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FROM THE CEO

From One Expert
to Another
I

recently read a trade publication targeted to the general repair
market. The author was a wellrespected management trainer. In the
article, he recalled a panel discussion
he’d conducted to learn what drives
consumers to choose an auto service
facility and how those consumers make
their purchasing decisions.
Part of the discussion centered on
transmission repair. Keep in mind, the
audience is the general repair industry
and discussion was to learn how to
reach more consumers.
One question he asked was, “If a
service advisor said you needed a complete transmission or engine, would you
authorize the repair?”
What he discovered was that, when
it came to something complicated, like
transmission or engine repair, the panel
members would prefer to contact someone they considered to be an expert in
that area; in this case, a dealer or transmission shop.
His findings mirrored what we
found in our own What’s Working
study: that expertise matters. Even in
these days of commoditization, people
are still looking for an expert when it
comes to transmission repairs.
The author went on to emphasize
the importance of GR shops branding
themselves as “the expert” in every
way they can. It’s hard to argue with
his message, but think about what that
means: It means that those shops are
going to try to position themselves as
the expert in transmission repair, simply because they know how to replace
one!
These days, more and more
transmission shops have added general repairs to their services. Remember
2

1fm ceo414.indd 2

though, you’re still the
transmission expert.
Make sure those consumers know that,
no matter what else
you’ve added to the
mix, you’re the guy…
the guy who knows
more than just how to
R&R a trans. You’re
the expert, and you’re
the one who can provide the real expert
advice.
You need to
remind those consumers that, for the last
10… 20… 30 years or more, you’ve
been the one who’s been immersed
in transmission technology. You aren’t
some throw-some-parts-at-the-problem, Johnny-come-lately to this party.
This has been your career — your life!
— for that long. And you’re the one
who’ll be able to provide real technical
advice and provide real solutions.
How? Start by taking a look at
your sign. Does it still say “transmission” as part of your name? Sure, you
may have added “and auto repair.” But
before that — long before you bought
a brake lathe or a tire changer — you
were a transmission shop. Wear that
title like a badge of honor! Let people
know that, no matter what else you
provide, in your heart you’re still a
transmission specialist.
Next, where’s your ATRA logo?
Not out on the sign? Maybe it should
be. More and more, that gold-and-black
emblem is becoming a familiar sight
to consumers who are looking for an
expert when they have a transmission
problem. The ATRA logo says you’re

by Dennis Madden
members.atra.com

a part of a network of transmission
professionals… that, whatever else you
do, transmissions are still the most
important part of your business.
And don’t forget to stay on top of
your game: Nothing provides customers with a greater message of trust than
terrific word-of-mouth. There’s no better referral than the consumer review
that says “I went to six places and no
one could fix my car. Then I found
Joe’s Transmissions!”
But to do that, you need to keep up
with our ever-changing industry. Make
it a point to take part in ATRA’s webinars, and attend the local seminars and
Expo. Be the expert by keeping abreast
of the trends in the industry.
Now more than ever it’s important
to brand yourself as the transmission
specialist… the expert. But it takes
more than just saying it… you have to
own it. You’re the expert. You know it,
we know it, make sure your customers
know it.
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It takes Guts! Subaru Lineartronic CVT

TALES FROM THE BENCH

IT TAKES
GUTS!

by Jarad Warren
members.atra.com

Subaru Lineartronic CVT

S

ome people are avoiding CVTs;
maybe because they’re scared
of the unknown. We’re going
to tear down a Subaru Lineartronic
CVT, Generation 1. We’ll examine
the guts of the transmission and go
over some key points on teardown.
4
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Figure 1

And we’ll cover a few tricks and safety
issues.

Transfer Clutch

Start from the rear of the unit;
remove the tailhousing bolts and take
the tailhousing off. There’s nothing

unusual here; just the normal Subaru
transfer clutch, transfer gear and park
mechanism. Notice the shims for the
transfer gear; these go on the tailhousing
side (figure 1). You can’t get the shims
mixed up because the bearing size is
different.
GEARS April 2014
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The transfer clutch has five clutch
plates, five steel plates, and two
pressure plates.
The transfer clutch specification
is 0.028” to 0.043” (0.70 to 1.1 mm)
clearance. Subaru says if clearance
is over 0.063” (1.6 mm), replace the
clutches. There are four different
selective clutch pack kits available to
help you get the correct clearances.
Measure your plates when ordering.

Reverse Clutch

Remove the thirteen outside bolts
to the intermediate case housing;
there’s one hidden bolt in the middle
(figure 1). Remove the case to reveal
the reverse clutch pack and a lube filter
on the inside of the intermediate case
housing (figure 2).
The reverse clutch has a pressure
plate, five clutch plates, five steel
plates, and a beveled cushion plate. The
beveled cushion plate’s inside edge
rides on the reverse clutch piston. Then
alternate steel plate and clutch plate
until you’ve installed five clutches.
Install the pressure plate on top of
clutch plate and snap ring.
Check the stroke of the reverse
clutch piston. The stroke should be
between 0.113”–0.125” (2.9–3.2 mm).
If it isn’t with-in specification replace
the pressure plate, there are four
different selections to choose from.

Figure 2

Forward Clutch

Next, remove the planet assembly
and forward drum. Watch for the two
case seal passage O-rings that may fall
out (figure 3).
The forward clutch drum also holds
the ring gear for the planetary system
and a clutch hub (figure 4). Remove the
snap ring, ring gear, and one more snap
ring that holds the ring gear in place.
The forward clutch pack consists
of a beveled cushion plate, six steel
plates, six clutch plates, and a pressure
plate.
The stackup of the forward clutch
starts with the beveled cushion plate
with the inside diameter of the beveled
cushion resting on the piston and the
dished side facing up. Then start with
a steel plate and alternate clutch plate
and steel plate until you’ve installed
six clutches. Top it off with a pressure
plate.
6
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Figure 3

Figure 4
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Leave out the forward clutch hub
for now; install the lower snap ring,
ring gear, and top snap ring.
Measure the forward clutch
clearance between the bottom of ring
gear and the top of the pressure plate
with a feeler gauge (figure 5). It should
be between 0.047”–0.063” (1.2–1.6
mm). If it isn’t with-in specification
replace the pressure plate, there are
four different selections to choose
from.
Once you have the clearance right,
take it back apart to install the forward
clutch hub.

Valve Body and Case
Figure 5

Figure 6

To split the case, remove the pan,
three filter bolts, and the filter, and
disconnect the solenoid connector.
Next remove twelve valve body bolts.
One of those bolts is longer than the
others; pay attention to where it goes
(figure 6).
With the valve body removed, pull
out the two oil pipes (figure 7). The
black plastic pipe is for the suction
side of the pump. The steel pipe is the
pump pressure pipe. If you forget to
take the tubes out, you can’t lift the
case half off.
Next, spin the transmission around
and work at the bellhousing. Remove
the pump chain cover bolts and stator
support bolts. That’s all up front for
now; nothing to remove but the bolts.
You’ll remove the chain cover and
stator support later.
Now remove the case bolts
and stand the transmission on the
bellhousing. Pry the case off the
bellhousing and lift it off.
When the case is off, look for
a tube that’s about ½” diameter and
6” long on the passenger’s side of
transmission (figure 8).

Pulleys

To remove the pulleys, you’ll first
need to remove the chain.
CAUTION: The secondary pulley
has a very large spring inside for
controlling gear ratios. Be careful! This
spring is strong!
To remove the chain, spread
the secondary pulley: Use a large
puller on the outside of the pulley.
Figure 7

8
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Figure 8

There’s a ridge to pull on: Don’t pull
on chain pulley surface. With the puller
applied the chain will be loose (figure
8).
With the tension off the chain,
remove the two aluminum chain guide
shafts. Then pull out the two tabs and
separate the chain guides (figure 9).
The plastic chain guides are the same
so you can’t mix them up.
Now the chain is ready to come
off the pulleys. Be careful: If the puller
slips off the pulley, the spring is going
to slam the pulley halves together. If
you’re fingers are between them, it
may do some serious damage. So don’t
put your fingers between the chain and
pulleys. Simply slide the chain over the
pulley and remove it.
The front of each pulley is retained
with a bracket and two bolts. The
primary pulley retaining bolts have
seals on the heads of the bolts, so keep
track of them. Remove the pulleys,
pulling straight up on them, one at a
time.
Figure 9

10
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Figure 10

Input Clutch and Pump

Put the bellhousing on its side and
tap the input clutch out of the hole that
the primary pulley was splined into. It’ll
come out the front as one assembly.
Remove the pinion support bolts
and remove the support to reach the
front differential for inspection. The
differential is set up just like other
Subaru transmissions.
One thing that’s different is the
pump is attached to the support and
there are oil passages for the oil pump.
Remove the pump from housing and
inspect it for wear or damage (figure 10).
To inspect the input clutch (figure
11), remove the snap ring and pull the
clutch plates out. To remove the pistons
from the drum, pull the bearing off the
front of the drum and remove the clutch
hub.
The input clutch is different because
the plates are all steel. There’s no clutch
material on the steels. This clutch is
applied whenever the engine’s running.
The input clutch stackup starts
with the small diameter of the beveled
cushion plate against the piston. Next
install an externally splined steel plate,
12
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Figure 11

then an internally splined steel plate;
keep alternating until you’ve installed
six externally splined plates and five
internally splined plates. Top it off with
a pressure plate and snap ring. The
input clutch clearance should be 0.094”–
0.110” (2.4–2.8 mm).

That’s all there is to it; if you have
the guts to work on these units, you’re
bound for profits!
Special thanks Perfection Plus
Transmission Parts in Portland, Oregon.
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The Honda Pressure Switch
Small but
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The Honda automatic transmission pressure switch may be small in size, but it can pack a mighty punch causing drivability
symptoms if it falls out of its acceptable parameters. Here at H&A Transmissions, Honda and Acura transmissions are our
lifeblood. As a wholesaler, we focus on nothing but Honda and Acura transmissions all day, every day. We have done
extensive research on these mighty little switches working on vehicles in our shop and working with other shops in our local
community. In addition, we perform daily diagnostic work over the phone through our technical assistance department. We
have seen and heard of many pressure switch problems out there causing flares, slips, harsh upshifts, harsh down shifts, late
shifts, early shifts, you name it. With all the problems these little pressure switches can cause, there is good news. There is
very little labor involved in replacing them as they are an external part and are able to be replaced without having to R&R
the transmission. That’s always good news, right?

C

M

Colo
con
that
E). T
iden
swit
to c
met

We
insid
para
telli
feel
seen
note

Y

CM

CM
MY
MY

CY

CMY

K

You will find these pressure switches on most Honda and Acura
automatic transmission 4 cylinder and V6 applications, with the
exception of a few models. Usually, you will find two pressure switches
on one transmission. On most 4 speed applications, there will be one
second clutch pressure switch and one third clutch pressure switch (see
figure A).
On most 5 speed applications, there will be one third clutch pressure
switch and one fourth clutch pressure switch (see figure B). But on some
of the later V6 models, you may find up to three pressure switches on
one transmission. For example, the 07 and up Odyssey will have a 2nd,
3rd, and 4th clutch pressure switch. This is just more reason to have a
good understanding on how these pressure switches work and the
problems they can cause out there in the field.

CY

CMY

K

Fig

Figure A

We have spent a lot of time here at H&A learning everything there is to
know about the Honda/Acura pressure switch. We have tested
thousands of these pressure switches, using a solenoid test machine
that we have modified and customized for internal research
(see figure C).
We use this test machine exclusively for pressure switch testing on a
daily basis. The pressure switches are tested on an aluminum test block
with hot pressurized ATF (see figure D) and we monitor them
electrically with an ohm meter as they open and close with the pressure
that is applied to them. The pressure is applied via a manually operated
variable pressure regulator valve. So how do they work?
14
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The Honda/Acura pressure switch is a single wire switch. The metal body of the switch grounds itself on the aluminum transmission
case. The computer monitors the switch through the signal wire as the switch closes and opens. The switch closes when pressure is
available in the designated hydraulic clutch circuit. It opens when the pressure is released.
So when the computer sees the switch close, it will make the designated upshift or downshift at the correct time. When the computer sees the switch open, it will continue on with its chain of commands for the next shift depending on what gear you are in and
what model application is involved. A good working pressure switch will electrically read 0 to 1.0 Ω on an ohm meter when the
switch is closed at its designated pressure. It will hold steady as the pressure drops, until it reaches its designated opening pressure.
When the switch opens, it will read as a fully open circuit on the ohm meter. There is a little hydraulic, mechanical, electrical ballet
going on here. In this instance, timing is everything.
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Color is important! You will find quite an assortment of different colored
connectors and part numbers available for these switches. Other than
that, they essentially look the same and can be easily mixed up (see figure
E). The different colored connectors are there for identification. They
identify an internal mechanical difference between each type of pressure
switch. Each of the different color coded pressure switches are designed
to close and open at different pressures. This is done via a small internal
metallic dome that is designed to move at a specific pressure.
We can’t say this enough, timing is everything. That little metallic dome
inside is a moving part. It can wear out and cause the pressure
parameters to change inside the switch. In turn, the computer will start
telling the transmission to shift at the wrong time and you will start to
feel those drivability symptoms we talked about earlier. We have also
seen the dome get stuck due to fatigue or debris. It is important to take
note that the computer will not always give you a pressure

Figure C

Y

CM

switch code when the switch has gone out of its pressure parameters
because the switch is still functioning. It will usually give you a code if the
switch is stuck.

MY

CY
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Vehicle wiring and connection problems can also cause big issues with
these pressure switches. We brought a 2000 Accord V6 into our shop with
a flare on the 1-2 shift. The 2nd clutch pressure switch connector looked
ok. But upon taking a closer look, we noticed that the connector clip was
not fully seated. We gave it an extra push until the clip seated, and went
out on a test drive. Problem solved!

K

Figure D

Excessive resistance in the connection was caused by the clip not being
fully seated. This is actually a highly common occurrence out in the field
after a fresh install job. We have fixed many of these issues on our tech
calls just by asking the mechanic to unplug the connector and plug it
back in. We have also seen other wiring issues such as pinched wires,
inferior butt connections, and the spade connector not properly seated in
the connector housing. Paying attention to these important details can
save you an unnecessary R&R job and get your customer in and out of
your shop as quickly as possible.
The pressure switch may not always be your problem, but it is important
to not overlook it in your diagnostic procedures. You may find out that
you had to do a lot less work than you thought.
Article written by: Lindsey Robles
R&D Manager at H&A Transmissions, Inc.
Previously published in Powertrain Pro

Figure E
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There’s a New Kid in Town

THE WORD ON THE STREET

There’s a New
Kid in Town

by Mike Souza
members.atra.com

A first look at the new
8-speed, rear wheel drive
transmission from Aisin
Warner.

Figure 1

T

his is the ﬁrst 8-speed, rear
wheel drive, automatic transmissions designed and manufactured by Aisin Warner in Japan. Its
designation is for AA80E in Lexus,
TL-80SN for Cadillac, TR-80SD for
Porsche and OC8 transmission for Audi
and Volkswagen (ﬁgure 1).
This transmission is based on the
previous 09D 6-speed automatic transmission with a Lepelletier planetary
setup. It uses the same basic internal

16
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components, but with two more forward speeds, helping improve performance and reduce fuel consumption.
There are several major changes to the
electronics and hydraulics that control
this transmission when compared to its
older cousin.

