 
the keywords for your listing and it’ll 
never happen again.

Want even better coverage? GEARS 
offers special top-loaded listings with 
your company logo for a small fee. With 

the logo listings, every time your listing 
appears, it’s right at the top of the page, 
ahead of everyone in the basic listings. 
It’s just like Google’s Adwords, but you 
don’t have to pay for each click; just a 
single fee for preferred placement for 
the entire year.

The new GEARS online Buyer’s 
Guide: It’s the next logical step in the 
evolution of business-to-business con-

tact for the transmission repair industry. 
Simply point, click, and just like that 
you have the business listings you’re 
looking for. It’s like having your own 
personal business researcher right at 
your fingertips.

 

If your product or service is not found in the listing, type in what you are 
looking for. 

 

Click for Profile Page 
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OCTOBER 25 - 29

2012 ATRA
POWERTRAIN

EXPO

Trade Show
co-hosted with
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OCTOBER 25 - 29

Bally’s Hotel & Casino
Las Vegas, NV

(800) 358-8777
Room Rates as low as: $89/night

Cut-off Date: 10/1/12
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POWER INDUSTRY NEWS

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

correction -
in last month's issue we mistakenly 
identified (his name) our apologies. 

Merriweather Appointed  
Senior Product Manager  
for Corteco

The appointment of Greg 
Merriweather as senior product man-
ager for Corteco, the aftermarket busi-
ness of Freudenberg-NOK Sealing 
Technologies, was announced by Craig 
Stark, director of sales, marketing, 
product engineering and customer ser-
vice for Corteco.

“Greg is a widely respected and tal-
ented individual, and we are extremely 
fortunate to now have him on our man-
agement team. His wealth of experi-
ence and familiarity with the industry 
will be a big benefit to our customers,” 
said Stark.

Merriweather will be responsible 
for Corteco’s TransTec® automatic 
transmission and power steering lines, 
and products supplied to OE service 
customers. His purview will include the 
responsibilities of John Wozniak, trans-
mission product manager for Corteco, 
who’ll retire in February, 2012. 

“I’m excited about this opportunity 
to join the FNST team. The Corteco 
name and TransTec brand are known 
for quality and reliability in the indus-
try,” said Merriweather. “I look forward 
to working with the team in extending 
this legacy by developing products that 
meet and exceed customer expecta-
tions.”

Merriweather was most recently 
employed with Jacobsen (A Textron 

Company) in North Carolina as engi-
neering manager, and has worked in 
the engineering field for more than 15 
years. One of his most notable achieve-
ments came while working at Daimler 
Chrysler, when he and his team suc-
cessfully designed and launched the 
first heavy-duty, 6-speed automatic 
transmission (AS68RC) for Dodge 
trucks. 

Merriweather holds a BA and an 
MS in mechanical engineering. He’ll 
relocate with his family to northeast 
Ohio in the coming months.

Ford 4.0L OHC V6:  
Keep Your Oil Pump  
Intermediate Drive

Jasper Engines & Transmissions 
reminds installers to retain the oil pump 
intermediate drive from their Ford 4.0L 
OHC V6. This part isn’t supplied with a 
JASPER remanufactured engine. 

“There have been occasions where 
JASPER received a core and found the 
oil pump intermediate drive left in the 
block,” says Randy Bauer, JASPER 
Gas Division manager. “It’s vital that 
the part be swapped over from the core 
engine or replaced with a new one, or 
else the replacement engine will imme-
diately fail due to lack of oil pressure.”

The Ford 4.0L OHC V6 oil pump 
is driven by the intermediate drive 
through a hex-shaped shaft coming 
from the pump, located in the back 
valley of the engine. The intermediate 
drive is turned by a slant-cut gear that 
fits into a gear on the jackshaft, which 

is turned by a timing chain. 
There also have been instances 

where the intermediate shaft can’t be 
removed easily from the core. “The 
slant-cut gear of the intermediate shaft 
can hang on the jackshaft gear,” says 
Bauer. “The rotating assembly may 
have to be moved just enough to allow 
slack between the two gears, and easier 
removal of the intermediate shaft.”

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

Precision Introduces  
Piston Repair Kit for 
Mercedes 722.9

Precision International is pleased 
to announce that it’s now offering a 
new piston repair kit for Mercedes 
722.9 units, from 2005 – 2010. The 
part number for the piston repair kit is 
K56900K-99.

