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Last month we looked at some of 
the results from ATRA’s 2011 
consumer study, specifically 

where consumers take their cars when 
they have a transmission problem. We 
discovered that the number of consum-
ers who would choose the dealer was 
almost equal to those who’d prefer an 
independent transmission repair shop.

This is a valuable piece of infor-
mation. It means that there’s an entire 
market out there — one that’s almost 
equal to the one you’re already serving 
— that’s choosing to bring their cars 
to someone else. If you could attract 
those consumers, you could potentially 
double your business.

What’s more, these consum-
ers aren’t just an additional market: 
They’re a market that can afford to pay 
for repairs. This is an important aspect 
of your business: having customers that 
can afford to pay for your services. 

Going back to some of our earlier 
findings from shop visits, we learned 
that the more profitable businesses we 
visited were generally pricing their 
work right. That is, they weren’t the 
ones offering cut-rate pricing. Their 
business models included offering qual-
ity work at a fair price.

They weren’t the cheapest shops 
in town, but their customers got their 
money’s worth. This aspect alone sug-
gests that these shops were reaching 
consumers who have the ability to pay 
for the services they provide. 

This doesn’t happen by accident. 
These shop owners have created busi-
ness models based on providing qual-
ity service and building the trust that 
would attract their target customers. 
But who are these customers? Let’s see 
if we can learn a little more about this 
group.

In last 
month’s From 
the CEO, I 
pointed out 
that the con-
sumers who 
preferred the 
dealer com-
prised 24.4% 
of the total 
t ransmission 
repair mar-
ket, compared 
to 24.6% that 
preferred the 
i ndependen t 
transmission repair shop. That’s useful, 
but it isn’t the entire story. Let’s look 
at the consumers who took part in this 
study, and see who those consumers are 
that prefer the dealership. 

We surveyed 1000 consum-
ers; about half men and half women. 
Then we targeted five age groups. 
The accompanying chart provides the 
breakdown of those who preferred hav-
ing their transmission repaired at the 
dealer. One thing you might notice 
right away is the total percentage in the 
chart is much greater than 100%. This 
chart doesn’t represent the percentage 
of each group that make up the total in 
the dealer-preferred group, but rather, 
the percentage of people in each group 
that prefer the dealer. 

For example, 46.8% of men 56 
and older preferred having their trans-
mission work performed at the dealer. 
The next group (and it was no surprise) 
were women in that same age bracket, 
at 35.5%. This means that almost half 
of men and over 1/3rd of women 56 
and older prefer taking their cars to the 
dealer.   

Another interesting fact is that 
younger individuals (both men and 
women) prefer the independent trans-
mission shop. The obvious question is, 
why? Why is it that younger individuals 
prefer the transmission shop while the 
older ones prefer the dealer? Is there a 
relationship between these groups and 
their ability to pay for repairs?

Some of these questions may seem 
obvious at first, but if the answers are 
so obvious, why are transmission shops 
less able to attract this more mature, 
more financially secure segment? And 
how would it affect their profitability 
if they could attract these consumers?

Now would be a great time to 
revisit your business plan; not just the 
services you provide but your target 
market. Just who is it you’re trying to 
attract to your shop? We’ve recently 
surveyed a group of people that pre-
fer the dealer and the data’s coming 
in. We’ll use this data to find ways 
to attract these individuals into ATRA 
Member shops. ATRA: The Dealer 
Alternative… I still like the sound of it.

by Dennis Madden
members.atra.com

www.atra.com

FROM THE CEO

A Closer Look at the 
Dealer’s Customer List
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Get to Know the 2011 Chevrolet Volt

General Motors has recently 
released the highly antici-
pated 2011 Chevrolet Volt; 

a front-wheel drive, four-passenger, 
Extended Range Electric Vehicle 
(EREV) that uses an electric propulsion 
system to drive the vehicle.

The Chevrolet Volt isn’t a hybrid; 
it’s propelled exclusively by electric 
motors. The Volt uses a high voltage 
battery as its primary power source. 
The vehicle can be operated up to 
about 40 miles, or until the battery has 
discharged.

Once the battery charge drops 
below a certain level, the vehicle 
automatically enters Extended-Range 

Mode. In extended-range mode, the 
gasoline engine starts and drives gen-
erator/drive-motor A (located in the 

Keep Those Trannys rolling

get to Know the 2011 
Chevrolet Volt by Pete Huscher

members.atra.com
www.atra.com

The Chevrolet Volt isn’t 
a hybrid; it’s propelled 
exclusively by electric 

motors.

Figure 1
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Get to Know the 2011 Chevrolet Volt

transmission), which produces electric-
ity to power the vehicle.

The Chevrolet Volt uses two sepa-
rate electrical systems: A low-voltage 
system supplies power to the vehicle 
accessory systems, and a high-voltage 
system, which propels the vehicle. The 
high voltage system distributes 360 
volts DC to the high-voltage compo-
nents and the 3-phase alternating cur-
rent (AC) to the transmission. You can 
easily identify the high voltage system 
by its orange cables.

Let’s take a moment to see what 
makes the Chevrolet Volt tick.

What Makes the 
Chevrolet Volt Tick?  

The Chevrolet Volt propulsion sys-
tem includes these components and 
systems (figure 1):

1. High Voltage Battery (360V)
2. Absorbent Glass Mat (AGM) low 

voltage (12V) battery
3. Power Inverter Module (PIM)
4. Accessory Power Module (APM)
5. High Voltage battery charger
6. 1.4L gasoline internal combustion 

engine
7. MKA 4ET50 transmission 

A Closer Look at the 
Components

High Voltage Battery — This is 
a 360-volt DC system that includes 
several components encased in a single 
housing that’s referred to as the High 
Voltage Battery (figure 2). These com-
ponents operate together to provide the 
energy required to propel the vehicle. 

AGM Low Voltage Battery — 
Provides power for the vehicle acces-
sory system, and the modules to control 
the high voltage system (figure 3). 
The low voltage battery is located in 
the rear compartment, underneath the 
floorboard.

Power Inverter Module (PIM) 
— Located on the driver’s side of 
the engine compartment, on top of 
the transmission (figure 4). The power 
inverter module converts the high volt-
age direct current into 3-phase, alter-
nating current, which it delivers to 
the motors inside the transmission for 
vehicle propulsion.

Accessory Power Module (APM) 
— Located in the rear compartment, 
underneath the floorboard. The acces-

sory power module (figure 5) converts 
high voltage DC into low voltage DC to 
power the vehicle accessories.

High Voltage Battery Charger 
— The high voltage battery charger 
(figure 6) converts household AC into 
DC to charge the onboard high-voltage 
battery.

1.4L Internal Combustion Engine 
(ICE) — The 1.4L internal combustion 
engine (ICE) is there to extend vehicle 
range. When battery voltage gets low, 
the 1.4L internal combustion engine 
drives generator/drive-motor A, located 
in the transmission, recharging the bat-
teries. Unlike a hybrid vehicle, the 
internal combustion engine can’t propel 
the vehicle; it’s only used to recharge 
the battery system. 

The MKA 4ET50 Transmission 

— The MKA 4ET50 transmission, also 
known as the Voltec Electric Drive 
System, is a fully automatic, front-
wheel drive, variable-speed, electroni-
cally controlled transaxle (figure 7). 

The 4ET50 offers five different 
operating ranges:
•	 Park 
•	 Reverse
•	 Neutral
•	 Drive
•	 Low

The 4ET50 provides seven differ-
ent modes of operation:
•	 Electric Only/Engine Off (EV)
•	 Electric Only/Combined Engine 

Off (EV)
•	 Electric Only/Engine On or 

Extended Range

Figure 2

Figure 3
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Get to Know the 2011 Chevrolet Volt

•	 Electric Only/Combined Engine 
On (EV)

•	 Regenerative Braking
•	 Engine Start
•	 Reverse

Let’s take a closer look at each of 
these operating modes.

Modes of Operation
Electric Only/Engine Off (EV) 

— In this mode, the transmission oper-
ates in full electric mode for about 
25-50 miles (depending on tempera-
ture, terrain, and driving habits) with-
out starting the gas engine.

DC power from the battery flows 
to the PIM, where it’s converted into 
3-phase AC power. In this mode, the 
variable low and 1-2 reverse clutch 
is applied and generator/drive-motor 
B provides output torque to drive the 
wheels. The high voltage auxiliary 
pump provides fluid pressure to the 
transmission control system and lubri-
cation system.  

Electric Only/Combined Engine 
Off — Depending on driver demands 
and road conditions, the vehicle may 
enter combined mode. During this 
mode, the variable high and 2-3-4 
clutches are applied, allowing genera-
tor/drive-motor A and/or generator/
drive-motor B to provide output torque 
to the wheels as needed.

Electric Only/Engine On or 
Extended Range — Once the battery 
has reached minimum reserve power, 
the engine starts. Then the system oper-
ates in electrically variable mode: the 
engine drives generator/drive-motor A 
to generate electricity, which, in turn, 
drives generator/drive-motor B to drive 
the wheels.

The energy generated by genera-
tor/drive-motor A is either stored in 
the battery or delivered to generator/
drive-motor B for vehicle propulsion. 
The engine operates at the best speed to 
optimize fuel consumption while main-
taining output power requirements.

Electric Only/Combined Engine 
On — Depending on driver demands 
and road conditions, the vehicle can 
enter Combined Engine On mode. 
During this mode, engine electrical 
power combines with battery power to 
the generator/drive-motors to provide 
the output torque needed to move the 
vehicle. In this mode, the 1-3 reverse 

clutch and the variable high 2-3-4 
clutches are applied.

Regenerative Braking — During 
braking, the drive-motor/generators 
are used to decelerate the vehicle. By 
applying negative torque to the wheels, 
the generator/drive-motors generate 
electricity. The 3-phase AC power gen-
erated by the drive-motor/generators 
is converted to high-voltage DC that’s 
then stored in the battery.

Engine Start — Once the high 
voltage battery has dropped below a cer-
tain charge level, generator/drive-motor 

A starts the engine. During engine start 
mode, the 1-3 reverse clutch is applied 
and generator/drive-motor A cranks the 
engine.

Reverse — With the shifter in 
reverse, the variable low and 1-2 reverse 
clutches are applied and the generator/
drive-motor B spins backward, provid-
ing reverse movement.

With a basic understanding how 
the 4ET50 transmission operates, it’s 
time to look inside the transmission.

Figure 5

Figure 4
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Get to Know the 2011 Chevrolet Volt

Inside the 4ET50 
Transmission

The 4ET50 transmission primarily 
consists of:
•	 A torque dampener (in place of a 

torque converter)
•	 An integrated main and auxiliary 

pump
•	 A planetary gear set
•	 Three clutch assemblies
•	 A hydraulic control system
•	 Two internal electric generator/

drive-motor assemblies 
•	

Torque Dampener — The torque 
dampener is used in place of a torque 
converter. The torque dampener con-
tains internal torsional springs, fluid, 
an input shaft, and a clutch. The torque 
dampener assembly acts as a spring-
loaded coupling to smooth the torque 
from the engine to the transmission. The 
torque dampener provides a mechani-
cal, direct-drive coupling between the 
engine and transmission. The internal 
clutch is only applied during engine 
starting and stopping.  

Integrated Main and Auxiliary 
Pumps — The integrated main fluid 
pump and auxiliary pump are located 
in the pump cover. The main pump 
is mechanical; it maintains hydrau-
lic system pressure while the internal 
combustion engine is operating. The 
electric auxiliary pump is controlled by 
the HPCM (hybrid power control mod-
ule) and is primarily used to maintain 
hydraulic pressure while the internal 
combustion engine is off.

Planetary Gear Set — The plane-
tary gear set in this transmission is used 
to provide gear reduction only.

Clutch Assemblies — The 4ET50 
transmission is equipped with three 
clutch sets:

1. Variable High and 2-3-4 clutch
2. Variable Low and 1-2 Reverse 

clutch
3. 1-3 Reverse clutch

The multiple-disc clutches com-
bine with the planetary gear set and 
an electric drive motor to deliver the 
different ratios in forward and reverse.

Hydraulic Control System — 
The hydraulic control system includes 
the main fluid pump; auxiliary fluid 
pump; and the TCM, valve body, and 
solenoid pack assembly. The base pres-

sure in the hydraulic system is con-
trolled by the pressure regulator valve, 
located in pump housing. Each indi-
vidual clutch has its own accumulator 
circuit to cushion shift feel. The TCM, 
valve body, and solenoid pack are a 
complete unit and can only be replaced 
as an assembly.  

Electric Generator/Drive-Motor 
Assemblies — The 4ET50 transmis-
sion incorporates two electric com-
bination generator/
drive-motor assemblies. 
These assembles are 
referred to as generator/
drive-motor assembly 
A and generator drive-
motor assembly B.

Generator/drive-
motor A is rated at 
55KW and generator/
drive-motor B is rated 
at 111KW.

Generator/drive-
motor A is primarily 
used to start the engine, 
provide charging volt-
age to the high volt-
age battery system, 
and assist generator/
drive-motor B during 
high torque demands. 
Generator/drive-motor 
B is primarily used 
for vehicle propulsion. 
Both generator/drive-
motors are used during 

regenerative braking.
Well there you have it: We’ve 

taken a brief look at the 2011 Chevrolet 
Volt with the new 4ET50 transmission 
and its new electric drive system.

In future issues of GEARS, look for 
articles where we’ll introduce the diag-
nostic and rebuild procedures needed to 
keep these trannys rolling. 