Transmission Features

• Torque converter with slipcontrolled lockup clutch
• Designed for longitudinal instal-

lation in combination with a transfer case (some models)
• Valve body located in the oil sump
with an external electronic control
module
• Dynamic Shift Program (DSP)
with separate sports program in
position S and Tiptronic mode for
manual gear changes
• Special features: 2nd gear start
is possible in Tiptronic mode,
depending on version; up to
GEARS April 2014
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Figure 2

This transmission
is based on the
previous 09D
6-speed automatic
transmission with
a Lepelletier
planetary setup
737 lb/ft (1000 Nm) of
torque
• Weight — Depending on
adaptation of the transmission to the engine,
between 200 and 240 lbs
(91 and 108 kg)
• Depending on engine,
the top speed can be
achieved in 6th, 7th, or
8th gear
Vehicle Applications:
Audi OC8 — 2009-2014 Q7
General Motors TL-80SN —
2014 Cadillac CTS
Lexus AA80E
2013-2014 GS
2007-2014 IS
2007-2014 LS
Porsche TR-80SD
2010-2014 Cayenne
GEARS April 2014
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Figure 3

2012-2014 Panamera
Volkswagen TR-80SD — 2010-2014
Touareg
It’s important to use the unit that
matches the vehicle make and model.
The difference in ratios between mod-

els will set ratio codes and default the
transmission into failsafe. Use the
graphic to find the vehicle identification
tag location and information (figure 2).
The chart (figure 3) identifies the
different ratios found in most models.
17
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There’s a New Kid in Town

Figure 4

The component identification and application charts are shown in figures 4
and 5.

Transmission Electronics

There are three different types of
solenoids on the valve body (figure 6):
1. Four ascending solenoids: The
more current supplied the higher
the hydraulic pressure. With no
current applied, no hydraulic
pressure is present.
2. Three descending solenoids: The
more current supplied the lower
the hydraulic pressure. With no
current applied, high hydraulic
pressure is present.
3. Two on/off solenoids.
Here’s how the solenoids function
(figure 7):
1. Pressure Regulating Solenoid 1
N215 (descending)
2. Pressure Regulating Solenoid 2
N216 (ascending)
3. Pressure Regulating Solenoid 3
N217 (ascending)
4. Pressure Regulating Solenoid 4
N218 (descending)
18
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Figure 5

5. Pressure Regulating Solenoid 5
N233 (descending)
6. Pressure Regulating Solenoid 6
N371 (ascending)

7. Pressure Regulating Solenoid 7
N443 (ascending)
8. Solenoid 1 N88 (on/off)
9. Solenoid 2 N89 (on/off)
GEARS April 2014
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Automotive industry leaders Transtar and DACCO have fused together their resources to
offer you greater selection, faster delivery and better service than ever before. You and your
customers can expect high-quality kits, parts and accessories delivered with blinding speed.

BETTER
TOGETHER

To learn more,
visit Transtar1.com or DaccoInc.com.
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There’s a New Kid in Town

Figure 6

As with many
vehicles in today’s
market, this
transmission is also
found in hybrid
vehicles with a stop/
start function.
Pressure Regulating Solenoid
1 N215 (descending) — regulates
mainline pressure either directly to
clutches K2 and K3. Pressure Regulating Solenoid 2 N216 (ascending) —
supplies pressure to the B1 brake clutch.
Pressure Regulating Solenoid 3
20
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Figure 7

N217 (ascending) — supplies pressure
to the K1. Pressure Regulating Solenoid
4 N218 (descending) — releases pressure on the K2 clutch when the clutch
is released for 1st gear engine braking,

and in 5th to 8th.
Pressure Regulating Solenoid 5
N233 (descending) — releases pressure on the K3 clutch when the clutch
released in reverse, 3rd, and 7th.
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Pressure Regulating Solenoid 6
N371 (ascending) — supplies
pressure to the K4 when the
clutch is released in 4th and 6th.
Pressure Regulating Solenoid 7 N443 (ascending) — supplies pressure to the torque converter lockup clutch. Solenoid 1
N88 (on/off) — when current is
applied, creates pressure reduction in clutches K2 and K3.
Solenoid 2 N89 (on/off) —
only supplied with current in reverse gear when vehicle speed is
less than 7 km/h (4.3 MPH), or,
when 1st gear is engaged in Tiptronic, it prevents pressure reduction in the K2 and K3 clutches.
The on/off solenoids can’t
both be on or off at the same time;
one must be on when the other is
off.
Let’s compare the earlier 09D
valve body electronics to the 2007
and later 0C8 valve body (figure
8). The two pressure switches in
the earlier 09D transmission have
been eliminated.
Failsafe function during
vehicle operation:
• While driving in gears 1-4,
TCM will command 3rd
gear.
• While driving in gears 5-8,
TCM will command 7th
gear.
• After restarting the vehicle,
the TCM will command 3rd
gear or reverse only.

Figure 8

As with many vehicles in
today’s market, this transmission
is also found in hybrid vehicles
with a stop/start function. There’s
a transmission fluid auxilliary
hydraulic pump located below
the bellhousing in front of the pan
or sump (figure 9).
We’ll cover more information
on this transmission at the 2014
ATRA Expo in Las Vegas. Make
sure you reserve your place early:
you won’t want to miss it!

Figure 9
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YOUR JOB JUST GOT A LOT EASIER.
(BUT YOU CAN STILL CHARGE THE SAME FOR LABOR.)

Introducing Precision International’s KIT FINDER app.
For Apple devices,
scan this QR code.

For Android devices,
scan this QR code.

To help you at the workbench,
Precision International is proud
to offer our new KIT FINDER app.
• Identify a vehicle’s automatic transmission
quickly and easily.
• Determine the Precision overhaul, banner and master
kit part numbers associated with that transmission.
• Locate your nearest Precision distributor and call them
on the spot.

The app is available for both iPhone
and Android. Scan the respective QR Code now
to download for free!
14 Todd Court Extension, Yaphank, NY 11980
(631) 567-2000 • Fax (631) 567-2640 Toll Free: 800-872-6649
Florida Office: 6790 Hillsdale Point, Boynton Beach, FL
33437
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preci 314.indd 2

The world’s best transmission solutions delivered on time
and guaranteed to work. Plus, state-of-the-part

technical assistance, support and John Parmenter’s
Tech Tip videos @ www.transmissionkits.com

2/24/14 10:08 AM

The Ol’ Switch-a-Roo

LET'S PLAYBALL

The Ol’

Switch-a-Roo

by Lance Wiggins
members.atra.com

LCT 1000

Nothing makes a diagnosis more difficult than when the manufacturer
changes the specifics of the system under the guise of an update.

F

or the most part, codes are
codes and the diagnostic routine remains the same. But
occasionally the manufacturer will pull
the ol’ switch-a-roo and either not tell
you about changes, or maybe you just
missed it. In this article, we’re going to
cover the ol’ switch-a-roo and how to
identify it quickly.
Moreover, scan tools and computers are the same way. Little differences
and different definitions can change
everything. All manufacturers are guilty
of updates. It’s a good thing, but some
updates come at the most inopportune
times. Mid-year changes are the worst
to deal with. Imagine rebuilding a unit
with the same parts and a week later an
update is available for the exact reason
you had to build it in the first place.
Today we’re going to talk about
the LCT 1000 and the name changes
the solenoids and Pressure switches
have gone through. We’re going to try
to simplify the confusion.
There are three different, noninterchangeable valve bodies for the
LCT 1000: the year breaks are 20002003, 2004-2011 and 2012-later.
There are many different features
for each valve body: new separator
plates, solenoids, valve body casings,
retainers, Pressure switches and so on.
So you might think with all this new
24
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2001-2003
Figure 1

stuff and updates and so on that the
manufacturer might help out by keeping the diagnostic trouble codes uniform. Well, they did, but the names
where changes to protect the innocent and confuse the technician. Here’s
where everything gets really confusing.
In 2000, when Allison released
the LCT 1000 in light-duty trucks, the
valve body consisted of these solenoids

(figure 1):
1. Trim Solenoid A
2. Trim Solenoid B
3. Shift Solenoid C
4. Shift Solenoid D
5. Shift Solenoid E
6. Trim Solenoid F
In 2004, Allison made some changes to their transmission; specifically the
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The Ol’ Switch-a-Roo

valve body. The changes are (figure 2):
1. Pressure Control Solenoid A
2. Pressure Control Solenoid B
3. Shift Solenoid C
4. Shift Solenoid D
5. Shift Solenoid E
6. Modulated Main Pressure
Solenoid G
7. TCC PWM Solenoid
In 2011, Allison yet again made
changes to the valve body. They are
(figure 3):
1. Pressure Control Solenoid 1
2. Pressure Control Solenoid 2
3. Shift Solenoid 1
4. Shift Solenoid 2
5. Shift Solenoid 3
6. Modulated Main Pressure
Solenoid
7. TCC PWM Solenoid
In the midst of all of these updates,
Allison made changes to the names
of the solenoids and so did the scan
tools definitions. Now that’s a big deal,
especially when a code like P0842
meant something might be wrong with
solenoid C. Logically you might think
solenoid C is now solenoid 3, right?
Wrong! Solenoid C is actually now

2004-2010

Figure 2

solenoid 1. Here are some helpful hints
to guide you through the ol’ switch-aroo.
Before we get started, let’s make
solenoid identification easy from now
on (figure 4):
1. Trim Solenoid A, PCSA, PCS1

2.
3.
4.
5.
6.
7.

Trim Solenoid B, PCSB, PCS2
Shift Solenoid C, SS1
Shift Solenoid D, SS2
Shift Solenoid E, SS3
Trim Solenoid F, TCC
Main Mod Pressure Solenoid G

2011-on

Figure 3

26
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Quick ID

Figure 4
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The Ol’ Switch-a-Roo

Description

NOT USED

Figure 5

Figure 6

Performing the diagnostic system
check on any vehicle prior to repair is
crucial. Reviewing the strategy-based
diagnosis is the next step; then verifying the complaint is key to the final
repair. But what if the diagnostics took
you in circles because of an update?
Here’s the issue:
28
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DTC P0842: Transmission Fluid
Pressure (TFP) Switch 1; or C Circuit
Low Voltage
DTC P0847: Transmission Fluid
Pressure (TFP) Switch 2; or D Circuit
Low Voltage
DTC P0872: Transmission Fluid
Pressure (TFP) Switch 3; or E Circuit
Low Voltage

The pressure manifold (PSM)
switch is broken into two year
breaks, 2000-2010 and 2011-later.
It’s a multiple switch assembly that is
made up of either four or six switches, depending on what year you’re
working with (figure 5). The pressure
switches communicate position to the
transmission control module (TCM).
The position of the shift valves
1, 2, and 3 are controlled by three
solenoids:
• shift solenoid 1/C (SS1/SSC)
• shift solenoid 2/D (SS2/SSD)
• shift solenoid 3/E (SS3/SSE)
When energized, SS1/SSC directs
control main pressure to shift valve 1,
SS2/SSD directs control main pressure to shift valve 2, and SS3/SSE
directs control main pressure to shift
valve 3, which strokes the shift valves.
When the valve strokes, an
exhaust passage is blocked and fluid
pressure to normally-open PS1/C,
PS2/D, or PS3/E increases.
Depending on the year, the
descriptions will change.
• Pressure switch 1/C (PS1/PSC)
monitors shift valve 1 position.
• Pressure switch 2/D (PS2/PSD)
monitors shift valve 2 position.
• Pressure switch 3/E (PS3/PSE)
monitors shift valve 3 position.
• Pressure switch 4/R (PS4/PSR)
monitors the position of the
manual selector valve.
The pressure switches communicate its position to the transmission
control module (TCM).
All of these codes — P0842,
P0847 and P0872 — will require the
same faults to run the code:
• The engine must be running for a
minimum of five seconds.
• Ignition voltage must be greater
than 9.0 volts and less than
18 volts.
• Shift valves 1/C, 2/D, or 3/E are
commanded off, or in the rest
position (not stroked).
The same goes for conditions to
set the code: the DTC sets during
steady state operation when either
shift solenoid 1/C, 2/D or 3/E is commanded off and its related pressure
switch indicates it’s on for a second
or more.
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Testing the system
is easy: With the
engine running,
command the transmission through the
forward ranges with
a scan tool
Figure 7

Figure 8

When codes P0842, P0847, and
P0872 set, the malfunction indicator
lamp (MIL) will light. With the transmission in a forward range and shifting completed, the transmission will
shift to another forward range, unless
the transmission is compromised by
overspeeding or direction change; in
that case the transmission will shift to
neutral and stay there.
DTCs P0842, P0847, and P0872
are Type A codes (figure 6 & 7). You
may have to drive the vehicle to experience a condition.
DTC P0842 may indicate that
SS1/C is damaged mechanically.
When DTCs P0752 and P0842 set
together, it may indicate a grounded
pressure switch circuit or shift valve 1
is stuck in the stroked position.
DTC P0847 may indicate that
SS2/D is damaged mechanically.
When DTCs P0757 and P0847 set
together, it may indicate an open pres30
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sure switch circuit or shift valve 2 is
stuck in the stroked position.
DTC P0874 may indicate that
SS3/E is damaged mechanically.
When DTCs P0762 and P0872 set
together, it may indicate a grounded
pressure switch circuit or shift valve 3
is stuck in the stroked position.

System Testing

Testing the system is easy: With
the engine running, command the transmission through the forward ranges
with a scan tool. Compare the TFP
Switch 1/C, TFP Switch 2/D, and TFP
Switch 3/E parameters in each forward range with the Pressure Switch
Manifold Logic table (figure 8).
Verify with a scan tool the TFP
Switch 1/C, TFP Switch 2/D and TFP
Switch 3/E parameters are high. If
TFP Switch 1/C, TFP switch 2/D, and
TFP switch 3/E parameters are at the
specified value, remove the valve body

assembly and disassemble for cleaning. If valve body inspection is normal,
replace the shift solenoid indicated by
the DTC.
If any of the TFP switches aren’t
at the specified value, test the affected
pressure switch signal circuit for a
short to ground. If circuits test normal,
replace the TCM.
Remember when your family
member pulled the quarter out of your
ear when you were a kid? This is similar: without knowing they updated a
part, you’d never know a quarter could
come out of your ear! Until next time,
don’t let the updates bite!
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Our Focus Is on Quality
Lots of companies talk about their commitment to providing customers with quality remanufactured
valve bodies, but do they stand behind their products? At Valve Body Xpress, our focus on quality
and service is simply unmatched. Every product we deliver is individually tested to ensure peak
performance and backed by an outstanding technical support team. This commitment to excellence
and confidence in our product is why every valve body we deliver is backed by a Lifetime Warranty.
We have the tools and knowledge you need to place your business a step ahead of the
competition. Call us at (866) 2GET-VBX or visit us online at www.vbxus.com.