This kit compliments Precision’s 
complete overhaul kit line for the 722.9:

•	 K56900K Overhaul Kit
•	 K5600KW/O Banner Kit
•	 K5600K Master Kit
For more information, visit 

Precision International on line at www.
transmissionkits.com.

Also from Precision Inter-
national, New Kits for Toyota AB60 
E/F

Greg Merriweather
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Precision International now has 
banner, master and overhaul kits avail-
able for the Toyota AB60 E/F transmis-
sions.

These new kits are available for 
these vehicles:

•	 2007-11 Toyota Tundra 
•	 2008-11 Land Cruiser 
•	 2008-11 Sequoia 

Precision P/N Kit
K8600EXW/O Banner
K8600EX Master
K86900E Overhaul

For more information visit 
Precision International on line at www.
transmissionkits.com.

Also from Precision, New GM 
FWD Kits

Precision International now has 
available Banner Kits, Master Kits and 
Overhaul Kits for GM 6T30, 6T40, 
6T45 (MH8 Front Wheel Drive) trans-
axles.

These kits cover transmissions 
built from 2008-on. 

•	 KP5200ZW/O (Banner Kit)
•	 KP5200Z (Master Kit)
•	 KP52900Z (Overhaul Kit)
For more information, visit 

Precision International on line at www.
transmissionkits.com.

Sonnax Introduces New 
Vacuum Test Stand Kit

Vacuum testing is an efficient and 
cost-effective way to accurately evalu-
ate valve and bore wear. The Sonnax 
vacuum test stand kit, VACTEST-01K, 
takes the hassle out of gathering and 
assembling components, and calibrat-
ing a high-quality vacuum test stand.

The VACTEST-01K is suitable 
for use in any shop. Now you can 
test quickly obtain accurate, repeatable 

results and eliminate the guesswork in 
your valve body and pump body repair.

Test stand, instructions, tubing and 
fittings, foam mat, test plate, and a 
variety of test tips are included. Simply 
hook it up to your vacuum pump, 
calibrate as instructed, and add a new 
level of accuracy to your rebuilding 
expertise.

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

TransTec Introduces  
Kits for Toyota Prius  
P110, P111, and P112

TransTec is pleased to announce 
the availability of its new overhaul kit 
2581, which covers the Toyota Prius 
Hybrid transmission from 2000-3/09.

The first generation of the Prius 
Hybrid transmission came in two 
designs. The first was designated P110 

and P111 and can be easily identified 
by its six separate generator cables: 
three in the front and three in the rear 
of the transmission. This unit has a pan 
on the bottom.

The second design, known as the 
P112, can be identified by its two gen-
erator harnesses containing three cables 
each. This unit has no bottom pan.

The first design was produced from 
2000-03; the second from 2004-3/09.

Featured components:

Description
TransTec® 
P/N

Pan Gasket - Duraprene® 

P110 & P111
B11578

Front Seal B37203
Axle Seal - Right B29878
Axle Seal - Left B29164
O-Ring, Front Coolant 
Cover - Large

B47352

O-Ring, Front Coolant 
Cover - Small

B47353

Kit Number 2581 is in stock and 
available for immediate shipment. For 
more, visit TransTec on line at www.
transtec.com.

Tri Component 
Introduces a New Heavy 
Duty Bearing for the 
Allison AT 540

Tri Component announces that 
along with the heavy duty bearing 
SW-2-14, made in USA for Allison AT 
540, it will include an SW-2-19 heat-
treated race.

Now customers can buy a bearing-
and-race kit SW-2-14K for the same 
competitive price as the SW-2-14. This 
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allows the rebuilder to use new bear-
ings and matching races for a superior 
rebuild while containing costs. 

This bearing and race combination 
is just one example of the thousands 
of Tri’s products that have enabled the 
vast spectrum of the rebuilding industry 
to compete economically while main-
taining a high level of quality. 

Contact your Tri representative 
now at 718-402-2400 for a sample of 
the SW-2-14K heavy duty bearing.

A & Reds Now Offers  
New Jatco JF011E  
CVT Transmissions

A & Reds is very please to 
announce the availability of their new 
Jatco JF011E CVT transmissions. Many 
shops shy away from rebuilding CVTs 
because of the limited parts availability, 
high parts cost, and the many special 
tools required.