Figure 6

Figure 7
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Introducing the Jatco 6-Speed

The Jatco 6-speed front wheel 
drive was was first produced 
in 2006. We haven’t seen a 

lot of it yet — in most cars it was still 
covered under warranty. But after six 
years, many of those warranties have 
expired, so it won’t be long before 
the Jatco 6-speed becomes a fixture 
in transmission shops all across the 
country.

Jatco’s designation for this trans-
mission is JF613E. Nissan, Renault, 
and Mitsubishi all use this transmis-
sion, and each manufacturer gives it 
a different designation. Nissan and 
Renault are only using it in Europe; 
Mitsubishi is the only manufacturer 
offering it in their U.S. vehicles… for 
now.

It was first used in the 2006-and-
later Nissan Qashqai (try to pronounce 
that one, I dare you!) behind a 2.0L, 
4-cylinder engine. Nissan calls it the 
RE6F01A.

Renault uses it in their 2007-and-
later Laguna with a 2.0L, 4-cylinder 
and 3.0L and 3.5L V6 engines. They 
also use it in their 2008-and-up Koleos 

The Word on The STreeT

Introducing the 
Jatco 6-Speed by Mike Souza

members.atra.com
www.atra.com

Figure 1

JF613E
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Introducing the Jatco 6-Speed

with a 2.0L, 4-cylinder engine, and 
the 2010-and-later Scenic and Grand 
Scenic behind a 2.0L, 4-cylinder. The 
Renault designation for this transmis-
sion is AJO. 

Mitsubishi — the only manufac-
turer offering the Jatco 6-speed in 
the U.S. market — uses it in their 
2007-and-later Outlander equipped 
with a 2.4L, 4-cylinder or 3.0L V6 
engine. The Mitsubishi designation is 
F6AJA.

You’ll find this transmission model 
listed in some scan tools, although 
the information available is limited. 
There’s plenty of excellent informa-
tion available from Mitchell, Alldata, 
and through factory manuals. And cur-
rently there’s at least one supplier that’s 
working on a rebuild kit for this unit. 

Internal Components
The component identification is 

shown in figure 1. The geartrain is 
based on the Lepelletier planetary sys-
tem. There are three driving elements:
•	 Low Clutch — applied in 1st, 

2nd, 3rd, and 4th gears. The Low 
Clutch transfers input torque from 
the 3-5 Reverse Clutch drum to 
the front internal gear (driven).

•	 3-5 Reverse Clutch — applied in 
3rd, 5th, and reverse. This clutch 
transfers the reduction internal 
gear input torque to the front sun 
gear (driven).

•	 High Clutch — applied in 4th, 
5th, and 6th gears. The High 
Clutch transfers torque from 
the input shaft to the rear planet 
assembly (driven).

The three holding elements:
•	 Low/Reverse Brake Clutch — 

applied in 4th, 5th, and 6th gears. 
It transfers the input shaft torque 
to the rear planet assembly (hold-
ing).

•	 2-6 Brake Clutch — applied in 
2nd and 6th gears. The 2-6 Brake 
holds the rear sun gear stationary.

•	 One-Way Clutch — locked in 
1st gear during acceleration. The 
One-Way Clutch holds the rear 
planet assembly stationary.

The component function and apply 
chart are shown in figure 2. Failsafe is 
usually 3rd gear in drive, depending on 
the failure. The Transmission Control 

Figure 2

Figure 3
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Introducing the Jatco 6-Speed

Module (TCM) will try to hold the cur-
rent gear command when the failure 
that caused failsafe occurs. After com-
ing to a stop the TCM will command 
3rd gear. 

Eight Solenoids
The Jatco JF613E is controlled 

by eight solenoids. All eight are feed 
controlled; that is, they’re normally 
grounded through the valve body 
and the TCM provides them with 
power to energize them (figure 3).

Six of the solenoids are linear; 
three are normally high and three 
are normally low. The other two 
solenoids are basic on-off solenoids.

Normally High Linear  
      Solenoids:

•	 Reverse Clutch Solenoid
•	 High Clutch Solenoid
•	 Line Pressure Solenoid

Normally Low Linear  
      Solenoids:
•	 Lockup and Low/Reverse 

Brake Clutch Solenoid
•	 2-6 Brake Clutch Solenoid
•	 Low Clutch Solenoid

On-Off Solenoids:
•	 Low Clutch Shift Solenoid
•	 Low/Reverse Brake Clutch 

Shift Solenoid

Look for the solenoid application 
chart in figure 4.

The six linear solenoids have a 
resistance of about 5.0 to 5.6 ohms 
at 68ºF/20ºC. They’re controlled by a 
variable duty cycle signal that cycled at 
a fixed frequency of 300 Hz.

The two on-off solenoids should 
have a resistance of about 28-30 ohms 
at 68ºF/20ºC. They’re controlled by full 

system voltage.
When the normally high solenoids 

are off, pilot pressure moves the control 
valve against the return spring, allow-
ing line pressure to apply the clutch. 
When they’re energized, pilot pressure 
exhausts from the control valve. The 
control valve return spring moves the 
valve back, which blocks line pressure 
and releases the clutch. The longer the 

Figure 4

Figure 5
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Introducing the Jatco 6-Speed

duty cycle on-time, the lower the pres-
sure (figure 5). 

When the normally low solenoids 
are off, pilot pressure is blocked at the 
solenoid valve. When they’re ener-
gized, pilot pressure moves the control 
valve against the return spring, allow-
ing line pressure to apply the clutch. 
The longer the duty cycle on-time, the 
higher the pressure (figure 6).

The two on-off solenoids are ener-
gized by supplying system voltage. 
This blocks pilot pressure at the sole-

noid, shutting off pressure to the con-
trol valve (figure 7). 

There are also five normally open 
pressure switches (figure 3): 

•	 Low Clutch
•	 Low/Reverse Brake Clutch
•	 2-6 Brake Clutch
•	 3-5 Reverse Clutch
•	 High Clutch

The TCM uses the signals from 
these switches to monitor the apply 
pressure of the designated clutch. 

Well that’s about all for this article. 
Look for more information on the not-
so-new Jatco JF613E in future articles 
and seminars.

Figure 7

Figure 6
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It was 1981: The 4-speed auto-
matic overdrives were the latest 
transmission innovations coming 

out of Detroit. Finally there was a 
4-speed automatic for the modern car. 
Japan quickly jumped on the 4-speed 
bandwagon with the introduction of the 
A40D, A140 and 4N71B.

Almost twenty years later along 
came the 5-speed 5R55E from Ford. It 
was fun to drive, in part due to its split 

gear ratios. It provided great accelera-
tion and fuel economy. 

Now it’s 2012: Yesterday’s 4- and 
5-speeds are old news. Even the latest 
6-speeds are quickly being re-evaluated 
for efficiency. Today’s transmissions 
are engineering marvels that are quick-
ly being outdated and replaced by the 
transmissions of tomorrow. 

How in the world do the engineers 
come up with this stuff? 

Here’s some preliminary data on 
what’s ahead for a few Dodge and 
Chrysler vehicles in 2012. 

The 845RE
This is an 8-speed transmission 

developed by ZF (Figure 1). In 2012, 
it’ll be introduced in the Charger SXT 
and Chrysler 300 coupled with the 
Pentastar V6. ZF refers to this transmis-
sion as the 8HP45. Other versions and 

8 and Beyond:
A New Generation of 
Automatic Transmissions 

by Mark Puccinelli
members.atra.com

www.atra.com

Figure 1
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torque ratings of this transmission are 
also available — the 8HP30, 8HP70 
and the 8HP90.

A version of this transmission 
has been used in flagship Audi, Rolls 
Royce, BMW, and Bentley models 
since 2010.

845RE Technical Features
•	 Enhanced planetary gear mesh-

ing to reduce noise and friction  
(figure 2)

•	 Four planetary gear sets and five 
clutch elements

•	 Offset chain driven variable dis-
placement pump (figure 3) 

•	 Optional engine stop/start feature. 
Not used in Chryslers for 2012

•	 Hybrid technology capable 
•	 Two and all wheel drive versions
•	 Non-sequential shifting
•	 Torque range capacity from 300-

1000km, 8HP30-8HP90 
•	 200 millisecond shift times
•	 Fully electronic shift by wire, no 

shift cable or linkage
•	 NIC Neutral idle control allows 

clutch “B” slippage at  stop to 
reduce load and vehicle creep

•	 Similar weight and physical 

dimensions to the ZF6HP26
•	 Adaptive strategies: High tem-

perature, warm up, cruise control, 
Winter mode, drag recognition 
and Neutral idle control  

•	 Air cooled 

Fuel Economy
This 8-speed transmission has 

fewer moving parts than the 6HP26 
6-speed. There are only three multi-disc 
clutch packs and two multi-disc brakes 
in the transmission geartrain (labeled 
A, B, C, D and E). Only two of the five 
clutch elements are open (released) in 
each gear.

The fewer open shift elements 
there are, the fewer internal transmis-
sion components that’ll be rotating 
relative to one another. This provides 
a significant reduction in friction loss 
and reduces the transmission’s rotating 
mass. Both qualities will contribute to 
improving the overall fuel economy 
and acceleration. By comparison, the 
Lexus AA80E 8-speed uses four gear 
sets and seven multi-disc clutch packs. 

*Optional Engine Start/
Stop Function

This feature is enabled by the 
development of the hydraulic impulse 
oil storage system (HIS). At idle, the 
engine automatically shuts off. The HIS 
system supplies the oil pressure needed 
to keep the transmission’s clutch ele-

ments engaged while the engine is 
off. 350 milliseconds after starting, the 
vehicle is ready to drive. With the start/
stop function, it’s possible to reduce 
fuel consumption by another 5% and 
further reduce CO2 output.

*This feature is not reported for 
use in Chryslers for 2012

According to ZF, when comparing 
fuel economy to their 6-speed trans-
mission, the newly developed 8-speed 
automatic transmission reduces fuel 
consumption by an additional 11%. The 
hybrid model will provide even better 
fuel economy and further reduced CO2 
output.

The HIS system relies on a charged 
oil, accumulator-type reserve to main-
tain oil pressure with the engine off. 
There are no additional pumps that 
would load the system and counteract 
the fuel savings.

8 and Beyond: A New Generation of Automatic Transmissions

Figure 2 Figure 3

This 8-speed transmission 
has fewer moving parts 

than the 6HP26 6-speed.

According to ZF, when 
comparing fuel economy 

to their 6-speed 
transmission, the newly 

developed 8-speed 
automatic transmission 

reduces fuel consumption 
by an additional 11%.
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Creature Features
Sporty models like the Chrysler 

300S and the Charger Rally will receive 
a manual shift mode with shift paddles 
mounted on the steering wheel. Initial 
road test statements are, “It shifts so 
fast and smooth, if it didn’t have a 
tachometer you might not have known 
it shifted.” With 200 millisecond shift 
times, it’s hard to argue with that. 

Other, lower-priced models won’t 
have the manual mode feature. Those 
cars will only have drive and low select 
options. 

Production
Chrysler will start producing the 

8-speed transmission under license 
with ZF in 2013 at their Kokomo plant. 
For the 2012 model year the transmis-
sions will come from the ZF plant in 

Germany. Look for variants of this 
transmission in future Durangos and 
Jeeps and beyond. 

ZF9HP 
The world’s first 9-speed trans-

mission has been designed for front 
wheel drive vehicles with transversely 
mounted engines (figure 4). The goal 
of this transmission is to allow auto-
makers to reach the increasingly strin-
gent Corporate Average Fuel Economy 
(CAFE) standards placed upon them.

The transmission is expected to 
improve fuel economy by up to 16%, 
versus vehicles with the now common-
place 6-speed automatics. ZF claims 
that, at optimal fuel consumption 
speeds, the 9HP will allow the engine to 
run at 1900 RPM, as opposed to 2600 
RPM in a typical 6-speed equipped 
model.

The transmission will be able to 
handle all wheel drive and hybrid con-
figurations. The torque range capabili-
ties are between 200 and 353 pound-feet 
of torque. It is also stop-start capable. 

Due to installation limitations, this 
transmission won’t have the mecha-
tronics module incorporated with the 
valve body. This unit has four planetary 
gear sets and six multi-disc friction ele-
ments. To keep the transmission com-

pact it will incorporate one-way clutch 
assemblies. 

For a perspective on the 16% fuel 
economy jump, a midsized sedan that 
now hits 35 miles per gallon on the 
highway could theoretically hit 40 or 
41 mpg.

Chrysler and Mini are scheduled 
to have the 9-speed for 2013. Chrysler 
will build the ZFHP9 in Kokomo plant 
at a future date. 

Who and What Is ZF? 
The company was founded in 

1915 in Friedrichshafen Germany by 
Ferdinand von Zeppelin. The compa-
ny produced gears for Zeppelins and 
other airships, hence the German name 
Zahnradfabrik (ZF), which translates to 
gear factory in English.

8 and Beyond: A New Generation of Automatic Transmissions

Initial road test statements 
are, “It shifts so fast and 

smooth, if it didn’t have a 
tachometer you might not 

have known it shifted.”

Figure 4
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It’s safe to say that the 4L60E 
has probably paid for many shop 
owners and technicians kids’ 

college education. Wonder how I can 
make such a claim? Take a minute and 
look back to 1993 when the 4L60E 
was introduced. Then think about how 
many 4L60E transmissions your shop 
has repaired or rebuilt during the last 
18 years. It’s a staple in the cash flow 
equation for most transmission shops 
and its employees.