Guaranteed Remanufactured Valve Bodies for Less

150 MID-ATLANTIC PARKWAY, PAULSBORO, NJ 08066
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Toll-free:

(800) 428-8489
Fax
Fax your payment &
registration information to:

(805) 988-6761
Online

April 12 - St. Louis, MO
April 26 - Concord, CA
May 3 - San Antonio, TX
May 10 - Denver, CO
May 10 - Des Moines, IA
May 17 - Salt Lake City, UT
May 31 - Vancouver, BC
June 7 - Tulsa, OK
August 9 - Albuquerque, NM
August 23 - Los Angeles, CA
September 6 - Atlanta, GA
September 13 - Billings, MT
September 20 - Chicago, IL
September 27 - Clark-Newark, NJ
November 8 - Baltimore, MD

http:// members.atra.com
Mail

Mail your payment to:

FEES
Atra Members: $165
Non-Members: $210
4th person FREE
On-site registration: $240

ATRA Seminar Registration
2400 Latigo Avenue
Oxnard, CA 93030

SCHEDULE
Registration: 7am - 8am
Seminar: 8am
Lunch: 12pm - 1pm

What You’ll Learn
GENERAL MOTORS
ALL GM
Reprogram
6T30
Slip/No 3rd Gear, Possible P0752
6T40/41
Bimp or Surge when at a stop
Generation III Updates
6T70/75
TCC Shudder, Engine Misfire, Misfire Codes
Shudder, No 3rd/5th/Reverse and/or 4-5-6 Apply
TCC Slip, Shudder or Engine Stalls After Rebuild
Lack of Power, Shift
6L45/50/80/90
Hard Shifts, No Shift
6L80/90
Slips in All Forward Gears, Slow Engagement, Fwd and Rev.
Planetary Noise, Planetary Damage
Unigear Planetary and Speed Sensor Design Change
No Fwd, Slips Moving Fwd, Neutrals on the 1-2 Shift, Check
ball Location and Identification
Updated Spacer Plate and Added #8 Check Ball
1-2-3-4 Pressure Plate Identification and Installation
4L60E Hybrid
P2797
4L60/65/70E
No 2-3 Shift, Failsafe has 3rd Gear, After Overhaul

atra seminar 414 update.indd 2

Service 4wd Message, DTC C0327
LCT 1000
Pump Bushing Damage, Radiator Failure, Vibrating Sound
After Repair
Burnt 3-5 Reverse and 2-6 Delayed Reverse Engagement,
Double Bump Reverse Engagement, Bang in Reverse
Shift Solenoid Command Specifications
TL-80SN (8 Speed) Introduction
Shift Solenoid and Speed Sensor Identification
Clutch and Brake Application and Ratio Chart
Self Learn Procedure
CVT-7
Introduction
Fluid Level, Line Pressure and Pulleys
Clutches and Brakes, Oil Pump, Aux Gear Box, Reduction
Gear Set, Valve Body, Solenoids, Sensors and Valves
1ET35
Introduction

FORD
6R60/80/90
Valve Body Separator Plate Changes
6R80
Starts in High Gear
4R70/75E/W
Dragging Sensation
Check Ball Identification
5R55S
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Intermittent Hard Shifting
Harsh Reverse Engagement, Harsh 3-4 Shift
5R110W/Torqshift
Chatter in Reverse
Pressure Specifications
6R140W/Torqshift 6
Clutch Application and Stall Speed Charts
Gear Ratio and Solenoid Application Charts
Clutch Clearances
Fluid Specifications and Pressure Test Charts
Front and Rear Selective Shim Charts
Fwd, Dir, Inter and OD Selective Snap Ring Charts
Shift Speed Charts
Torque Specifications
Perameter Identifications
Solenoid Identification and Type
2-3 Flare, DTC P0733, Delayed Reverse Engagement
Excessive Column Shift Efforts, Feels Frozen
DPS6
Shudder on Light Acceleration
Fluid Level
CFT30
Pressure Testing

CHRYSLER
41TE
DTC P0750, Multiple Solenoid Codes
45RFE
DTC P0888
Erratic TCC Operation
DTC P1791, Delayed Engagements
45/545/68RFE
Stalls the Engine in Forward and Reverse
545RFE
Wrong Gear Starts, P2706
DTC P0750, Multiple Solenoid Codes
High Speed Momentary Bind
68RFE
Updated Separator Plate, Solenoid Body and Check
Ball Location
Clank Noise from Drive to Neutral
DTC P0871, OD Clutch Failure
DTC P0876, 2C Clutch Failure
48RE
#2 Check Ball Eliminated
62TE
Harsh Shifts
8HP45/W5A580
DTC P0730
722.6/NAG1
DTC P0748
DTC P0730, Limp Mode or Neutral Condition
Adaptation and Repair Verification
AS69RC
Introduction
Valve Body
Input Shaft, Gears, Bearings and Speed Sensor Location
F1 Roller Clutch and B2 Clutch
948TE
Introduction
Specifications
Clutch Application Chart
Valve Body and Solenoid Identification
Dog Clutch Identification

IMPORT SECTION
Acura MDX
No Reverse
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Odyssey B7TA/B7YA
All Solenoid Codes Set
Odyssey BYBA/BGRA
No 3rd or 4th Gear After Overhaul
MDX, MDKA
Bearing Noise While Driving, In Park and Neutral,
Goes Away in Gear at a Stop
722.9
Check Ball Identification and Location
No Movement
Binds on the 3-4 Shift
Stuck in Failsafe
Stuck in Failsafe, Arratic Shifts, No 1-2 Shift
2-3 Flare After Rebuild
RE5F22A
Harsh Delayed Forward Engagement
Harsh Downshift
Erratic, Harsh, Soft or Rough 1-2 Shift
RE0F09A
AWD Noise, Damaged Gears, Cracked Case
Codes, Erratic Shifts, Harsh Engagements, Harsh
3-4 shift
ZF4HP16
Neutralizing in 1st and 4th, P0705
A6LF1
Introduction
Fluid Level Check
Fluid Contamination and Cooler Hose Damage
Side Cover Leaks
Component Identification
Solenoid Identification
A and B Shift Solenoid Function
Line Pressure Solenoid Function
Torque Converter and 2-6 Brake Solenoid
3-5-Reverse, Underdrive and Overdrive Solenoid
Function
Transmission Range/Inhibitor Switch
Internal harness and connector Pin Identifications
Valve Body removal
Transmission Temperature Sensor (TOT)
Valve Body Circuit Identification
Input and Output Speed Sensors
Case Air Checks
Low/Reverse Sprag Rotation
Valve Body Exploded View (Outer)
Valve Body Exploded View (Middle)
Valve Body Exploded View (Inner)
Valve Body Exploded View (Outer Small Parts)
Valve Body Exploded View (Middle Small Parts)
Valve Body Exploded View (Inner Small Parts)
2-6 Brake Clutch Endplay Checks
2-6 Brake Clutch Endplay Checks (Alternate
Procedure)
Low Reverse Brake Clutch Endplay Checks
Overdrive Brake Clutch Endplay Checks
Delay or Slips in Drive
Unit Endplay Specifications (Front)
Unit Endplay Specifications (Rear)
Diagnostic Trouble Code Definitions
TCM Relearn Procedure
Specifications
A4CF2
Solenoid Identification
Valve Body Identification
Adaptive Learning
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Making Data Driven Business Decisions, Improving Your Bottom Line

Making Data Driven
Business Decisions,

IMPROVING
YOUR BOTTOM
LINE

by Steve Garrett
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he past few years have been
a challenge for all companies and their employees. The
next few years will see major changes
in our industry and the technologies
your technicians are expected to repair.
With massive changes to the EPA
vehicle emissions standard and CAFÉ
(Corporate Average Fuel Economy)
standard this past year, the OEM’s are
planning major technological changes
to the vehicles you and I will drive.
Most of you know me based on my
technical background, but in all actuality my business and management background is as broad as my technical side.
So with that said, lets spend a little time
discussing an area that most successful businesses share. While it is many
times easy to look at a company and see
why it failed, it is much more difficult
to look at a successful company and
determine why it is succeeding.
One common thread among successful companies is that they use data
to drive their decisions. What does
that mean? It means they study their
operation and use the information that
they receive from their research to
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THE 2014 ATRA SEMINAR BOOK

determine the direction and decisions
the business will follow to drive future
sales. Companies use various methods
to extract and quantify the data and I
am sure you are thinking, “I don’t have
the time nor the resources to find this
type of information”. Well I have some
good news for you, ATRA has devoted
a lot of resources to just such a project,
and it is called “What’s Working”. I
would invite you to contact ATRA so
your business can benefit from the data
we have collected the past few years.
In addition to the data, we also operate a “What’s Working” forum and we
would love to invite you to participate
with countless others that have found
the forum to be invaluable. The forum

is free and you can sign up from the
“Gears” website. The forum allows
you to communicate and share management ideas with shop owners and
managers around the world.

One area that has received a lot
of attention from companies making
data driven decisions is training. In
our industry, some shops train their
employees while others never train anyone. A tremendous amount of effort has
been put forth by various industries and
GEARS April 2014
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the educational community to find out
if training really pays off. According to
the “American Society for Training and
Development” (www.astd.org) training will improve the bottom line of
any business. Of the 575 companies
studied over a 3 year period, companies showed average improvements
of 36.9% in productivity, increased
profits and improved customer satisfaction. Companies that invested $1500
in training per employee averaged a
218% increase in revenue as compared
to other businesses in that industry that
did not train their employees. Most
major companies have invested heavily in training because it pays off.
An example is Motorola, they studied
the return on investment from training extensively and determined a gain
of 30% in worker productivity, a 47%
increase in profits and over a 3 billon dollar reduction in costs over a 3
year study (Learning to Succeed in
Business with Information Technology,
Tim Lane www.docin.com ) .
Some shop owners and technicians tell me:
1 “Training, It's too expensive, I
cannot afford it”
As best put by Zig Ziglar, the
famous business and motivational guru
“ What’s worse than training your
employees and losing them? Not training them and keeping them”. Just a
2% increase in productivity will typically net a 100% return on the dollars invested for the training (Global
Training and Certification Study Comp
TIA Prometric info.ecpuniversity.com)
“Any company has to recognize that
not only is the human capital of their
employees a major asset, it is also a
depreciating asset that needs continuing investment” (Nobel Laureate Gary
Becker) Investing in your people shows
a commitment to the employee which is
then returned as a commitment by them
to your business. In addition, investing
in training is actually and investment in
your customer. Doesn’t your customer
deserve a knowledgeable technician
that can “fix it right the first time”?
2 “I know everything about this
stuff so there is nothing for me to
learn”
I am the first to admit that I do
not know everything about anything. I
don’t even know all the questions little
GEARS April 2014
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“Without the ATRA training we would not be able to
keep our shop competitive and our customers satisfied”.

on all the answers. It is truly a bad day
For companies that provide training
when one does not learn something
opportunities for their employees, only
new. The school of hard knocks is an
12% are considering moving to a new
effective teacher, but the lessons are
company. Career development has long
very expensive and time consuming. If
been shown as the #1 employee retenyou are confident in your skill sets and
tion tool in untold studies of various
you truly believe you have a handle
industries.
on all of this technology, I would
Does the guy at the dealership care how much
invite you to take
you pay?
the ATRA certification tests. The
Does the guy in China care how well the
certification propart works?
gram is designed
to test the skill
level of your
technician based
Since we manufacture OE-quality parts
on the type of
right here in North Carolina, we can
knowledge that is
sell them for less.
required to repair
today’s vehicles.
3 “If I train
my employee,
He/She will
leave”
A Louis Harris
and Associates
We’re an American company that has a stake in
( w w w. h a r r i s i n the
success of your business.
teractive.com)
Available from your favorite distributor.
study found that
Made in the USA
among employees
with poor training opportunities
41% have plans
www.RostraTransmission.com
to leave that busiSee the story behind OE-quality parts.
ness within a year.

We Care.

Rostra
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“Education of our employees help us better service
our customers” “The training improves our end product quality which improves our customer satisfaction”

4 “If I train my employees they
will want a raise”
The most effective way to improve
worker productivity and improve worker retention is to train your employees. Many business models tie wage
increases to training standards , productivity increases, customer satisfaction improvements and business cost
savings.
Many types of training are available in our industry. In house training, mentoring, self study training and
external training opportunities are common types across all industries. At
ATRA we offer:
* Technical Seminars at about 25
locations across the US and
Canada each year. The seminars
focus on current product issues
and product updates that are critical for the technician in the field
to know and understand.
* Webinars are offered free of charge
typically twice per month. The
webinars focus on specific product areas. We offer webinars
typically during your lunch time
for the various time zones.
* Self Study programs are also
offered allowing the technician to
hone their basic skills
36
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We concentrate on “targeted”
training which is designed to improve
employee performance, quality, quantity, speed, safety, problem solving,
ethics, leadership and communication.
We focus on teaching what you are
supposed to do, how you are supposed
to do it and why you are supposed to do
it. Our job is to help you improve the
goods and services you provide to your
customer but we can only do that if you
allow us to have the opportunity.
Well you have heard me talk about
training and what ATRA has to offer
but some of you are probably saying to
yourself “ it is just another sales pitch
from ATRA because they make money
from their training” so here are some
quotes from some shops in the industry
that train their employees.
Zach’s Transmission Longmont
Colorado: “ Either you are going to get
drug behind the horse or you are going
to ride the horse”. “Don’t be the 1st
skydiver”.
“There is never been
a time when I have not found information in a seminar, webinar or gears
that we could not or did not use. In
most instances the information that we
received at the seminar we used within
a month or two of attending. I do not
have the time to do the job twice, the
ATRA presentations help us do the job

correctly the first time”.
Lyons Transmission Brandon
Manitoba Canada: “ We pride ourselves in having no customer returns,
without training that goal is impossible”. “We want to be in the leading
edge of the industry not the trailing
edge, that is why we train our employees and that is why we have been long
time ATRA supporters”.
Jim
Jennings
Transmission
Baltimore Maryland: “Education of our
employees help us better service our
customers”. “The training improves our
end product quality which improves
our customer satisfaction” “The ATRA
seminar is excellent, it helps us with
diagnosis and rebuilding and our guys
always get something worthwhile out
of it”.
Allen Transmission La Crosse
Wisconsin: “ You have to keep up on
technology if you want to keep working on cars now and in the future”
“Without the ATRA training we would
not be able to keep our shop competitive and our customers satisfied”.
“ATRA has made transmissions like the
6T70 money makers for use rather than
money losers”.
Well that is about all the time we
have for now. I hope to see you at our
next seminar or webinar as “A mind is
a terrible thing to waste”. Until then
remember “An investment in education
always pays the highest returns” (Ben
Franklin)

GEARS April 2014

4/1/14 1:43 AM

YOUR
DRIVETRAIN
CONNECTION
SINCE 1962

C

M

Y

CM

GFX is a Miami based
distributor and manufacturer of
automatic transmission hard
parts and steel plates. GFX has
over 50 years experience in
the automatic transmission
aftermarket industry.

