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Iwould like to welcome everyone 
back to Las Vegas and the RIO 
Las Vegas. This is not our first 

time at the RIO, as the Powertrain Expo 
was held here in 2004. In 2004 ATRA 
was celebrating its 50th anniversary. 
Well, this year we will be celebrating 
our 60th anniversary. ATRA was started 
in 1954. What kind of transmissions 
were we working on then? My first 
car was a 1954 Chevrolet. My dad 
was chief of Counter Intelligence in 
the Pacific for 7 years. He bought me 
this car so that I could take my mother 
grocery shopping and to church events. 
When I was 16 I removed the engine 
(235 -6-cyl) and replaced it with an 
Oldsmobile V-8 engine. This engine 
had a lot of horsepower, 6-2bbl carbu-
retors. As I think back this car is prob-
ably what prompted me to get into the 
transmission business as I went thru 23 
of the old Chevy 3-speed transmissions 
before I put in a Muncie 4 speed and 
Pontiac rear axle.

What should you expect at this 
year’s Expo, “MORE” more of every-
thing… More training…more exhibi-
tors…and more speakers. This year 
we will be partnered on the trade 
show floor with ReMaTec and APRA. 
ReMaTec does a trade show in Europe 
and this will be their first time experi-
ence here in the United States. Your 
trade show pass will get you into all of 
the exhibits. 

We are in a changing industry, are 
you prepared for all of the changes? 
The best way is to come and listen 
to what the management and market-
ing speakers are saying. Everyone that 
attends the classes always learns some-
thing new to take home with them. 
The technical side of Expo will help 
get you up to date with all of the new 
transmissions; there are a lot of them 
out there. I personally believe that 
anyone that attends this year’s Expo 
will improve his or her chances of 
being more successful in our constantly 
changing industry.

I want to invite everyone to 
attend the ATRA member meeting on 
Thursday afternoon from 5pm to 6pm. 
Attending this meeting gives you the 
opportunity to meet all of the ATRA

staff and members of the ATRA board 
of directors. Learn what’s new at 
ATRA. We welcome your participation 
at this meeting; give us your ideas and 
suggestions. The Raybestos Luncheon 
is on Friday at noon and you don’t want 
to miss the entertainment. The always 
popular Transtar Reception is on Friday 
evening. The ATRA Powertrain Expo 
is at the start of Auto Industry Week.  
Following our event you have the 
AAPEX show and the SEMA show. 
SEMA starts on Tuesday so you may 
want to stay over to see it.

I am looking forward to seeing all 
of you in Vegas…

Jim Rodd
ATRA Board President

FROM THE PRESIDENT

by Jim Rodd
ATRA Board President

members.atra.com

by Jim Rodd
WELCOME TO 
LAS VEGAS
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Less Is More: A Look at the ZF 8-Speed Transmission

Back when I started rebuilding 
transmissions, the Ford A4LD 
was the most popular trans-

mission in my shop in the Netherlands. 
If you’ve been in this industry long 
enough you clearly remember that 
the fi rst A4LD was hydraulically con-
trolled, the second generation was 
equipped with a lockup solenoid, and 
a bit later an overdrive solenoid was 
added.

Man oh-man, did I have a 
hard time understanding that. Why 
would somebody put electronics in a 

perfectly good shifting and working 
transmission? Driven by the fear of 
electronics, I started searching to fi nd 
out why.

The reason? Fuel economy. By 
electronically controlling shift points, 
it’s possible to improve gas mileage. 
Chrysler claimed the fi rst lockup 
converter in 1978 and Hydramatic 
presented its TH700R4 overdrive 
transmission in 1982, all in the name of 
fuel economy.

So why eight gears? Simply to save 
fuel. As my Dutch colleague, Coen Van 

Beek, mentioned in his CVT seminar 
at Expo in Washington, D.C, it’s only a 
matter of time before engineers design 
a transmission that’ll fi ll your gas tank 
instead of sucking it dry.

Room for Improvement
Always the trailblazers, ZF 

claims their new 8-speed transmission 
improves fuel economy by 6% over 
their second generation, 6-speed 
transmissions! And theirs wasn’t the 
only one they had to beat:

In 2001 ZF presented their 6HP26 

by Niel Speetjensby Niel Speetjens

Less Is More:
A Look at the ZF 8-Speed Transmission

1tech 1014.indd   4 10/9/14   8:47 AM



GEARS   October/November  2014 5

transmission in the BMW 750; a newly 
designed 6-speed transmission based on 
the Lepelletier gear train. Ford loved it 
and bought the license to copy it; they 
call theirs the 6R60.

The GM 6L80, Toyota U660, and 
Aisin AW 6-speed automatics all use a 
similar setup: A brilliant and compact Figure 1

A three-way 
converter allows oil 
to flow through the 
converter in three 
ways: converter 

in, converter out, 
and lockup clutch 

apply. A clutch 
pack mounted in 

the converter cover 
housing holds onto 

the turbine.
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Less Is More: A Look at the ZF 8-Speed Transmission

geartrain with two overdrive ratios and 
no direct drive. An overall gear ratio of 
six keeps the engine in its torque curve.

A Brief History
Pierre Lepelletier was a 

transmission engineer working for 
Valeo in France. Valeo wanted to get 
its foot in the door of the transmission 
manufacturing industry but never 
pushed into production. When Pierre 
prepared to retire at 65, Valeo asked 

him what model gold watch he’d like. 
Pierre responded “none.” Instead, he 
asked Valeo if he could have the patent 
for the gear train he’d worked on for 
the last couple years. Valeo granted his 
wish.

Pierre ran to ZF to show them 
his design. ZF had multiple 6-speed 
transmissions in the pipeline but none 
of them were as efficient as Pierre’s. 
So they bought his design, paying 
Pierre € 5 (about $6.50 American) per 
transmission produced.

So far, somewhere around 7 million 
ZF 6-speeds have been produced, 
and that doesn’t count all other 
manufacturers using his design. You 
do the math. Isn’t that a nice retirement 
gift?

The result is the 6HP26, which 
is capable of locking the converter in 
first gear. And it uses a highly efficient 
geartrain, using smaller, lighter parts; 
only five clutches; no one-way clutches; 
a high tech Mechatronic that marries 

the valve body to the computer; and a 
new design super oil that’s led to a new 
generation of fuel efficient automatic 
transmissions.

In 2006, ZF stepped forward 
once again to overcome their 
shortcomings against the new dual 
clutch transmissions, which were 
gaining popularity. The ZF engineers 
successfully redesigned their hydraulics 
and created faster transmission response 
time (not the same as shift time) to 
compete with the DSG (Direct-Shift 
Gearbox) transmission from VW.

Whipping Everything off 
the Table

The ZF engineers whipped all their 
blueprints from the previous 6-speed 
off the table, designing an entirely 
new transmission from scratch. They 
introduced the new 8-speed in 2009 in 
the BMW 7 series. Even though Audi 
wanted the introduction honors, BMW 
walked away with the prize. 

Figure 2

The oil pump 
is a marvel of 
engineering:  
A dual-stage,  

vane pump the size 
of your fist
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Less Is More: A Look at the ZF 8-Speed Transmission

The first innovation on the 8-speed 
is the torque converter. It isn’t a two-
way converter like 99% of all other 
transmissions on the road. It’s a newly 
designed, three-way converter.

A two-way converter is a 
conventional converter where oil enters 
the converter between the cover and the 
lockup plate to keep the lockup plate off 
the cover. When lockup is applied, the 
flow reverses and oil pressure pushes 
the lockup plate against the cover.

A three-way converter allows oil 
to flow through the converter in three 
ways: converter in, converter out, and 
lockup clutch apply. A clutch pack 
mounted in the converter cover housing 
holds onto the turbine (Figure 1). When 
the clutch applies, it locks the converter 
into controlled slip or fully closed. 

This design allows for more precise 
control of lockup apply at lower speeds, 
providing better fuel economy. 

The oil pump is a marvel of 
engineering: A dual-stage, vane pump 
the size of your fist (Figure 2) sits 
offset in the transmission case and is 
chain driven from inside the converter 
hub (Figure 3). This allows efficient 
pumping action while backflowing 
excess oil pressure through the pressure 
regulator in the valve body, back to 
the pump suction side, again helping 
improve fuel economy. 

Another brilliant change is that 
this uses only four simple planetary 
gearsets. The gears are cut and meshed 
to create minimal rotational drag. The 
planets connect to each other by two 
balanced aluminum drums. A high tech 
input shaft has three feed holes drilled 
120º offset, about 10 inches inside the 
shaft. 

The 4th planet is stamped onto the 
output shaft and includes the D clutch 
drum; all three are merged into one 
piece. These lightweight components 
have the strength of drag racing 
transmission parts. With an overall gear 
ratio spread of seven, this transmission 

keeps the engine even tighter in its 
power band, to provide better fuel 
economy.

The transmission is equipped with 
five clutch packs. To reduce parasitic 
drag from the clutches, three of those 
five clutch packs are always applied 
during transmission operation. It 
consumes more energy to rotate an open 
clutch than a closed clutch, so keeping 
them applied improves fuel economy. 
Compare this to the 6-speed, which 
only kept two clutch packs closed.

The Mechatronic is another top-
notch production with new and improved 
axial-fed solenoids including variable 
lube circuit regulation (Figure 4). The 
clutch regulator and clutch boost valves 
were sent back to the drawing board 
to provide greater overlap control. A 
stronger yet smaller computer is added 
to these fine hydraulic controls. Adding 
Hydraulic Impulse oil Storage (HIS) 
allows the ZF 8-speed transmission to 
be equipped with a start-stop system.

A composite oil pan that functions 
as an oil filter (Figure 5) and new 
transmission oil that’s mingled into the 
transmissions design is all brought to 
life to provide better fuel economy. 

Another brilliant 
change is that this 

uses only four 
simple planetary 

gearsets.

Figure 3
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Less Is More: A Look at the ZF 8-Speed Transmission

With the same length, weight, and 
price range as its 6-speed ancestor, the 
new ZF 8-speed transmission is a very 
attractive and effective product for 
car manufacturers to use. No wonder 
Chrysler jumped on the rights to copy 
this transmission in their plant in 
Kokomo, Indiana.

Production in Saarbrucken, 
Germany is expected to hit 2.4 million 
in 2014. Production in Grey Court, 
South Carolina, around half a million.

Flexing Their Muscles
ZF has raised the bar enormously 

with this new transmission, but they 
aren’t done yet: The second generation 
is already in production.

Equipped with an overall gear 
ratio of 7.8, an improved lube system, 
redesigned hydraulics, and many 
new small features, ZF has set a 
new benchmark for lowering fuel 
consumption and blazed a trail where 
no one has ever gone before.

A Word to the Rebuilder
It’s critical for you to know what 

you’re up against when this transmission 
arrives at your shop for service. It can be 
a Dodge Ram, a Rolls Royce, a BMW, 
or even a Dodge Charger Hellcat with 
707 HP that rolls in the door.

There are things you absolutely 
need to know before even disconnecting 
the wiring harness from this trans. I 
invite you to my seminar at Expo in 
Las Vegas, where I’ll be sharing my 
insights, do’s, and don’ts for this new 
transmission. I look forward to seeing 
you there!

Figure 4

Figure 5
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Cherokee’s 4x4 Leap into the Future

In this issue of Keep Those 
Trannys Rolling, we’re going to 
look at the 2014 Jeep Cherokee’s 

newly designed four wheel drive sys-
tem (figure 1). Chrysler’s Powertrain 
Division teamed up with American 
Axle & Manufacturing (AAM) to cre-
ate the most sophisticated and fuel-
efficient four wheel drive system avail-
able today.

The new Jeep Cherokee is now a 
front wheel drive vehicle with a drive-
line disconnect system similar to the 
Chrysler 300 and Dodge Charger AWD 

systems. 
It uses AAM’s new-design drive-

line disconnect system along with ZF’s 
9-speed transmission (referred to as 
948TE) to create a driveline disconnect 
system that Jeep calls the Eco Trac
System (figure 2).