With the availability of these new 
CVT transmissions, transmission repair 
shops can make a nice profit on a sale 
they may have lost because of parts cost 
and availability.

For more information, contact your 
A & Reds salesperson at 1-800-835-
1007 or Rob Rasmussen, ext. 124.

Computerized 
Transfer Case Dyno 
from G-TEC Inc.

Six months ago a customer asked 
G-TEC to build a transfer case dyno 
with data acquisition for both comput-
er- and manually-shifted transfer cases.

What we thought would be a slam 
dunk project turned out to be the most 
difficult assignment we have ever faced. 
Not only was the tester to be used in 
high production, but we had a relatively 
small budget. Well, we did it… and 

are now ready to offer a computerized 
transfer case dyno to the rebuilding 
market. 

The tester comes complete with 
front and rear electronic eddy current 
load cells with S-link output torque 
sensors, providing computer-controlled 
resistance and allowing torque and 
RPM output data recording. The control 
stand contains the monitor, keyboard/
mouse controls, color printer, barcode 
scanner, and all the components that 
control the dyno and data acquisition.

The program has a user-friendly 
script builder that allows you to modify 
and build your own test procedures. The 
data is reported a number of ways on 
the virtual dashboard, such as input and 
output RPM, torque, and load gauges. 
All data can be saved and printed. 

High-volume production was given 
the highest priority in the design of this 
transfer case dyno. Cradles move the 
transfer case into position with attached 
mounting plates for speedy installation. 
The mounting plate is then lifted into 
position by the electric host and quickly 
clamped in place. 

Contact G-TEC for more informa-
tion on this brand new Transfer Case 
Dyno!

Superior Introduces 
the “Jimmy Clip”!

Superior’s latest, unique Problem 
Solver comes with its new band support 

tool. The Jimmy Clip is like a third hand 
for removing or installing any AODE, 
4R70W/E or 4R75E/W overdrive band 
servo piston.

No more fuss or hassle: Simply 
insert the Jimmy Clip into the opening 
next to the overdrive band servo. It’ll 
hold the band in place while you switch 
the pin for adjustment, servo replace-
ment, or an upgrade to a Superior K085 
SuperServo™.

Tested and retested, this Tru-Fit™ 
pin, made in the USA to Superior’s 
exacting standards, will exceed your 
requirements for producing a high qual-
ity unit that stays out on the road.

The adjustable overdrive band 
servo pin is the obvious way to “take up 
the slop” in the OD band. It’s especially 
helpful when you’re turning, remanu-
facturing, or changing the drum, or to 
accommodate differences in the bands 
themselves.

Superior’s unique, dual-adjuster 
setup is just what you need to adjust 
the servo confidently… and keep it 
adjusted. Quick and easy, with detailed 
instructions and specs: step up to a new 
level of adjustability where, until now, 
there was none. 

Ask your local distributor for part 
number K0102 and, hey! — have them 
throw down a K085 while you’re at it. 
Chances are it will be the best move 
you’ve made on a Ford unit in years. 

And check out the PowerTow 
PT4R75 kit for a true performance / 
tow-haul kit for your late model 2001-
up 4R75 unit. 

“Make the Shift To...”™ Superior 
Transmission Parts, Inc. 

TRNi Exceeds 7000 Fixes!
Transmission Rebuilders Network 

International (TRNi) is happy to 
announce its user-generated Fix 
Database has exceeded 7000 fixes.

TRNi has been growing over the 
past 14 years as a community of profes-
sional transmission rebuilders. Quickly 
find your answer online in the easy-to-
use Fix Database.
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If your problem isn’t listed, easily 
post your question in the Tech Forum. 
This generates an email sent out to the 
entire TRNi community and, before 
long, other members will respond to 
help with your diagnosis. If two heads 
are better than one, imagine what hun-
dreds can do!

Learn more at 1.TrannyBuilder.
com today.

JASPER Offers Complete  
Remanufactured GM  
Front Axle Actuators

Jasper Engines & Transmissions, 
the nation’s leader in remanufactured 
drivetrain products, is offering com-
plete remanufactured GM front axle 
actuator assemblies for 4WD and AWD 
late model SUVs.

These actuator assemblies fit the 
following vehicles:

•	 2002-2009    Isuzu Ascender
“These assemblies cannot be pur-

chased new from the dealership; only 
the parts can be purchased separate-
ly,” says Wayne Mehringer, JASPER 
Differential Division manager.