MY

CY

MY

K

GFX is your direct link to a
wide variety of products such
as bands, CVT chains, filters,
pistons, pump gears and pump
components, solenoids,
switches, sprags, surplus and
used hard parts.
We invite you to look through
our website at
www.gfxcorp.com

FULL LINE AUTOMATIC TRANSMISSION PARTS SUPPLIER

GFX Corporation 4810 NW 74 Avenue Miami, Florida 33166
©2013 GFX Corp. All Rights Reserved.

gfx plcd113.indd 2

Tel: (305) 499-9789 www.gfxcorp.com

1/11/13 2:28 PM

Selling the Value that
Nobody Can
Compete With
T
oday’s marketplace is more
competitive than ever before. In
this competitive environment
we see companies working extremely
hard to attract new customers’ interest
and stay top of mind with their established client base.
Most companies find they need
to use many new marketing resources,
such as the internet and social media,
in addition to some of the more traditional advertising methods, like print,
radio, or television, to reach their target
market.
This demands a considerable
investment of time and financial
resources to achieve your goal. Those
marketing activities result in customers
calling your store about your products
and services.
So customers showed up. Now
what? When the phone rings, you need
to be prepared to do much more than
answer their question, which is usually
“how much is _____?” (Just fill in the
blank with whatever your product or
service is).
If your response to the question is a
price, which happens frequently in most
businesses, the call ends and the only
information the caller has is your price.
From there they continue calling your
competitors and getting more prices.
The only criteria they have for comparing you to your competitors is price.
To make sales in this scenario you
have to offer the lowest price. Chances
are pretty good that wasn’t your intention when you started your business.
If your business plan included a philosophy that your company would offer
customers quality products, superior
service, and an exceptional experience,
while earning profits necessary to sustain and grow the business, price-based
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by Bill Haas,

Haas Performance
Consulting LLC
selling doesn’t work well.
Their call is your opportunity to
have a valuable conversation with a
customer. Valuable conversations are
where you learn what customers really
need. For example, they don’t need a
car battery; they need a car they can
depend on to start when it’s time to go
to work or take their children to school.
First you should understand that
the only reason they asked for a price
is because they didn’t know what else
to ask. The valuable conversation starts
with you asking a question or offering to help with their problem. This is
where you differentiate your company
from your competitors.
The first one to offer to help or
show concern about the problem they’ve
encountered, wins.
Your interest in helping solve their
problem changes the tone of the conversation and price becomes less of a
priority. Asking powerful questions is
the key to a truly valuable conversation.
Powerful questions are the ones you
ask that no one else does. They make
you look better and smarter than your
competitors, or make the caller stop
and think.
Once you develop powerful questions and they become part of your
dialog with callers, you’ll find it easy
to respond with solutions that solve
their problems. They’re less sensitive to

price because you presented a value for
your products and services.
Warren Buffet said, “Price is
what you pay; value is what you get.”
Unfortunately, most customers have to
wait until after doing business with
your company to determine how valuable the experience was. Having valuable conversations and asking powerful
questions during the initial contact with
the customer establishes value before
the transaction.
There are many ways to present
value. Here are two examples:
First, never assume; you may think
you know what customers want, but
what if you’re wrong? Ask powerful
questions, listen to what they tell you,
solve their problems, and exceed their
expectations.
Second, always deliver. Do what
you said you were going to do. Deliver
on time, every time. When you can’t
(and it will happen) call them, explain,
and apologize. Then follow up promptly after delivery.
Make sure your company captures
the maximum possible return on those
marketing efforts. Take the time to
engage callers in valuable conversations, provide innovative solutions, and
be the customers’ best choice. That
gives you a value none of your competitors can compete with.
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Springtime
Checkup

Springtime Checkup

S

Daffodils… baseball… sleeping
with your windows open. A time
of rebirth and beauty for all.
(Actually, I just came in from
shoveling about 7” of snow and it’s still
coming down with no end in sight. But
at least the power’s still on!)
This is also the time of year when
people start thinking about travel and
vacations. Whether it’s a day trip to the
beach (the “shore” for those on the east
coast) or a few weeks of sightseeing,
this is when your customers start making plans for that summer road trip.
Of course, no one plans for an
unexpected breakdown (hence the term
“unexpected”). It’s bad enough having
to pay for car repairs without being
stuck away from home and having to
take your car to a complete stranger,
hoping that he knows what he’s doing
and isn’t seeing your out-of-state tags
as a license to print money.
If your shop has expanded into
general repairs, this is where you can
help: A careful springtime inspection
and some basic services can reduce the
chance of those unplanned repairs, and
make sure your customers’ vacations
stay on track.
We’ve put a checklist together that
you can customize and use to help with
your checks and to help make the sale.
Visit www.gearsmagazine.com and go
to the April 2014 issue to download a
copy.
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Let ’em Know

The first thing you need to do is
let your customers know you have their
backs. One thing that nearly everyone
does in the spring is get their engine
oil changed. So put a special together
around that to get them in the door.
Offer a “Springtime Special,” that
includes a lube, oil and filter change,
and a complete car checkup for “just
$xx.” Let them know that this includes
a “free, 55-point checkup” to evaluate
their car and help them get ready for
that summer trip.
Send out a card, put a special on
your web site, and spread the word
through social media. Anything that’ll
get them in the door and get your technicians under the hood.
IMPORTANT: Make sure you
specify the type of oil and how many
quarts you’re going to include. You
don’t want to lowball the price and
have a customer expect 11 quarts of
high-end synthetic.

Ask Why

Whenever customers bring their
cars in to take advantage of your special, always ask why they want it. Ask
if they’ve been experiencing any problems. Then ask again, a different way.
As anyone who’s been in the transmission business can tell you, too many
customers ask for maintenance because
they think it’ll fix a problem. “Tighten
the bands,” is code for, “my transmis-

by Steve Bodofsky
members.atra.com

sion has a flare between second and
third, and I’d like to get it fixed without
paying for a rebuild.” And, of course,
it rarely works; but by then it’s on you.
So ask if they’re having any problems. Then ask again. And write it on
the repair order to cover your… well,
you know.
Then drive the car yourself; don’t
take their word for it. Check for noises,
shift problems, performance issues…
anything that’s not 100%. Make sure
there are no problems, and document
any issues you discover. Then you
can discuss them with the customer…
before you begin to perform the service
procedures.
While you’re talking to the customer, ask about the vehicle history.
Has it been tuned up? Transmission
serviced? Any repairs in the last year or
so? Has the timing belt been replaced?
Once you have all that information,
you’re ready to begin your checkup.
Now, at first glance this is going to
look like a lot of work. But once you
get used to the routine, you should be
able to run through it in about 20 minutes or so.

Mileage-Based Checks

Start by checking the vehicle’s
year and mileage. Then check the factory maintenance schedule. That’ll give
you an idea of general service recommendations based on time or mileage.
Many service items are recomGEARS April 2014
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mended based on mileage. So, if the
car has 60,000 miles on it and has never
had spark plugs or a fuel filter, you’re
probably justified in recommending
replacement, even if there are no driveability problems… yet.
A big item that a lot of people
forget is the timing belt. Most manufacturers recommend replacing the timing
belt at around 75,000 miles.
That’s a big item in itself, but it
comes with a lot of ancillary work. For
example, many water pumps are powered from the timing belt. So when you
replace the timing belt, the manufacturer recommends replacing the water
pump.
Of course, if you’re replacing the
water pump, you’re going to be draining the cooling system, so it only makes
sense to replace the coolant. You’re
already doing the work; you’ll only
have to charge for the coolant, so why
not?
Same with the drive belts; they’re
already off, so why not replace them?
And while you’re at it, you should
probably replace the hoses and thermostat, and bring the whole system to
like-new condition.
Sure it’ll cost a lot; you’re probably looking at nearly $1000 by the time
you’re through. But it’s a valid service
and one that’ll protect the customer
from breakdowns on the road.
Another worthwhile service that’s
mostly mileage based is a fuel system
service. In most cases, you should service the cars fuel system about once a
year. This will help improve gas mileage, reduce emissions, and it’s probably
the one maintenance item that will provide a noticeable improvement in the
car’s performance.
While you’re at it, this would be a
good time to check for any bulletins or
updates. Sort of like chicken soup for a
cold: It might not help, but it couldn’t
hurt.

Basic Checks

Now you’re ready to run some
basic checks: Start by checking the
warning lights on the dash. Do they
light with the key on, engine off? Do
they go out right away when you start
the engine? Make sure: Those lights are
important for the customer’s safety and
piece of mind.
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Next, run a basic computer system
check. Check for any codes and examine the basic scan data to make sure
there’s nothing obvious out of sorts.
And check the oxygen sensors to
make sure they’re working and within
range; a worn out oxygen sensor will
reduce gas mileage and affect vehicle
performance.
Then check the exhaust system:
With the engine running, hold a shop
rag over the tailpipe for a few seconds.
You should hear a slight leak from the
drain holes, but the system should build
up pressure right away. If not, look for
a leak.
Prevents
contamination
of new or
rebuilt units

kk
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Check the lights, windshield wipers and washers. Make sure they all
work, and look for cracks in the lights
or tears in the wiper blades.
Check the heater and A/C system
operation. Does the blower work properly? Do the vents redirect when you
switch from heat to A/C to defrost?
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services to the A/C refrigerant system
unless you’re certified through ASE or
MACS.
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missing pedal pad can easily allow the
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Springtime Checkup

customer’s foot to slip off and cause an
accident. And make sure the emergency
brake is working and adjusted properly.
This is also a good time to check
the shocks and struts. Give each corner
of the car a good bounce: If the shocks
and struts are good, the car should
bounce once and stop. If it bounces
more than once, the shock or strut probably needs replacement.
Check the windows, doors, trunk,
and hood. If it has electric windows,
make sure the windows operate from
each button. The customer may already
know about any problems, but it’s still
worth mentioning.
While you have the trunk open,
check the spare tire and jack. Make sure
everything’s there and that the spare is
full. If it’s low, fill it; if it’s very low,
recommend the customer come back
to have it checked again in a couple
weeks, to make sure it isn’t leaking.

Under the Hood

Now it’s time to dig under the
hood. Check all the fluid levels, and
look for any that may be contaminated
or worn. There’s a kit called Fluid Rx
that can help you identify worn out or
contaminated fluids.
Check the coolant; not just the
level, but also the protection, alkalinity,
and pH. Acustrip makes a nice dip strip
that’ll let you check everything at once,
regardless of the coolant type. Both
Fluid Rx and Acustrip kits are available
from CAT Products, Inc.
Check all the filters: air, crankcase
breather, evaporative canister, and even
the cabin filter. The fuel filter on most
cars will be a sealed can, so you’ll have
to check the mileage to determine if it’s
time to replace it. Finally, don’t forget
the PCV valve.
Check the hoses and belts, and
look for signs of leaks. If you can, run
a pressure check on the cooling system
and the radiator cap. Make sure they’re
holding pressure and the cap releases at
the right pressure.
Check the battery; make sure the
connections are clean and tight, and,
if the caps are removable, check the
levels. If they’re low, fill them with distilled water. And always use a memory
saver if you have to disconnect the battery terminals.
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Raise the Car

Once you’ve finished under the
hood, set the car on the lift and raise it
about halfway.
Check the tire treads for wear or
damage. You should have at least 2/32”
left everywhere other than the tie bars.
But even that’s kind of worn if the customer’s preparing for a trip. Look for
cracks, damage, or bulges in the tires;
any of these indicate a problem.
While you’re at it, check the tire
wear for indications of an alignment
problem. The wear should be even all
the way across the tread. If it’s worn on
the edges or feathered across the treads,
recommend a wheel alignment.
Make sure the wheel bearings are
adjusted properly and in good condition. Generally there shouldn’t be any
side movement at the bearings. And
check any packable bearings to see if
they should be repacked.
Adjust the tire pressure to factory
specs; that’ll usually be on a tag on the
driver’s door jamb.
Finally, check the brakes. That may
require removing the wheels. Look for
wear and check for leaks in the hydraulic system, such as a wheel cylinder or
caliper.

Check Underneath

Now raise the car the rest of the
way. Have a look underneath the car
for anything that looks wrong or out
of place.
Look for signs of leaks in the
engine, steering, brake system, transmission… anything that’s supposed to
hold fluid.

Check any fluid levels that need to
be checked from underneath: differential, transfer case, manual transmission,
etc.
Look for any rust. Make sure the
floorpan is solid; holes can let exhaust
leak into the passenger compartment,
and can get your customers sick… or
worse.
Check the exhaust hangers to make
sure they’re all there and in good condition.
Check the brake lines and hoses.
Look for rust, leaks, or cracks in the
rubber hoses.
Check the steering and suspension.
Check for any wear or looseness. Look
for worn, damaged, or loose bushings.
While you’re there, wipe off any grease
fittings to prepare for the lube.
Check the engine and transmission
mounts; make sure they’re in good
shape; not crushed or broken. And
check the CV-joints or U-joints for any
wear or damage.
Once you’ve checked everything
carefully, you’re ready to present your
findings to the customer. Make sure
you identify which items need to be
handled right away, and which ones are
just getting close, and should be done
before a long trip.
It’s a lot to check, but once you
become familiar with the routine, you’ll
go through it in no time. And these
springtime checks will help you sell
more work while they keep your customers’ cars on the road and avoid
those unexpected failures away from
home; just what they were hoping for
on those summertime road trips.
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WHAT’S WORKING

Facing Uncertainty
in Today’s Business
Environment
I
n the world of quantum mechanics, the closer you attempt to measure a subatomic particle, the less
you’ll know of its true position and
velocity. It’s known as the Uncertainty
Principle1 and was theorized by
German physicist, Werner Heisenberg.
What does that have to do with
running a transmission shop? I believe
our industry has its own uncertainty
principle and I’d like to propose my
thoughts for you to consider.
BLAND’S UNCERTAINTY
PRINCIPLE STATES:
The more you focus your entire
energy on your current business model,
the less energy and business you’ll ultimately have; and therefore will remain
uncertain of your business’s future.
My principle is based on the
dynamics of business and my years of
observing successful and unsuccessful
models within our industry.

Before Success There
Must First Be Failure

Our ability to learn from past failures allows us eventually to achieve
success. Today’s traditional transmission shop model is the result of numerous trial-and-error occurrences from

1

More precisely, what
is altered is the actual
position of the particle as
the very act of observation changes the trajectory
and therefore the position
in quantum mechanics. Google
Heisenberg Uncertainty Principle for more.
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the early days of our industry. From
staffing a shop, to promoting it, to how
you acquire parts, and whose business models you’ve borrowed from and
improved upon.
But a successful business model is
as temporary as market conditions dictate. When market conditions change,
so, too, must the business model for it
to remain successful.
This evolution of business and
models within our industry (and others)
will never stop. It’s the very dynamic
of business on which my principle is
based. Successful shop owners intuitively understand this principle; the
unsuccessful, or those who are about to
be, simply failed to grasp the concept
entirely.
A note of caution: As important as
it is to understand the dynamics of business and to be constantly aware of the
changing market conditions impacting
your model and your ability to change
quickly to address those trends and
conditions, it’s equally important to
recognize an absolute in your business.
In the service business, regardless
of your particular model, you must
be customer- (not profit-) centric in
every aspect. You must never waiver
from this constant, especially in today’s
consumer-connected marketplace.
Focus on your customer and profits will follow. If your business focus
is on profits, the customer will look
elsewhere. This is a service-business
absolute and cannot be altered if business success is your desired outcome.
Adhering to committing valuable
resources toward an outdated business
model — one that doesn’t align with

by Rodger Bland
members.atra.com

current market conditions and trends
— is an exhaustive and ultimately fatal
business decision.