Driveline Disconnect 
System

The driveline disconnect system 
consists of a power takeoff unit (PTU) 
attached to the transmission (there’s no 
longer a transfer case attached to the 

Cherokee’s 4x4 
Leap into the 
Future

Figure 1:   2014 Jeep Cherokee

KEEP THOSE TRANNYS ROLLING

by Pete Huscher
members.atra.com

The new Jeep 
Cherokee is now a 
front wheel drive 

vehicle with a 
driveline disconnect 

system similar to 
the Chrysler 300 

and Dodge Charger 
AWD systems. 
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Cherokee’s 4x4 Leap into the Future

rear of the transmission), a driveline, 
a 2-speed rear drive module (elec-
tronically controlled differential), and 
the necessary electronic components to 
control the driveline disconnect system 
(figure 3).

Power Takeoff Unit (PTU) — 
takes the place of the transfer case 
(figure 4). It provides torque through 
the driveline to the rear drive module. 
Depending on model designation, the 
power takeoff unit can be a single speed 
unit, or a 2-speed unit that provides 
both high range and low range opera-
tion.

Driveline — transfers torque from 
the power takeoff unit to the rear drive 
module.

Rear Drive Module — essen-
tially the rear differential (figure 5). It 
consists of an electronically controlled 
mechanical wet clutch system and a 
differential carrier assembly. The elec-
tronically controlled mechanical wet 
clutch transfers torque from the drive-
line to the rear drive module differential 
carrier assembly, depending on driving 
conditions and torque requirements.

Controlling the Drive- 
line Disconnect System

The driveline disconnect system is 
controlled by these components:
•	 Drivetrain Control Module — 

located center rear of cargo area
•	 Driveline Rear Module — located 

on rear drive module
•	 Electronically Controlled Clutch 

Actuator — located in the rear 

drive module
•	 Terrain Select Switch — located 

in the lower center of the dash 
or on the console, depending on 
model (figure 6)

Drivetrain Control Module — 
receives information from the power-
train control module (PCM), the anti-
lock brake system module (ABS), the 
transmission control module (TCM), 

Figure 3:   Driveline Disconnect System

Driveline — 
transfers torque 
from the power 
takeoff unit to 
the rear drive 

module.

Figure 2:   Eco Trac System
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Cherokee’s 4x4 Leap into the Future

and the body control module (BCM) by 
way of the CAN communication sys-
tem. It uses this information to control 
the four wheel drive system. Diagnostic 
trouble codes set in any of these mod-
ules will interfere with the four wheel 
drive system operation.

Driveline Rear Module — located 
on the rear drive module and provides 
information to the drivetrain control 
module. 

Electronically Controlled Clutch 
Actuator — located inside the rear 
drive module. It controls the appli-
cation and release of the wet clutch 
assembly located inside the rear drive 
module.

Terrain Select Switch — offers 
the driver a variety of terrain-focused 
operating modes, such as Auto, Sport, 
Sand/Mud, Rock, and Snow.

Three Types of  
4-Wheel Drive Systems  

The new Jeep Cherokee has three 
types of four wheel drive systems:

Active Drive 1 — The base sys-
tem, is a fulltime, single-range, four 
wheel drive system that uses a power 
takeoff unit (PTU) mounted on the 
transmission and an electronically con-
trolled, two-speed, rear drive module 
(RDM) that contains a planetary gear-
set differential.

Active Drive 2 — incorporates a 
reduction gear in the PTU which pro-
vides low and high range operation and 
also uses the same two-speed rear drive 
module as the Active Drive 1 system.  

Active Drive Lock — uses the 
same PTU as the Active Drive 1 and 2 
systems. It uses a mechanically lock-
ing rear differential in the rear drive 
module as opposed to a planetary-type 
differential used on the Active Drive 1 
and 2 systems.

Driveline Disconnect  
System Diagnosis

Diagnostic procedures and code 
lists aren’t available yet from the  

Figure 4:  Power Takeoff Unit

Figure 5:  Rear Drive Module Figure 6:  Terrain Select Switch
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Cherokee’s 4x4 Leap into the Future

manufacturer. But this system is very 
similar to the Chrysler 300 and Dodge 
Charger AWD systems and diagnostic 
procedures will probably be the same.

You may want to review earlier 
GEARS articles related to the Chrysler 
AWD systems for driveline disconnect 

system diagnosis. Look for upcoming 
articles related to current code lists 
and diagnostic routines for the 2014 
Jeep Cherokee’s driveline disconnect 
system.

Well there you have it: a look at 
the 2014 Jeep Cherokee’s 4x4 systems’ 

leap into the future. With a better under-
standing of the Chrysler’s driveline 
disconnect system, you should have no 
problem keeping those trannys rolling.

Figure 7:  Driveline Disconnect System Wiring Schematic
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Recovering 3rd and Reverse on a Toyota U140

Some of the toughest types of prob-
lems to avoid are the ones you really 
thought you were checking properly. 

You covered all the bases… followed all the 
rules… and still ended up with a problem.

One of the more common of these prob-
lems involves the U140 transmission in Toyota 
and Lexus vehicles. It can show up as one or 
more of a few different conditions, including:

• lost 3rd gear
• slip or flair 2-3 shift
• slips or no reverse

Pressure testing can lead you to the cause 
of the problem quickly (figure 1)

3rd and reverse: there are a number of 
common areas that these ranges share, includ-
ing the valve body and the computer system. 
But one of the main components that these two 
ranges have in common is the C2 clutch. And 
one of the most common failures on this unit 
is a worn C2 clutch drum and piston.

All of that is pretty basic, and in fact, we 
covered the details pretty thoroughly in the 
2006 ATRA seminar program. The reason it’s 
still a problem for technicians is basically a 
comedy of errors that inevitably sends techni-
cians in the wrong direction.

Replace the Piston
First and foremost, as it says on page 261 

of the 2006 seminar book, always replace the 
molded piston for the C2 clutch. Always.

What it doesn’t say  — is to replace it with 
a new piston. Not a used one.

Recovering 3rd 
and Reverse 
on a Toyota U140

STREET SMART

by Mike Brown
members.atra.com

Figure 1
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Recovering 3rd and Reverse on a Toyota U140

What happens with these pistons is 
the molded rubber seal becomes hard 
and shrinks. Suddenly that tight-fitting 
piston seems to just fall into the drum. 
And that all-important seal between the 
drum and piston is gone.

Air Check the Circuit
Of course, it should be easy to find 

a bad clutch piston with an air check. 
And it is… as long as you remember to 
adjust the air pressure properly.

The problem is that most techni-
cians perform an air check with 50 or 
60 PSI in the lines. That’s just too much 
pressure. It’s enough pressure to force 
nearly any seal out and into the drum. 
The pressure actually seals the leak, so 
you can’t find it.

To check this circuit properly, 
lower your air pressure to about 10 
PSI. That’s enough to apply a piston 
that’s still providing a good seal, but it’s 
nowhere near enough to seal a bad one. 
At 10 PSI you’ll hear the air leaking 
from between the drum and piston if the 
seal’s worn out. (figure 2)

Replace the Drum
In addition to replacing the molded 

piston, check the drum, particularly in 
the piston bore (figure 3). They have a 
tendency to wear because the hardened 
piston seal wears into the bore. And 
when the drum is worn, the circuit will 
leak even if the piston’s new.

Both the new molded piston and 
drum are available through the after-
market; check with your favorite parts 
suppliers. Or you can buy them from 
the dealer. Either way, always replace 
the molded piston, and the drum if it’s 
worn out.

If you do those two things reli-
giously, most of the 3rd and reverse 
problems on this unit will be a thing of 
the past.

Final Checks
If you’ve replaced the piston and 

the drum’s in good condition, you 
should be in good shape. Air check the 
system again — using 10 PSI! — and 
there shouldn’t be any sign of leaks.

At this point you should feel com-
fortable reinstalling the transmission. 
There are a couple other possible prob-
lem areas, but both are easily accessible 
without removing the transmission.

The problem 
is that most 
technicians 

perform an air 
check with 50 or 

60 PSI in the lines. 
That’s just too 
much pressure. 

It’s enough 
pressure to force 
nearly any seal 

out and into the 
drum.

Figure 2
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Recovering 3rd and Reverse on a Toyota U140

The two other problem areas that 
can cause these conditions are the valve 
body and the computer. Naturally, you 
should service the valve body during 
every rebuild, but sometimes the wear 
that causes these conditions can be dif-
ficult to recognize.

So if you’ve reinstalled the trans-
mission and still have a problem with 
3rd or reverse:

1.  Check the signals from the com-
puter to the solenoids. (figure 4)

2.  If the signals are faulty, check 
the power and ground circuits to 
the computer. If they’re okay and 
you still have a problem with the 
signals, replace the computer.

3.  If the signals are okay, the prob-
lem’s probably in the valve body. 
That could involve wear, a sticky 

valve, or sole-
noid problems. 

You could try to repair the valve 
body yourself; all of the parts neces-
sary to repair it are available. But by 
this time you’ve probably already spent 
a fair amount of time and the valve 
body’s still not right. You may find 
it easier and more cost-effective to 
replace it.

For that you can go with either  
new or rebuilt. The rebuilt valve bodies 
have been checked for leaks, sticking 
valves, and electrical problems, so you 
can be certain they’re working like 
new.

Whichever way you choose, once 
you’ve made sure the computer signals 
are right and the valve body’s in good 

condition, the 3rd or reverse problem 
should be corrected and the transmis-
sion working like new.

So the fix is simple: Always replace 
the molded piston, always check the 
drum, and always air check with 10 
PSI. If the problem’s still there, elimi-
nate an electrical problem, then, if all 
else fails, suspect the valve body. Easy, 
right?

Follow those simple steps and 
you’re sure to see the end of these 3rd 
and reverse problems on U140 trans-
missions. And that’s not just smart… 
that’s street smart!

Figure 3

Figure 4
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Diagnosing  a noise can be a 
real bear to deal with. Doing 
it over the HotLine is even 

tougher. Holding the phone by the 
vehicle doesn’t help. So where is this 
heading? By simply using a transmis-
sion fl owchart, you can make the job 
much easier, whether you’re in the shop 

or diagnosing over the phone. 
Let’s take a look at one of the latest 

Lepellitier planetary gear designs found 
in the 2007-and-later Audi, Porsche, 
and Volkswagen vehicles with the 0C8 
8-speed transmission.

In the April 2014 issue, we 
discovered the 0C8 transmission is 

very similar to the TL-80Sn in the new 
2014 Cadillac CTS and the 2007-and-
later Lexus equipped with the AA80E 
transmission. So this system isn’t 
limited to the European market; it’s 
also found in the domestic and Asian 
markets.

by Mike Souza
members.atra.com
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Figure 1
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Listen to the Flow: Pinpoint Transmission Noises Using a Power Flow Chart

Let’s see how we can use this 
information to diagnose a noise. Here’s 
what’s going on in first gear (figure 1):
•	  The K1 clutch is applied and the 

F1 sprag is holding.

•	  The turbine shaft drives the single 
PT1 planetary carrier.

•	  The Pt1 planetary carrier drives 
the P1 planetary gears around the 
stationary S1 sun gear.

•	  This drives the H1 ring gear.
•	  The K1 clutch connects the H1 

ring gear to the S3 sun gear, trans-
ferring torque to the double PT2 
planetary carrier.

Figure 3

Figure 5

Figure 2

Figure 4
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•	  The F1 sprag locks the PT2 plan-
etary carrier.

•	  The S3 sun gear torque is trans-
ferred to the inner and outer P3 
planetary gears.

•	  Supported by PT2 planetary car-
rier, the torque is then transferred 
to the H2 ring gear, which con-
nects to the transmission output 
shaft.

The S1 sun gear, as with any 
Lepellitier planetary system, is splined 
to the pump stator support and never 
turns (figure 2). So it can’t cause a 
noise that changes with a shift.

The input shaft is part of the P1 
single planetary carrier and attaches to 
the S2 sun gear shell (figure 2). When 
the input shaft is turning as one assem-
bly with the P1 planet, the S2 sun gear 
and shell are turning at the same time 
(figure 3).

So, if you’re looking for a noise 
in park or neutral that goes away when 
the transmission is engaged and sta-
tionary, this area would be a good place 
to start. 

We also know that the K1 clutch 
hub is part of the H1 ring gear (figure 
4), so it’ll be driven anytime the K1 
clutch is applied, which is from first 
through fifth gears. 