The 4WD actuator assembly 
includes a new electric shift motor 
installed on the housing, two side gears, 
and a shift fork and collar that shifts the 
vehicle in and out of four-wheel drive. 
The AWD actuator has a metal plate 
covering the electric shift motor mount. 
Internally, the assembly uses a coupler 
gear which connects both left and right 
axle shafts, making the vehicle all-
wheel drive. 

JASPER uses a synthetic grease 
in place of the standard lithium-style 
complex grease. “The synthetic grease 
has better lubricant flow, especially in 
cold conditions,” says Mehringer. 

In addition, one major complaint 
from vehicle owners is a squealing 
or squalling noise from the actuator. 
Mehringer says the problem occurs 
when dry seals rub against the axle 

shaft. “These seals, if not pre-lubricat-
ed, will cause that condition when the 
shaft is turning. Here at JASPER, all 
axle shaft seals are pre-lubricated dur-
ing assembly.”

For more information on the 
remanufactured rear axle assemblies 
and differentials of Jasper Engines & 
Transmissions, please call 800-827-
7455, or log onto www.jasperengines.
com.

New Torque Converter 
Sprag Retainer from 
Revmax Torque 
Converters

Revmax Torque Converters has 
 released its A727/47RH/47RE/ 
48RE/68RFE unbreakable torque  
converter sprag retainer. The retainer 
is a direct drop in replacement and 
requires no other parts or machining 
to use.

It features 10 points of contact 
versus the OEM’s two. These ten points 
each offer three times the surface con-
tact area as compared to the OEM 
retainer. This fixes the notorious issue 
of the OEM sprag retainer bending, 
causing complete sprag failure and lack 
of torque multiplication.

The Revmax retainer features a 
lifetime warranty and carries an unlim-
ited power rating. To learn more, call 
Revmax at 1-704-247-9781.

G-Cor Promotes  
Margarita Ordonez to  
Hard Parts Export Sales

Stanley Greenblott, president of 
G-Cor Automotive Corp, is pleased to 
announce that Margarita Ordonez has 
been promoted to hard parts export 
sales.

Margarita began in packaging and 
quickly learned the nuances of the hard 

parts industry. After attaining expertise 
in hard parts, she was promoted to qual-
ity inspection/shipping manager.

This transition to sales showcases 
her capacity in the field and dedication 
to excellence. Please contact Margarita 
at margarita@g-cor.com    

G-Cor Automotive supplies hard 
parts for wholesale, export, and the 
rebuilding industry; just ask! For more, 
visit G-Cor on line at www.g-cor.com.

TransTec Takes to Water 
with a New Overhaul Kit 
Velvet Drive 71/72 Series

TransTec has just introduced a new 
overhaul kit, number 2587, which con-
tains all the necessary sealing compo-
nents for the Velvet Drive 71/72 series 
marine transmission.

Featured components:
TransTec® 
P/N

Description Year

3561 Sealing Ring Kit All
B37200 Input / Pump Seal All
B37201 Rear Output Flange Pre-89
B37202 Rear Output Flange 90-up

TransTec® kit number 2587 is 
in stock and available for immediate 
shipment. For more information, visit 
TransTec on line at www.transtec.com.

Margarita Ordonez
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Graymills Ultrasonic  
Parts Washers Fit Any 
Budget

Graymills 
has added 
the BTV 
series to 
its expand-
ing group 

of ultrasonic parts washers. This new, 
economical series, provides a small 
benchtop line for use in maintenance 
or service areas that have challenging, 
small parts to clean, while meeting tight 
budgets.

The BTV series of parts washers is 
ideal for tight, job site or “cell” clean-
ing applications where a small footprint 
combined with fast, thorough clean-
ing is needed. Constructed of stain-
less steel, the corrosion-resistant tanks 
have a lift-off cover with handle and 
are available in five sizes: from ½- to 
8-gallon capacities. Stainless steel parts 
baskets are available separately.

Though economical, these units 
have sophisticated features. Digital 
controls let the user set and monitor the 
ultrasonic and heater functions, control 
cycle times, and temperature settings 
up to 175ºF (80ºC). The built-in heater 
allows for quick startup and use, cutting 
lost waiting time. Graymills’s standard, 
one-year warranty is extended to this 
small parts washer.