Recognizing What Is

The remedy, of course, is to know
when a particular model has become
outdated and burdensome toward
progress. This awareness can only be
achieved if you aren’t totally immersed
in the continual focus and improvement
of your business model.
Here’s where Bland’s Principle of
Uncertainty somewhat aligns with our
friends over at the quantum mechanics laboratory: The more closely we
observe (or focus) on one thing, the less
we know about its true position.
Put another way, if you’re spending
every ounce of your business “juice” or
focus on your business model, then
you can’t accurately determine if it’s
still tied to current market trends and
conditions. You become too invested
in promoting your way as the best way,
regardless of what’s actually happening
in the marketplace.
Market conditions, such as competition, pricing, supply chains, and
growth rates should be constantly
monitored for any fluctuations toward
new trends. Business models should
similarly be updated to reflect market
conditions.
Failure to do so will cause you
to focus your energies attempting to
improve an outdated business model,
which often leads to frustration, exhaustion, and poor business outcomes. It
isn’t a pretty picture, and, unfortunately, we’re seeing way too much of it
presently in our industry.
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Facing Uncertainty in Today’s Business Environment

More than One Way

Let me be clear: I’m not suggesting that there is
one particular business model within our industry today
that’s superior to any others. There are too many variables to assume that.
What’s more, it’s beyond the scope of any one
article to try and define the business model for any one
particular organization or shop. Suffice it to say, in my
observations over the past 20 years, I’ve seen myriad
models succeed and others fail.
The constant has always been that those who’ve
succeeded are never tied to any one particular model,
but instead are tied to the market in which they reside.
That’s the difference; that’s key.
You must understand and embrace this business
axiom as well as you can: Success is not a destination;
it is, rather, a process. Understand that the success you
enjoy today with your current business model is as temporary as the dynamic nature of your marketplace, and
in a state of constant change.
If you can understand that business and change are
universally connected and intrinsically dependent, then
you’ll also understand that your focus must be broadened in scope to encompass more than just your current
business situation, but to include the vision of where
your business will be in the future.
This one aspect of envisioning where your company will be in the future is the main, and ultimately most
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important, aspect of what your function
should be as a business owner.
Creating a vision for your company, however, can’t be achieved if your
business view (or for the matter, world
view) is confined to your current model
alone. The key is to release your inward
focus and energy and redirect them to
what lies ahead.

Breaking through
Uncertainty

Uncertainty in business, and for
that matter life, generates fear. We often
react to fear by seeking shelter. In business, shelter may come in the form of
familiarity. What we know we think we
control, and there’s comfort in that.
You may rationalize that you know
your current business model and would
rather work to perfect it than to try
something unknown or new, despite
what the market is telling you. It is
hard to stick your head out and peer
into the future when you’re fearful. So
you remain sheltered but also stagnant
to any type of business growth.
Another barrier to breaking through

uncertainty in business is ego. Our egos
provide us with a protective shield
against feeling the pain of criticism…
or so we think. Ego also creates barriers
to learning new ways of doing things.
If your ego tells you that you
already know everything, then your
capacity for learning anything new is
greatly reduced. Your mind closes and
that makes your ego happy.
But being trapped in an ego-driven
fear of uncertainty only leads to one
outcome: failure. So how do we break
through?

Seek a Higher Perch

Creating breakthrough to uncertainty is really no more or less than
seeking a higher perch, or, more accurately, a better vantage point from
which to view the overall market.
Where do you find this vantage
point? Get out there! Visit other shops
that are doing something different with
their business model. Get involved with
industry gatherings and functions to
share ideas and successes with likeminded folks.

And there’s no better place to do
this than at ATRA’s annual Powertrain
Expo, this year at the Rio Resort and
Casino in October (see information in
this issue). This is where you’ll meet
other shop owners and parts suppliers,
and get to speak with them about their
view of future trends.
Getting out there and discovering
new and different ways to do business
in our industry is the first part of the
solution, but not the most important.
The most important part will be after
you see and experience new ways of
creating new business in your market
and pulling the trigger to take advantage of your newfound knowledge.
But it all begins with facing the
fear uncertainty head on. Only when
you’re ready to embrace change will
you really be ready to move forward in
business.

Used, New and Rebuilt Hard Parts, Soft Parts
Electrical Components & Flywheels

SLAUSON
TRANSMISSION

PARTS

Order Online 24/7 at www.slauson.com • Phone Hours: 7:00 am to 5:00 pm/ PST
Call (800) 421-5580 • Local (310) 768-2099 • FAX ( 310) 768-8298 • Se habla Español!
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10 Ways to
Increase Sales
Confidence

W

hen you feel uncertain or
unsure of yourself, you’re
unlikely to compel anyone else
to buy or to accept your advice. The
“killer app” in sales and leadership is
confidence. We’re drawn to confident
people and put off by uncertainty.
Transmission professionals are
constantly in the position of trying to
gain the cooperation of others. You,
too, can increase your influence and
success by improving your confidence
in everyday sales and management situations.
Having coached and trained thousands of sales people and managers
over the past 38 years, I can show you
how to increase your sales confidence.
Here are a few quick tips to get you
started:
1. Know what you’re going to
say. The more you’ve thought through

1
48
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your ideas and determined how best to
communicate them, the more confident
you’ll be. You’ll speak with conviction
and others will see that you mean what
you say.
2. Practice saying it well. Roleplay or rehearsal is the most overlooked
and undervalued form of training. But,
just like practicing a song before performing it in front of others, the more
you’ve actually spoken the words, the
smoother and more convincing you’ll
be when speaking with a customer or
coworker.
3. Share best practices. Talk with
your colleagues from ATRA and your
coworkers at the shop about how they
describe the value of their services, or
how they reduce the purchase resistance of customers.
4. Remember, it’s not about making a sale; it’s about helping solve a

2
3

by Jim Cathcart

4

problem at a profit. Those who say
“profit is a bad motive” aren’t good
businesspeople. They fail to realize
that, without profit, you have to stop
helping others. Charity is for churches,
not your shop. Help people and get paid
to do so.
5. Learn something new about
transmission repair every day. Every
day! Make it your personal commitment
to read an article, listen to a podcast,
attend a seminar, call a colleague, study
a manual, watch an instructional video,
or solve a problem with a coworker
every day. Find one idea that you hadn’t
thought of before. The snowball effect
will make you a national expert in no
time.
6. Become a better person. You
may already be a great guy or gal but
everyone can be better. So read inspiring books, listen to recordings, watch

5
6
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videos, go to meetings, read magazines,
or call experts who can help you understand human nature better and understand yourself, too. This will pay off in
everything you do.
7. Get tools to compensate for
whatever you lack. If you aren’t good
at accounting, you can buy accounting
software like QuickBooks. The same is
true if you aren’t as naturally successful
at other parts of your job. Get the tools
others have built that will make your
job even easier. The better your tools,
the better your work will be. And the
greater your confidence will be as well.
8. Become an advanced listener.
Don’t just listen like others do; be a
master at it! Learn to ask great questions, know what to wonder about, and
find ways to involve your customers in
solving their own problems. Then you
can apply the solution and get them
back on the road… profitably. Keep
a list of good questions and review it
often so you don’t have to look at it
while chatting with customers.
9. Study yourself. The old adage
to “know thyself” is still great advice.
The better you see and understand your

7
8
9

natural communication patterns, the
more you’ll identify ways to improve
them. Get feedback, take self-assessments, and obtain coaching and training.
10. Read every page of GEARS
every month. That’s right, every page.
Most people only study what they’re
directly interested in, but the great
minds of history have been universally
curious. They’ve intentionally learned
things just outside of their specialties
to expand their horizons. This entire
magazine is built for you, the transmission professional. Read the parts you

10
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normally skip. Even the ads. Notice
the patterns, seek the wisdom, and find
the new ideas that are waiting there for
you.
Jim Cathcart has been inducted
into the Sales and Marketing Hall of
Fame (London and Paris) by Top Sales
World. He’s a regular contributor to
ATRA and GEARS. To book Jim for
your meetings or obtain his advice,
contact him at Jim@Cathcart.com, or
visit him on line at Cathcart.com.
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UP YOUR BUSINESS

“That’s My
Husband’s Truck!”
by Thom Tschetter

U

p Your Business is an exclusive GEARS
Magazine feature in which I share details
about real customer disputes that I’ve
helped settle through mediation and arbitration.
This particular case isn’t a typical automotive
repair dispute. It has nothing to do with inaccurate
diagnostics, defective repairs, deceptive sales practices, or warranty fulfillment. The chances of this
happening again aren’t even likely. But there’s still
something to be learned from it.

The Details
1.
2.
3.

4.

The customer brought his uniquely tricked-out
4X4 into the shop for a transmission rebuild.
The shop diagnosed it earlier in the week, but the
customer needed to use it that day.
He agreed to bring it in on Wednesday and to
leave it with the shop over the weekend. He was
going to go on an out-of-town golf weekend with
a group of his buddies. He’d pick it up the following Monday.
The customer said he’d be taking his family on
a camping trip the following week and would
be pulling a camping trailer. He asked to shop
owner to double and triple check the job and

Pushes 18,000 lbs up a 5% grade.
Safe for use on plastic bumpers.

powerpusher.com
800-800-9274
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5.

6.

7.

8.

9.

look the truck over, so the vacation
wouldn’t be ruined with subsequent problems.
The shop owner assured the customer that it would be a “topnotch” job. He said it’d be finished
by Friday, and he promised to take
it on an extra long road test…
just to make sure it was working
perfectly.
The truck was finished just before
closing time on Friday, so the shop
owner decided to drive it home
and put some miles on it over the
weekend, to make good on his
promise to give it an extra long
road test. (Don’t even pretend to
know what happens next!)
It turned out that Friday was the
shop owner’s wedding anniversary. He’d planned an overnight
getaway for his wife and him at a
rather exclusive local resort.
Coincidentally, the customer’s
wife happened to be going out to
dinner with some friends at the
restaurant, at the same resort, at the
same time.
Being a tricked-out and unique
truck, she couldn’t help but recog-

Being a tricked-out
and unique truck, she
couldn’t help but recognize it. She had no idea
who was driving it. All
she knew was her husband was supposed to
be out of town on a golf
outing with the guys.
nize it. She had no idea who was
driving it. All she knew was her
husband was supposed to be out
of town on a golf outing with the
guys.
I won’t go into all the drama that
ensued between the customer and
his wife… that was all eventually
straightened out with the help of
the shop owner’s explanation.
The problem was that the customer was upset that the shop
owner would use the truck as a
“personal vehicle” without his permission.
10. The shop owner explained that

11.

12.

13.

14.

the transmission job hadn’t been
completed in time to complete an
extended road test before closing
time on Friday. He wanted to make
good on his promise to give it an
extra long road test and felt driving
it over the weekend made sense.
He further stated that he felt he did
have permission.
The customer didn’t agree with
the shop owner’s reasoning and
threatened to take the matter to his
attorney and file a complaint with
the BBB.
The shop owner apologized and
asked what he could do to set
things right. The customer became
even more upset and said he would
only be satisfied if the shop didn’t
charge him for the repairs.
The shop owner offered to give
the customer a 20% discount as
a goodwill gesture. The customer
said that that was an insult.
The shop owner refused to release
the truck without payment. He suggested that the customer pay 80%
of the bill, go on his family camping trip, and they would schedule a
BBB arbitration after he returned.

Does the guy at the

dealership
care how much
you pay?

We Care.
Since we manufacture OE-quality parts
right here in North Carolina, we can

sell them for less.

Available from your favorite distributor.

Rostra

Made in the USA

www.RostraTransmission.com
See the story behind OE-quality parts.
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Soap Operas Aren’t Only on TV

He said he would abide by the
arbitrator’s decision. The customer
reluctantly agreed.
15. In arbitration, the customer asked
for a refund.
• He based his request on emotional damages he suffered when
his wife mistakenly thought he
was cheating on her when he
was supposed to be golfing with
the guys.
• The shop owner asked to be paid
the remaining 20% for the work.
He stated that he didn’t feel it
mattered that the extended road
test be performed during business hours. He felt he had exercised good judgment to fulfill
his commitment, and the truck
was in his care and custody at all
times. The job was done right,
done on time, and at the agreed
price.

Three Questions

Here are three questions for you to
consider before I reveal the results of
this case.
1. Do you feel the shop did anything
wrong?
2. What would you have done if you
were the shop owner?
3. What would you have decided if
you were the arbitrator in this case?
52
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My Thoughts

One of the difficulties in arbitration cases is that my decision has to be
based on the testimony and evidence as
presented. Could the shop owner have
exercised better judgment? If the truck
had been damaged, it might have been
a different matter.
The customer didn’t present any
evidence of financial damages. If the
customer’s wife had gone to dinner at
some other restaurant, would there even
have been a dispute? I felt that, absent
the misunderstanding with his wife, the
customer wouldn’t have cared if the
shop owner took the truck home.

The Decision and
Reasons

In the end, my decision was for
the shop. The customer wouldn’t get a
refund and he was to pay the remaining 20% of the bill. My reasons are
as follows, in no particular order of
importance:
• From a purely practical perspective,
the shop owner would have had to
drive the truck outside of operating
hours to fulfill his commitment to
take it on an extended road test.
• The extended road test was an extra
service the shop offered to provide
at no additional charge.
• Nothing occurred that resulted in

financial damage to the customer or
his truck.
• The customer didn’t deny that he
had given the shop owner permission to perform the extra-long road
test.

What Can We Learn?

Sometimes even the best intentions
can go wrong. Not all mistakes result in
financial damages, but we often throw
money at them to try to fix them.
While in this case the shop ultimately won and would have needlessly
given up 20%, I stand by the words of
advice given to me as a young business
owner: “Never litigate when you can
negotiate.”
About the Author
Thom Tschetter has served our industry for more than three decades as a management and sales educator. He owned a
chain of award-winning transmission centers in Washington State for over 25 years.
In 1996 his business was honored as the
number 1 small business in the state and
ranked in the top 10, nationally.
He calls on over 15 years of experience as a certified arbitrator for topics for
this feature column.
Thom is always eager to help members
of our industry and continues to be active
in his retirement. You can contact him
by phone at (480) 773-3131 or e-mail to
coachthom@gmail.com.
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Alliance Transmissions and Auto Repair

SHOP PROFILE

by Steve Bodofsky
members.atra.com

Alliance Transmissions
and Auto Repair
“Watch Out for the Egress!”