The S3 sun gear (figure 3) con-
nects to the H1 ring gear and will 
be driven whenever the K1 clutch is 
applied and the vehicle is moving. 
These components will drive the PT2 
double planet assembly through the 
small and large planetary gears (figure 
5). This transfers torque through the 
double PT2 planet assembly to the S3 
sun gear. 

The F1 sprag is holding the PT2 
planet (figure 1). Even though the PT2 
planet isn’t turning, the planetary gears 
are being driven by the S3 sun gear. 
Since the PT2 planet can’t be driven 
until the K1 clutch applies, it isn’t 
likely to create a noise that occurs in 
park or neutral.

The PT2 planetary gears can still 
make noise when the vehicle is moving 
with the K1 clutch applied in first gear: 
•	  The S3 sun gear transfers torque 

to the H2 ring gear.
•	  The H2 ring gear is attached to 

the output shaft.

So, if you’re looking for a noise 
in park or neutral that goes 

away when the transmission is 
engaged and stationary,  

this area would be a good  
place to start.
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Listen to the Flow: Pinpoint Transmission Noises Using a Power Flow Chart

Figure 6

•	  The S3 sun gear shaft runs through the S2 sun gear.
This allows both sun gears to be driven at different rota-

tional speeds.
Now that we know what components are being driven 

and which are being held, suppose there’s a noise in first that 
goes away when the transmission shifts to second gear. Or 
just the opposite: a noise that only occurs when the transmis-
sion shifts into second gear.

Start by checking the power flow in second gear  
(figure 6): 
•	  The K1 clutch and B1 brake are applied.

If the noise occurs only 
when the shift takes 

place, there may be a 
problem with the F1 

sprag assembly.
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•  The turbine shaft drives the single 
PT1 planetary carrier. 

•  The PT1 planetary carrier drives 
the P1 planetary gears around the 
stationary S1 sun gear. This drives 
the H1 ring gear.

•  The K1 clutch connects the H1 
ring gear to the S3 sun gear, trans-
ferring torque to the PT2 double 
planetary gearset. 

•  The B1 brake locks the S2 sun 
gear. 

•  The S3 sun gear transfers torque 
to the P3 inner planetary gears 
and then to the P3 outer planetary 
gears.

•  The P2 planetary gears roll around 
the S2 sun gear and together with 
the P3 outer planetary gears drive 
the H2 ring gear.

Here’s what happens when the 

transmission shifts from fi rst to second 
gear:

•  The B1 brake is applied and the 
F1 sprag freewheels.

•  The B1 brake holds the P2 sun 
gear from turning.

•  The PT2 planet assembly begins 
to rotate because it isn’t being 
held by the F1 sprag.

This applies more load to the PT2 
planet assembly. If a noise occurs or 
changes in pitch after the shift into 
second, the fi rst place to look is the PT2 
planet assembly.

If the noise occurs only when 
the shift takes place, there may be a 
problem with the F1 sprag assembly.

As you can see, if you listen to the 
fl ow, you have a much better chance 
of getting this bear out of the shop and 
back into the woods (on the road).

Another great way to go through 
the power fl ow on any transmission 
without a power fl ow chart is to 
assemble the components on the bench 
(fi gure 7). Then use the clutch apply 
chart to determine what component is 
held and driven to determine the power 
fl ow.

There’s much more to learn about 
this diagnostic technique, and we’ll be 
covering more on the power fl ow of 
this transmission at the 2014 Expo at 
the Rio in Las Vegas. Hope to see you 
there!
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Transmission Specialties
now offers a full line of T-400 aftermarket 
parts to strengthen the transmission for 
high horsepower applications.
Contact us today!

Transmission SpecialtiesTransmission Specialties

•	 2.10 Straight Cut Planetary -	6 Pinion Carrier, 4 Pinion 
Output Carrier 

•	 Coated Aluminum Drum - designed to fit Pro Mod Sprag 
        and standard Sprag includes PM inner race, PM outer 
              race, or standard inner race plus intermediate 
              pressure plate

•	 NASA Input Shaft and Forward Drum
•	 300M Input Shaft and Forward Drum
•	 NASA Intermediate Main Shaft
•	 300M Intermediate Main Shaft
•	 Bushed Center Support and Billet Forward Clutch Hub

now offers a full line of T-400 aftermarket
parts to strengthen the transmission for

•	 2.10 Straight Cut Planetary -2.10 Straight Cut Planetary -2.10 Straight Cut Planetary -
Output Carrier Output Carrier Output Carrier 

•	•	•	 Coated Aluminum Drum -Coated Aluminum Drum -Coated Aluminum Drum -Coated Aluminum Drum -
        and standard Sprag includes PM inner race, PM outer
              race, or standard inner race plus intermediate
              pressure plate

•	
•	 300M Input Shaft and Forward Drum

NASA Intermediate Main Shaft

Figure 7

1mikesouza1014.indd   35 10/10/14   2:31 AM



36   GEARS   October/November  2014

A Fresh Take on Chrysler’s Pressure Boost System

Ifind some of the most interesting 
tech isn’t from new transmissions 
or technolo gies but from some of 

the units we’ve had around for years. 
And where they become interesting 
is with systems that are unknown or 
misunderstood. Sometimes we’ll go 
years without learning the whole truth 
about how something works. Not just a 

little on how it works but how it really
works. 

For example: the pressure boost 
circuit in the Chrysler 42 through 48RE 
series transmissions. These transmis-
sions have been around for about 20 
years if you consider the introduction of 
the A500 in 1993, which was an early 
derivative. We can go back even ear-

lier if we include the basic three-speed 
models from the early ’60s. 

Since then, Chrysler has taken 
that early three-speed and adapted it 
for modern applications, first adding 
a lockup torque converter in 1978, 
then an overdrive section in 1993, and 
finally additional computer controls 
in 1996. Even within a single model 

Figure 1

BEYOND THE BASICS

by Dennis Madden
members.atra.com

A Fresh Take 
on Chrysler’s Pressure 
Boost System

Boost Valve Exhaust

Boost 
Tube
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A Fresh Take on Chrysler’s Pressure Boost System

you’ll find modifications to adapt it to 
newer applications; an old system with 
a twist. And the pressure boost circuit 
is just that. 

My first look at this system was 
about 18 years ago. The circuit was 
pretty simple: It creates line pressure 
boost whenever lockup is applied or 
when the transmission’s in 4th gear. I 
did some live testing and found that it 
boosted line pressure around 6 PSI. Got 
it… next.

For the most part I kept this as one 
of those “knows”; something we all Figure 3

The system 
schematic shows  

an orifice that feeds 
an area of  

the pressure 
regulator valve. 

That feed orifice 
is located in the 
separator plate.

Figure 2

Most 
Models

48RE
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A Fresh Take on Chrysler’s Pressure Boost System

know about. But recently the topic came 
up on the GEARS Magazine fixit forum 
www.gearsmagazine.com/forums/. 
Although the discussion wasn’t cen-
tered on the size of the boost valve 
exhaust orifice (figure 1), there were 
some interesting discussions, including 
a comment where someone had seen 
the orifice drilled to about ¼” (0.250”). 

What’s basically understood about 
this feature is that the larger you drill 
the exhaust orifice, the higher the boost. 
But there’s a limit to how much you can 
drill it, and when you reach that size, 
boost won’t go any higher.

So what is the limit? At what point 
does boost pressure no longer rise and 
how much line pressure can you get 
from it? Can it get too high? If people 
are drilling the orifice to ¼” (0.250”) 
they must not know the answers to 
these questions. So let’s dig in and see 
what we find.

The system schematic (figure 2) 
shows an orifice that feeds an area of 
the pressure regulator valve. That feed 
orifice is located in the separator plate 
(figure 3). You can find the orifice in 
one of two places, depending on the 
transmission: There’s the standard loca-

tion and a location that’s only used on 
the 48RE.

The orifice is 0.043”. That feed oil 
then runs through a tube (figure 1) that 
leads to the boost valve.   

When the transmission shifts 
to 4th gear or applies the converter 
clutch, the boost valve exhausts oil 
from the circuit, reducing balance pres-
sure from the pressure regulator valve.  

Figure 4

Figure 5
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A Fresh Take on Chrysler’s Pressure Boost System

This creates line rise (figure 4). 
All of which begs the question: 

How much pressure does the boost 
circuit exhaust based on the size of the 
exhaust orifice in the plate?

You can’t test it directly on the 
valve body, so to answer that ques-
tion I set up a test on an Answermatic 
valve body tester. The feed for the test 
circuit had a 0.043” orifice that fed a 
tube about a foot long, which led to an 
exhaust orifice, just like the valve body.

Here’s what I found: The system 
was running at 75 PSI, so the boost 
circuit would have 75 PSI with the 
exhaust orifice sealed off (figure 5). 
When I used an exhaust orifice of 
0.046” (the factory original size) the 
pressure dropped to 30 PSI (figure 6). 
Keep in mind, the exhaust orifice is 
larger than the feed orifice, yet it still 
caused pressure to drop to 30 PSI. 

Next I tried a 0.069” exhaust ori-
fice, which is factory for later models 
and considered an upgrade. This still 
resulted in substantial pressure; 12 PSI 
(figure 7).

Okay, let’s keep going: There’s 
tech data out there that suggests drilling 
the orifice to 0.076”. This resulted in 9 
PSI. Still other information mentions 
0.096”, which resulted in 4 PSI. Keep 
in mind that a 0.096” exhaust orifice 
has almost five times the area of the 
0.043” feed orifice. This was the sur-
prising part to me: that you could have 
an exhaust that large and still maintain 
pressure in the system.

At 0.110”, my next test, the system 

went to zero; I’ve included a graph of 
these findings (figure 8). 

There are a couple takeaways from 
this: First, Chrysler wants pressure in 
the boost system as part of the design 
and uses it as part of the line pressure 
control system. That is, it isn’t intended 
to drop to zero.

The other thing is that once you 
get to zero (roughly 0.110”) drilling the 
orifice larger doesn’t do anything. So 
the next time you see one drilled to ¼” 
(0.250”), you know that the technician 
who worked on it either doesn’t under-
stand the system or has a limited variety 
of drill bits.

Okay, so now we know what effect 
the orifice size has on boost pressure. 
But how does this affect line pressure? 
For that I created a chart of what to 
expect for minimum line pressure for 

the various orifices tested (figure 9). 
Keep in mind, however, that this is 
based on the tested pressure regulator 
spring; your results may vary, depend-
ing on how you set the adjustment. 

There’s another factor to keep in 
mind, too: We’ve seen aftermarket sep-
arator plates that use a 0.036” orifice 
instead of 0.043”. This means the boost 
pressure will be lower than the results 
we observed for each exhaust orifice 
tested; that is, until it gets to zero; then 
it doesn’t matter.

This smaller orifice allows for 
higher line pressure without having to 
enlarge the boost exhaust orifice. So 
if you always drill the boost orifice 
to 0.096” and you install one of these 
plates, you’ll exhaust all the pressure 
in the boost system when it goes into 
lockup or 4th gear. 

Figure 6

Keep in mind, 
the exhaust 

orifice is larger 
than the feed 
orifice, yet it 
still caused 
pressure to 

drop to 30 PSI. 
Figure 7

Figure 8
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Finally, you can get line pres-
sure too high, either by oversizing the 
boost orifice or overadjusting the pres-
sure regulator setting (the Allen screw 
adjustment for the pressure regulator 
spring). 

Two things can happen if line pres-
sure rises too high: First, you may 
wind up with a P1762 code: governor 
pressure offset. Here’s why: When the 
vehicle reaches about 50 MPH, the 
computer turns the governor solenoid 
off. At that point, governor pressure 
equals line pressure. If line pressure is 
too high, the transducer signal will trig-
ger the code. 

The other problem with line pres-
sure being too high is that these trans-
missions don’t have a TV limit system. 
At wide-open throttle, TV pressure 
equals line pressure. So, if line pres-
sure is too high, you’ll wind up with 
full-throttle shift timing problems, like 
an oversensitive kickdown (3rd to 1st
instead of 3rd to 2nd). 

Problems tend to start creeping in 
once boosted line pressure reaches 75 
PSI or so at light throttle. So it might be 
time to dust off the old pressure gauge 
to make the final adjustment.