Well it’s sad to say, but its time 
has about come to an end. Like many 
things in life, the 4L60E will soon drive 
off into the sunset. Unable to run with 
the new kids on the block, this old war 
horse will likely disappear in the next 
couple years. 

As many of you are aware, the 
4L60E has seen massive drops in pro-

duction numbers as the focus moves 
to its 6-speed replacement. With that 
said, the 4L60E family of transmissions 
(4L60E, 4L65E, 4L70E) made some 
pretty significant changes in its last run 
at glory. 

You’ve probably noticed that when 
you pull the oil pan off a late model 
4L60E, a few things are missing, and 
a lot of what you see looks different. 
The changes had nothing to do with 
quality or reliability: They were simply 
implemented to reduce costs by remov-
ing hardware.

The updates were implemented for 
most models in 2009 with full imple-
mentation in 2010. The changes are 
significant in many areas and will affect 
the interchangeability of some of the 
4L60E parts. 

So let’s take a look at the updates:

•	 Transmission Fluid Pressure 
Switch Manifold TFP or PSM 
eliminated

•	 Neutral Safety Backup Light 
Switch NSBU or P/N eliminated

•	 3-2 Downshift Solenoid elimi-
nated

•	 Abuse Valves and hardware elim-
inated

•	 Wiring harness updated
•	 Controller updated (pin changes) 

The PSM was eliminated, so the 
valve body and its passages also under-
went major changes. The 3-2 down-
shift solenoid and its related valving 
were eliminated. The abuse valves 
and the hardware associated with the 
abuse valves were eliminated. The P/N, 
NSBU switch was eliminated from the 
outside of the case.

by Steve Garrett
members.atra.com

www.atra.com

It’s Been a Good Run: 
The Last Product 
Change for the 4L60E

Since we now have an IMS, the 
design of the manual shaft, detent 
spring, and the park rod also 
needed to change.

Figure 1
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While some of the components 
listed were eliminated completely, the 
functions of others were simply trans-
ferred to different components.

New hardware for the 4L60E 
includes:
•	 Internal Mode Switch (IMS) was 

added
•	 Wire harness change
•	 Manual shaft length change 
•	 Detent spring
•	 Park rod 
•	 Bonded spacer plate
•	 D4 channel changes in the valve 

body
•	 New DTCs added

The Internal Mode Switch (IMS) 
is similar to other GM transmission 
IMS designs. The IMS is mounted on 
the manual shaft and changes position 
as the manual shaft moves. Since we 
now have an IMS, the design of the 
manual shaft, detent spring, and the 
park rod also needed to change (figure 
1). The wiring harness update included 
pin configuration changes because the 
IMS was added and the 3-2 solenoid 
was eliminated.

The IMS works the same way it 
does on other applications, with the 
IMS providing a binary signal. The 
TCM/ECM sees a series of high voltage 
and low voltages (high = system volt-
age; low = less than 0.5 volts), depend-
ing on whether the internal switches 
are open or grounded. The sequence 

the computer reads indicates the range 
selected (figure 2). 

Since they’ve added an IMS, GM 
also needed to add DTCs to help diag-
nose the IMS. They added seven new 
DTCs:

P1915 – Internal Mode Switch 
doesn’t indicate park/neutral 

P1820 – Internal Mode Switch A 
(low voltage)

P1822 – Internal Mode Switch B 
(high voltage)

P1823 – Internal Mode Switch P (low 
voltage)

P1825 – Internal Mode Switch 
(invalid range)

P1826 – Internal Mode Switch C 
(high voltage)

P1915 – Internal mode switch doesn’t 
indicate P/N during starting

As you can see, the changes to the 
4L60E will have an impact on servic-
ing these units. The updates weren’t 
designed by engineering to back-ser-
vice earlier units.

So the next time you get one of 
these 4L60E transmissions in, take a 
little time and examine these changes, 
to help you identify the differences. The 
time you save based on proper com-
ponent identification will be money in 
your pocket.

Yes the 4L60E family will be 
missed, but like all things in life, 
change is inevitable. Until next time, 
remember: opportunity often comes in 
the form of misfortune or temporary 
defeat.

Figure 2
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A customer brings his car in 
to your shop with a shift-
ing problem. Is it inside the 

transmission or outside, in one of the 
many computer systems or circuits that 
control virtually every operation in 
today’s cars? 

The problem is, it doesn’t have a 
code. Faulty connections, slightly out-
of-range sensors, and even computer 
problems can all hide within the range 
that’s just close enough not to set a 
code, while being just bad enough to 
cause transmission issues.

Wouldn’t it be great to have some-
thing you could check that would at 
least indicate whether you were dealing 
with a control problem or not? There is: 
Long Term Fuel Trim.

Understanding Fuel Trim
Fuel Trim has been available as 

a diagnostic tool since OBD-II first 
showed up on your scan tool. Fuel Trim 
is the term used to describe how the 
computer controls the amount of fuel 
being delivered to the engine. Short 
Term Fuel Trim is the moment-by-
moment changes to fuel delivery, based 
on the signal from the primary oxygen 
sensor (or sensors).

When everything’s working prop-
erly, Short Term Fuel Trim should vary 
up and down, generally -5 to +5. That 
tells you the computer is controlling 
fuel delivery based on the oxygen sen-
sor feedback.

Long Term Fuel Trim is a different 
story. Long Term Fuel Trim is a learned 

response, created over a period of time. 
Its primary purpose is to shift overall 
fuel delivery up or down, to allow 
Short Term Fuel Trim to maintain a 

full range of control in each direction 
— from -100 to +100. That is, Short 
Term Fuel Trim has a range it can oper-
ate within. When the computer can no 

Long Term Fuel Trim:
A Nod in the Right Direction

by ATRA Tech
members.atra.com

www.atra.com

Figure 2a: This vehicle has a v-8 engine and reports bank 1 and bank 2. Notice bank 2 has a 
large disparity from bank 1, at -6.2. This could be caused by any number of problems: a leak-
ing fuel injector, an O2 sensor, a bad spark plug or spark plug wire etc. But since it’s only on 

one bank it would not be something that would affect both sides, like a MAS or TP sensor.

Figure 1: By using the Global OBD II setting your scan tool will display fuel trim the same on 
every car you check. This’ll give you a chance to become familiar with the readings. 
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longer control fuel delivery adequately 
it’s given a new range to operate under. 
Switching to this new range is a func-
tion of Long Term Fuel Trim.   

What that means is that a prob-
lem in the computer system, such as a 
faulty MAP, MAF, or TP sensor, will 
usually show up as a shift in the Long 
Term Fuel Trim reading. According 
to Robert Moreau, technical market-
ing support coordinator for Sonnax, a 
normal Long Term Fuel Trim reading 
on most vehicles will range between 
about 0 to +7 if the system is operating 
properly.

Anything outside of this range 
should be a red flag; it indicates that 
something’s out of specs in the com-
puter system. What’s more, if the Long 
Term Fuel Trim is within the accepted 
range, you can be pretty sure that 
everything outside the transmission is 
working the way it should.

Examining Long Term 
Fuel Trim

Let’s look at how Robert recom-
mends checking the Long Term Fuel 
Trim to help identify a problem in the 
computer system.

First, it’s important to understand 
that this test procedure only works 
before anyone’s played with the com-
puter system. Once someone clears the 
computer’s memory, all of the readings 
— including Long Term Fuel Trim — 
go back to baseline. The Long Term 
Fuel Trim won’t be useful again until 

Figure 2b: Here, we’ve added a vacuum leak and let it idle for about 15 minutes, to illustrate 
its effect on Long Term Fuel Trim. Long Term Fuel Trim went up 7 points on bank one and 7.8 
on bank two. We’re a long way from setting any codes but we’re getting near that area where 

drivability problems begin to occur.

Figure 3: At 1,500 rpm the readings are in range. At a higher rpm that fuel leak has 
no affect on the system.

Long Term Fuel Trim: A Nod in the Right Direction

610-485-9110 • kenktsi@comcast.net • www.transmission-specialties.com
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the vehicle has been driven through a 
complete drive cycle and the readiness 
codes have reset.

But assuming the system hasn’t 
been altered by clearing the codes yet, 
the procedure for checking the Long 
Term Fuel Trim is simple:
•	 Connect your scan tool to the 

diagnostic link connector.
•	 Set it for Global OBD-II (figure 1).
•	 Check for any codes in memory; 

record any codes you find.
•	 Don’t clear the codes yet.
•	 Start the engine and let it run until 

the engine reaches normal operat-
ing temperature.

•	 Check and record the Long Term 
Fuel Trim at:
1. Idle (figure 2)
2. 1500 RPM in park (figure 3)
3. Normal cruising speed while 

driving (figure 4)
Don’t bother checking it at  

wide-open throttle; under those  
conditions the system will drop out 
of closed loop and your readings will  
be meaningless.

Examine your readings: Under 
each condition they should be around 
0 to +7. If they’re outside of those 
readings, it can affect transmission 
operation without setting any codes or 
affecting emissions. So consider look-
ing more closely for a problem in the 
computer system, or at minimal, docu-
menting your readings. 

If there were any codes in memory, 
check them first, before going any-
where else. If there were no codes, start 
by checking powers and grounds to the 
computer system, including the battery 
terminal ends. 

Then move on to the sensor cir-
cuits. In most cases, the problem you’ll 
be looking for will involve a load sen-
sor, speed sensor, or temperature sen-
sor. These are the sensors that have the 
greatest effect on transmission opera-
tion. (Of course, other sensors will 
affect the Long Term Fuel Trim.)

One thing to look for is whether 
there are differences between the banks 
on V-type engines. For example, if 
the left bank’s Long Term Fuel Trim 
is within specs but the right bank’s is 
pulled negative, you know the problem 
is related only to the right bank, such 
as a fuel injector or primary oxygen 
sensor. There’s no reason to waste time 

checking things like the fuel pressure or 
sensors such as the MAF, TPS, MAP, 
IAT, or other systems that will always 
affect both banks.

When it comes to oxygen sensors, 
remember that the only oxygen sensors 
that affect engine performance and fuel 
delivery are those in front of the cata-
lytic converters. The ones behind the 
catalytic converters are only there to 
measure converter performance. They 
have no effect on fuel delivery.

When it 
comes to check-
ing Long Term 
Fuel Trim, Robert 
offered this sug-
gestion: “I’d rec-
ommend check-
ing the Long 
Term Fuel Trim 
on every car that 
comes into your 
shop, whether it 
has a transmis-
sion problem or 
not. And record 
the results on 
the repair order. 
This gives you a 
chance to become 
familiar with how 
Long Term Fuel 
Trim should look 
on a wide variety 
of vehicles. And 
that record could 
be useful if the 
customer comes 
back later with a 

new problem that ‘wasn’t there before 
you touched it.’”

Long Term Fuel Trim won’t point 
you directly toward any one problem, 
but it’s a terrific way to help answer 
one of the most important questions 
when it comes to transmission diagno-
sis: Inside or outside? It’s not a pinpoint 
diagnostic tool, but there’s no question 
that Long Term Fuel Trim is a nod in 
the right direction.

Figure 4: The Fuel Trim reading look normal. The low reading at an idle is worth noting. 
You may not have any problems now but it’s good to note this in case 

the customer has problems later.
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Lately you’ve been hear-
ing a lot about the ben-
efits of positioning your 

shop as the Dealer Alternative. 
And no wonder: As ATRA 
CEO Dennis Madden pointed 
out, almost the same number 
of people take their cars to 
the dealer as would choose an 
independent transmission 
repair shop. 

Which means that, 
if you could lure those 
consumers away from the 
dealer to your shop, you 
could potentially double 
your customer base. That’s 
a heckofa lotta new customers!

The question is, how do you do it? 
How do you reach out to those consum-
ers, and convince them that they’d be 
better off bringing their cars to your 
shop instead of the dealer?

The answer may be more complex 
than you might think at first blush. 
That’s because consumers who choose 
to take their cars to the dealer gener-
ally aren’t looking for an alternative.

They’re happy taking their cars to 
the dealer. Sure, they’re probably pay-
ing more. They know that and they’re 
okay with it. They way they see it, 
they’re getting terrific service from 
factory-trained technicians using the 
highest quality parts available. At least, 

that’s what they believe. And you’re not 
going to convince them they’re wrong 
simply by advertising yourself as the 
Dealer Alternative.

The dealer caters to their every 
need, including providing a loaner car 
or a ride home, and they’ll pick them up 
and bring them back to the dealership 
once the work is done. And those dealer 
repairs are covered by a nationwide 
warranty. Isn’t that worth spending a 
few bucks more? It is to them.

What’s more, they can afford to 
spend the money. As Dennis pointed 
out in this issue’s From the CEO, this is 
a market segment worth pursuing.

These are generally people who are 
pretty well set financially. They may 

not be rich by today’s standards, but 
they aren’t hurting. They can afford to 
pamper themselves a bit. If that means 
spending a little more to take their cars 
to the dealer, they’re okay with that.

What does that mean to you? It 
means that simply calling yourself the 
Dealer Alternative in your ads and web 
site won’t make a bit of difference to 
most of the folks who choose to take 
their cars to the dealer. They aren’t 
looking for an alternative. Chance are, 
they’ll never see your ad or your web 
site.

Catch 22 of Trust
If you were to speak with those 

consumers, you’d discover most of the 

by Steve Bodofsky
members.atra.com

www.atra.com

The Dealer 
Alternative: 
More than Just a Tag Line
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issues that concern them fall into the 
category of trust. The consumer trusts 
that the dealer will provide exceptional 
service, quality repairs, and offer a 
warranty that’s backed by the manu-
facturer.