Alliance Transmissions and Auto Repair (just the way it is)

W

hen PT Barnum opened
his museum of oddities in
Bridgeport, Connecticut, he
had difficulty getting people through
the exhibits. They’d line up to come in,
but wouldn’t leave to make room for
the next group.
Always the entrepreneur, Barnum
conceived an ingenious solution: He
set up signs all around the building:
“Watch out for the Egress!” “Don’t
miss the Egress!” “This way to the
Egress!”
Visitors would follow the signs
past the exhibits in hopes of seeing the
Egress. Finally they came to a doorway labeled “Egress.” When they went
through, they found themselves out-
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Alliance Transmission and Auto Repair San Marcos CA.
Owner Ray Seiler takes a moment next to a GMC transmission.
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side… because “egress” is just a fancy
word for “exit.”
If you’re like many of today’s shop
owners, you’ve probably been giving
your egress a lot of thought. The average transmission shop owner is pushing 60… a time when all of us start to
consider the possibility of retirement.
The big question is, do you have
something to sell, or will you simply
end up closing your doors? Is your
business something that could have a
real value to someone else?
Ray Seiler, owner and operator
of Alliance Transmissions and Auto
Repair in San Marcos, California, has
been working on answering that question for a number of years. By the
time you read this, he’ll have sold his
business and retired, spending his time
riding his new motorcycle or out sailing
on his catamaran.
Ray recognized that, if he ever
hoped to sell his business, it had to be
profitable. “Nobody’s going to pay for
a business that’s not making a buck,” he
said. “Otherwise you’ll end up settling
for 20¢ on the dollar for your equipment.”
And over the years, Ray’s made a
number of changes to his business to
make sure that, when the time came, he
was making enough to have a business
that was worth selling.

Former manager and new owner Kris Virdo inspects parts on a recent tear down.

The Beginnings

At first glance, you might think
that Ray’s entry into auto repair was
an impulse. He had a degree in business management and he’d never really
earned a living fixing cars. In fact,
when he first opened Alliance, Ray was
working as a purchasing agent for a
large company.
But a closer look reveals that he’d
worked in auto shops through high
school. Later he joined the Navy and
went through jet mechanic school. “I
graduated half a point out of first, and
then they sent me to a post where they
didn’t have any jets.”
He’s always been comfortable with
automotive technology. As Ray tells
it: “When a technician comes to me
to explain what he found with a customer’s car, I understand the systems
well enough that I know what he’s talking about.”
Ray opened his doors in 1987.
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Technician Eddie Garcia runs a diagnostics test on a vehicle.

Back then he began as a franchised
shop. But the franchise was involved in
litigation over its name; they lost that
suit and had to change the company
name. Then they went into bankruptcy;
that’s when Ray switched from the
franchise to become an independent
shop. And that’s when he joined ATRA:
“I wanted to be able to offer a nationwide warranty, to compete with the
franchises” he said.
“That was also when the industry was really beginning to change
technically. Computer controls were
just beginning to take over, and it was

important to have the technical support
that ATRA offered.”
Ray also makes it a point to attend
ATRA seminars, including Expo. Ray
attends the management seminars, and
he usually brings one or two of his technicians to the technical seminars. What
can someone with a degree in business
management learn at an ATRA management seminar?
“I learn something valuable at every
seminar I attend,” says Ray. “Maybe
the most valuable thing I’ve learned is
that you really are in charge… if you
choose to be.”
55
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Alliance Transmissions and Auto Repair

Eddie Garcia works on a GMC transmission at the San Marcos CA location.

Marie Carl waits for repairs in the customer lounge at the Alliance shop in
San Marcos CA.

Getting into General
Repair

When the economy tanked in 2008,
it hit everyone… including Alliance
Transmissions. Like so many shop
owners, Ray began looking for different ways to boost his business. He
decided his best bet was to add general
repairs to the mix.
But, unlike so many other shop
owners, Ray didn’t assume he knew
everything about auto repair and simply
change his sign. He realized there was a
lot more to expanding his business than
just a name change.
So he found a general repair shop
in his neighborhood that wasn’t doing
all that well. The owner was struggling;
his accountant told him that if something didn’t change soon, he’d never
qualify for Social Security when he
retired: He just didn’t have enough on
the books.
So Ray made him an offer: He’d
buy the shop’s equipment and hire
the shop owner to come to work at
Alliance. And his customers would now
be Alliance customers, so he’d continue
to serve them through Ray’s shop.
“He wasn’t doing enough business
to get by; we were just squeaking by,”
says Ray. “But when we combined the
two, we developed a synergy that made
56
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Ray added general repair to Alliance in 2008. Today, 50% of their business is general repair work.

us very profitable.”
Just
like
that,
Alliance
Transmissions became Alliance
Transmissions and Auto Repair. “We
began seeing more work immediately.”
The new business profile changed
more than just the number of cars they
saw. “The average job ticket changed,
as did the profit margin,” explains Ray.
“Even the sales techniques are different; it took some getting used to.”
Today, 50% of their business is general
repair.
But what may have been even more
valuable was the change in the relationships they began to develop with their
customers. Instead of being the shop
that people had to come to when they
had a serious problem that no one else
could deal with, Alliance became their
friend in the business, who could deal
with all their service needs.
Suddenly Ray began seeing those
customers three, four times a year or
more. And instead of looking at him
suspiciously when they came by, they
began to develop a level of trust that he
could only have dreamt of when he was
exclusively a transmission shop.
It sounds like a great situation, but
Ray didn’t stop there. He hired another
technician — one who could handle all
levels of diagnosis and repair, including

transmissions. And he purchased additional equipment to continue to expand
the services he provides.
Today Alliance is a full service
repair shop, offering brakes, suspension, engine… and transmission repair.
In most cases their customers never
have to go anywhere else. And that’s
how Ray likes it.

Getting ’em in the Door

How does Ray bring customers in
the door? He has a nice web site, www.
SanMarcosTransmissions.com, which
they recently revamped and optimized.
And he takes advantage of pay-perclick placement strategy to garner more
attention on line.
Generally speaking, that’s all he
does when it comes to active advertising. And, unlike many successful shop
owners, Ray doesn’t get involved in
much community service. “It’s just not
in my nature,” he explains.
So how does he get all his work?
Some are from existing relationships,
either with him or his employees. But
most of his customers come from referrals. “I make it a point to go the extra
mile for my customers, so they’re only
too happy to refer friends and family.”
And Ray and his staff make sure that
those referrals are happy with their
GEARS April 2014
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Ray shows a copy of the local paper that
did a story from when he first opened up
his shop.

decision to bring their cars to Alliance.
Then there’s technical competence:
“Over time word gets around that you
know what you’re doing. When customers have a problem that no one else
can handle, they find their way to you.
And when you fix their problem, they
become your customer.”
One thing Ray has learned is that
not every customer is a good fit for
your shop. Too often the wrong customer causes more problems than you
can ever hope to recoup. When one of
them stops by, Ray tries to refer them
somewhere else.
It’s not always easy to chase work
away, especially if you aren’t busy. But
Ray has learned that those customers
are rarely profitable; in fact, they’ll
usually cost you in the long run.
“They’re easy to spot: They
announce themselves. ‘Every mechanic’s a thief, every shop’s trying to overcharge, no one knows how to fix a car.’
When one of them comes in, I actually
raise my prices, just to get rid of them.
“I’ll tell them, ‘This is a big job;
this is an expensive job. If it were me,
I’d get another opinion.’ And I let them
go somewhere else.”

In His Spare Time…

Of course, if you’re going to retire,
it helps to have something you like to
do above and beyond fixing cars. And
according to Ray, he’ll have more to do
after he retires than he did while he was
running his shop.
He has a motorcycle — a Honda
ST1100 — and he’s expecting delivery
on his new Yamaha FJR1300. And he
has dirt bikes, which he likes to use
every week, and a motor home to get
them out to the desert.
He windsurfs and owns a catamaran — an 18’ Hobie Tiger — and a
Maxim 19’ powerboat. And if that isn’t
GEARS April 2014
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Time to move on. After spending the last 27 years building a successful business, owner Ray
Seiler of Alliance Transmissions and Auto Repair is ready for his next adventure in life to begin.

Owner Ray Seiler (Right) passes over the keys to his business to former manager and new
owner Kris Virdo on his last day before retiring. Congratulations to you both!

enough, he’s also a Big Brother, and
plans on working with foster kids after
retirement. No doubt about it, Ray likes
to stay active!
Ray and his wife, Laura, have two
children, both graduated college and
working. Laura administers insurance
pools for several municipalities. Their
daughter, Kelly, is an electrical engineer, working on drone technology.
Brett, their son, is a system’s analyst.
Neither of his kids chose to follow
in dad’s footsteps. And, says Ray with
a grin, “That wasn’t by chance. When
they were young I brought them into
the shop and let them clean the floors.
Then I told them, ‘Either you can get an
education or you can do this, whichever

you’d like.’” They chose the education
route.
Here’s what Ray had to say about
his situation: “I have no financial reason to work. I’m completely debt free,
and I can’t imagine spending what
we have now. So why would I trade
something I don’t need for something
I can’t buy?
“And it’s nice to go out on top of
your game.” Hard to argue with that.
So, if your birthday cake has begun
to look more like a forest fire and
you’ve started thinking about the next
chapter in your life, take a page out of
Ray’s book… and, whatever you do,
don’t miss the Egress!
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Schedule At A Glance
Thursday, October 30
7am-5pm
Attendee Registration
8am-6pm
Technical Seminars

Management Seminars

Custom Made - Dave Riccio
What’s Working - Dennis Madden, Rodger Bland

Friday, October 31
7am-5pm
Attendee Registration
7am-8am
ATRA Member Meeting
7:30am-5pm Technical Seminars

8am-12pm
12pm-2pm
2pm-7pm
7pm-9pm

Who’s the New Guy? - Mike Souza
Shift Control, With a Bit of TC Slip - Bob Warnke
Waves and Waves of Electricity! Part 2 - Dan Marinucci
Lions and Tigers and Bears Oh My! - Mark Puccinelli

Management Seminars

Turning Clicks Into Calls! - Danny Sanchez
Golden Nuggets of Customer Service - Nancy Friedman
ATRA Luncheon - sponsored by Raybestos

Trade Show
Cocktail Reception - hosted by Transtar Industries

Saturday, November 1
8am-5pm
Attendee Registration
9am-1:30pm Technical Seminars

Tips and Tricks from the Rebuild Bench - John Parmenter
Say What? I Can’t Hear You! - Steve Garrett
Pieces of 8. 8 Speeds That Is - Niel Speetjens

9am-12pm

Management Seminars

12pm-5pm
3pm-4pm
4pm-5:30pm

Trade Show
ATRA Longtimer’s Meeting
Technical Seminars

Everyone is in Sales! - Maylan Newton
Customer Engagement - JIm Cathcart

Thank You To Our Sponsors!

3pm-6pm

It’s Live and In Stereo! - Bill Brayton
It’s a Mad, Mad World - Sean Boyle
Reboot? Restart? Nope...Update! - Alan McAvoy
Fixing It Right the First Time - Stevie LaVallee
GM’s TEHCM...YOU Can Fix ‘em! - General Motors
Waves and Waves of Electricity! Part 1 - Dan Marinucci
It’s Allliiive!!! Calling Dr. Parmenter, Your Patient Has Arrived - John Parmenter

What the Heck is a Dual Wet Clutch?? - Bob Nuttall

Sunday, November 2
9am-12pm
Management Seminars
9am-12pm

Future Trends - Scott Johnson
Chemistry Lessons for a Multi-Generational Workforce - Bill Haas

Technical Seminars

We CAN Rebuild It - Bob Nuttall
Tapping Into Your High Performance Needs! - Randall Schroeder
How Do You Say Cool in our Industry? Hybrid! - Jack Rosebro

www.PowertrainExpo.com
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Travel Information
Stay At The Center Of It All!
Your 2014 ATRA Powertrain Expo Headquarters Hotel
Rio All-Suite Hotel & Casino
3700 W Flamingo Rd
Las Vegas, NV 89103
(888) 746-6955
Early Bird Room Rate until July 11: $99 Single/Double
($119 after July 11)
Each suite offers more than 600 sq.ft. of spacious luxury
including a separate dressing area, couch, 32’ TV, table
with chairs, hairdryer, in-suite refrigerator, iron, ironing
board and complimentary in-suite safe. All of this for a very special ATRA group rate!
Reserve your room today! ATRA early bird rates are available until July 11, after that the room rate is
$119. Rates will be available until the cut-off date of October 7.

Visit Vegas!

Best strip view in town!
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Room Rates starting as
low as $99/night!

There are many reasons why Las Vegas commands the title as “The Entertainment Capital
of the World.” Some of the world’s most exciting and versatile entertainers have performed
here including Celine Dion, Elton John, Jerry Seinfeld, Jay Leno, Garth Brooks, and so
many more. Also, hot selling tickets include Broadway hits such as “Jersey Boys” and “Tony
& Tina’s Wedding”. And popular touring Broadway shows stop at the Smith Center for the
Performing Arts in downtown Las Vegas. Other entertainment options include A-list headliners like Brad Garrett, Ray Romano, and Kevin James who regularly bring their shows to
Las Vegas showrooms and arenas; as well as several resident Cirque du Soleil productions,
comedy clubs, magicians, classic Las Vegas showgirl revues, and more.

www.PowertrainExpo.com
expo 414-3.indd 2
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Registration Form

October 30th - November 2, 2014 • Las Vegas, NV
Company Name

ATRA Account Number

Contact Person: (will receive all correspondence)
Address
City

State

Country

Zip

Email Address

Area Code Phone No.

Fax No.

(

(

)

)

TO REGISTER: Call toll free 1-800-428-8489 or FAX this completed form to 805-988-6761

*

CONFERENCES

Badges will be issued from this list. Use a separate sheet for additional registrations.

PLEASE PRINT CLEARLY
TITLE:

(Includes Luncheon & Trade Show)

Owner

Manager

Rebuilder

Diagnostician

Complete
Conference

Technical

Management

ADDITIONAL
TICKETS
Trade Show

Lunch

Other
NAME _______________________________________________________________________________
TITLE:

Owner

Manager

Rebuilder

Diagnostician

Other
NAME _______________________________________________________________________________
TITLE:

Owner

Manager

Rebuilder

Diagnostician

Other
NAME _______________________________________________________________________________
TITLE:

Owner

Manager

Rebuilder

Diagnostician

Other
NAME _______________________________________________________________________________
TITLE:

Owner

Manager

Rebuilder

Diagnostician

Other
NAME _______________________________________________________________________________

Every 5th Conference attendee is free!
Call ATRA for details

Discount for current ATRA Members only.
Join or renew today and enjoy the member discount right away!
Before Sept 2nd
REGISTRATION FEES

Qty

Member

Sept. 2nd - Oct. 10th

Non Mem

Member

Non Mem

ALL
ON-SITE

SUBTOTAL

Complete Conference Registrant*

_____

$ 395

$ 495

$ 495

$ 595

$ 695

$____________

Technical or Management Conference*

_____

345

445

445

545

645

$____________

Trade Show

_____

20

20

20

20

30

$____________

Extra Luncheon Ticket

_____

50

50

50

50

65

$____________

(Included with Complete, Tech & Management Conferences)

*Conference Registrants may receive Trade Show Passes for spouse and/or
children by contacting ATRA Registration at 1-800-428-8489.
I do not wish to receive any advertising or promotional material from Exhibitors.