All in all, the boost circuit is a good 
refinement; it helps keep the transmis-
sion alive while grandpa’s drivin’ his 
15,000 pound 5th wheel up a 6% grade 
in overdrive. And while modifications 
to the boost circuit are commonly rec-
ommended and worth making, there are 
limits to what you should do to it.

How do you choose those limits? 

In nearly every case you need to under-
stand how the system works and what 
those modifications are doing to it. 
Without a clear understanding of what 
you’re doing — and why — you’re 
just rolling the dice with your rebuilds; 
never a great way to build a depend-
able, durable transmission.

Figure 9
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Once upon a time diagnosing 
cars was easy. Trans won’t 
shift? You checked the gov-

ernor (remember them?), made sure 
the TV cable or linkage wasn’t stuck, 
maybe checked a couple valves. If 
everything appeared to be okay, you 
were looking at a rebuild.

Same thing with bearing noises: 

You could usually pinpoint them pretty 
well with a few simple maneuvers to 
load them during a road test. A turn 
here, an acceleration there, and in no 
time you had your answer. 

Unfortunately, today’s cars aren’t 
so easy to check. There’s a lot more 
going on than we’d like to think about, 
and all those different situations can 

really muck up our perception of where 
those noises are coming from.

Here’s a situation I ran into with 
a Mini Cooper equipped with a CVT 
that came into our shop with a noise 
complaint. The customer claimed it 
was making a whirring noise at certain 
times. He’d already been to one shop 
and they’d replaced the left front axle 
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bearing, but the noise was still there. 
And he wasn’t happy about it.

One of the technicians at our shop 
took the car for a road test. There was 
no noise while driving straight, but 
when he turned the wheel a little to 
the left while driving forward he could 
hear it plain as day. There was no doubt 
it was a bearing noise, but it sounded 
like it was from the right side bearing, 
not the left.

Sounds simple, right?
So the technician replaced the right 

side axle bearing. Then he took the 
car for a ride, and lo and behold… the 
noise was still there.

The technician was stumped: This 
should have been an easy diagnosis 
and repair. The noise was obvious and 
there shouldn’t be any other possibility 
that’d cause a noise when you load the 
bearings.

But there was.
And the fact is, if the car came in 

today, without having any of its history 
available, you’d swear it needed an axle 
bearing. It was that basic of a situation.

That’s when I got involved. The 
technician explained the vehicle’s his-
tory and took me for a ride. He was 
right: Everything I could see and hear 

led me to believe we were looking at a 
right side axle bearing. But it couldn’t 
be, could it? I mean, the bearing was 
brand new! But then, what else could 
it be?

Pinpointing the Noise
It quickly became apparent that 

we’d need to do a more focused noise 
diagnosis: Just listening to the noise 
while road testing the car wasn’t going 
to do it.

So we dug out our electronic mul-

tipoint stethoscope. Ours was designed 
more for law enforcement, but there 
are a number of similar tools available 
if you search for “auto chassis listening 
device” in your favorite search engine, 
like Google or Bing.

Now, this isn’t a standard elec-
tronic stethoscope. Those are valuable 
tools, but they require that you hold the 
listening sensor and point it directly at 
potential problem areas to pinpoint the 
noise.

That wasn’t really possible for this 
noise, because this noise only occurred 
when you drove the car and loaded 
the axle. There was no way to point a 
stethoscope probe around the car while 
driving… at least, none I would’ve 
been willing to try!

This device has multiple sensors, 
allowing us to place noise sensors at 
several locations where the noise could 
be coming from. Once you have the 
sensors placed, you can switch back 
and forth between them to try to pin-
point the source of the noise.

These devices are available in 
basic, wired versions for under $150, 
or there are wireless versions that can 
be had for about $350. Either will work 
just fine for this type of diagnosis.

Sometimes Listening Isn’t Enough: Pinpointing Bearing Noise Electronically

It quickly became 
apparent that we’d 
need to do a more 

focused noise 
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noise while road 

testing the car wasn’t 
going to do it.
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We placed a sensor near each axle 
bearing and one on each transaxle out-
put housing. Then we took the car back 
out for another road test.

While driving along, we were able 
to switch from one sensor to the next 
to see where the noise is loudest. That 
made it easy to pinpoint the noise: It 
wasn’t coming from the axle bearing; it 
was coming from the right side output 
shaft bearing. Turning the wheel to the 
left while driving torqued the axle, put-
ting additional load against the output 
shaft bearing.

We drove back to the shop and 
pulled the transaxle out of the vehicle. 
Once we had the transaxle apart we 
quickly found the problem: The output 
shaft bearing inner race had separated 
from the bearing. A careful examina-
tion of the race showed it was pitted 
and worn.

We replaced the bearing, reassem-
bled the transaxle, and reinstalled it in 
the vehicle. Then we took the car back 
out on the road and loaded the axles 
again. No noise. None. It was as quiet 
as the day it first drove off the show-
room floor.

We delivered the car and the cus-
tomer was thrilled. 

Not Just CVTs
The Mini Cooper in this story was 

equipped with a CVT. But it’s impor-
tant to realize that this problem could 
have occurred with virtually any trans-
axle. Turning the wheel torques the 
axles to one side on pretty much every 
transaxle, so a bad output shaft bearing 
could create a noise when you load the 
wheel bearing.

Our first instinct might be to blame 
the original technician for missing this 
diagnosis. But the fact is we don’t know 
what he was dealing with originally. 
The left side axle bearing could have 
been bad, in addition to the right side 
output shaft bearing.

And let’s face it: A bearing noise 
that only shows up when you turn the 
wheel while driving down the road? 
That’s an axle bearing 99% of the time. 
It’s nearly a classic condition; one vir-
tually all of us would have identified 
the same way from the symptoms.

The only place the first tech 
dropped the ball was by not verify-
ing whether the problem was gone 
after replacing the axle bearing. If he  
had, he probably would have 
noticed the noise was still there and  

continued his diagnosis.
What’s more important is that tra-

ditional diagnosis and common knowl-
edge left us hanging on this one. This 
situation required a little out-of-the-box 
thinking to pinpoint the problem.

And it required a tool that many 
shops probably don’t have. But there’s 
little doubt that a multipoint chassis 
stethoscope is a valuable tool, and one 
that every shop should add to its arsenal 
of diagnostic equipment.

Once upon a time diagnosing cars 
was easy. Today, not so much. But with 
the right tools and the willingness to 
evaluate the data… well, no, it’s still 
not easy. But it’s possible. And it’s what 
separates the parts changer from the 
true professional technician.

And let’s face it: A 
bearing noise that 

only shows up when 
you turn the wheel 
while driving down 
the road? That’s an 
axle bearing 99% of 
the time. It’s nearly 
a classic condition; 

one virtually all of us 
would have identified 
the same way from the 

symptoms.
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A man asked a training consultant 
colleague of mine, “So, what hap-
pens if I spend more time training 

my people and then they leave?”
My friend responded with a ques-

tion, “What if you don’t train them and 
they stay?”

Have you found that many of the 
training resources you’ve acquired over 
the years have now become “shelf-
help” instead of self-help materials? 
Maybe you bought them, but are they 
getting used? 

We get the results we do today 
because of how we think and perform 
today. If we don’t change our thinking, 
increase our knowledge, or cultivate 
better work habits, then we’ll still be 
at this same point when next year rolls 
around.

On the other hand, as we learn 
new ways of looking at and dealing 
with our challenges, we produce better 
outcomes… often requiring only the 
same effort. 

Two men were once competing 
to see who could chop down the most 
trees in an hour. They both set about 
their task with vigor and hacked away 
at the trees. Chips were flying every-
where. Then, after several minutes, one 
of the lumberjacks stopped chopping 
and starting sharpening his axe.

by Jim Cathcartby Jim Cathcart

Sharpen the 
Axe if You 
Want to Cut 
More Wood  
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When asked why he paused in the 
middle of the competition, he replied, 
“If I take a short break to sharpen my 
axe, I’ll be able to cut more wood while 
my opponent is getting tired chopping 
with a dull blade.” He won the com-
petition.

What is “sharpening the axe” for 
you? Is it attending Expo or signing 
up for some of the many tech seminars 
being offered around the country? Is it 
reading new books, reviewing old ones, 
spending time online viewing others 
doing the processes you’ll do?

Perhaps it’s meeting once each 
month with a colleague you admire to 
talk about best practices, or visiting 
other shops every few weeks to see 
what you can learn. Maybe there’s a 
daily checklist you go through (like a 
pilot’s preflight checklist) to make sure 
you stay on top of all the right things. 

Whatever your learning and self-
improvement process is, it really mat-
ters in the long run. Those who con-
tinue to learn also continue to earn.

The ones who always move train-
ing to the last position (“I’ll get to it 
when I have more time”) also seem 
to be the folks who are hurt most by 
slow business cycles, staff turnover, 
economic downturns, increased com-
petition, and a host of other outside 
influences. 

Let the learning come to you. 
Until recently, if we wanted new 

training, we had to go and get it. But 
now it’s as close as our laptops or 
cell phones. Online learning has grown 
exponentially in the past couple years.

A Google search for “virtual train-
ing,” that I did moments ago pro-
duced 227,000,000 results in a 49 sec-

ond search! The learning process has 
changed and everyone is jumping on 
the bandwagon to provide resources. 

Recently my 13-year-old grandson, 
Jason, heard a song on the sound sys-
tem in a department store. He opened 
a cell phone app (Shazam) to identify 
the song. Then, when he got home, he 
took an iPad and searched YouTube for 
a tutorial on that song. He set the iPad 
on his piano and in 30 minutes he’d 
learned to play it! Contrast that to the 
old days of waiting to ask your piano 
teacher to teach it to you at your next 
lesson. 

In my own business, Cathcart 
Institute, Inc., I’ve created a series of 
12, half-hour TV shows on Relationship 
Selling™ and 53 short video lessons 
on Confident Communication/Public 
Speaking. Then I contracted some folks 
to create an online academy for me so 
that customers can access the video 
training, download my e-books, take 
self-assessments, and connect with me 
via webinars.

So now my training goes to them 
instead of them having to come to me. 
Most of my top colleagues are doing 
likewise. Don Hutson, Mike Rayburn, 
and Larry Winget, among others, are 
now creating virtual training and the 
entire training industry is rushing to 
create new, instantly accessible infor-
mation for you. 

So what if you can’t make time 
to attend Expo, sign your team up 
for tech seminars, or attend the latest 
lecture series held by the Chamber of 
Commerce? What if it seems there’s no 
time to read? How about the folks on 
your team who never get any outside 
training? In other words, what if you 

don’t train yourself and your people in 
new and better ways… and they don’t 
leave? 

That means that your business 
would continue a slow decline while 
your learning-oriented competitors take 
over the customers you lost. Don’t let 
this happen! 

Make training a habit and a priority 
in your shop. Start today to identify the 
knowledge and skills needed by your 
team and let ATRA and your colleagues 
know what you want. The resources are 
there online — or soon will be — and 
others are eager to help you succeed. I 
know I am. 

For those who come to Expo this 
year, I’m providing a special bonus: 
You get a free ride, meaning you’ll 
receive access to all of the resourc-
es of my Online Academy at www.
RelationshipSelling.com (videos, 
e-books, and more) for a week at no 
charge. This allows you to view the vid-
eos with your team, discuss the ideas 
and skills, download the e-books to 
read later, and send me your questions 
and special requests. 

Like many others, I’m here to help 
you grow; so is ATRA. Let’s work 
together and see how much more suc-
cessful you can be. 

Jim Cathcart, CSP, CPAE, is a 
member of the Sales & Marketing Hall 
of Fame, the author of 16 books, and 
a business consultant to clients around 
the world. He’s the founder of www.
Cathcart.com and the band leader of 
ReZoom The Boom!
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procedures be anything less? 
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hands-on experience to 
back up that claim.

ATI is an authorized GM 
vendor and has developed a specialized 
CW3 Converter Welder that fixtures and 
tig tacs 298mm high speed converters for 
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Product Planning and manufacturing 
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converters.
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Equipment with our machine!
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in under a minute with this easy-to-use tester.

ore

All equipment carries a 

Call or visit us online 
at www.aticw3.com 
to get a copy of our 
latest brochure full of 
detailed information 
on our entire 
product line!

220V 1Ø

clutch	Piston	Bonder

Quick	test	leak	tester

Got HP

10% oFF!