Sure, you probably offer the same 
level of exceptional service as the deal-
er does; maybe better. And you back 
your repairs with a nationwide war-
ranty… all for a lower price than the 
dealer.

The problem is, those consumers 
will never know it. Developing trust 
isn’t something you can do with a pret-
ty web site or a fancy Yellow Pages ad.

Not that those things aren’t impor-
tant; they are. They’re critical com-
ponents in marketing today’s trans-
mission repair shop. But they’re only 
going to attract people who are looking 
for a shop. For consumers who aren’t 
looking, conventional advertising isn’t 
going to have much of an effect. 

To attract consumers who actively 
choose the dealer over the independent 
shop, you need to take a more proactive 
stance. You need to build a relationship 
with them. You have to meet those 
consumers, and let them get you know 
you. You have to become their friend in 
the business.

Building Relationships
Another thing we’ve talked a lot 

about over the years is the impor-
tance of building relationships with 
your potential customers. But if you’ve 
spent your entire career in a transmis-
sion shop, you might not realize just 
how deep those relationships go.

In the transmission business, your 
relationships often only last as long as 
the consumer has a problem with his 
transmission. Sure, you can be friendly 
with him and show him you’re there 
to help, but once his car is back on the 
road and working right, there’s a good 
chance you’ll never see him again… 
until he has another transmission prob-
lem.

I spent the first 17 years or so of 
my professional career in general auto-
motive repair shops. The relationships I 
built with my customers were more like 
personal friendships.

Customers would stop in just to 
say hi. I knew them by name, knew 
their kids, and heard all about what was 
going on in their lives. They’d come to 
have their cars checked before going on 
vacation, and then stop by to show us 
the pictures they took while they were 
away. Often these people became my 
close friends. 

Around the holidays, those regular 
customers would come by for no other 
reason than to shake our hands and 
wish us happy holidays. They might 
even drop off a present — a bottle or a 
freshly baked batch of cookies. In fact, 
my first wife and I started dating after 
she came by one Christmas to drop off 
a cake she’d made for me.

Sound a little extreme? I wasn’t 
unique. This is exactly the type of 
relationship most general repair shops 
build with their customers. They’re 
a necessary part of building the trust 
that’s so critical to the auto repair busi-
ness.

And you can be sure you won’t 
begin to build those relationships 
with an ad or web page. You need 
to make contact with those consum-
ers. That’s the real key to taking that 
first step toward becoming the Dealer 
Alternative.

But how? If ads and web sites 
won’t do it, how do you make those 
first contacts with consumers who tra-
ditionally choose the dealer for repairs?

Get Out There and  
Meet Them

The only way you’re going to turn 
those consumers into your customers is 
to put yourself out there and meet them. 

The Dealer Alternative: More than Just a Tag Line
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You need to press the flesh and become 
part of their circle of acquaintances… 
and friends.

Okay, where do they hang out? 
That’s an important question, so I called 
my Uncle Richard to find out. Why my 
uncle? He’s part of the group we’re 
looking for: over 56 (by a bunch!), rea-
sonably well off, and — here’s the best 
part! — he takes his cars to the dealer 
for service.

Uncle Richard was a longtime 
businessman, and he isn’t quite ready 
to give that up, even in retirement. So 
he’s an active member of his local hom-
eowners association, on the board at his 
golf club, and a member of the town-
ship planning commission. He’s also 
on the board of directors for the alumni 
association at one of the local colleges.

In his spare time he likes to get in a 
round of golf, where he’s likely to meet 
other golfers from all walks of life. And 
we all know how many business deals 
get made while walking the links.

Next I called Mom. She’s part of 
that group of women we want to attract: 
over 56 (just barely, by her reckoning), 
reasonably well off, and — yep, she’s 
another one! — she takes her car to the 
dealer for service.

So where would you be likely to 

meet my Mom? She’s a member of 
the local Red Hat Society; a group of 
middle aged and senior women (sorry, 
Mom!) who get together occasionally 
just to kick up their heels and have a 
little fun. You can find the Red Hat 
Society chapter in your community by 
going on line at www.redhatsociety.
com. The local chapter will usually 
meet at least once a month, and they’d 
be happy to speak with someone who 
wanted to connect with them and put on 
a short presentation.

Another place Mom likes to hang 
out is the local bark park, where she 
takes her dog, Joey, to let him run 
around and bark at everything that 
moves and pee on anything that doesn’t. 
Mom’s made a lot of close friends at the 
park; she enjoys going there almost as 
much as Joey.

Of course, there are always the ser-
vice organizations in your area: Rotary, 
Lions, Optimists and so on. They’re 
always looking for new members, and 
they’re usually thrilled to have someone 
offer a short, informational presentation 
at one of their meetings. Same thing for 
your local business association.

Don’t forget the groups at your 
local church, synagogue, or mosque 
such as the Men’s Club or Women’s 

Auxiliary. Or the veteran associations 
in your area, such as your local VA or 
VFW. And of course, there’s also the 
PTA, Scouts, Little League, and so 
forth.

What kind of presentations would 
be good for these types of groups? And 
who should present it? We’ll talk more 
about that in the next issue of GEARS.

In addition, many retired individu-
als also sign up for night school courses 
at the local high school or college. You 
might think about offering a course, or 
even just signing up for a class and get-
ting to know your classmates.

As you can see, there are lots of 
ways of making contact with consum-
ers who usually prefer to take their cars 
to the dealer for service. But remem-
ber, becoming the Dealer Alternative is 
more than just adding a tag line to your 
ad or web site. It’s about getting out 
there and becoming part of the com-
munity… it’s about building relation-
ships… and becoming their friend in 
the business.

The Dealer Alternative: More than Just a Tag Line
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Another year has gone by and 
a new year has begun. This 
is an appropriate time to sit 

down and take stock of where you’ve 
been, and examine where you hope to 
be in the coming months. And maybe 
even more importantly, what it’s going 
to take to get there.

At this year’s management seminar 
program at Expo, longtime manage-
ment trainer Bob Cooper made the 
statement that, for a successful busi-
ness, you should plan on increasing 
your income by at least 10% over last 
year’s receipts.

Fair enough, but how? Raising 
your prices? Maybe, but maybe that’d 
just end up costing you money as cus-
tomers look for lower-cost alternatives 
for transmission repairs.

One thing’s for sure: You aren’t 
going to increase your sales simply by 
waiting for customers to show up at 
your door. The “wait by the phone and 

hope they call” business strategy hasn’t 
proved to be particularly effective in 
recent years. If you want those custom-
ers, you’re going to have to go out and 
get them.

Which brings us back to the same 
question: How? How do you attract 
those new customers? Where do you 
find them? What will get them to choose 
your shop over somewhere else?

by Rodger Bland
members.atra.com

www.atra.com

A New Year, a New Plan:
Continue Your 
Education in 2012
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As ATRA CEO Dennis Madden 
pointed out in this issue’s From the 
CEO article, the number of consumers 
who take their cars to the dealer when 
faced with a transmission problem is 
almost identical to the number who are 
likely to choose an independent trans-
mission shop.

And it’s a substantial percentage 
of the total transmission repair mar-
ket: 24.4%. So it just makes sense to 
suggest that one of the best ways to 
increase your business would be to try 
to attract that segment of the auto repair 
market to your shop.

Not to sound repetitive, but how? 
Let’s face it: The vast majority of trans-
mission shop owners got their start by 
working at the bench. They know how 
to fix cars; not develop a long-term 
business strategy. They don’t have the 
education or experience to implement a 
marketing program designed to attract a 
new market segment effectively.

So maybe that should be the first 
point on your list of things to do for 
2012: Get the education to help you run 
your business successfully.

Getting the Education
Education isn’t anything new for 

auto repair shops: In fact, ongoing 
education has long been a necessity for 
keeping up with the constantly chang-

ing technology that keeps coming your 
way.

That’s technical training; most 
shops have accepted that they don’t 

have much of a choice when it comes 
to that type of education, and they set 
aside at least some time and money to 
provide their technicians with train-
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ing every year. They have to if they’re 
going to keep fixing the next batch of 
new cars that are coming down the road 
with the latest round of technological 
advances built in.

What you need to add to your list is 
business management training.

Business training? Most shop 
owners have never considered it. Why 
would they? They already know how 
to open the doors, order parts, answer 
the phone, and talk to customers. Those 
procedures haven’t changed in years… 
or have they?

The fact is, there’s a lot more 
to running a successful transmission 
repair shop in today’s market than 
knowing how to make change. Today 
it’s about building a reputation, reach-
ing out to the public, and marketing 
your business. It’s about meeting your 
legal obligations for operating a busi-
ness, and even learning how to price 
your work competitively, while still 
earning a reasonable profit. That’s a lot 
more involved than just writing a repair 
order and collecting your fees.

Choosing Your  
Educational Track

Okay, so we want to plan on some 
business training. What type? Where 
do we get it? How much do we need? 

Wow, every answer leads to a lot of 
new questions.

One place to go to help answer 
those questions is the ATRA What’s 
Working forum. There you’ll be able 
to discuss your thoughts with some of 
the most knowledgeable and inventive 
shop owners in the industry. You’ll 
learn where they get their training, 
and they’ll be only too happy to tell 
you which training paid off, and which 
wasn’t worth the paper it was printed 
on.

Next you have the ATRA Buyer’s 
Guide; all sorts of valuable resources 
there, including management consul-
tants and trainers. Find out when and 
where they’re speaking in your area, 
and talk to them to see what they can 
offer you in the way of personal advice 
and training. Don’t forget to let them 
know you’re an ATRA Member: Many 
of the business consultants and trainers 
who advertise in the Buyer’s Guide 
offer special discounts for Members of 
the Association.

Of course there’s always Expo: 
some of the most intense, compressed 
management training you’ll ever expe-
rience, from the leading automotive 
consultants and trainers, packed into 
three days worth of classes. And all 
targeted directly for you: the transmis-

sion repair shop owner. Start making 
plans to attend now, and by the end of 
October you’ll be all set to head out to 
Vegas.

Don’t forget to explore the night 
school classes at your local colleg-
es. While those courses will be more 
generic in nature, and not targeted 
directly toward any one type of busi-
ness, they provide a lot of valuable 
background information and business 
strategy you’ll be able to apply to your 
individual situation.

More importantly, the points 
they’ll cover will get the gears turning 
in your head… making connections to 
issues you deal with on a daily basis. 
And that’s the most valuable part of any 
type of education: the processes that 
get you thinking about your business 
model and practices.

New Year’s is a time for plan-
ning… for committing to changes to 
improve your life… and your business. 
As we begin the new year, now’s the 
perfect time to plan for your education. 
Get the training you need to build a 
more successful future for you and your 
business.

A New Year, a New Plan: Continue Your Education in 2012
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Fifty years is a long time to do 
just about anything. Think of 
the number of people you know 

who’ve been married for 50 years, or 
spent 50 years on a single endeavor. 
You can probably count them on the 
fingers of one hand; it’s that rare. It’s 
why we call 50 the Golden Anniversary: 
It’s something to celebrate… a badge of 
honor to wear with pride.

And here at ATRA, we’re twice as 
proud. Because this past December 2nd, 
two ATRA Members celebrated their 
50th year in the transmission business. 
Fifty years of repairing transmissions! 
That’s an astounding achievement; one 
which deserves our respect… and our 
celebration.

Who are these trailblazers of the 
industry? Lee Williams of Williams 
Automotive in the Napa Valley, 
California; and Marvin Keyser and 
Mark Schwartzman of Glen Burnie 
Transmissions in Glen Burnie, 
Maryland.

Lee Williams; 
Williams Automotive

Talking with Lee Williams is like 
passing through a portal in time. He’s 
able to offer a perspective on this busi-
ness that most of us can only imagine. 
He opened his first shop in 1961. It was 
a full service repair shop, and back then 
ATRA wouldn’t accept general shops as 
Members. He was finally able to join 
ATRA in 1964.

“When we started doing transmis-
sions, there were maybe 10 different 
automatics in the world,” says Lee. 
“None of the foreign cars used them; 
they were all domestic. 

“Back in the 60s you could pull 
a transmission out, rebuild it, and put 
it back in, all for under $100. Once 

they came out with a welded torque 
converter, you could buy a converter, 
the kit, and all the parts for less than 
thirty bucks. We’d charge $80 for one 
of those units, and we were making a 
lot of money on it. Today you charge 
$3000 for a transmission and you bare-
ly make a thing.”

Williams Automotive charges a 
labor rate of $117 an hour, a rate 
they’ve charged for a couple years 
now. But it wasn’t always the case. 

“[In 1961] our hourly rate was $1.50; 
when we raised our rates to $3.00 an 
hour, people claimed we were charg-
ing more than a lawyer! I just laughed 
about that.”

The first lockup converters were 
a real wakeup call to Lee and his staff. 
“How were we going to fix something 
like that? It was hard for us to wrap 
our heads around those things, and 
those early models only used a pressure 
switch!”

Golden Anniversaries for 
Two ATRA Members by Steve Bodofsky

members.atra.com
www.atra.com

Williams Automotive & Transmission opened their doors on December 4th, 1961 
and have been operating in the same location since 1967 in Napa, California.