To learn more about this new 
Graymills parts washer and the full line 
ultrasonic cleaners, visit the Graymills 
web site at www.graymills.com or call 
1-888-472-9645.

Jasper’s Houston Branch  
Takes Top Award from  
Annual Sales Banquet

The Houston, Texas, branch of 
Jasper Engines & Transmissions took 
home the President’s Award for 2011 
at the company’s annual sales banquet 
January 31st. 

Recognized as JASPER’s top 
branch award, the President’s Award 
is based upon improvements in many 

categories, including:
•	 Percentage and total dollar sales 

increase
•	 Percentage and number of units 

increase in every product cat-
egory

•	 Percentage of profit increase and 
dollars increase of profit

The Houston branch also received 
awards for Most Improved Profits, 
Most Improved Gas Engine Sales, Most 
Improved Marine Sales, and placed 
third in Branch Customer Retention.

“I want to pass along congratu-
lations to all the Associates of the 
Houston branch for winning the 
President’s Award for 2011,” says Zach 
Bawel, JASPER president/chief operat-
ing officer. 

Individually, Houston Branch 
Manager David Eschbach was named 
Manager of The Year for 2011, and was 
a Bronze Performance Level recipient, 
achieving a company sales increase in 
2011 over the previous year. Houston 
Outside Sales Representative (OSR) 
Brian Flanagan was recognized for 
Most Improved Sales Volume, and was 
a Silver Performance Level recipient, 
achieving a company sales increase two 
consecutive years.

In addition, Houston OSR Matt 
Miller ranked as one of JASPER’s top 
five veteran sales reps for 2011 and 
was a Silver Performance Level recipi-
ent. OSR Ed Nesbitt ranked as one of 
JASPER’s top five rookie sales reps 
for 2011 and was recognized as Bronze 
Performance Level recipient. Finally, 
OSR Steve Beltran was recognized as 
a Bronze Performance Level recipient. 

Scott Osborn Joins  
Elite as Business  
Development Coach

Elite Worldwide has announced 
that Scott Osborn, an award-winning 
shop owner, has joined the company as 
its newest business development coach.

In his new role, Osborn will use his 
20-plus years of experience as a shop 
owner in Redondo Beach, CA., along 
with the information he’s attained while 
serving on the Car Care Council and 
California Automotive Service Council, 
to help shop owners throughout the 
U.S. build more profitable businesses.

In addition to owning and operat-
ing one of the most successful auto 
repair shops in the U.S., Osborn 
is a founding member of both the 
Service Technicians Society and the 
International Automotive Technicians 
Network (iATN), and is a former vice-
president of the Automotive Trade 
Organizations of California. He’s been 
the recipient of numerous awards over 
the years, including the coveted AAA 
Quality Service Award. 

“I’ve been fortunate enough to 
know Oz for a number of years, and can 
say with absolute confidence that he 
is an industry superstar with a passion 
for helping people, and an unwaver-
ing commitment to ethics,” said Bob 
Cooper, president of Elite Worldwide. 
“I know that Scott will do an outstand-
ing job helping shop owners build their 
businesses through his 1-on-1 guid-
ance, and I look forward to working 
with him in the years to come.” 

For more information, call Elite toll 
free, at 1-800-204-3548, or visit them 
on line at www.EliteWorldwideStore.
com.

The Associates of the Houston Branch are as 
follows (pictured left to right): Brian Flanagan - 
Outside Sales Representative (OSR), Matt Miller 

- OSR, Steve Beltran - OSR, David Eschbach 
- Houston Branch Manager, Ken Williamson - 
Jasper Regional Manager, Ed Nesbitt - OSR

 

PARTS WASHER CATALOG

solvent   :   solvent/aqueous   :   aqueous   :   bioremediation   :   ultrasonic   :   accessories   :   custom systems

Graymills.com  1.888.472.9645

Scott Osborn
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ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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

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

**COMPUTERS**
Transmission Control Module

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

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

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

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

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

Hard Parts * 1946-2010 * Soft Parts

800-835-1007
Quality Parts * 

Fair Prices

~Se Habla Espanol

Excellent Service

Visit our web site www. areds.com

Automatic *  Standard
Transfer Case Parts

SHOPPER CLASSIFIED ADS
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BMW    Mercedes-Benz    Audi

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

1331 Rollins Road • Burlingame, CA 94010
tel 650 - 348 - 3990    fax 650 - 348 - 3019

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

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

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

G-CorAutomotive.com

Largest  
inventory of  
used automatic  
transmission 
hard parts  
in the USA!