Powerglide	
gear	sets
•	 100%	brand	new	parts
•	 Brand	new	precision	

balanced	carriers
•	 Heavy	duty	outputs
•	 Made	in	the	USA

t-400
Wicked	Quick
Aluminum
valve	Body

Powerglide	
input	shafts

•Direct bolt-on replacement
•Fully 5 Axis CNC-Machined
•Ultra fast fluid release brake
•Patented Adjustable Pressure Regulator
•Minimum flow restriction passages

•	Vasco	or	300	M
•	Powerglide	or	Turbo	Spline
•	Patented	Ringless	Super	Shafts	
		seal	nearly	100	%	of	fluid	flow!

Billet	Aluminum
Pumps	for 
Pg	and	t-400
•	PG	Super	Pump	standard	

on	Superglides	2	&	4
•	Maximum	Flow	and	

Increased	Pump	Life
•	T400	Pump	features	a	

3-piece	design	with	
bolt-in	steel stator 
tube for improved 
fluid routing vs. a 
pressed-in OEM 
or aftermarket tube.

For more information
about ATI’s quality

high performance aftermarket 
products, ask for our full 

product line catalog today!

While we regret not meeting you in 
person, we’d like to offer Powertrain 

attendees and Gears Magazine readers 
10% off our torque converter rebuilding 

equipment!

Mention Code PT2014 to receive 10% 
off your CW3 order.

Offer valid through 11-14-2014.

FAMILY OWNED • AMERICAN MADE

•Patented Adjustable Pressure Regulator
•Minimum flow restriction passages
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Adjusting Your Focus

by Rodger Bland
members.atra.com

WHAT’S WORKING

by Rodger Bland
Adjusting 
Your Focus

Iwas speaking with a shop owner a 
couple days ago. He was incred-
ibly frustrated with the way things 

were going at his shop: He had a 
backlog of work piling up and couldn’t 
seem to get it out the door… or, more 
important, keep it out.

Instead, he found himself running 
from one emergency to the next, con-
stantly bailing people out and putting 
out fires. No sooner was one fire out 
than another one began to smolder.

Like many of us, he got into this 
business as a technician.  As techni-
cians go, he was really good at his job, 
and he worked his way up through 
the ranks, first as a shop manager and 
finally as a shop owner.

As we were talking he acknowl-
edged that the skills he needed back 
when he was fixing cars were a whole 

lot different than the skills he needed 
now for his current position. He just 
didn’t know what he was missing.

“I know something is broken, but I 
don’t know what it is or how to fix it,” 
he told me. 

His story is an all-too-common 
one: Coming from a technical back-
ground, he was focused on identifying a 
problem (diagnosing) and then acquir-
ing the parts to fix it. That process 
works just fine in the service bays, but 
as a business model, it’s a recipe for 
failure.

That’s because, as a business 
model, it requires his intervention in 
virtually every situation that takes place 
in his shop. Got a diagnostic problem? 
The boss will figure it out. A transmis-
sion is apart on the bench and you 
can’t find what’s wrong? Get the boss 

involved. A customer has a complaint? 
Let the boss handle it.

The result? The boss ends up work-
ing in his business instead of on it. He’s 
no longer a business owner; he’s now 
an employee of the shop, without even 
having the benefit of being able to go 
home and forget all about it at the end 
of the day.

Over the years we’ve talked about 
the characteristics of a successful shop 
owner. By examining the most suc-
cessful shop owners we could find, we 
were able to narrow those characteris-
tics down to what we like to call our 5 
Recurring Traits for a successful shop 
owner:

• Having a good attitude 
• Developing clear vision, plans, 

and goals
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This fall, ETE REMAN is hitting the road. Our destination? 

Fabulous Las Vegas. Our mission? To meet, mingle, and sling 

the best damn remanufactured transmissions.

Planning on being at ATRA’s Powertrain Expo or AAPEX? 

Stop by our booth to meet our team and learn about our 

fully remanufactured transmissions, transfer cases, and 

front differentials – and get a shot at winning some great 

prizes while you’re at it. We’ll be introducing an exciting 

new attraction that promises to be fun, informative, and 

swagtastic. After all, they don’t call it the Entertainment 

Capital of the World for nothing.

So, what do you say? Let’s talk some trans in Las Vegas.

ATRA Powertrain Expo
October 30 – November 2 

The Rio Hotel and Casino  –  Booth 634

AAPEX
November 4 – November 6 

The Sands Expo Center  –  Booth 4063

ETE Reman  
is Hitting Las Vegas

... and we want to meet you!

ETE Reman 
is Hitting Las Vegas

ATRA Powertrain Expo
October 30 – November 2

The Rio Hotel and Casino  –  Booth 634

AAPEX
November 4 – November 6

The Sands Expo Center  –  Booth 4063

Catch Captain Reman 
at AAPEX 2014
Remanufacturing Your Customer 
Service Strategy 
November 3rd – 4 P.M. 
The Venetian – Veronese Ballroom

As a remanufacturer, you spend much of 
your energy and time (and money) on 
product development, quality improvement, 
and sales. You probably don’t spend nearly 
enough (or any) money on things that keep 
your present customers loyal – not loyalty 
programs,aka “Frequent Flyer” cards, but 
memorable experiences and remarkable 
ways of over-delivering.  What would you do 
if you lost half of your top ten customers?  
And, what are you doing to ensure that does 
not happen? Answer: Not enough. Begin by 
attending this session.

Coaching the Sale: How to 
Become the Greatest Sales 
Manager in the World 
November 5th – 3:30 P.M.  
The Venetian – Marco Polo 701-703

A sales manager’s role is vitally important 
because it is key in building a successful 
organization. No other position in the 
company is as accountable by the results 
produced as the results produced by the 
sales department. The numbers tell all. 
The position may not be acknowledged or 
appreciated and is similar to the coaching 
profession in most major sports. In this 
session, learn what it takes to be a great 
sales manager and lead your company to 
increased sales.

About Noah Rickun

As Vice President of Sales and Distribution at ETE REMAN, 

Noah leads the sales department and works closely with 

customers to build stronger relationships and earn their 

loyalty. In addition, he speaks on sales, attitude, and customer 

loyalty topics, and is a frequent presenter at ATRA, AAIA, 

APRA, and MERA events
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Adjusting Your Focus

•	 Implementing well-defined pro-
cesses and systems

•	 Surrounding yourself with the 
right people

•	 Being a person of action
Sounds simple at face value. But 

there are a lot of nuances in some of 
those simple traits, and they can make 
all the difference.

Understanding 
Attitude

What exactly do we mean by “hav-
ing a good attitude”? Oh, sure it’s about 
loving your work and desiring to do 
it well; that’s obvious. It’s also about 
wanting to serve your customers hon-
estly and accurately. But that’s still not 
the whole story.

Alex Goldfayn, founder of the 
Evangelist Marketing Institute and a 
new speaker to our outstanding lineup 
of management sessions at Expo this 
year, likes to say that “you can’t out-
market your mindset.”

What he means is how you focus 
on your business, and it’s a big part of 
that attitude we’re talking about. What 
he’s saying is that you need a clear 
focus on what your business is really 

all about.
For example, if you believe your 

business is really about building great 
transmissions, then that’s how you’re 
likely to focus your business model — 
on building great transmissions.

Not that that’s a bad thing: We all 
want to build a great transmission. But, 
from a customer’s point of view, that’s 
not an important issue.

Why not? Because it’s what they 
expect. Think about it from their point 
of view: They’re buying a transmission. 
They expect it to be good. Whether it’s 
from you or the guy down the street, 
whatever the price, they still expect it 
to be the best transmission possible. As 
a sales tool, it’s a non-starter. 

What they’re looking for in most 
cases is to have their problem go away, 
quickly and with as little effort from 
them as possible. Right now their prob-
lem is about getting around town. That 
ability has been interfered with because 
their transmission isn’t working prop-
erly. 

They don’t really care whether 
you’re the best rebuilder in town or not: 
They just want their inconvenience to 
go away. Quickly. And if you’re going 

to be successful, that has to be your 
underlying goal.

What Alex is saying is that, unless 
you understand the underlying goals of 
your business, you’ll never be able to 
focus on them in a manner that’s impor-
tant to your customer.

Adjusting Your  
Shop’s Attitude

Focusing on your customer’s needs 
is important, but it’s still only half the 
story. Because your customers’ needs 
aren’t the only ones you have to focus 
on properly. You also have to consider 
that focus when working with your 
shop personnel. They need your focus 
to direct their focus.

Let’s take another look at our 
friend: He started out as a transmis-
sion technician and that’s still where 
his mind is focused. As far as he’s 
concerned, his business is about what a 
great transmission he builds.

So, when one of his technicians 
has a problem with a diagnosis, he 
immediately calls the boss to intervene. 
Because, well, the business is about 
how well his boss can diagnose and 
repair transmissions.
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Adjusting Your Focus

Same thing if there’s a problem on 
the bench: The job waits for the boss 
to make a decision, because that’s the 
focus of the business. That the custom-
er ends up without his car longer, well, 
that’s not what this business focuses on.

And, meanwhile, the boss ends 
up running from one emergency to the 
next, putting out fires. Like I said: a 
recipe for failure.

Problem is, you really can’t blame 
the technicians. They’re following the 
bosses lead. He’s the one who set the 
company focus on the idea that he 
builds the best transmissions.

What he needs to do is readjust his 
focus on the customers and their needs. 
The customer needs his car back quick-
ly. That means that, instead of waiting 
for the boss to break free to handle the 
diagnosis, maybe the technician needs 
to step up. Or if he runs into a damaged 
part during a rebuild, maybe he needs 
to find the replacement himself, instead 
of waiting for the boss.

But that requires a few different 
conditions: First, it requires that the 
boss readjusts his attitude to focus on 
the customer’s needs instead of simply 
building a great transmission.

Next, it requires that he develop 
the necessary processes and procedures 
to enable his employees to take respon-
sibility for making those day-to-day 
decisions. And it requires that he put 
those processes and procedures into 
place.

Of course, even the best processes 
and procedures won’t work without the 
right people in place who can take the 
lead when necessary. Chances are the 
ones he has working for him are those 
right people: They just needed the boss 
to refocus his attitude and give them the 
opportunity to spread their wings.

Finally, after all the thinking and 
all the talking to develop those new 
processes and procedures, it requires 
that he be willing to pull the trigger and 
make it happen.

Funny, those steps seem vaguely 
familiar. Oh, wait; I remember: They’re 
the 5 Recurring Traits that we dis-
covered in the most successful shop 
owners.

But notice that, before our friend 
can even think about improving the 
processes and procedures, putting them 
to work, surrounding himself with the 

right people, or pulling the trigger, he 
has to first adjust his focus correctly on 
his business.

So, before you begin making 
changes to your business, make sure 
you consider your attitude: Are you 
really focusing on your business — the 
way it is today — or are you locked 
into an out-of-date mindset that has you 
focused on the wrong goals?

Once you’ve adjusted your focus 
on the goals that are important to your 
customers, you’re ready to share that 
new focus with your staff. And then 
you’ll be in better position to create a 
business you own, instead of one you 
work for.

ATRA is now offering full-day attitude training workshops for your 
shop or business. The training is based on Jeffrey Gitomer’s bestselling 
book: The Little Gold Book of YES! Attitude. These workshops have 
been designed for small groups (minimum of four and no more than 40 
attendees). 

The program is available as an all-day event or two separate sessions 
after normal work hours. And here’s the best part: The training comes to 
you! Workshops can be conducted at your business or, depending on the 
class size at a nearby location.

Special discounts are available for ATRA Members. If you’d like 
more information on this brand-new training, or to schedule your shop’s 
personalized training session, call us today at 800-428-8489.

Adjusting Your Shop’s Attitude with 
Attitude Training from ATRA
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UP YOUR BUSINESS

by Thom Tschetter

Apostles, Terrorists, 
or Apathetics

“Wip… 
I you need 
a title!”

Up Your Business is an exclu-
sive GEARS Magazine fea-
ture in which I share stories 

about real customer upsets. Many of 
these stories come from cases I’ve 
helped settle through mediation and 
arbitration. Others come from shop 
owners who unselfishly shared their 
own experiences hoping to spare others 
from similar problems.