An ATRA member sign circa 1968 still hangs proudly at Williams Automotive & Transmission.
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This past year, ATRA enjoyed one 
of its more successful Expos in Las 
Vegas, with attendance of over 3000 
strong. But Lee remembers a much 
earlier ATRA meeting, back in 1962. 
It was held at the Playboy Club in San 
Francisco, and it was attended by a 
whopping 35 Members! For entertain-
ment they enjoyed a performance by 
a young duo who were just starting 
out in the music business: the Everly 
Brothers.

Lee’s quick to acknowledge that 
being an ATRA Member helped him 

b e c o m e 
s u c -
ces s fu l . 
“ B a c k 
t h e n , 
t h e r e 
w a s n ’ t 
a lot of 
i n f o r -
m a t i o n 
available on transmissions. We’d have 
to draw a picture of the valves and 
checkballs while we took the unit apart 
to make sure we’d get it back together 

properly. ATRA provided 
us with the information we 
needed, before anyone else 

made it available.”
Lee still comes to work regularly, 

but these days he likes to take off for 
a month or two to go hunting or just to 
relax. His son, Mike, now runs the day-
to-day operation of the business, giving 
Lee the opportunity to choose how 

Napa’s local newspaper, the Napa Valley Register featured 
Lee and his shop in their July 24, 2011 edition. 

Lee and crew served lunch to over 150 folks in December 
to celebrate their 50th year in business

Lee was recently recognized by A.T.R.A. for his 
life time achievement  in the industry.

50years-golden anniv.indd   43 1/10/12   9:06 AM



44   GEARS   January/February  2012

much time he wants to spend working, 
and how much to spend on himself. 
Mike began working with his father 
back when he was still in school, so 
he’s been with the business for nearly 
35 years; not 50, but still a long time.

Marvin Keyser and  
Mark Schwartzman; 
Glen Burnie Trans

Keeping a transmission shop in 
operation for 50 years isn’t easy; as 
we all know, the industry has seen a 
lot of changes over the last 10 or 20 
years, let alone half a century. Williams 
Automotive enjoyed the benefit of oper-
ating as a full service shop, so when 
transmission sales were down, they 
could maintain their revenue stream 
with brakes and oil changes.

But Glen Burnie Transmission is a 
transmission shop. They fix transmis-
sions; that’s all they’ve ever done since 
Marvin Keyser opened the doors back 
in 1961. That’s what they want to con-
tinue doing. But that doesn’t mean they 
haven’t changed their business model 
to meet the changing demands of the 
market.

Mark Schwartzman married Karen 
Keyser — Marvin’s daughter — in 
1996. In 1997 he joined the company 
and took over its day-to-day operations, 

just as our 
i n d u s t r y 
was begin-
ning to 
drop off.

B a c k 
then, Glen 
Burnie employed 55 people, includ-
ing 13 rebuilders. Then three of those 
rebuilders left to open their own shop. 
That’s when Mark made a decision that 
would alter their business model for-
ever: Instead of hiring new technicians 
to replace them, Mark started offering 
remans.

The strategy worked: They were 
still rebuilding most transmissions, but 
when they got too busy or a unit came 
in completely destroyed, they’d order a 
reman. They discovered that not having 
to pay for additional rebuilders more 
than made up for the additional cost of 
the reman. So little by little they started 
reducing their rebuilds and switching 
to remans.

In 2004, Marvin visited the 
Certified rebuilding plant. He was so 
impressed with what he saw that he 
asked Peter Fink, president of Certified, 
to let Glen Burnie become a distributor. 
A couple days later it was a done deal.

Today Glen Burnie stocks over 
300 Certified reman units; they have 

16 employees, including two fulltime 
outside sales people. And they’re doing 
great; 2010 was their best year ever, 
and it looks like they’ll enjoy a 5% 
bump over that for 2011. Their outside 
sales alone will be about $2 million!

While there’s little question that 
Glen Burnie owes its longevity to their 
ability to recognize the need for change, 
both Marvin and Mark credit their suc-
cess to putting the customer first. 

“The reason we’re still here is 
because our customers came first,” says 
Marvin. “It’s just a matter of taking 
care of the customer… make him at 
ease and take the pressure off.”

“Sell your customer a superior 
product at a fair price, and that’s what’s 
kept us successful for the last 50 years,” 
adds Mark. “We’re not fixing cars; 
we’re fixing people. We’re fixing their 
transportation problems.”

And their customers respond to 
that attitude by returning time and 
time again. At their 50-year celebration 
party, Glen Burnie offered a prize for 

Golden Anniversaries for Two ATRA Members

Lee’s  totally restored 56 Chevy Bel Air convertible 
was on display during the celebration.

Two generations keep Williams Automotive & Transmission running smoothly. 
Pictured l-r: Mike and Lee Williams
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Certified Transmission of 
Omaha, NE honors 50 Year 
Industry Veterans at Glen Burnie 
Transmission, in Baltimore / DC 
Metro. 

On December 2nd, Glen Burnie 
Transmission of Glen Burnie, MD 
celebrated 50 years in business.   
Founder Marvin Keyser 
and President Mark 
Schwartzman received 
awards from many local 
and national dignitaries. 
Among those honoring 
them were Amanda Fink-
Shaeffer and Jim Slimp 
of Certified Transmission.   
They presented Marvin 
and Mark with an 
award honoring them 
and their associates for 
50 successful years in 
business on behalf of 
Certified Transmission 
and associates.

Marvin and his 
partners founded Glen 
Burnie Transmission in 
1961.   Mark joined Glen 

Burnie 15 years ago.  By 1988, GBT 
had grown to incorporate nearly 20 
technicians and 21 service bays.. 
GBT provides the fastest possible 
service without sacrificing quality.   
Glen Burnie Transmission services 
all cars, trucks, mobile homes, 
buses, vans, and 4x4s.

Certified Transmission is proud 
to count GBT as one of their 
successful distributors.   Based in 
Omaha, NE, Certified Transmission 
was founded by Peter Fink in 1979, 
and celebrated 30 years in business 
in 2010.

the customer who could present the 
oldest receipt for service. The prize — 
a big screen TV — went to a customer 
with a receipt from 1965 for a transmis-
sion rebuild on his 1958 Ford (the cost? 
$110!) That’s a long time to maintain a 
relationship with a customer.

Of course, as the industry changed, 
ATRA had to change with it. Both 
Marvin and Mark credit ATRA for 
refocusing its efforts on business man-
agement, while maintaining its unparal-
leled technical support. “ATRA gives 
us the chance to speak with other shops 
and share ideas,” says Mark. “And 
whether you do things one way or 
another, there’s always something you 
can learn.”

50 years… five 
decades… half a cen-
tury… no matter how 
you say it, it’s a long 
time to be in business.  
So to Williams 
Automotive and  
Glen Burnie 
Transmissions, we tip  
our hats, say congrat-
ulations, and wish you 
many more years of 
success!

L-R: Marvin Keyser, Jim Slimp, Amanda Fink-Shaeffer, Mark Schwartzman
Photo by Jeff Via
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Two shops operate in the same 
town, on the same street. Both 
are similar operations: They 

offer the same basic services, and 
require employees with similar skill 
sets. But one shop manages to keep its 
employees for years, while the other 
seems to have a revolving door for its 
staff.

It’s not the money; both pay rough-
ly the same wages for comparable jobs 
and experience. And let’s face it: If one 
shop were paying that much less, the 
short-timers probably wouldn’t have 
taken the job there in the first place.

No… it’s something else…
And it’s not just repair shops: 

Every industry has businesses that 

manage to keep employees until they 
reach retirement, while others can’t 
seem to hold them long enough to earn 
an extra week’s vacation.

So if it’s not the money, what is 
it? What’s the difference that makes 
employees choose to remain at one 
shop over another? 

Respect.
In the one shop — where the 

employees never seem to stick around 
very long — the shop owner refers to 
his technicians as “swampers.” Even if 
you’ve never heard the term, it doesn’t 
sound very flattering. He second-guess-
es their diagnoses and berates them for 
everything they do.

As far as he’s concerned, that pay-
check means he owns them. Be here on 
time, do your job, and shut up. Have 
a suggestion? Keep it to yourself. A 
problem at home? Handle it on your 
own time.

It’s no wonder employees leave 
almost as fast as they come in: Who’d 
want to work under conditions like that?

In the other shop — the shop with 
the longtime employees — it’s there: 
respect. Everyone — from the shop 
owner to the guy who sweeps the floor 
— have high regard for one another. 
The employees have a sense of pride 
in their work because they know their 
contribution is honored by everyone 
who walks through the door.

R e s p e c t :
The Other Paycheck

L TO R: Donny Caccamise, Susie Caccamise, David Hernandez, Randy Knox, Lori Knox, 
Roy Warner, Fernando Hernandez, Albertino Mateo, Dennis Madden.
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The boss knows the names of his 
employees’ families, and knows what’s 
going on in their lives. When some-
thing exceptional happens — little 
Johnny’s team wins the big champion-
ship or little Suzie gets chosen for the 
lead in the school play — he’s the first 
to congratulate them. If something’s not 
going so well at home, he’s right there 
to offer to help.

He recognizes the fact that his 
employees spend more of their waking 
hours at work than anywhere else in 
their lives, and he wants those hours 
to be something they can be proud 
of… something they enjoy doing. And 
he’s going to make sure it’s something 
they’ll be willing to do for years to 
come.

Honoring Commitment
In the October/November 

2011 issue of GEARS, we met 
Donny Caccamise, owner of DMC 
Transmissions in Ventura, CA. He’s the 
shop owner who produced the car show 
to help reinforce the ATRA identity in 
his region.

This past summer, DMC’s rebuild-
er, Roy Warner, decided to take the 
ATRA certification tests. As he looked 
over the prep programs, he started 
thinking it might be useful for everyone 
at DMC to become certified. So he got 
the ball rolling, challenging the other 
five employees to go for certification.

Roy took the lead, helping every-
one study for the tests. It involved late 
nights and early mornings. But this past 
November they took their tests… and 
everyone in the shop passed! Here’s the 
list of DMC employees and their new 
ATRA certifications:

Roy Warner; 
 ATRA Certified Diagnostician and Rebuilder
Fernando Hernandez; 
 ATRA Certified Diagnostician
David Hernandez; 
 ATRA Certified Diagnostician
Albertino Mateo; 
 ATRA Certified Diagnostician
Randy Knox; 
 ATRA Certified Diagnostician
Lori Knox; 
 ATRA Certified Diagnostician

That’s a pretty impressive list, and 
it deserves respect. So that’s just what 
Donny did: First, he went out and had 

plaques made for each of his staff, 
acknowledging their accomplishment. 

Then, on December 22, he rented 
out a room at the Pierpont Hotel, and 
invited his staff and their family mem-
bers, some of Donny’s associates from 
his radio show Horsepower for an 
Hour, and ATRA CEO Dennis Madden. 
During drinks and hors d’oeuvres, 
Donny awarded each of his employees 
with his or her own plaque. Then they 
enjoyed a sumptuous dinner together 
as they prepared for the Christmas 
holiday.

That show of respect was impres-
sive enough, but Donny wasn’t done: 
When they got back to work after the 
holiday, he started hanging the plaques 
in the shop waiting room, putting them 
on display for every customer who 
walks through the door.

Still not quite satisfied, Donny is 
also sending out a press release to local 
new media, to share their accomplish-
ment with the community.

What a wonderful way to show his 
pride and respect for his staff! And you 
can bet it’ll pay off in their attitude and 
professionalism. What’s more, the edu-
cation necessary to earn those certifica-
tions is already paying off in the respect 
DMC is earning from its customers. 

More Ways to Show Respect
While Donny’s approach to his 

employees was inventive — maybe 
even unique — it isn’t the only way to 
show your employees respect. There 
are dozens of simple things you can do. 

Like providing a clean, well-
equipped break room where your 
employees can stop and enjoy lunch 
in comfort. Or adequate heating in the 
winter, and some level of cooling in the 
summer. Or maybe just asking for their 
input on how to improve the shop, and 
then thanking them for their contribu-
tion, when everyone else can hear it.

One thing to remember is that 
respect isn’t something you can turn 
on and off. You can’t take your staff to 
lunch one minute, and then berate one 
of them the next. The fact is, no one 
will remember the nice things you did; 
they’ll lock in on the negative. And that 
negative will overshadow all your bet-
ter efforts.

Think of the way you treat your 
customers: Every customer that calls 
or comes in gets treated with respect 
every time they pick up the phone or 
walk through the door. You don’t sud-
denly call one a moron because she 
couldn’t answer your question. Because 
you know that, no matter how nicely 
you treated her the rest of the time, that 
one lapse in judgment will be what she 
remembers… and it’ll be the one thing 
she takes away with her.

The same is true with your employ-
ees: Treat them with respect, every 
minute of the day. If you aren’t happy 
with their work or something they’re 
doing, tell them, but do it privately 
and do it with respect. It’s that respect 
that’ll make the difference between 
whether your employees leave your 
shop… or retire from it.

46respect.indd   47 1/5/12   6:33 AM



48   GEARS   January/February  2012

This October at ATRA’s 
Powertrain Expo, we present-
ed material from the 2011 con-

sumer study where we asked 1,000 con-
sumers about their buying habits per-
taining to auto repair. We also looked 
at how consumers use the Internet and 
other resources to help make decisions. 
Over the past six years, we’ve worked 
to find ways for transmission shop 
owners to improve their businesses. 
Many shop owners have applied these 
ideas and have enjoyed tremendous 
growth in their business; we’ve high-
lighted several of them in Gears.

Let’s take a look at some of the 
results from last year’s survey and see 
what information you can use for your 
business. Because there are several top-
ics, we’ve listed them under separate 
headings.