Just 
Ask!

1.877.888.5160

gcor-td-225x3-A.indd   1 1/17/12   6:47 PM
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INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

INSTA-CLEAN
PARTS WASHERS

w
w

w
.instaclean.com

800-331-6405    800-331-6405

WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

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

www.servobore.com 

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

No machine
shop required. 

 
HARD PARTS FOR 

Domestic and Foreign 
AUTOMATIC TRANSMISSIONS 

TORQUE CONVERTERS 
TRANSFER CASES 

 
WE HAVE OVER 500,000 PARTS IN STOCK 

CALL 602-971-0477 
getithardparts.com 

 
WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

  
   

  

 

 
 

www.kbcores.com

GEARSGEARS
This could 

be 
your ad!

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

For The Transmission rebuilding indusTry
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Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

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

Never worry about the snap ring failing again.

PrO TraNS ParTS
right Parts, right Price, right Time

Contact us for details: 630.521.1700 phone 630.521.8890 fax

877.PrO.TraN
Matt@ProTransmissionParts.com

CD4E Double Drum & ZF5HP24 "a" Drum

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

• Reman Transmissions
• New & Reman Engines
• 3 yr./100,000 Mile Parts &

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

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

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

* 1 YR Warranty*
*Tech Support*

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

NOW OFFERING
*SONNAX Updated Pumps*

(877) 337 - 4681
www.reamman.com
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BUSINESS FOR SALE: Califor-
nia – Transmission and General 
Repair for sale. Owner is retiring, 
20 years in the same location with 
great reputation. Located in sunny 
Southern California. Call (714) 
675-8271 for more information. 
 ATRA Mbr

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

HELP WANTED:  Tulsa Oklahoma 
- Center Manager needed. Shop 
hours 8am to 6pm Monday through 
Friday. Weekly pay plus commis-
sion, shop has a full crew with 
years of experience. 7 lift shop, 
clean, good reputation and busy. 
Please email replies/resumes 
to: dbland@atra.com SUBJECT:  
BB# 0112-1.  ATRA Mbr

HELP WANTED: Technician want-
ed for Diagnostics Rebuilding and 
R&R salary negotiable  401k, in-
surance. Growing community of 
Bismarck /Mandan North Dakota 
great environment for raising a 
family plenty of outdoor activities 
if that’s your thing. Contact Mark 
or Jerome at S&S Transmission 
(701) 667-0888 or fax Resume to 
(701) 663-9090. ATRA Mbr

HELP WANTED: Busy Northern 
NJ transmission shop seeking ex-
perienced transmission rebuilder. 
Great opportunity for the right indi-
vidual, 5 day work week.  Forward 
work history with references to fix-
intrannys@gmail.com.
 ATRA Mbr

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

March 2012

Remanufactured 
Valve Bodies 

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

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

HELP WANTED: Portland, Oregon 
- Seeking an experienced full-time 
transmission parts counter per-
son. Applicants must have excel-
lent communication skills, product 
knowledge, and ability to multi-task 
in a fast paced sales environment. 
Sales experience in transmission 
parts is required. Competitive wag-
es, paid holidays, and great ben-
efits! Interested parties please call 
1-800-640-0970.    ATRA Mbr

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

HELP WANTED: Experienced 
Technicians, Rebuilders, R &R, 
Diagnostic Technicians and Ser-
vice Writers. Minimum of three 
years experience references a 
must and work history and certi-
fications. Top pay, medical insur-
ance, paid vacation and a 5 day 
work week. Located in the center 
of the Texas Hill Country.  Please 
e-mail resume to edoyle@trans-
missionsionskerrville.com or mail 
to Personnel Dept., P. O. Box 
2339, Kerrville, TX. 78029-2339. 
 ATRA Mbr
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LOCATIONS

3/3/12 St. Louis, MO
3/10/12 Boston, MA

3/17/12 Dallas, TX
3/17/12 Phoenix, AZ

3/24/12 Biloxi, MS
3/31/12 Minneapolis, MN

4/14/12 Salt Lake City, UT
4/28/12 Walnut Creek, CA

5/12/12 Denver, CO
5/19/12 Council Bluffs, IA

5/19/12 San Antonio, TX
5/26/12 Vancouver, BC

8/4/12 Los Angeles, CA
8/11/12 Albuquerque, NM

8/18/12 Cincinnati, OH
9/8/12 Atlanta, GA

9/15/12 Chicago, IL
9/22/12 Billings, MT

10/6/12 Portland, OR
11/17/12 Baltimore, MD

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

2012 ATRA TECHNICAL SEMINAR

TRANSMISSION OVERVIEW

A CHANGING INDUSTRY

REGISTER TODAY!