Recently, GEARS Managing 
Editor Rodger Bland and I were talk-
ing about this year’s EXPO, marking 
ATRA’s 60th anniversary. While nei-
ther of us has been around the industry 
for 60 years, I claimed the longevity 
prize between us with 36 years.

Our conversation evolved into 
reminiscing and comparing the “good 
old days” to the “good new days.” This 
article is about how customer service 
has changed over the years and, more 
specifically, how customers react to 
getting or not getting good customer 
service.

First Generation
Some of the real old timers in this 

business have told me that, in the first 
generation of our business, transmis-
sion repairs were practically a com-
modity. There were so few transmission 
types and the repair costs were so pre-
dictable that shops competed mainly on 
price. The gross profit on transmission 
repairs was so large that shops could 
make money almost by accident.

Customers tended to be less 
demanding with regard to special ame-
nities, accommodations, and conve-
niences surrounding getting their trans-
missions fixed. In essence, customer 
service was measured by whether the 

shop could fix the problem properly: 
If a shop could fix it right, they’d be 
successful. 

Customer complaints and upsets 
were almost exclusively over faulty 
work. The shops that fixed it right 
or stood behind their work if some-
thing went wrong and fixed subsequent 
problems were the recipients of good 
word-of-mouth advertising. Those who 
did bad work or didn’t stand behind 
their work would eventually get a bad 
reputation.

But reputation building, good or 
bad, was a slow process. Complaining 
was uncomfortable and awkward for 
most people because it involved face-
to-face confrontation, but it was fairly 
straightforward: it either worked right 
or it didn’t, and the unhappy customer’s 
complaint was usually limited to: “If 
you don’t fix it, I’ll never come back 
and I’ll tell my friends.”

Writing letters to agencies like the 
BBB or attorney general was uncom-
mon, and going to small claims court 
was a hassle and intimidating in those 
days.

Second Generation
This is when I came into the trans-

mission business. While getting the 
repair done right was and will always 
be the acid test of good service, other 
factors began to change how we did 
business and change customer expecta-
tions.

Greater variety of transmission 
types and complexity began to reduce 
the large profit margins enjoyed by the 
first generation. Customers still wanted 
to use price as the differentiator, but 
shops were learning that, to remain 

profitable, sales price needed to reflect 
the real cost of doing business. 

To compete more effectively, shops 
needed to change the customers’ focus 
to things like speed of repairs, warranty, 
and a more professional overall pre-
sentation. The “dog and pony show,” 
as it was often called, included a well-
scripted and choreographed diagnos-
tic and sales process that emphasized 
value-building features to justify the 
higher selling prices.

Higher prices, coupled with adver-
tising and marketing that placed new 
emphasis on factors other than just fix-
ing the transmission, raised the bar in 
terms of customer expectations. 

Additionally, a wave of consumers 
demanding value for money spent was 
ushered in by an ever-growing number 
of highly publicized consumer advo-
cates and consumer protection organi-
zations.

Many unhappy customers were no 
longer content with verbal threats to 
defame a shop’s reputation; they were 
inspired to take proactive steps to bring 
their complaints to the attention of 
whatever court or agency they believed 
could remedy their situation.

But, while the use of third-party 
agencies served to buffer the awkward-
ness of the person-to-person aspect 
of complaining, the complaint process 
was still cumbersome and too daunting 
a task for most consumers.

Third Generation
While the 3rd generation — 

today’s generation — includes all the 
components of the 1st and 2nd gen-
erations, the transactional, commodity-
like aspects of the transmission repair 
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experience are almost invisible. It’s still 
a matter of balancing quality, price, and 
speed of repair, but now it’s impera-
tive that you also fix the customer. 
Good service is expected, so you must 
provide an outstanding, extraordinary 
customer experience. 

The customer’s feelings about his 
or her experience are no longer limited 
to the diagnostic, sales, and repair pro-
cess itself. A customer upset can even 
occur over saying or doing something 
that isn’t “politically correct.”

The omniscience and omnipo-
tence of the worldwide information 
highway and social networking are at 
the root of the challenge. There’s so 
much information — and misinforma-
tion — instantly available to today’s 
customers, that fact-checking, price-
comparing, and reputation-vetting are 
routine… even while the customer is 
sitting in your waiting room.

When it comes to complaining, the 
process is instantaneous and no longer 
requires the awkwardness of face-to-
face or person-to-person confrontation. 
And due to the speed and scope of the 
internet and social networks, the impact 
is potentially far greater than the older 
word-of-mouth processes. 

Customers can file praise reports 
or complaints with any number of orga-
nizations or agencies, or post online 
reviews in real time, right from their 
smart phones. 

You need to be vigilant and pre-
emptive with regard to any signs of 
upset. Encourage open person-to-
person communication by proactively 
interacting with your customers and 

continually confirming that their expe-
rience is going well. Be open to feed-
back and sensitive to upsets that are 
evidenced by what they say and ask as 
well as their body language.

What Can We Learn?
People have always liked to 

tell their FRAP (Friends, Relatives, 
Associates, and Parents) about out-
standing, extraordinary experiences 
they’ve had. This is especially the case 
with things like movies, restaurants, 
and yes, auto repair shops.

Notice that I used the phrase “out-
standing, extraordinary experiences.” 
People don’t tend to talk about normal, 
expected, routine, or even fine experi-
ences. They’re generally apathetic or 
indifferent to such experiences. The 
customer’s level of satisfaction results 
in action or inaction. Extraordinarily 
good service begets Apostles, who are 
eager to spread the good news about 
your business. Capture these moments, 
and encourage your customers to write 
and post positive reviews… as they 
happen, as in right now. 

Extraordinarily bad service begets 
Terrorists, who attack your reputa-
tion and try to destroy your business. 
Be vigilant and maintain a sustained 
antiterrorist campaign to preempt any 
potential terrorist activity. Deal with 
problems as quickly and completely as 
possible.

Anything that’s normal, routine or 
just fine begets apathy and indifference. 

Are your customers “Apostles, 
Terrorists, or Apathetics”? Don’t you 
think your mission is clear?

About the Author 
Thom Tschetter has served our 

industry for nearly four decades as a 
management and sales educator. He 
owned a chain of award-winning trans-
mission centers in Washington State for 
over 25 years. 

He calls on over 15 years of expe-
rience as a certified arbitrator for top-
ics for this feature column.

Thom is always eager to help mem-
bers of our industry and continues 

to be proactive in pursu-
ing ways to improve your 
business and your life. 
You can contact him by 
phone at (480) 773-3131 
or e-mail to coachthom@
gmail.com.

If you’ve personally 
experienced a weird or 
unusual customer dispute 
and wouldn’t mind sharing 
it to help your industry, 
please contact me. You 
can just tell me your story 
and I’ll do all the heavy 
lifting to write it. We can 
make it an article about 
you or you may remain 
anonymous.

The main thing is we 
want to share stories that’ll 
help others avoid similar 
problems. Call me at 480-
773-3131 or email to me 
at coachthom@gmail.com.

Share Your Stories

Capture these moments, and encourage your customers to 

write and post positive reviews… as they happen, as in 

right now.  

Extraordinarily bad service begets Terrorists, who attack 

your reputation and try to destroy your business. Be 

vigilant and maintain a sustained antiterrorist campaign to 

preempt any potential terrorist activity. Deal with 

problems as quickly and completely as possible. 

Anything that’s normal, routine or just fine begets apathy 

and indifference.  

Are your customers “Apostles, Terrorists, or Apathetics”? 

Don’t you think your mission is clear? 

 Extraordinarily Good Service 

         Apostles 

Ordinary Service              

Range of Apathy and 

Indifference 

Terrorists  Extraordinarily Bad Service 

 

Share Your Stories 

Apostles, Terrorists, or Apathetics
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4th Annual Classics 
on the Coast Car Show 
Was a Rousing Success!

If you’re a regular GEARS read-
er, you’re no doubt familiar 
with the Classics on the Coast 

car show, hosted by ATRA’s Southern 
California Chapter. It’s become an 
anticipated annual event, coordinated 
and presented by ATRA Board Member 
Donny Caccamise, owner of DMC 
Transmissions and on-air personality 
for the radio show Horsepower for an 
Hour.

Well, the 4th annual show took 
place this past September 6th, and, 
according to Donny, “It was epic in 
every sense of the word.”

This year’s show was the largest 
in the event’s history, with 303 cars 
entered in 44 categories. And according 
to the Ventura police department, it was 
attended by somewhere between 45,000 
and 55,000 people, making it the largest 
car show in Ventura’s history.

Epic, indeed!
For this year’s show, the city closed 

California and Main Streets where they 
intersect, effectively closing downtown 
Ventura to traffic for an area of about a 
mile and a half. “I rented about a half 
dozen small golf carts for us to get from 
one end of the show grounds to the 
other,” says Donny.

Along with a massive variety of 
classic and antique cars, this year they 
had the Speed Demon on display: the 
world’s fastest piston-engine car, which 
has been clocked at speeds of over 500 
miles an hour! 

Part of the reason for the huge 
crowds was that Ventura hosted a large 
Beach Run earlier in the day to raise 
cancer awareness. The beach is within 
view of the car show, so the city roped 
off a pedestrian walkway from the 
beach, over the bridge, and right to the 

show grounds.
Mayor Cheryl Heitman and the 

Ventura city council members were 
in attendance and took active roles in 
the day’s events. The mayor awarded 
the City of Ventura’s Choice to a truly 
magnificent 1955 Thunderbird.

In addition to helping raise aware-
ness for ATRA and putting the ATRA 
logo in front of tens of thousands of 
attendees, the show also helped sup-
port the Luggage of Love organization, 
which was founded by Dedria Brunett, 
Miss California International 2012.

According to her blog, Luggage of 
Love “is dedicated to providing each 
child in shelter and foster care with a 
brand new piece of luggage so that they 
will never have to move from one loca-
tion to another with their belongings in 
trash bags.”
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Dedria should know just how 
important that can be to displaced chil-
dren; she was once in that position 
herself.

The Ventura Classics on the Coast 
raised about $1500 and collected lug-
gage to help support this very worth-
while cause.

A terrific show… a marvelous 
cause… Donny may be right when 
he said this event was epic in every 
sense of the word. From the entire 
Association, congratulations to every-
one involved for a job well done!

4th Annual Classics on the Coast Car Show Was a Rousing Success!
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Sixty years ago, a few California 
transmission shop owners 
sat down together to discuss 

their common business and technical 
problems of repairing and rebuilding 
automatic transmissions. This meeting 
moved the transmission repair industry 
to an entirely different path. It was the 
first step to forming a new automo-
tive trade association: The Automatic 
Transmission Rebuilders Association 
(ATRA)!

Think that’s a bit over the top? 
Consider this: If someone asked you 
to explain what a transmission rebuild 
consists of, virtually everyone read-
ing this would have a similar answer. 
A rebuild in California is pretty much 

identical to one in Texas, New York, 
and everywhere in between.

If you order a rebuild kit from one 
manufacturer today, it’ll be fairly simi-
lar to the kit from every other manufac-
turer, at least in the components they 
include.

That wasn’t always the case.
There was a time when every 

shop owner determined what the word 
“rebuild” meant at their shop. For some 
it might have been all new clutches and 
seals. For others, it might simply have 
been to replace what was worn out or 
damaged.

When those early pioneers of the 
automatic transmission repair industry 
began their association 60 years ago, 

they took it on themselves to clearly 
define the concept of a “rebuild,” so 
when one shop said they performed a 
rebuild, every other shop would under-
stand exactly what that meant.

Today those definitions remain a 
hallmark of our industry. They formu-
late the standards by which rebuilders 
work on today’s cars. All because a few 
shop owners decided they could do a 
better job working together than they 
could on their own.

And with that, ATRA began to 
define its role in helping shape the 
development of a new industry: the 
automatic transmission repair industry.

Happy Birthday ATRA! 
60 Years of Service… by Steve Bodofsky

members.atra.com

There wasn’t a lot of variety in the early days; a few of the mainstays from the 60s.

Happy Birthday ATRA! 
60 Years of Service… by Steve Bodofsky

members.atra.com
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In the Beginning…
Depending on whom you speak 

with, ATRA began in either north-
ern California or southern California. 
Well, it took a lot of research, combing 
through records and talking to a few 
elder statesmen of our industry, but 
we’ve finally been able to nail this one 
down clearly and confidently: ATRA 
can absolutely trace its beginnings to 
California.