Dealer Customers
One thing we learned was that the 

market for people that have a prefer-
ence for the dealer is about the same 
as the market for those who prefer an 
independent transmission shop when it 

comes to transmission repair. Results:
24.4% prefer visiting a dealer 
24.6% prefer visiting a transmis-

sion shop
This sparked an interest in discov-

ering what these consumers look for in 
the dealer. It also got us thinking about 
something else. 

Too often a shop owner is faced 
with a customer who wants the 

work done but have no way to pay for 
it. Their credit cards are maxed out 
and their credit score is too poor to 
apply for new credit. Maybe it’s time 
to attract better customers. In our sur-
vey, we asked consumers the maximum 
they’d spend for a major repair before 
looking for another car. We broke it 
down by gender and here’s what we got 
(figure 1). Once this topic of the dealer 
came up though, we decided to look at 
the data a little differently.  Figure 2a 
shows a graph of what people will pay 
for repairs based on their shop prefer-
ence. 

This offers a stark comparison 
between dealer customers and custom-
ers of every other category. Not only 
will they spend more, there’s a broader 

range in what they’ll spend. 
Simply, higher-paying cus-
tomers reside in the deal-
er group. Note: Figure 2b 
shows an additional legend 
for the graph so you know 
what the bottom scale rep-
resents.

More Data, 
More Customers by Dennis Madden

members.atra.com
www.atra.com

WHAT'S WORKING

Figure 2A Figure 2B

Figure 1

1 = Less than $1,000
2 = $1,000 - $1,500
3 = $1,500 - $2,000
4 = $2,000 - $2,500
5 = $2,500 - $3,000
6 = $3,000 - $3,500
7 = More than $3,500
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Selecting a Shop
We asked people who had trans-

mission repairs done how they found 
the shop. The results were not much of 
a surprise (figure 3). The most common 
answer was recommendations from 
friends followed by recommendations 
from other shops. The “other” cat-
egory offered a write-in answer and the 
majority was a familiar shop. That is 
they went to a shop they’d used before. 

What is different from earlier sur-
veys are the results for the phone book 
and Internet. In 2008, we found phone 
books slightly above the Internet, and 
then in 2009, the Internet was slightly 
above the phone book. In the 2011 
survey, the Internet has clearly taken a 
lead, with no women reporting as using 
the phone book. 

If you’re still not convinced that a 
strong Internet presence is important, 
consider the following: We asked the 
survey group if they use the phone book 
or Internet to research for a transmis-
sion shop. The results are shown in 
figure four. This chart is broken down 
by age and gender. Along the bottom 
you’ll see an F1-F5 and an M1-M5 
representing Female/Male and their age 
groups: 1 being 18-25, 2 being 26-35 
and so on. You’ll notice that the older 

group uses the phone book and they’re 
also the group that represents much 
of the dealer clientele. With that, we 
don’t want to completely discount the 
phone book. Incidentally, ATRA has 
just exceeded 250,000 unique individu-
als who have visited the atra.com con-
sumer website. The number of people 
visiting the site has far exceeded our 
expectations.      

The Internet
Ok, so more people are using the 

Internet to find a transmission shop. 
Not much of a surprise. But how are 
they using it? What are their habits and 
how does that affect you? Back in 2008, 
we learned that the majority of consum-
ers used the Internet to find out more 
about a shop they were already familiar 
with. They wanted to know things like 
their phone number, address and hours 
of operation. 

Today that’s changed. In our recent 
study we found that people are doing 
more research; they’re looking for 
information (figure 5). There’s about 
a 2 to 1 ratio of people doing research 
over those that are looking for infor-
mation on a shop they already know 
(63.9% vs. 36.1%). The chart is broken 
down based on gender and age, just like 

figure four. If we look strictly at gender, 
we find a slight increase in men using 
the Internet for research but for all 
intent and purpose, they were an equal 
audience. (figure 6).

This brings about another question. 
Do you use your website mostly for 
advertising or do you share information 
with your visitors, too? We’re find-
ing more people interested in learning 
something and finding answers about 
their automotive questions, so make 
sure your website isn’t simply a series 
of billboards and service specials. In 
addition, search engines love meaning-
ful content, so you’re likely to rank bet-
ter if you have good content that people 
are interested in. 

Another question we had was how 
many pages people would go through 
once they received their search results. 
We were a bit surprised in that we 
thought one page would be the most 
common, followed by two, and so 
on. Not true. Figure seven shows the 
results, and the most common response 
was two pages. We were equally sur-
prised to learn that over 20 percent of 
the group surveyed would go beyond 
page three. 

We also asked if people paid more 
attention to listings on the top of the 

Figure 3

Figure 5

Figure 4

Figure 6
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page versus the bottom (figure 8). The 
majority does, but not by a lot. When 
you break it down without considering 
age or gender, 57.5% pay more atten-
tion to listings on the top versus 42.5% 
that don’t. 

We then asked if people were 
aware of paid placement, like Google 
Adwords. Most of the respondents said 
yes (figure 9). We then asked if they 
paid more attention, or thought more 
highly of those ads. The response came 
back with a resounding no (figure 10). 

Keep in mind these ads are on the very 
top of the search results and people 
have stated that they pay more attention 
to the top of the page. But they do not 
necessarily pay more attention to the 
paid ads.

This is not a statement against 
paid placement. We’ve used Google 
Adwords for the ATRA consumer site 
since we launched it in May 2010, and 
it works. I think it speaks more to the 
fact that we have an engaged audience. 
Everyone with a desk job is on the 
Internet, daily. People out in the field 
are using their smart phone.  They’re 
looking for information and know how 
to get it. This also begs the question: 
how many transmission shop websites 
provide good quality information to 
their visitors? I’m referring to informa-
tion without a hook on the end for a 
sale. Certainly, your website is there 
to make the phone ring, but we have 
a sophisticated audience that proba-
bly won’t be all that impressed with 
sales gimmicks and puffery. Again, the 
advantage with having quality content 
on your site is that search engines like 
Google and Bing love it. You’re more 
likely to rank higher if your content is 
well written (but that’s another article).         

Social Media
I have a daughter in college and 

she’s constantly on Facebook along 
with all of her friends. Are Facebook 
and other social media sites a good 
place for transmission shops to reach 
customers? In my daughter’s case 
(and probably most of her friends) the 
answer is no. She has no money and 
if she has a problem with her car she 
just texts me. But today’s students and 
young people are tomorrow’s market, 
and you can bet when it comes time to 

More Data, More Customers

Figure 7 Figure 8

Figure 9

Figure 10
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making a decision about fixing their car 
that social media is likely to play a role.

But what about today? We asked 
our audience about their social media 
use and here’s what they said: The most 
commonly used tool is Facebook, fol-
lowed by “don’t use” (figure 11). Other 
sites like You Tube and Twitter are used 
marginally. When we broke it down by 
gender and age (figure 12), we saw that 
younger people use social media the 
most. The mid-fifties group had more 
participants that “don’t use” versus the 
number that do use social media, so this 
is something to pay attention to. We 
may soon find social media to be just 
as important as a strong website for the 
transmission industry, so don’t wait to 
begin exploring this medium. 

Review Sites
Review sites like Yelp or Google 

Review allow customers to comment 
about the service they received from a 
business. There are at least half a dozen 
review sites and it’s a good idea to get 
listed on them. It’s free to get listed on 
these sites, you just need to sign up. 
We asked people if they used review 
sites to help them with their decision 
with car repairs. The majority said yes 
(figure 13).  

A word of caution, don’t try to 
be cute by listing a review on your 
own site. And make sure if you use 
an outside firm to help you with your 
Internet presence that they don’t do 
it either.  I’ve seen charlatans make 
multiple reviews on similar websites, 
acting like customers when they’re not. 
Search engines and review sites are get-
ting smarter every day and cheating on 
the Internet can result in being black-
balled so your site or listing doesn’t 
show up at all.            

There it is. Some of the data from 
ATRA’s 2011 consumer study. We still 
have a lot of information we can glean 
from the results, but this’ll give you 
additional insight on your prospective 
customers. The 2012 study is taking 
shape and I can’t wait to share it with 
you!

Figure 11

Figure 12

Figure 13
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T    his October, thousands of guests had a great time at ATRA’s PowerTrain Expo 

2011 in Las Vegas. During the event, we captured several trade show booths 

on camera displaying the latest innovations in transmission technology and services. 

With more than 2,000 guests this year, the Powertrain Expo was a huge success not 

only for us, but for the exhibitors as well. If you didn’t get a chance to swing by the 

booths this year, or if you just want to take another look, check out video coverage  

of more than 50 businesses on our Gears YouTube channel.

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

TransTec Introduces 
New Kit for Honda CVT 
Box Code SWRA

TransTec is pleased to announce 
the availability of TransTec® overhaul 
kit number 2575. This kit is designed 
to fit the Honda CVT with transmission 
gear box code SWRA.

This transmission is used in inter-
national markets and can be found in 
both the 2002-2008 Jazz and the 2003-
2005 City. It’s sometimes referred to as 
the Small CVT. 

TransTec® overhaul kit 2575 
contains genuine NOK oil seals and 
premium paper products.

Featured Components

Kit 2575 is in stock and available 
for immediate shipment.

Jetaway Bands and 
Slim Jim Filters from  
Fatsco Trans Parts

Fatsco Transmission Parts now 
has new rear bands for the Jetaway 
Dual Coupling Hydramatic in stock. 
The Jetaway transmission was used 
in Cadillac, Hudson, Pontiac and 
Oldsmobile from 1956 -1964. Fatsco’s 
part number for the Jetaway rear band 
is H122D.

In addition, Fatsco now has the 
filter for the Slim Jim/Roto 10 back 
in stock and available for immediate 
shipment. The Slim Jim was used in 
Pontiacs and Oldsmobiles from 1961–
1964.

For more about Fatsco, America’s 
leading old-school transmission parts 

s u p p l i e r , 
call toll free 
1 -800-524-
0485 or visit 
them on line 
at www.fats-
co.net. 

Slauson Introduces 
the “Slausonator”: 
Honda Trans Case

Slauson Transmission Parts proud-
ly introduces the “Slausonater”; a 
heavy-duty sleeved Honda case that’s 
the ultimate fix for bearing wobble and 
gear noise.

The result is a case that is tougher 
than the original. We repair all three 
bearing holes with thick (6061-T6) 
aluminum sleeves, firmly anchored 
with screws. The sleeves are precision 
machined to match OE bearing speci-
fications, and screws insure that they 

won’t slip or move up or down. Not 
your typical sleeved case!

Built to last, and competitively 
priced. See our ad or call for available 
models.

The Slausonater… it won’t be 
back!

For more, call 1-800-421-5580, or 
visit Slauson on line at www.slauson.
com.

2012 LuK RepSet® Clutch 
Catalog Available  
in Print and Online

Schaeffler Group USA Inc. is 
pleased to announce the release of the 
2012 LuK RepSet® Clutch Catalog. 
LuK has built upon their first-to-mar-
ket strategy by adding more than 400 
new part numbers with the latest edi-
tion. The additional part numbers have 
grown their application coverage to 
greater than 95% of the U.S. vehicle 
population. The 2012 edition includes: 
•	 LuK RepSet clutch sets, which 

come complete with a premium-
quality LuK clutch, disc, and 
release bearing, and a pilot bear-
ing or bushings (as required by 
application).

•	 Conventional, dual-mass, and alu-
minum performance flywheels

•	 Master and slave cylinders

OEM Reference Description Corteco P/N
28252-PWR-000 Solenoid Block Gasket B36533 
21812-PWR-000 Intermediate Plate Gasket B36534 
21811-PWR-000 Case Gasket B36535 
21813-PWR-000 End Cover Gasket B36536 
91205-P4V-0031
91205-PWR-003 Left Axle Seal B29435

91206-PHR-003 Right Axle Seal B29282© 2011  Freudenberg-NOK  
11617 State Route 13 • Milan, Ohio 44846 • T:  419-499-2502 • F:  419-499-2804 • www.TransTec.com 

NPA 8/17/11

A Division of Freudenberg-NOK

New Product 
Announcement

We are pleased to announce the availability of TransTec® Overhaul kit number 2575. 
This kit is designed to fit the Honda CVT used in international markets and can be 
found in both the 2002-2008 Jazz and the 2003-2005 City, with a transmission gear-
box code of SWRA.  This unit is sometimes referred to as the “Small CVT”.  

TransTec® overhaul kit 2575 contains genuine NOK oil seals as well as premium 
paper products.

HONDA CVT BOX CODE SWRA

Kit 2575 is in stock and available for immediate shipment

Featured Components

 28252-PWR-000 Solenoid block gasket B36533

 21812-PWR-000 Intermediate plate gasket B36534

 21811-PWR-000 Case gasket B36535

 21813-PWR-000 End cover gasket B36536

 91205-P4V-0031    
 91205-PWR-003

 91206-PHR-003 Right axle seal B29282

 OEM Reference                                      Description   Corteco Number                                                            

Left axle seal                         B29435

Fatsco H122D the “Slausonater”

Fatsco HS750D
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•	 Hydraulic clutch release systems.
•	 Clutch cables, forks and specialty 

tools
•	 Trilingual technical bulletins and 

up-to-date information from LuK 
on special applications and pro-
cedures, including flywheel step 
and cup dimensions.

The 2012 catalog features an 
expanded diagnostic and technical 
information section highlighting the 
top 5 causes of clutch failure, as well 
as a medium duty truck section with 
increased coverage.