TOTAL

$____________

All cancellation requests made
after 10/1/2014 are subject to a
$50 cancellation fee.

PAYMENT INFORMATION
* Check enclosed payable and mail to: ATRA, 2400 Latigo Avenue, Oxnard, CA 93030 Check # ______________
Charge to:

* MasterCard

* Visa

* AMEX

* Discover

Card Number ___________________________________________________ Expiration Date
Print Name on Card __________________________________________________________

expo 414-4.indd 2

Security Code
Signature __________________________________________
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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.

Sonnax Introduces
GM 6L45-6L90 Center
Support Seal Kit

In GM 6L45, 6L50, 6L80 and
6L90 units, the rubber seals between
the center support in the case and the
machined surface of the valve body
may begin to leak over time. This can
cause problems such as continuous line
pressure and lube flow loss, which can
overheat and burn the clutches.
The new Sonnax center support
seal kit 104740-14K is the perfect solution to not only correct these issues,
but also to keep your vehicle protected
from any future leaks. Requiring no
special tools, this kit allows for quick,
easy, worry-free installation.
Visit www.sonnax.com for details.

BMW 7 Series 2008-12 L6 3.0L
BMW X1 2010-13 L4 2.0L; L6
3.0L
BMW X3 2006-11 L4 2.0L; L6
3.0L
BMW X5 2006-13 L6 3.0L
BMW X6 2009-10 L6 3.0L
BMW Z4 Roadster 2006-12 L6
2.5L, 3.0L, 3.2L
Hyundai Genesis Coupe 2008-11
V6 3.8L
Jaguar S Type 2003-05 V6 2.5L
Jaguar XJ 2003-11 V6 3.0L
For more, visit Precision on line at
www.transmissionkits.com.

JASPER Now Offers
Late Model GM
6L80Es and 6L90Es

Precision Introduces
New Kits for ZF Units

Precision International now has
Overhaul Kits, Banner Kits, and Master
Kits for the ZF6HP19/21/X.
Overhaul Kit: K82900NA
Banner Kit: K8200NAW/O
Master Kit: K8200NA
No pistons are required for this
unit.
Applications:
Audi Q7 2007-10 V6 3.6L
Audi S4/RS4 2004-09 V8 4.2L
BMW 1 Series 2004-12 L4 1.6L,
2.0L; L6 3.0L
BMW 3 Series 2003-12 L4 2.0L;
L6 2.5L, 3.0L
BMW 5 Series 2000-11 L4 2.0L;
L6 2.2L, 2.5L, 3.0L
BWM 6 Series 2004-11 L6 3.0L
62
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Jasper Engines & Transmissions
has expanded the availability of its
remanufactured GM 6L80E and
6L90E
transmissions.
Originally
released in April 2011 for 20072009 GM applications, these 6-speed
transmissions are available on exchange
for the following 2010-2012 vehicles:
• Chevrolet Suburban, Avalanche,
Tahoe, Silverado 1500-3500, and

Express 1500-4500
• GMC Sierra 1500-3500, Yukon,
and Savana 1500-4500
• Cadillac Escalade
The transmission control module
(TCM) is physically contained inside
this transmission. “The control modules
are vehicle identification number
(VIN) specific and are reprogrammed
accordingly,” says Judah DeLorenzo,
JASPER planning and life cycle
manager. “JASPER ships these units
with the TCM already programmed per
the vehicle VIN from the factory.”
Some vehicles may need the
Engine Control Module (ECM) updated
to ensure every module has the latest
calibration,” DeLorenzo added.
JASPER 6L80E and 6L90E
remanufactured transmissions are
subjected to strict, high-quality
processes:
meticulous
• Disassembly,
inspection, 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 simulates
in-vehicle operation to assure
trouble-free product results.
• A Premium Service Plan is
available that offers customers
even greater value.
This transmission is covered
by JASPER’s 3-year/100,000 mile
nationwide transferable parts and labor
warranty. Full warranty disclosure is
available on Jasper’s web site or upon
request.
Also from JASPER, Remanufactured Ford 6F50 and 6F55 Units
Jasper Engines & Transmissions,
the nation’s leader in remanufactured
products, announces the availability
of its remanufactured Ford 6F50 and
6F55 transmissions. These FWD and
AWD electronically controlled 6-speed
transmissions are available on exchange
GEARS April 2014
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Alto Introduces
New TC Clutch Kits
for AS68RC Units

Alto Products Corp now offers
an OE replacement torque converter
clutch kit for the 2007-on AS68RC.

for the following 2007-2009 vehicles:
• Ford Edge, Flex, Fusion, Taurus,
Taurus X
• Mercury Sable
• Mazda CX-9
• Lincoln MKX
The remanufactured JASPER
6F50/55 transmission offers several
advantages:
• 100% tested solenoid pack to
ensure proper operation.
• JASPER-designed testing to
verify proper speed sensor and
internal mode switch (IMS)
operation.
• 100% remanufactured valve
body, including vacuum testing,
to ensure hydraulic integrity.
• 100% installation of new clutches
that meet OEM specifications.
• Transmission tested with a
controlled volume of fluid before
the valve body is installed, to test
for circuit leaks that can lead to
performance problems.
• Dynamometer testing simulates
in-vehicle operation to assure
trouble-free product results.
• A Premium Service Plan is
available that offers customers
even greater value.
This 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 call 800827-7455 or visit www.jasperengines.
com.

TransTec Introduces
Two New Kits for ZF
Late Transmissions

TransTec is proud to introduce two
new ZF transmission kits: Kit 2615,
which services the ZF RWD/AWD
8-speed HP45/845RE transmission, and
kit 2617, which services the ZF FWD/
GEARS April 2014
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AWD 8-speed HP55 transmission.
The ZF HP45/845RE transmission
is used by several manufacturers in
their late model vehicles, including
Audi, BMW, Chrysler, Dodge, Jeep,
Land Rover, and VW.
Kit 2615 includes these subkits and
components:
TransTec®
P/N

Description

Years

3573

Sealing ring kit

2010-Up

B33468

Molded rubber
pan gasket

2010-Up

B37048

Rear seal; RWD

2010-Up

B37049

Rear seal; AWD

2010-Up

B37051

Yoke spline seal

2010-Up

B37243

Converter seal

2010-Up

The ZF HP55 transmission is used
in several Audi models built since 2010.

Kit 2617 includes these subkits and
components:
TransTec®
P/N

Description

Years

3573

Sealing ring kit

2010-Up

B10445

Edge bonded pan
gasket

2010-Up

B29433

Rear seal

2010-Up

B37239

Left axle flange seal

2010-Up

B37240

Differential pinion
seal

2010-Up

B37241

Right axle flange seal

2010-Up

B37242

Output shaft gear seal

2010-Up

B37243

Converter seal

2010-Up

Both kits are in stock and available
for immediate delivery.
For more, visit TransTec on line at
www.TransTec.com.

Alto P/N 202759 is available for
immediate delivery, or you can purchase the individual components separately as Alto P/N 202714, 202715, and
202760.
For more information visit Alto’s
online catalog at www.altousa.com.

Ford Electrical Switches
Make Switch to
Motorcraft

New Motorcraft electrical switches
promise original engineered quality in
the aftermarket.
Three types of Ford electrical
switches have recently been branded
Motorcraft and are identical to their
factory-installed counterparts. The
door lock, seat, and window switches
are manufactured with a high-quality
design and strict attention to detail,
exceeding typical aftermarket part
specifications in both function and ease
of installation.
“Motorcraft parts are more than just
a value brand,” said Tom Hodges, Ford
product marketing manager. “They’re
designed, manufactured, and tested to
exacting Ford engineering standards. In
fact, most Motorcraft parts are original
equipment, and these electrical switches
are a great example of that. They are
the latest in Ford’s continuing effort
to offer a comprehensive portfolio
of Motorcraft maintenance and light
repair service parts.”
Motorcraft parts are designed
and certified to Ford Motor Company
standards. Available to dealers and the
Ford Authorized Distributor network,
the parts are tested to meet rigorous
63
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standards, including mechanical shock
and electrical overload, tactical feel and
operating effort, extreme temperatures,
and a demanding 10-year, 150,000-mile
service life specification for passenger
cars and light trucks.
The switches plug into existing
fittings; vehicle-specific applications
help ensure the right assembly for each
vehicle, and the parts are designed to
meet strict engineering standards for
performance and durability. In addition,
Motorcraft electrical switches are
covered under a 24-month, unlimited
mileage warranty.
Motorcraft parts are available at
Ford and Lincoln dealers, independent
distributors, and automotive parts
retailers. For more information, visit
www.motorcraft.com.

TransTec® Mobile App
Offers New Features
to Simplify Rebuilds

app makes it easy to identify transmissions by vehicle make, model, year, and
engine.
You can select Acura, for example,
to determine that a 2010 RDX with L4
2.3L engine has a 5-speed, front wheel
drive transmission (box code BT3A).
“TransTec is all about supporting
transmission professionals by making
the complicated process of rebuilding transmissions a little easier,” said
Patty Richards, senior marketing manager for Freudenberg-NOK Sealing
Technologies. “This mobile app is so
easy and convenient to use, it has
become an indispensable tool.”
The TransTec® Transmission-byVehicle app can be downloaded free
of charge on the Google Play store
(Android), Amazon.com (Kindle), and
the App Store (iPhone, iPad or iPod
Touch).
Visit TransTec on line at www.
TransTec.com.

ZF Services, LLC
Announces the Launch
of ZF Aftermarket US &
Canada for Facebook and
Twitter

one of the leading automotive suppliers
to the automotive distributors and
professionals. Fans of the new ZF
Aftermarket US & Canada page will find
the latest product news and offerings,
event updates and informational tips and
videos. Visitors to the Facebook page
and Twitter site will also find updates
from each of ZF’s three product brands
- SACHS, Lemförder and ZF Parts - as
well as Stabilus, which is distributed
by ZF Services, LLC. Experts from
ZF Services will share their product
know-how including maintenance and
service tips. Installers and mechanics
will benefit from these expert tips in
their daily work.
The new platforms will allow
fans to contribute and post their own
experiences to the forums, while
sharing ideas with others interested in
the same topics.
Visit the new ZF Aftermarket
US & Canada on Facebook or
ZFAftermarketUS on Twitter to learn
more about the new initiatives and
to stay up to date on all of the latest
aftermarket news.

WIT Announces New
West Coast Sales Rep

Updated TransTec® Transmission-byVehicle Guide mobile app now available for Android, iPhone/iPad, and
Kindle devices.

A new and improved version of the
TransTec® Global Transmission Guide
mobile app is now available with a
convenient kit interchange identifying
specific overhaul kits for transmission
applications through 2014.
Additional features of the mobile
app include continually updated New
Product Announcements and Technical
Bulletins that facilitate rebuilding automatic transmissions in domestic and
import applications.
Originally introduced in 2012, the
TransTec® Transmission-by-Vehicle
app was the first mobile app of its
kind and now has over 9000 downloads. Developed for use on Android,
iPhone/iPad, and Kindle devices, the
64
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Screenshot of the New ZF Aftermarket
US & Canada Facebook fan page.

ZF Services, LLC, the strategic
aftermarket business unit of ZF
Friedrichshafen AG in North America,
is pleased to announce the launch of
its Facebook and Twitter pages for the
U.S. and Canadian aftermarkets. These
new social media platforms are now
live online and will act as valuable new
communication tools for automotive
professionals
The new initiatives from ZF
Services, LLC, will create a direct link
from the aftermarket organization of

Nathan Hoy

Whatever It Takes would like to
welcome Nathan Hoy to our Family.
Nathan brings almost 10 Years of
Automotive experience to the company.
Nathan will be responsible for outside
Sales on the West Coast and will be
responsible for talking with Shops to
make sure WIT is doing everything
they can to ensure the Success of their
Customers.
For more info visit www.wittrans.
com or call 800-940-0197 and ask for
your representative.
GEARS April 2014
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NATPRO Debuts Mobile
Vehicle Guide

National Transmission
Products, better known as
NATPRO, has announced
the release of it’s latest Vehicle Index Guide as a mobile app, ready to display
on any Apple or Android
device.
iPhone
NATPRO has long
been known for having
the industry leading Vehicle Index as part of it’s
part catalog. The mobile
version is based on the
up-to-the-minute Index
found on NATPRO’s new
website, www.natpronet.
com.
Android
For more information
on how to download the app to your
iPhone or Android device please go to
www.natpronet.com or call 800-3332330. The app is based on NATPRO’s
industry leading Vehicle Index.

BlueReach Demos New
Equipment and Software

BlueReach will be hosting a series
of product experience days in the United
States, Germany, the Netherlands, and
the United Kingdom throughout April
and May, 2014.
A short presentation on emerging
automatic transmission technologies
will be given by Dr. Bill Henney, followed by live product demonstrations
for the new Enigma Mechatronic transmission gateway and E-Zee Shift software, version 4.0. Demonstrations will
be performed on a variety of dynos,
valve body test machines, and solenoid
test machines.
The industry’s leading transmission controller just got even better!
Come and run some tests and see
real results with E-Zee Shift, version
4.0. Live playback, enhanced reporting
features, and Enigma runtime compatibility are just some of the enhanced
features available.
Have a go yourself and see just
how easy it is to shift these embedded
Mechatronic transmissions. Enigma
sends preconfigured command scripts
directly to the TCU, instructing it to
go into factory test mode. This allows
complete control of the transmission
GEARS April 2014
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through the E-Zee Shift software GUI.
A standalone shifter version is also
available.
BlueReach Product Experience
Day Schedule
Tuesday, April 22, Stephens
Engineering, Hertfordshire [UK]
Monday, April 28, TRC
Transmission Rebuild Company, Kent,
Washington [USA]
Friday, May 23, E&U Hetzel
[Germany]
For more, visit BlueReach on line
at www.bluereachautomation.com.

Transtar Industries,
Inc. Acquires ETX, Inc.,
Holding Company of
DACCO, Inc.