We’re also pretty comfortable with 
the 1954 birth date. But that’s about as 
close as anyone can pinpoint it.

That’s because ATRA didn’t 
just pop into existence one day, fully 
formed, with a complete staff, a board 
of directors, and a set of bylaws to work 
from. No one wrote down the date of 
that first conversation or marked its 
beginning with a ceremonial photo.

ATRA began slowly, with a hand-
shake and a few late night discussions; 
regular transmission shop owners shar-
ing their experiences and their knowl-
edge with one another.

The technical support that ATRA 
built its reputation on? That came from 
those same guys sharing their phone 

numbers and their personal specialties, 
so they could call one another if they 
had a problem.

Then they’d get together maybe 
once a month or so to discuss their 
problems and lend each other a hand. 
Back then, a Younger man named Gil 
— yeah, that Gil Younger — would 
come to the meetings, answer ques-
tions, and provide technical advice to 
the other attendees.

It would be many years before 
ATRA was finally able to hire a fulltime 
technical expert to answer questions 
and provide technical support to the 
fledgling Association. And many more 
before it expanded into today’s state-
of-the-art Technical HotLine, which 
now includes a research center, online 
support, formalized training programs, 
and a call center staffed by some of 
the most technically competent, highly 
dedicated transmission professionals in 
the world.

Meanwhile ATRA continued to 
grow, take on new Members, and for-
malize its standards and services. On 
September 30, 1966, ATRA’s filed its 

articles of incorporation to become a 
full-fledged legal entity.

Golden Rule Warranty
ATRA continued to grow and 

expand throughout the ’60s and into 
the ’70s. By the mid-to-late ’70s there 
were about 90 or so ATRA Members.

These Members continued to sup-
port one another with technical assis-
tance where needed. But there was 
another consideration looming: 

Back in 1963, a new business 
entered the fray… one that became 
known for repetitively beeping a car 
horn. That business started cropping up 
all across the country, competing with 
the independent transmission shops. 

And since they were operating 
under a common umbrella, they had 
something else to offer customers: a 
coast-to-coast warranty. This was a big 
deal; it meant that, even if customers 
moved all the way across the country, 
their repairs would be covered by a 
nearby repair shop.

Typical repair shop from the 50s. The racks at that time weren’t really set up for transmission removal.

(Continued on page 76)
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ATRA Members tried to compete 
on their own. They’d call one another 
if a customer of theirs broke down too 
far away for them to help directly. But 
that was hit or miss: There was no set 
of standards to honor those warranties 
from one shop to the next.

Then-ATRA President Mike King 
realized this wasn’t working. It was 
creating friction and causing dissention.

At the time, ATRA’s office was in 
a small room upstairs at Mike’s shop. 
“All of a sudden I had everyone calling 

me to arbitrate their inter-shop war-
ranties,” explains Mike. “Really there 
was no warranty. A guy would build a 
transmission in Fresno. It broke down 
in Van Nuys and they’d go back and 
forth about who should fix what and 
what it would cost.”

So he sat down at home one eve-
ning after work. By the next morning 
he’d written what would become known 
as the ATRA Golden Rule Warranty.

The original warranty spelled 
out the requirements for each ATRA 

Member when providing warranty ser-
vice to another Member’s customer. 
And he created a price sheet that speci-
fied the maximum they could charge 
for a rebuild: back then a Powerglide 
was about $120. Sure, that price sounds 
laughable by today’s standards, but 
back then most shops were rebuilding 
them retail for about $180, so it really 
wasn’t all that difficult an amount to 
work with.

More important, it set the stage for 
a clearly defined level of support for 
any customer who brought his or her 
car to an ATRA Member shop. And it 
built a foundation they could use to 
compete with national chains. This was 
also the introduction of ATRA’s 50 year 
old nickname; “The Good Guys!”

Once the Golden Rule Warranty 
was introduced, ATRA membership 
began increasing at an astronomical 
rate. It wasn’t long before there were 
nearly 2000 ATRA Members from 
across the US and Canada. A new para-
digm had begun for ATRA.

ATRA’s HotLine
Like so much of ATRA’s histo-

ry, it’s difficult to pinpoint the exact 
moment when the HotLine began. 

It wasn’t until about the mid-70s 
that ATRA’s tech department began to 
coalesce in the form of Bob Cherrnay. 
Bob operated out of his home in Miami, 
Florida, and he’d present seminars 
across the country.

“During this time, different ATRA 
Members would operate the ‘hotline,’” 
explains ATRA CEO Dennis Madden. 
“A secretary would take the call, and 
then send a message to whichever tech-
nician was available, and they’d call the 
shop back.”

Things continued on like this until 
ATRA and Cherrnay parted ways. 
Then the ATRA “technical department” 
moved to Missouri, under the supervi-
sion of Ed Anderson.

During the course of the Cherrnay 
and Anderson years, many techni-
cal mainstays lent their considerable 
knowledge to ATRA: guys like Rick 
Heaton, Larry Schaffer, and Mike 
Weinberg, to name just a few. 

But it wasn’t until about 1988, 
under the supervision of Rick Rickett, 
that ATRA’s technical department 
moved into the home office and 

Towing an all-wheel-drive wasn’t a concern, “back in the day”.

Part warehouses were a lot smaller with only a dozen 
or so transmissions in the field.

(Continued from page 72)
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brought the entire Association’s opera-
tions under one roof. This was when 
ATRA’s tech department really began 
to take shape.

And just in time! Remember, this 
was when the first computer-controlled 
transmissions were starting to hit the 
streets, so it was a critical moment in 
the industry’s trajectory. And ATRA 
was there to lead its Members through 
the rocky slopes ahead.

Among the first of those early 
technical specialists who manned the 
phones and wrote tech bulletins was 
Glenn Troub, who came to ATRA in 
1988. Glenn was also one of the most 
popular seminar presenters of ATRA 
and the industry throughout the 90s. 
He was followed by a little-known tech 
advisor named Dennis Madden. 

Dennis came on in 1989, and took 
over as technical director when Rickett 
left in 1993. He left for a short while in 
2000 and Lance Wiggins became the 
latest ATRA technical director. Then 
Dennis returned as the new CEO of the 
Association in 2001.

Today ATRA’s technical depart-
ment is a hive of operation, answering 
hundreds of technical calls every day, 
creating technical bulletins, writing 
technical articles for GEARS, and cre-
ating and delivering seminars, on line 
and in person.

A long way from a few shop own-
ers sharing their experiences several 
times a year!

Not Just Good “Guys”
When we think of auto repair, we 

think of guys. It’s nothing personal: 
It’s just traditionally a guys’ business. 
Maybe even more so with the transmis-
sion industry.

But there are some notable excep-
tions: One of the more familiar is 
Laura Wilson, who owns and oper-
ates Advanced Transmission in Spanish 
Fort, AL with her husband, Marvin. 

And while Laura is very familiar 
with the male mindset when it comes to 
auto repairs, she’s not afraid to weigh 
in when necessary. In fact, she was one 
of only two women in ATRA’s 60-year 
history to take a seat on its Board of 
Directors.

When asked about her experience 
with ATRA in this traditionally male-
dominated industry, Laura paused for a 

moment. That’s because she never real-
ly considered that someone at ATRA 
might resent her for having the temer-
ity to be a woman. In fact, just the 
opposite: She’s always felt that she fit 
right in.

Well, then again, there was her first 
day on ATRA’s board:

“I figured if I took the initiative to 
break the ice, maybe things would go 
smoother,” says Laura. “So I created 
this elaborate presentation on a flip 
chart. I took a transmission and painted 
it pink.

“And I made up some pink ear-
rings, a pink necklace, and a pink 
T-shirt, all with the ATRA logo. And 
I explained that we don’t have any-
thing in the BookStore targeted toward 
women. And I said that I was a living 
example that women were coming into 
the industry, and we needed things for 
them.

“I passed the items around for 
everyone to see and I went into the 
restroom and put on the T-shirt. Then 
I suggested that ‘Instead of the Golden 
Rule Warranty, we should paint the 
transmissions pink and create a Pink 
Rule Warranty.”

“And they all sat there and listened 
politely; nobody said a word, just in 
case I was serious.

“Finally I let them off the hook 
and told them I was just kidding. Board 
Member Gary Jennings about fell out of 
his chair. It was hilarious!”

Okay, she got them… but there’s 
no doubt in Laura’s mind that the mem-
bership at ATRA is one of the most 
gender-blind groups she could hope to 
deal with. And that’s something we can 
all be proud of.

Expo and GEARS
You might wonder why Expo and 

GEARS are listed under one head-
ing. Turns out, the two are inexorably 
linked. GEARS was initially created to 
provide a vehicle for introducing and 
marketing Expo.

Virtually every trade or business 
group routinely holds get-together 
events on a regular basis. These days, 
those events provide the bulk of the 
tourist trade for cities like Las Vegas.

So it’s no surprise that ATRA 
would present its own trade show event 
for the transmission repair industry. 

In fact, events like Expo date back 
almost to ATRA’s inception. And those 
early shows were pretty interesting. 
According to Lee Williams, longtime 
owner of William’s Automotive and 
Transmission, in Napa, CA; an ATRA 
Member since 1964: “We had our first 
event at the San Francisco Playboy 
Club. 36 people attended, and the enter-
tainment was the Everly Brothers.” 

Most of those early programs 
just focused on technical issues; man-
agement wasn’t much of a consider-
ation back then. As the Association 
coalesced and became better defined, 
Bob Cherrnay, ATRA’s first technical 
director, created a series of technical 
seminars.

At the time, Terry Greenhut was 
ATRA’s assistant-executive direc-
tor. He saw the early need for man-
agement training and first addressed 
that need by writing a Management 
Operations Manual, or MOM, for the 
Association. It was an instant hit with 
the Membership, and he started receiv-
ing even more questions.

That’s when Terry attempted 
something new for the industry: a man-
agement training program. He created 
a week-long program that shop owners 
would have to fly out for, and he set a 
price of $500 just for the program; shop 
owners would have to cover their own 
hotel stays and meals.

It was a grand experiment; one 
that many believed would fail. But 
shop owners began signing up and 

One of the oldest ATRA signs to date!
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they attended the program. Eventually, 
Terry would take his training nation-
wide with weekend seminars. To this 
day, many credit Terry for helping them 
realize the true profit potential of their 
shops through his management and 
sales training. It was one of the first 
real precursors of what would become 
ATRA’s Powertrain Expo. 

Today’s Powertrain Expo is a fine-
ly polished affair, with technical and 
marketing seminar programs, meetings, 
catered meals and parties, and a trade 
show that’s second to none. And in 
recent years, ATRA’s partnered with 
Big-R and ReMaTec to bring even 
more bang to Expo.

The modern version of Expo actu-
ally began as a partnership between 
ATRA and MD Publications (the pub-
lishers of Transmission Digest). ATRA 
would provide the technical informa-
tion and training, and TD would handle 
the event planning. Things went off 
well, but in 1992 the two companies 
parted ways, in a friendly way.

That left them with a serious prob-
lem: How was ATRA going to market 
their show now that they’d separated 
from TD? The answer was simple: cre-
ate their own magazine.

The new publication — GEARS 
Magazine — made its debut in 1992, 
and the first Powertrain Expo was held 
at Walt Disney World's Contemporary 
Resort the following year. Both were an 
immediate success.

Over the years the format of both 
has changed: GEARS went from a large 
tabloid on newsprint to a more famil-
iar magazine format on glossy stock. 
Today it’s also available in electronic 
format on line.

Those early Expos were primarily 
focused on technical issues. Oh, there 
were a few scattered management pro-
grams, but usually they were designed 
around selling whatever service or 
product the speaker was offering.

That’s when Dennis Madden and 
Rodger Bland, managing editor of 
GEARS, decided we needed something 
more: “I couldn’t help noticing that I 
could go into two shops in the same 
town, and one was barely able to keep 
up with all the work while the other 
was barely getting by,” says Dennis. 
“We wanted to know why; what was 
the busy shop doing that the slow shop 

was missing?” 
To answer that question, in 2006 

they developed a study to see what 
busy shops were doing to stay busy 
and where slow shops were missing 
the boat. The result was the What’s 
Working program, designed to help 
shop owners become more focused on 
building and operating their businesses. 