Bill Hanvey, vice president of sales 
and marketing for the Schaeffler Group 
USA, said of the 2012 catalog, “We 
view the catalog as an important tool, 
not only to build sales and introduce 
new part numbers, but to reduce unnec-
essary returns and bay time by provid-
ing information necessary to do the job 
right.”

Contact your LuK distributor for a 
copy of the 2012 LuK RepSet Catalog 
or send a request to customer.service@
schaeffler.com. Visit www.Schaeffler-
Aftermarket.us for updates and product 
information, including diagnostic and 
installation tips.

JASPER Adds GM  
Vortec 3700 Engine  
to Its Lineup

Jasper Engines & Transmissions, 
the nation’s leader in remanufactured 
drivetrain products, has added the GM 
Vortec 3700 (3.7L 5-Cylinder) to its 
remanufactured gas engine lineup, and 
is available on exchange for the follow-
ing vehicles:
•	 2007-2010 Hummer H3
•	 2007-08 Isuzu i-3700
•	 2007-2012 Chevy Colorado
•	 2007-2012 GMC Canyon

Every JASPER remanufactured 
engine is subjected to strict, high-qual-

ity processes:
•	 Disassembly, meticulous inspec-

tion and cleaning
•	 Moving parts machined or 

replaced for reliable performance
•	 Head surfaces statistically mon-

itored to assure proper sealing 
with the block

•	 JASPER’s research and product 
development ensures inherent 
problems in OEM design are cor-
rected

•	 Live-Run testing provides peace 
of mind and assures reliability

•	 An available Premium Service 
Plan that offers customers even 
greater value

Each engine is covered by 
JASPER’s 3-year/100,000 mile nation-
wide transferable parts and labor war-
ranty. Full warranty disclosure is avail-
able on our web site or upon request.

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

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.

Precision Introduces  
Orifice Supports for 
ZF6 RWD Transmissions

Precision International has intro-
duced replacement orifice supports for 
both the early (PI#82952) and late 
(PI#82718) style valve body-to-pump 
orifice supports.

On high mileage vehicles, these 
plastic supports become brittle and 
have a tendency to break during opera-
tion and transmission disassembly. ZF 
discontinued the early style pumps and 

the GM Vortec 3700

Roni Zelichonok

82952 
(EARLY) 

 

 

 

82718 
(LATE) 

 

NO TAB HERE
NO TAB HERE 

NOTICE TAB HERE 
NOTICE TAB HERE
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retrofits the later ones. However, the 
only way to retrofit the late orifice sup-
port would be to change the pump as 
well since there is a stop-tab that meets 
with a stop on the late pump. 

If a rebuilder attempts to reuse 
the early pump, the late orifice sup-
port would be misaligned due to stop-
tab interference. This is the reason 
Precision International made both types 
available: to provide rebuilders the 
opportunity to reuse the original pump 
and save money.

The supports require two each of 
seals 37320 and 37330. The seals are 
available in Precision International kits 
or bulk ordered as needed.

These orifice supports fit only 
RWD models.

For more information on please 
visit www.transmissionkits.com or con-
tact your local distributor.

VBX Announces 10 Year 
Anniversary

VBX-ValveBody Xpress, the 
worldwide industry leader in Guaranteed 
Remanufactured Valve Bodies, is proud 
to announce the celebration of our 10th 
Anniversary in February, 2012.

According to company President, 
Tim LaCerra, VBX will be celebrat-
ing this milestone with a promotional 
contest for their VBXpert Members 
through Constant Contact.  Details will 
be sent out to Members shortly, so if 
you have not yet signed up, please visit 
us on the web at www.vbxus.com to 
sign up to become a VBXpert Member 
and be eligible to enter our promotional 
contest.  

For more information, please con-
tact us toll free at 1-866-2GET-VBX 
(1-866-243-8829).

Introducing TransTec’s 
New ZF6HP19/21 Kit

Corteco has released TransTec® 
overhaul kit 2573 which services the 
six-speed ZF6HP19 / 21 / 21X trans-
mission.

This kit contains Gold Stripe® 
metal sealing rings combined with OE 
Teflon® and Torlon® sealing rings, 
premium metal oil seals produced by 
NOK along with viton clutch sealing 
components.

The ZF6HP19/21 is found in 
these models:

Model Years Engine 
Type/Size

Audi
Q7 05-10 V6 3.6L

BMW

1 Series 1998-14 V4 1.6L, 
2.0L V6 3.0L

3 Series 1998-14
V4 1.6L, 
2.0L V6 2.5L 
3.0L

5 Series 1998-12 V4 2.0L

5 Series 1998-13 V6 2.2L, 
2.5. 3.0L

6 Series 2004-13 V6 3.0L
7 Series 2007-12 V6 3.0L
X1 2007-12 V4 2.0L
X3 2006-13 V4 2.0L
X5 2006-13 V6 3.0L

Z4 1998-13 V6 2.5L, 
3.0L

Z4 Coupe 2006-13 V6 3.0L, 
3.2L

HYundAi
Genesis 
Coupe 2008-13 V6 3.8L

JAguAr
S-Type 2003-05 V6 2.5L
XF 2007-12 V6 3.0L
XJ 2003-09 V6 3.0L

Featured Components

description Tr a n s Te c 
number

Pan Gasket-
Molded Rubber B33430

Oil Seal; Front 
(Converter) B37047

Oil Seal; Rear 
2WD B37048

Oil Seal; Adapter 
Housing B37050

Sealing Ring Kit 3554

Kit 2573 and all featured compo-
nents are in stock.

For more, visit TransTec on line at 
www.TransTec.com.

Rex Diff & Gearbox: 
Meshing Quality  
with Service

Over the years, Rex Diff & 
Gearbox in South Africa has expanded 
its services and branches as the demand 
for its services has increased. Each 
branch is fully equipped and spotlessly 
clean, with not a speck of oil or dirt on 
the floors or benches. 

Demand for transmission repairs to 
heavy commercial vehicles led RDG to 
establish a HCV workshop in 2007 with 
a focus on medium and heavy truck, 
agricultural, and earthmoving vehicle 
transmission repairs. A second, larger 
truck workshop in Jet Park specializes 
in differential repairs. 

The RDG group has two estab-
lished branches in Durban and Port 
Elizabeth. The latest addition is the new 
Cape Town facility, which began opera-
tions early in 2011 near Cape Town’s 
international airport.

RDG has been a proud member of 
the Retail Motor Industry organization 
(RMI) for several years and has been 
appointed as an approved specialist 
repairer by the Automobile Association 
of South Africa’s Quality Assured pro-
gramme (AAQA).

Visit their web site www.rdg.co.za 
for specific branch contact details and 
on Facebook: Rex Diff & Gearbox RSA 
or Rex Diff Sa (Rdg).

NEW from Adapt-A-Case!
The ‘03-up Dodge Diesel 4wd 

trucks, equipped with the 48RE, have 
problems with cracking the overdrive 

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

NPA 12/16/11

A Division of Freudenberg-NOK

New Product 
Announcement

Corteco has released TransTec® overhaul kit 2573 which services the six-speed 
ZF6HP19/21/21X transmission.

This kit contains Gold Stripe® metal sealing rings combined with OE Teflon® and Torlon® 
sealing rings, premium metal oil seals produced by NOK along with viton clutch sealing 
components. 

ZF6HP19/21

Gold Stripe is a registered trademark of Filtran LLC. Teflon is a registered trademark of 
DuPont.  Torlon is a registered trademark of Solvay Advanced Polymers, L.L.C.

Featured Components

Pan gasket-molded rubber B33430
Oil seal - front (converter) B37047
Oil seal - rear 2WD B37048
Oil seal - adapter housing B37050
Sealing ring kit 3554

TransTec® 
NumberDescription

The ZF6HP19/21 is found in the following models

                                      AUDI
Model Years Engine Type/Size
Q7 05-10 V6 3.6L
                                      BMW
1 Series 98-14 V4 1.6L, 2.0L V6 3.0L
3 Series 98-14 V4 1.6L, 2.0L V6 2.5L 3.0L
5 Series 98-12 V4 2.0L
5 Series 98-13 V6 2.2L, 2.5. 3.0L
6 Series 04-13 V6 3.0L
7 Series 07-12 V6 3.0L
X1 07-12 V4 2.0L
X3 06-13 V4 2.0L
X5 06-13 V6 3.0L
Z4 98-13 V6 2.5L, 3.0L
Z4 Coupe 06-13 V6 3.0L, 3.2L
                                    HYUNDAI
Genesis Coupe 08-13 V6 3.8L
                                    JAGUAR
S-Type 03-05 V6 2.5L 
XF 07-12 V6 3.0L
XJ 03-09 V6 3.0L

Kit 2573 and all featured components are in stock
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housing.  Their t-cases, mated to the 
overdrive housing, weigh about 80 lbs 
but have nothing in place to support 
them. TC48REAC solves this prob-
lem.   A specially designed steel bracket 
installs in place of the lower two bolts 
(longer bolts supplied), and includes 
the common GM universal mount.  As 
if it were meant for this, the fac-
tory skid plate has an existing hole!  
TC48REAC includes a machined steel 
spacer/washer (not pictured, fits below 
skid plate) with tapered groove to clear 
OEM stamping.

Transfer Case Overhaul 
Kit from Precision 
International 

Precision International is pleased 
to announce PI#: TSKXC90 – Transfer 
Case Overhaul Kit for Volvo 

Applications in both TF80SC / 
AW55-50SN units, from 2005-2011

TSKXC90 Fits:
Application
S60 2005-11
S80 2006-11
V70 (3.2) 
2008-11, V70 
(2.5) 2006-08

XC60 2008-11
XC70 2007-11
SC90 2005-11

Also from 
Precision, the availability of over-
haul kits for AB60E/F Transmissions. 
PI#: K86900E (w/pistons), and PI#: 
K86900EX (w/o pistons), covers

Toyota Tundra 2007-11

Land Cruiser 2008-11
Sequoia 2008-11
For more information please visit 

Precision Internationals website at 
www.transmissionkits.com

TransTec Introduces 
New Kit for the  
ZF6HP19A / Audi 09L

TransTec is pleased to announce 
the availability of TransTec® overhaul 
kit 2586. This kit covers the AWD, 
6-speed, in-line ZF6HP19A / Audi 09L 
transmission used in these vehicles:

Model Years Engine Type/Size
Audi

A4 2004-11 V6 3.2L
A4 
Cabriolet 2004-11 V6 3.2L

A6 2003-12 V6 2.7L, 2.8L, 
3.0L, 3.2L

A8 2003-11 V6 3.0L, 3.2L, V8 
4.2L

Allroad 2003-12 V6 2.7L, 3.0L, 
3.2L, V8 4.2L

VolkSwAgEn
Phaeton 2005-14 V6 3.2L, 3.6L

This kit includes Gold Stripe® 
metal sealing rings combined with OE 
Teflon® and Torlon® sealing rings, pre-
mium metal clad seals produced by 
NOK along with viton clutch sealing 
components.

Featured Components

Description TransTec® 
Number

Pan Gasket, Metal/
Rubber B10392

Pan Gasket, Duraprene® B11572
Oil Seal, Front 
(Converter) B37047

Oil Seal, Rear B29433
Oil Seal, Axle-Left B37176
Oil Seal, Axle-Right B37175
Sealing Ring Kit 3554

Kit 2586 and all featured com-
ponents are in stock and available for 
immediate shipment.

For more, visit TransTec on line at 
www.TransTec.com.

Schaeffler Group USA 
Receives Inaugural  
Lone Star Award

The Schaeffler Group USA Inc. 
was presented the inaugural Lone Star 
Award at the recently held Alliance 
Group shareholder’s meeting in 
Aventura, Fla. The Schaeffler Group 
supplies LuK RepSet® clutch kits, 
clutch hydraulics, and flywheels to 
more than 2300 affiliated Auto Value/
Bumper to Bumper parts stores across 
the U.S. and Canada. 

The award was presented by 
John Washbish, president and CEO 
of the Alliance Group, and Fotios 
Katsardis, president and CEO of Temot 
International, the largest shareholder in 
the Alliance Group.

Washbish praised the Schaeffler 
Group: “The folks from LuK clutch 
have done a tremendous job designing 
a plan to grow our shareholders clutch 
business and have executed the plan as 
they said they would. Their communi-
cation to our shareholders and group 
headquarters is outstanding.”

Bill Hanvey, vice president of sales 
and marketing; Mike Bland, account 
executive; and Nasir Masoud, account 
executive; received the award on behalf 
of all the employees at the Schaeffler 
Group USA aftermarket headquarters 
in Valley City, Ohio. Hanvey said, “We 
are thrilled to have been recognized 
by The Alliance Group for this presti-
gious award. Everyone in our building 
contributed to the success we have had 
with the Alliance Group headquarters 
and their shareholders and we look 
forward to continually improving upon 
what we have built thus far.”

Schaeffler Group USA Inc. is 
a leading partner to the automotive 
replacement parts markets in North 
America.

For more, visit the Schaeffler 
Group USA on line at www.schaeffler.
com.

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

New Product 
Announcement

We are pleased to announce the availability of TransTec® overhaul kit 2586. This kit covers 
the AWD six speed in-line ZF6HP19A / Audi 09L transmission that is used in the following 
vehicles.

ZF6HP19A / AUDI 09L

Kit 2586 and all featured components are in stock and available for immediate shipment

Duraprene is a registered trademark of Freudenberg-NOK.  Gold Stripe is a registered 
trademark of Filtran LLC. Teflon is a registered trademark of DuPont.  Torlon is a regis-

tered trademark of Solvay Advanced Polymers, L.L.C.