Transtar Industries, Inc., owner
of automotive aftermarket brands
including Transtar, Transtar Autobody
Technologies, King-O-Matic, Axiom
and Nickels Performance recently
announced it has acquired ETX, Inc.
from Chicago-based privately held
Jordan Industries and private equity
firm The Edgewater Funds. ETX owns
DACCO, Inc., a Cookeville, Tenn.
supplier of aftermarket transmission
replacement parts, torque converters
and complete transmissions; Alma
Products, an Alma, Mich. manufacturer
of torque converters and air conditioning
compressors; and ATCO Products, Inc.,
a Ferris, Texas manufacturer of OE
air conditioning, cooling and power
steering assemblies and components.
Terms of the sale were not disclosed.
“This acquisition brings together
the DACCO and Transtar brands in
a historic partnership that will create
unsurpassed customer value and an
even stronger future for both our
companies,” said Tim Bowes, President
and Chief Executive Officer of Transtar
Industries. “DACCO’s employees
have built significant customer and
distributor relationships in this industry,
and their reputation is built on an
impressive legacy of service, technical
expertise and company-wide best
practices.”
“Alma and ATCO are a strategic
complement that expands our overall
automotive portfolio in the OE and
aftermarket channels, along with
Transtar Autobody Technologies, our
existing paint, body and equipment

business” stated Bowes.
Alan Gatlin, President and CEO of
ETX, said “We are extremely pleased to
become part of Transtar Industries, and
look forward to continuing to serve our
customers in the automotive industry.”
Alma and its 250+ employees have
supplied Ford, John Deere, CNH and
many more.
ATCO and its 200+ employees
have supplied Ford, Paccar/Dynacraft,
Navistar and other customers with
air conditioning, cooling and power
steering assemblies and components
since 1967. Gatlin will lead the Alma
and ATCO businesses as President and
General Manager, and will report to
Bowes.
Harry Schmink, President and
General Manager of DACCO said,
“Transtar shares our core values around
integrity, respect, responsibility and
pride. It is exciting to join forces with
their team, who demonstrate the same
focus on customer service that our
DACCO employees deliver every day.
Together, our service, product expertise
and our unrivalled range of high-quality
transmission parts and repair solutions
will be a win for our customers.” In
business since 1968, DACCO has 47
stores in 26 states, and 500+ employees
in sales and manufacturing. Schmink
will lead domestic sales and marketing
for Transtar as Vice President of Sales
and Marketing, and will report to
Bowes.
With this acquisition, Transtar
Industries grows to approximately
2,300 employees and over 130 locations
throughout North America. “This
acquisition will let us leverage the
power of our combined businesses to
enhance our capability as the complete
aftermarket transmission solutions
provider, and also expand into OE
product offerings,” stated Bowes.
Alma, Michigan-based ETX, Inc.
was formed in 2006 as the holding
company for the automotive companies
DACCO, Inc., Alma Products, Inc. and
ATCO, Inc. The DACCO brand is
a national distributor of hard parts,
complete transmissions, remanufactured
torque converters and soft parts with
over 45 years of continuous service in
the transmission parts business.
www.transtar1.com.
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ERIKSSON INDUSTRIES
Division of Wentworth Engineering

1-800-835-1007

We are a full line supplier
with 3 locations to serve you.
Automatic, Standard, Transfer
Case Parts. New & Used.
Our Machine Shop rebuilds pumps,
converters… repairs drums…
and welds aluminum...

1-800-388-4418
Authorized

Parts Distributor

•Reman Trans 6HP - 5HP - 4HP
•BMW - Audi - Jaguar - Range Rover
•Valve Bodies & Torque Converters

•MECHATRONICS - Programmed •
• Hard Parts: NEW / USED / REMANUFACTURED
Soft Parts / Friction Kits / Steel Kits / Repair Manuals
• Lifetime Fluids / Rebuild Kits / Valvebody Kits

1-800-388-4418
www.areds.com

Mention this ad and receive a 10% discount off
any ticket $500-$1000. One time use. Thru nov 2013

Fax: (860) 395-0047

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

COMPUTERS

ECM TCM PCM BCM
Foreign & Domestic

Computer Module Specialist

Off Vehicle Flash Programming

Engine Control Module (ECM)
Transmission Control Module (TCM)

A/C PARTS
A/C COMPRESSORS A/C Parts Specialist

Accept Major Credit Cards

One Year Warranty

AUTOCOMP

Technologies, Inc.

8515 North Freeway, Houston, TX 77037

888-217-4072

CASH for

Solenoid CORES
Aisin AW 5- & 6-Speed
Chrysler 45RFE/545RFE/68RFE
(early & late) & 62TE
*Ford 5R55N/W/S & E4OD/4R100
Honda 5-Speed Dual Linear

Visit www.sonnax.com
to start a core return online, or call
(800) 843-2600, Ext. 379

It’s a good one!

Sprinter
Ansermatic
sTested

Dyno Tested

Remanufactured
Transmissions
with Converter
IN STOCK

1-800-369-6601
silverstartransmission.com

Mercedes

*OE & Remanufactured
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Equipment Manufacturing Corp.

BMW Mercedes-Benz Audi

$4,995.00

Remanufactured to
Perfection

In Stock

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

888-833-9000

www.equipmentmanufacturing.com

QUALITY. KNOWLEDGE. SERVICE.

•
•
•

•
•

Light duty manual
transmission parts for both
foreign and domestic
Transfer case component parts
Fully dyno tested
remanufactured transmissions
and transfer cases
Superior Technical Knowledge
Give us a call TODAY!

1-855-972-2230

8933 NE Marx Dr Ste A1 • Portland, OR 97220-1472

Need Hard
Parts?
Just Ask!
1.877.888.5160
GEARS April 2014
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TRANSMISSION
& TRANSFER CASE
PARTS

WE HAVE WHAT YOU NEED
Fix it in less
than fifteen
minutes with
one of our
easy to use
kits.
No machine
shop required.

Northland Transmission Inc.
TOUGHER. STRONGER. BETTER.

WWW.QUALITYGEAR.COM

Phone: 715-458-2617

Fax: 715-458-2611

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

www.servobore.com

* Complete Remanufactured*
*Individually Tested*
*SONNAX Updates*
* 1 YR Warranty*
*Tech Support*
*Family Owned & Operated*
*Nationwide
Shipping*
*N
NOW OFFERING
*SONNAX Updated Pumps*

(877) 337 - 4681
www.reamman.com

www.kbcores.com

NEED QUALITY
CONVERTERS?

Have you ever wondered where your
competitors are buying their parts?
We are the premier wholesale
provider of new and remanufactured
manual transmissions,
transfer cases, differentials,and all
related components.
622 West 1st Street
Zumbrota, MN 55992
1-800-658-2537
Multiple Distribution Locations
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HARD PARTS FOR
Domestic and Foreign
AUTOMATIC TRANSMISSIONS
Late and Early models
WE HAVE OVER 500,000 PARTS IN STOCK

CALL 602-971-0477
getithardparts.com
WE SHIP UPS DAILY

Overhaul System!

®

Call for a free catalog
877-298-5003
www.atiracing.com
6747 Whitestone Road • Baltimore, MD 21207
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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
Only at

GREEN BAY, WI

800-242-2844

SPRINTER Transmissions
Remanufactured
Sprinter
722.6 Transmissions

Updated with latest Sonnax
performance parts
3-year/100,000-mile warranty

866-464-1871

www.sprintertransmission.net

/HDGLQJ7KH,QGXVWU\6LQFH

ZZZ7UDQV7RROFRP

/HDGLQJ7KH,QGXVWU\6LQFH
Leading
The Industry Since 1978
6LQFH

GXVWU\
/HDGLQJ7KH,Q

www.
Trans-Tool
.com
/HDG
ZZZ
7UDQV7RRO
FRP
LQJ7
KH,QGXVWU\6
LQFH

7RROFRP
ZZZ7UDQV
ZZZ7UDQV7RROFRP

/HDGLQJ7KH,QGXVWU\6LQFH

ZZZ7UDQV7RROFRP

1285 Embarcadero
Oakland, CA

600 Bruckner Road
Spartanburg, SC

Best!
Expect the

/HDGLQJ7KH,QGXVWU\6LQFH

ZZZ7UDQV7RROFRP


GXVWU\6LQFH
/HDGLQJ7KH,Q
/HDGLQJ7KH,QGXVWU\6LQFH

7RROFRP

Quality
Remanufactured
Torque Converters

Distributorships Available
Visit our website:

ZZZ7UDQV
ZZZ7UDQV7RROFRP

/HDGLQJ7KH,QGXVWU\6LQFH

ZZZ7UDQV7RROFRP

www.cvcconverters.com
800.727.4461
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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).

Maxx Fluxx™
Bushings
Minimal or No Adjustment Required

Innovative
Solenoid
Solutions
For The Ford 5R55N/W/S

Highest Quality
Remanufactured
Valve Bodies

PRO-Proven BEST In The Industry
PRO-Proven Best Warranty
PRO-Proven Best Unparalleled
Product Support

Valve Body Pro

Sales@ValveBodyPros.com • ValveBodyPros.com

408-287-4500

Get Shop
Insurance
Now!
Available
Nationwide.
(Restrictions may apply)

heffins.com/atra
License #0564249

CASH for

Solenoid CORES
Aisin AW 5- & 6-Speed
Chrysler 45RFE/545RFE/68RFE
(early & late) & 62TE
*Ford 5R55N/W/S & E4OD/4R100
Honda 5-Speed Dual Linear

Visit www.sonnax.com
to start a core return online, or call
(800) 843-2600, Ext. 379
*OE & Remanufactured

TRANSMISSION
& TRANSFER CASE
PARTS

Need Hard
Parts?
Just Ask!

Have you ever wondered where your
competitors are buying their parts?
We are the premier wholesale
provider of new and remanufactured
manual transmissions,
transfer cases, differentials,and all
related components.
622 West 1st Street
Zumbrota, MN 55992
1-800-658-2537
Multiple Distribution Locations

BUSINESS FOR SALE: 12 Bay
Transmission Shop with 7 lifts and
over $200,000 worth of equipment and
inventory includes modern 12 camera
DVR , large waste oil heater , customer
list going back 10 years and much more
asking $180,000. Also available 9800
sq. ft. building for sale or rent located
less than half a block from one of the
busiest 4 lane highways in Chattanooga,
Tennessee. Call Lucy Sane (706) 9791287.
ATRA Mbr
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TOUGHER. STRONGER. BETTER.

WWW.QUALITYGEAR.COM

1.877.888.5160

EQUIPMENT FOR SALE: TCRS Auto
ESOP and health savings account.
gcor-just-ask-2014-2.25x3-shopper.indd 1
12/1/13
Alinger Welder, electronic balancer.low
Email resume and salary requirements
volume. Call to make an offer, pictures
to: midwestsalesjob@gmail.com. Equal
and more info available via email: kings@
Opportunity Employer.
birch.net or Kings Transmission Phone:
ATRA Mbr
(931) 388-0964.
ATRA Mbr
HELP WANTED: Why freeze up north!
HELP
WANTED:
Well-established,
Paradise Transmission in Key West
Midwest Transmission Parts Distributing
Florida is looking for a general mechanic
Company seeks professional Inside
with diesel experience and an R&R
Sales Transmission Parts Salesperson.
man. Best ﬁshing and diving in this
Qualiﬁcations:
High
school
or
part of the world and great climate.
equivalency degree; ﬁve plus years
Enjoy
the
laidback
keys
life.
transmission parts sales; excellent
Experienced techs only need apply.
communication and customer service;
E-mail: paradisetransmissi@att.net
self-sufﬁciency; computer skills.
No
or call (305) 293-0923.
ATRA Mbr
commission cap, a great opportunity for
the right person. Health, dental, vision,

7:18 PM
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HELP WANTED: Inside Sales Representative (San Diego-Commerce-Sacramento, CA areas) – Must have strong skills in all following areas: inside sales background, transmission and automotive knowledge, phone skills and computer knowledge. Position
requires servicing existing accounts, building new ones through
cold calling and other methods. Excellent earning, training and
growth potential. An employee owed company, includes health
benefits and paid vacation. Must be authorized to work in the
U.S. full-time. Please contact Rodney Peters at (800) 633-3134
or send resumes to: rpeters@wittrans.com.
ATRA Mbr
HELP WANTED: Global Powertrain Systems is a
re-manufacturer of drive train components and transmission
systems in Newnan, Georgia. GPS services the transmission remanufacturing needs of its sister company AAMCO Transmissions.  WE ARE LOOKING FOR EXPERIENCED AUTOMOTIVE
TRANSMISSION REBUILDERS LEAD TRANSMISSION
TECHNICIAN.
DUTIES:
Responsible for ensuring quality, cost, and productivity
•
targets are achieved.
•
Ensuring safety and quality while minimizing costs.
•
Train assembly workers to meet quality and efficiency
standards.
•
Actively participate in daily production meetings to understand assembly line costs, quality and service performance.
•
Partner with others to develop and improve detailed
standard operating procedures.
•
Partner with others to ensure detailed assembly process &
procedures are being followed.
•
Determine inspection standards for re-use of parts during
evaluation; train parts evaluators to inspect parts against
defined standard.
•
Partner with others to trouble-shoot root cause of failures
and implement corrective actions.
•
Research technical bulletins and OEM updates and integrate
into production process.
QUALIFICATIONS:
•
7+ years’ experience diagnosing and rebuilding automotive
transmission systems.
•
ASE Certifications a plus.
•
Ability to train others and work in a hands-on fashion.
WHAT WE OFFER: We provide competitive benefits including:
medical, dental, 401(k) & Paid time off.
HOW TO APPLY: Please email resume to:
Rvelarde@aamco.com.		
ATRA Mbr

HELP WANTED: Positions Available in Oregon - INSIDE PARTS
SALES: 3 years minimum transmission parts experience. Must
be knowledgeable in hard parts, soft parts, and torque converter sales. TORQUE CONVERTER BUILDER: 3 years minimum
torque converter experience. Must be knowledgeable in all phases of converter rebuilding. GENERAL MANAGER: Minimum 6
years experience managing a production facility. Candidates for
this position would possess a lot of general business and transmission knowledge with experience in management, customer
service, sales, computer usage. Portland Torque Products offers
competitive wages and benefits. Please send your resume to
Dave@portlandtorque.com. If you would like to talk, please email your phone number or call me at 800-640-0970 and leave
me a message and I will return your call in the early evening if
you like. All inquiries will be strictly confidential.
ATRA Mbr
HELP WANTED: Large 12 bay shop searching for a driveability
/ diagnostic technician in the Jacksonville, FL area. Experience
required, w/ good leadership skills. Locally owned and operated,
looking for a new addition for our team to continue to grow in the
future. Shop is located approx 30 minutes from the beaches, mild
winters, and within minutes of the St. Johns river, world famous
for its great fishing! Great relocation opportunity for the right technician, no state or local income taxes! Contact Jason for more
information: aamco356@gmail.com.		
ATRA Mbr

HELP WANTED: Due to increased sales, we have an opening
for an experienced, detail oriented rebuilder. Clean, organized
shop, top pay. Visit: www.certifiedtrans.com/employad.html for
more information. Follow the links for video tour of our shop and
job application. (805) 852-7700.		
ATRA Mbr
HELP WANTED: Experienced Installer/Swingman who wants to
learn to rebuild from a master rebuilder.Must have current references, 40 hours per week, no weekends, A/C in the summer and
Waste oil heat in the winter, 401k plan, one week paid vacation
after one year. Call Jay at (860) 646-0022 - 24/7, Manchester
CT.		
ATRA Mbr
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Reserve your free table top display for the
ATRA 2013 technical seminar series today!
Call (805) 604-2018

See ATRA Seminar Schedule
on page 32-33 or at:

http://members.atra.com/?page=Technical_Seminars
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SPECIALS

A340 O/D Planet
Set Planet
V6 #340-225A
$90
A340 O/D
Set V6 $125
V8 #340-225
$125
V8 $175
EVT chgs414.indd 2
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