There was a time — not so long ago — when tomorrow’s 
transmission was pretty much the same as yesterday’s. 

Today you’re lucky if a whole day goes by without something 
new reaching the streets. If you’re going to remain profitable, 

you need to keep on top of that ever-changing technology.
ATRA’s technical specialists spend their lives evaluating the 

latest trends, to provide you with everything you need to remain 
current… and profitable. So don’t let today’s technology leave you 

in the dust. Register for ATRA’s Technical Seminar today, and hold 
on tight: It’s your pass into the future!

Pre-paid Registration Costs:
ATRA Members: $149
Non Members: $189

On-site registration: $220
One free registration with every 4 paid.

800.428.8489
http://members.atra.com

GM:
4T65E
4T40
6T40/45/50 
6T70/75 
AF40/TF80SC
4L60E, 6L50/80/90
LCT 1000
Magna 3023/3024
Magna 1222/1225/1226
NV 236/NV 136
4L30E

CHRYSLER:
42/46RE
68RFE
545RFE
62TE
ZF8HP45
41TE
42LE
48RE
722.6 NAG 1

FORD:
6F35N
6F50/55N
AX4S
Torqshift
ZF CFT 30
Torqshift 6

IMPORT:
Honda 5 Speed
722.6 / 722.9
U241E
AW55-50SN
RE5R05A
4EAT/5EAT
RE5F22A

Don't Miss the ATRA SEMINAR Near You!
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2012

ADVERTISERS
Name  Page Name Page 

Allomatic Products Co. ................................................. 7
 www.allomatic.com
ATRA Seminar ...................................................... 37, 63
 www.atra.com
ATRA's Powertrain EXPO .................................... 50, 51
 www.atra.com
Certified Transmission ................................................ 35
 www.certifiedtransmissions.com
ETE Reman ................................................................ 25
 www.enginetrans.com
EVT Parts ................................................................... 41
 www.evtparts.com
Exedy Globalparts Corporation .................................. 47
 www.exedyusa.com
Ford Customer Service Division ................................... 5
 www.fordparts.com
G-Cor Automotive Corp .............................................. 38
 www.g-corautomotive.com
G-Tec, Inc. .................................................................. 45
 www.g-tec.com
Jasper Engines & Transmissions ............................. IBC
 www.jasperengines.com
Life Automotive Products Inc. ..................................... 33
 www.smartblend.com
Lubegard® By International Lubricants, Inc. ........... OBC
 www.lubegard.com
Precision European Inc .............................................. 63
 www.PEIus.com

NAPA Auto Parts ........................................................ 39
 www.napaonline.com
Precision International ................................................ 31
 www.transmissionkits.com
RmP Powertrain Solutions Inc. .................................. 13
 www.powertrainsolutions.com
Schaeffler Group USA Inc. ......................................... 27
 www.lukclutch.com
Seal Aftermarket Products.......................................... 23
 www.sealaftermarketproducts.com
Slauson Transmission Parts ....................................... 29
 www.slauson.com
Sonnax Industries ..................................................... IFC
 www.sonnax.com
Superior Transmission Parts ...................................... 21
 www.superior-transmission.com
Torque Converters Rebuilders Assoc.(TCRA) ............ 46
 www.tcraonline.com
Transmission Specialties ............................................ 26
 www.transmission-specialties.com
Transtar Industries, Inc. ................................................ 9
 www.transtar1.com
TransTec By CORTECO ............................................. 15
 www.transtec.com
VBX - ValveBody Xpress, Inc. .................................... 43
 www.valvebodyxpress.com
Whatever It Takes Transmission Parts, Inc. ................. 3
 www.wittrans.com

20
12

CALENDAR
ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2012 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule page 37, 63 or at:
http://members.atra.com/?page=Technical_Seminars
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