Featured Components

This kit includes Gold Stripe® metal sealing rings combined with OE Teflon® and Torlon® 
sealing rings, premium metal clad seals produced by NOK along with viton clutch seal-
ing components. 

Pan gasket, metal/rubber B10392
Pan gasket, Duraprene® B11572
Oil seal, front (converter) B37047
Oil seal, rear B29433
Oil seal, axle-left B37176
Oil seal, axle-right B37175

Sealing ring kit 3554 

TransTec® 
NumberDescription

                                        AUDI
Model Years Engine Type/Size
A4 04-11 V6 3.2L
A4 Cabriolet 04-11 V6 3.2L
A6 03-12 V6 2.7L, 2.8L, 3.0L, 3.2L
A8 03-11 V6 3.0L, 3.2L, V8 4.2L
Allroad 03-12 V6 2.7L, 3.0L, 3.2L, V8 4.2L
                               VOLKSWAGEN
Phaeton 05-14 V6 3.2L, 3.6L

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

NPA 12/15/11

A Division of Freudenberg-NOK

New Product 
Announcement

We are pleased to announce the availability of TransTec® overhaul kit 2586. This kit covers 
the AWD six speed in-line ZF6HP19A / Audi 09L transmission that is used in the following 
vehicles.

ZF6HP19A / AUDI 09L

Kit 2586 and all featured components are in stock and available for immediate shipment

Duraprene is a registered trademark of Freudenberg-NOK.  Gold Stripe is a registered 
trademark of Filtran LLC. Teflon is a registered trademark of DuPont.  Torlon is a regis-

tered trademark of Solvay Advanced Polymers, L.L.C.

Featured Components

This kit includes Gold Stripe® metal sealing rings combined with OE Teflon® and Torlon® 
sealing rings, premium metal clad seals produced by NOK along with viton clutch seal-
ing components. 

Pan gasket, metal/rubber B10392
Pan gasket, Duraprene® B11572
Oil seal, front (converter) B37047
Oil seal, rear B29433
Oil seal, axle-left B37176
Oil seal, axle-right B37175

Sealing ring kit 3554 

TransTec® 
NumberDescription

                                        AUDI
Model Years Engine Type/Size
A4 04-11 V6 3.2L
A4 Cabriolet 04-11 V6 3.2L
A6 03-12 V6 2.7L, 2.8L, 3.0L, 3.2L
A8 03-11 V6 3.0L, 3.2L, V8 4.2L
Allroad 03-12 V6 2.7L, 3.0L, 3.2L, V8 4.2L
                               VOLKSWAGEN
Phaeton 05-14 V6 3.2L, 3.6L
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JASPER Offers Chrysler 
68RFE Transmission

Jasper Engines & Transmissions, 
the nation’s leader in remanufactured 
drivetrain components, offers 
the following transmission to its 
remanufactured lineup.

The Chrysler 68RFE rear-wheel 
drive transmission can be found 
in 2007-present versions of RAM 
2500/3500 trucks equipped with a 6.7L 
diesel engine.  

JASPER has made improvements 
to this unit, most significantly to the UD 
and OD clutch.  Extra plates have been 
added in both clutches to increase their 
torque holding capacity.  The clutch 
drum has been modified to improve oil 
circulation and reduce the chance of 
heat buildup.

New pump bushings are 100% 
installed on the JASPER 68RFE.  This 
reduces the chance of gaulding on the 
pump cover.

Every JASPER remanufactured 
transmission is subjected to strict, high-
quality processes:

•  Disassembly, meticulous inspec-
tion and cleaning of components.

•  All new and remanufactured parts 
are carefully inspected for 

 correct tolerances to assure 
dependability.  

• JASPER’s research and product 
development ensures inherent 

  problems in OEM design are 
corrected.

• Dynamometer testing of every 
domestic automatic transmission 
simulates in-vehicle operation 
to assure trouble-free product  
results.

• An available Premium Service 
Plan offers customers even greater 
value.

Each transmission is covered 
by JASPER’s 3-Year/100,000 mile 
nationwide transferable parts and labor 

warranty.  Full warranty disclosure 
is available on our web site or upon 
request.

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

“Congratulations to the winners of 
the Mission Possible Photo Scavenger 
Hunt and thank you to all

who participated,” said Neil Sethi, 
President of Transtar’s Driveline 
Distribution Group. “We greatly

appreciate your support and look 
forward to introducing new exciting 
activities in the future.”

Martin Brooks awarded 
MTA Services-to-Industry 
Award 

Martin Brooks, of Aceomatic 
Transmission Services in Christchurch, 
New Zealand, was awarded with the 
Motor Trade Association’s Services-
to-Industry Award at the MTA’s annual 
conference in Rotorua, November 12, 
2011. 

The MTA Services-to-Industry 
Award is given to individuals or orga-
nizations who’ve made an enduring and 
indelible contribution to MTA and its 
membership. 

MTA President Rick Murrell 
said, “People at this level are far from 
common, so it’s fitting that Martin is 
acknowledged for his contribution to 
MTA and the industry. 

“He’s a successful businessman 
and writer, but he’s also very knowl-
edgeable at a technical level. His con-
tribution has made a sizeable difference 
to the industry — one that’s out of the 
ordinary, and has set him apart as some-
one that really does go that extra mile.” 

“I’m honored and overwhelmed at 
this award,” said Martin. “I have to say 
it’s completely unexpected. My philos-
ophy has always been that the sharing 
of information and expertise amongst 
those of us in the industry is critical to 
our long-term survival.” 

Brooks also produces a monthly 
column on transmissions in MTA’s 
monthly member magazine, Radiator. 
“Martin’s monthly column is highly 
rated by readers. He produces it month 
in, month out — even despite having 
his business operations disrupted by 

the damage caused by the Christchurch 
earthquakes earlier this year,” said 
Murrell. 

Following the earthquake, not only 
was he able to shuffle his own business 
operations around to maintain a service 
to his customers, as well as finding the 
time to produce his Radiator column, 
but he also went out of his way to 
assist fellow members affected by the 
earthquake.

ATRA would like to congratulate 
Martin on his award, and thank him for 
his years of service to our industry.

Tow Matrix Extreme 
for Dodge Diesel

Transmission Exchange Co. of 
Portland, Oregon introduces the Tow 
Matrix Extreme Duty Transmission for 
Dodge diesel A618 / 47RE / 48RE 
transmissions engaged in towing, 
engine braking, and snow plowing, in 
ambulances, motorhomes, and other 
extreme applications.

The Tow Matrix package includes 
Alto Red Eagle Clutches and Power 
Pack; a heavy duty band; TransGo 
reprogramming and improved separator 
plate; steel planetary carriers; extreme 
duty torque converter with brazed 
fins, modified thrust, and billet back; a 
protection kit with extra high capacity 
cooler; and more.

Build the ultimate A618 / 47RE / 
48RE with the Tow Matrix package!

Contact Transmission Exchange 
Co. at 800-776-1191, or visit them on 
line at www.txchange.com.
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ERIKSSON INDUSTRIES

•1 YEAR UNLIMITED MILE WTY•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

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

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

**COMPUTERS**
Transmission Control Module

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

BOSCH ECM
GM - Ford - Chrysler - Dodge

Next Day Air Shipping Available
One Year Warranty

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

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

Heated Cooler 
Line Flusher

Transmission 
Dyno/CV 
Tester

800-725-6499
417-725-6400

Hard Parts * 1946-2010 * Soft Parts

800-835-1007
Quality Parts * 

Fair Prices

~Se Habla Espanol

Excellent Service

Visit our web site www. areds.com

Automatic *  Standard
Transfer Case Parts

SHOPPER CLASSIFIED ADS
GEARS Shopper advertising costs $325.00 for a one time insertion ad, (2 1/4 X 3) 2.25 X 3.  Larger ads can be placed 
elsewhere in the magazine and are charged at comparable rates. Check or money order must accompany all orders.  
For information on Shopper advertising in GEARS, contact GEARS, 2400 Latigo Avenue, Oxnard, CA 93030, or call 
(805) 604-2000.
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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 
locations1.877.888.5160

fax 614.444.5165
G-CorAutomotive.com

 Just 
Ask!

Hard parts…need one? 
Need 100? Can’t find 
what you’re looking for?

gcor-just-ask-eighth.indd   1 12/30/10   1:59 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  

RDG MAKES ALL 
THE DIFFERENCE

www.rdg.co.za

People  P r i d e  Passion  Perfection

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

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

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

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

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

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

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

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

Find us on Facebook: Rex Diff & Gearbox RSA
Rex Diff Sa (Rdg)
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• 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
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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

WANTED: Test Plate For Valve 
Body Test Machines Answermatic 
VBT4000 - 180 trans test plate 
AIDCO 250 - TX100/TX100-1/
TX100-1A Test Plate (Would rent 
this test plate setup.)
Someone has these test plate 
adapters collecting dust. Will pay 

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).

January 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

good money for them. Must be 
complete. Also need certain cable 
sets for Sun Simu-Tech Machine.
Bob Bendtsen’s Transmission 
Center, 763-767-4480.

HELP WANTED: TriStar Saudi 
Arabia is looking for Experienced 
Transmission Builders / trouble 
shooters. Must be up-to-date on 
the latest foreign and domestic 
transmissions and the latest di-
agnostic equipment. http://www.
tristarsa.com  Resumes may be 
sent to TriStar/Satco Inc. 59 Indus-
try St., Tallmadge, Ohio 44278.

HELP WANTED - Builder - Busy 
Southern California, Beach City 
shop, nationwide chain, needs 
team player who is ASE Certified, 
low CB rate, build 8-10 units per 
week, and builds all makes. Must 
be have own tools, able to diag-
nose, troubleshoot, and rebuild 
valve bodies. Self motivated, cus-
tomer oriented, and ready to grow 
with us. You have a strong work 
ethic, high integrity, reliable, clean 
DMV, and drug free(drug test re-
quired prior to employment). Sal-
ary $60-80K per year, 401K, paid 
vacation, and holidays. Submit 
resume with salary/pay history: 
transguy51@gmail.com.

“New Kit Release”
AISIN 6 Speed  09M

6 Speeds with only 5 shifting elements Customer Value Proposition

Components

Rebuild Kits

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

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

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

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

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

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

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

AISIN 6 Speed  Stepped Automatic Transmission 09M

Bosch Pushbelts 
CVT belts & Luk CVT chains 
 
 
 
Contact:  

info@pushbelt.com 
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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, Di-
agnostic Technicians and Service 
Writers. Minimum of three years 
experience references a must and 
work history and certifications. 
Top pay, medical insurance, paid 
vacation and a 5 day work week. 
Located in the center of the Texas 
Hill Country.  Please e-mail resume 
to edoyle@transmissionsionsker-
rville.com or mail to Personnel 
Dept., P. O. Box 2339, Kerrville, 
TX. 78029-2339. ATRA Mbr

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

HELP WANTED: Texas – Experi-
ence Rebuilders, R&R, Diagnostic 
Technicians and Service Writers. 
Shop located in middle of Dallas 
Fort Worth Metroplex with great 
reputation and team atmosphere.  
Monday through Friday work week, 
paid vacations and holidays off. 

Please provide work history, refer-
ences and any certifications. Either 
fax or email resumes to begin in-
terview process: (817) 277-0049 or 
richard@nttrans.com. ATRA Mbr

HELP WANTED: R&R technician 
needed for busy transmission shop 
North of Chicago. Applicant must 
be very experienced in both import 
and domestic applications. Full 
time hours, benefits, paid days off. 
Only experienced, serious people 
need apply. Please email if inter-
ested: gatortrans@gmail.com , or 
call (847) 808-1010. ATRA Mbr

SEEKING NEW OPPORTUNITY:  
Performance Rebuilder seeks new 
opportunity – Open to relocating 
for the right shop. Over 20 years 
at the same shop. Experience in 
trans-brakes, high performance 
shifting, all areas of race and per-
formance transmissions. Refer-
ences available 
upon request. 
Please contact: 
db land@atra .
com with sub-
ject line: BB# 
1211-01.

HELP WANT-
ED: Allison® 
R e b u i l d e r /
Working Su-
pervisor - Atr –  
A u t h o r i z e d 
Transmiss ion 
Remanufactur-
ing, Inc., an ISO 
9001:2008 cer-
tified remanu-
facturer of fleet 
t ransmissions 
in the U.S. and 
Canada is ex-
panding its 
Allison® Re-
manufacturing 
Department and 
is looking for an 
experienced Al-
lison® Rebuild-

er/Working Supervisor to oversee 
a section of its Allison® Depart-
ment.  Requirements: 
-Experienced in Allison® transmis-
sion rebuilding, including World 
transmission experience. -Allison® 
distributor or dealer experience 
helpful. -Allison® factory training 
certification is a BIG plus! -Must 
have own hand tools. -Skills in-
clude ability to read and compre-
hend technical manuals and use 
specialty tooling. -Must have pride 
in workmanship and a desire to do 
quality work. -Must be efficient and 
self-motivated. Benefits: -Clean, 
modern working environment with 
the latest equipment. -Excellent 
pay structure. -Benefits include 
health and dental insurance and 
vacations. Please send your re-
sume´ to dkuempel@atreman.com 
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 www.sonnax.com
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 www.transfercases.com
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 www.transmission-specialties.com
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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 41 or at:
http://members.atra.com/?page=Seminar_Locations
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