Today, Expo’s training programs 
are divided into two separate tracks: 
technical and management. Both are 
focused on bringing the most valuable 
information and training to help keep 
today’s transmission shops at peak per-
formance.

According to most reports, it’s 
working: More and more shops are 
reporting improvements in their busi-
ness models and stronger earnings. And 
many of the most successful transmis-
sion shops are quick to acknowledge 
that they owe at least some of their 
successes to the programs they attended 
at Expo.

Around the World
When you think of the automatic 

transmission industry, chances are your 
first thought is the automatic trans-
mission industry in North America; 
specifically the U.S. and Canada. And 
not much wonder: For many years 
the automatic transmission was almost 
exclusively a characteristic of cars 
built in this hemisphere. Even the few 
early imports with automatics used 
American-made automatics.

But today, automatic transmis-
sions are a mainstay in many coun-
tries around the world. European and 
Asian manufacturers all have their own 
brands of automatics, many of which 
find their way into U.S. and Canadian 
repair shops.

Of course, just because we see 
their cars doesn’t mean all the parts and 
technology came with them. There’s 
a lot that hasn’t really made its way 
across the oceans.

That’s a big part of why ATRA 
sees its future as having a more inter-
national flair. If you’re a regular reader 
of GEARS, you know that ATRA has 
already begun to take part in shows and 
events in Australia, Europe, and Asia. 
And the expansion is just beginning.

“It amazed me how many ven-
dors and visitors at the Automechanika 

show recognized the ATRA logo and 
knew who we were,” says Jim Rodd, 
ATRA president and owner of Jimmy’s 
Transmission Specialists.

“When we visited their booths, I 
discovered that they had all the parts 
for rebuilding today’s CVTs; parts we 
can’t get here in the U.S. and Canada.” 
According to Jim, it quickly became 
obvious to him, Dennis, and Rodger 
that the future of our industry lay in 
expanding ATRA’s reach to foreign 
shores.

It’s a big world out there, and 
ATRA is on the fast track to make it 
smaller, and help bring international 
technology right to your fingertips.

Still ATRA’s  
Greatest Asset

Over the years, ATRA has pro-
vided a wide array of services and 
support to shops all around the world. 
From just-in-time technical assistance 
to education and training for every facet 
of operating a transmission repair shop, 
ATRA has been right there with you.

But according to some of the most 
active ATRA Members, the one, uni-
versal benefit isn’t one you’ll find in 
any brochure or on the ATRA web site. 
What’s more, only a small percentage 
of ATRA Members even take advantage 
of it.

Because virtually every one of 
them who spoke about their years with 
the Automatic Transmission Rebuilders 
Association was quick to point out that 
their best memories have to do with the 
friendships they’ve developed… the 
relationships they’ve created with other 
ATRA Members over the years.

It’s that last “A” in the name — 
Association — that made the real dif-
ference to them… that association 
with other, like-minded individuals, 
from every corner of the globe, that’s 
enriched their lives and helped improve 
their businesses.

But that’s also just a little bit sad, 
because it means that the vast majority 
of ATRA Members have never really 
experienced ATRA’s most magnificent 
resource. They’ve never attended Expo; 
they’ve never taken part in their local 
ATRA Chapter events; in fact, they 
probably can’t identify one other ATRA 
Member without a nametag. 

Oh, sure, they’ve sent a technician 
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Happy Birthday ATRA! 60 Years of Service…

or two out to the ATRA seminars when 
they came to town. And they learned a 
lot. And then, when the seminars ended, 
they were the first ones out the door, 
so they never discovered the value of 
associating with other attendees.

For the others… the ones who 
won’t miss an Expo… who always 
help out at their local events… ATRA 
has been much more than a hotline or 
a warranty program. It’s been a source 
of friendship and camaraderie that tran-
scends time and space. And it’s an 
experience they’ll carry with them for 
the rest of their lives.

It doesn’t get any better than that.

There you have it: 60 years of ser-
vice to the transmission repair industry. 
It’s hard to imagine where we’d be 
without ATRA. One thing’s for certain: 
It wouldn’t be the same industry we 
know today.

And, for most of us, that differ-
ence is for the better. The work we’ve 
done… the friendships we’ve built… 
have shaped all of our lives. And, at 
least to some degree, we owe a part of 
who we are today to ATRA.

So from all of us, from coast to 
coast and all around the world, happy 
birthday ATRA! Thanks for a terrific 
60 years of service: We can’t wait to see 
what you have in store for the next 60!

ATRA and GEARS Magazine 
would like to express their apprecia-
tion for the input from the many ATRA 
Members, both past and present, who 
shared their memories and experiences 
over the last 60 years with us:
•	 Jim Rodd — current ATRA 

president and owner of Jimmy’s 
Transmission Specialists

•	 Dennis Madden — ATRA CEO
•	 Rodger Bland — GEARS 

managing editor
•	 Mike King — past ATRA 

president and past owner of 
Trans-King Transmissions

•	 Gene Lewis — one of ATRA’s 
earliest executive directors

•	 Vince Hall — owner of CVT 
Parts, Los Angeles, CA

•	 Lee Williams — owner of 
William’s Automotive and 
Transmission

•	 Chris Benjamin — past owner of 
Aceomatic Transmissions

•	 Dave Wilkes — owner of Dave 
Wilkes Transmissions

•	 Tom Fortune — past ATRA 
president and owner of Tom’s 
Transmission Rebuilding

•	 Gary Jennings — past ATRA 
president and owner of Jim 
Jennings Transmissions

•	 Wayne Russell — past ATRA 
board member and owner of 
Russell Auto Inc.

•	 Joe Cardente — owner of 
Portland Transmissions

•	 Mark Schwartzman — owner of 
Glen Burnie Transmissions

•	 Marvin Keyser — past owner of 
Glen Burnie Transmissions

•	 Laura Wilson — past ATRA 
board member and owner of 
Advanced Transmission

And, to the many others we missed 
or just didn’t have time to speak with, 
we’d like to apologize. The list of 
people who helped shape ATRA in its 
formative years and throughout the past 
60 could fill this issue alone. Thank you 
to everyone who helps make ATRA… 
well, ATRA… each and every day.

The Board of Directors of the early 90s that planned and 
strategized GEARS Magazine and Powertrain Expo!
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A&A Transmissions, Yukon, OK — Not Your Ordinary Outlaw…

Over the years we’ve profiled 
a wide range of shop owners, 
technicians, business consul-

tants, and others too numerous to men-
tion. But this is the first time we’ve 
ever profiled an outlaw.

Because Brian Filippone (pro-
nounced Filleh-pony), owner of A&A 
Transmissions in Yukon, Oklahoma is a 
dyed-in-the-wool lawbreaker. He must
be: He has a recurring role on the 
Discovery Channel TV show, Street 
Outlaws.

It’s a show about street drag racers 
based in Oklahoma City, and Brian is 
featured for his work building specialty 
transmissions for some of the more 
notable drivers.

SHOP PROFILE by Steve Bodofsky
members.atra.com

L-R:  AZN (a.k.a. Jeff Bonnett), Farmtruck (a.k.a. Sean Whitley) from the Discovery channel’s show 
Street Outlaws with A&A Transmissions owner, Brian Filippone.

“Farmtruck” is a ’70 Chevy Long Bed. Certainly not much to look at, but this 
race-equipped behemoth is the ultimate sleeper and a fan favorite of the show.

A&A Transmissions, 
Y u k o n ,  O K  —
Not Your Ordinary Outlaw…
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Of course, since street racing is 
illegal pretty much everywhere in the 
U.S., this show — in the truest nature 
of “reality TV” — is totally staged; at 
least as far as anything being outside 
the law.

“What you see on the show is com-
pletely orchestrated,” says Brian. “The 
racing is real; what happens, happens. 
But the show is very controlled: The 
police are there, the fire department is 
there.”

Not really all that surprising; if the 
show were actually documenting illegal 
activity, a single episode would prob-
ably be all the evidence needed to put 
everyone behind bars!

Intro to Racing
Brian’s interest in drag racing 

began back when he was still in high 
school. “I had a couple hotrods of my 
own. I started building my own tran-
nies; beefing ’em up for the track.”

Keeping the front-end running smoothly at A&A are from L-R: 
Jennifer Filippone (Brian’s wife), and Leslie Tippet (Jennifer’s Mom).

Rebuilder, Tommy Smith on the bench.

Thunder Valley Raceway Park in Noble, Oklahoma, is 
only about 45 minutes from A&A’s shop. They’re a drag 
strip and they cater to individuals who build their own race 
cars as well as hosting NHRA sanctioned events.

“I spend a lot of time down at the track, watching the 
cars that I’ve worked on. And a lot of advertising happens 
there: I wear my business shirt and people recognize me 
from TV — ‘Hey, you’re that tranny guy on the show!’ — 
so that’s helped out a lot.”

And those people have regular street cars, so Brian’s 
reputation at the track also helps bring in regular transmis-
sion work for his shop.

“I got my start on TV with another show, called Pinks: 
All Out. It was a show where people all over the country 
raced for pink slips: Winner takes the loser’s car. A couple 
friends of mine were on the show, they wanted to build a 
car, and they asked me to build the trans.

“There were about five of us involved with building 
the car, and we won! That gave me a little boost in the local 
racing scene. Later those same guys were the ones who got 
us on the map for Street Outlaws.

“Back in the beginning, I did transmissions for several 
of the cars on the show. Farmtruck was the first; he’s a 
personal friend of mine. I still do the Farmtruck’s tranny.”

For those not in the know, Farmtruck is the ultimate 
sleeper: A 1970 Chevy long bed pickup, with dents, rust 
spots, and a camper on the back. But it’s loaded with a 
big-block Chevy engine and a race-ready transmission that 
Brian built.

“Over the last couple years, as the show has become 
more popular, a lot of the guys have had very expensive, 
race-ready transmissions donated to them. That pushed me 
out of their cars, but that’s fine: There are still a lot of other 
guys who aren’t up to their level yet.

1shop profile1014.indd   85 10/10/14   11:13 AM



86   GEARS   October/November  2014

A&A Transmissions, Yukon, OK — Not Your Ordinary Outlaw…

“Some of them were a little hesi-
tant to take the transmission, but I told 
them, ‘you’d have to be nuts not to 
take it: It’s an $8000 transmission and 
they’re going to give it to you!’

“I still do Farmtruck — we’re 
friends and I’ll probably always do his 
— and there are a couple other guys on 
the show that I take care of.”

A&A’s History
Brian’s earliest training and experi-

ence was as a general technician:
“I grew up in California and started 

learning about cars at about 14 working 
with my uncle Carl. He had a repair 
shop forever. And my dad was also very 
mechanically inclined, and I’d help 
him on the weekends, changing oil or 
replacing spark plugs, back when cars 
had distributors and carburetors.”

Brian took auto shop classes in 
high school. After high school he left 
home and moved to Oregon where he 
started working in general repair shops.

“But I was always ‘driven’ to trans-
missions. Around 1981, I went to work 
in a Chevrolet dealership. Back then 

GM had a lot of training centers, and 
I made it a point to attend all of those 
classes.

“The dealer also sold Hondas, so 
I became familiar with those transmis-
sions too. And these days I still enjoy 
doing a Honda now and then. Although 
in this neighborhood, GM, Ford, and 
Chrysler make up the bulk of our 
work.”

Over the years he moved from one 
GM dealership to the next in the area. 
He remained a dealership technician for 
nearly 10 years.

“Then I saw an ad in the paper; a 
local general repair shop — Automotive 
Technologies —  was looking for an 
experienced transmission technician. 
The shop owner figured he had the 
shop, he had the room, so why not 
expand? I worked there running the 
transmission shop for about three years.

“There was another transmission 
shop nearby, operated by an older fel-
low, Dewane Coffman. I’d go there 
now and then when I needed a part and 
he and I became good friends. After 
about two years, Dewane said, ‘I’m get-

ting ready to retire; why don’t you buy 
my shop?’ About a year later I finally 
took him up on his offer and bought his 
shop. I was there till about 2000.

“My (then) wife wasn’t handling 
Oregon weather very well, so I agreed 
to sell the shop and move to Florida. 
Then, in the middle of the move, she 
decided that she’d rather not be married 
any more. She divorced me and moved 
to Oklahoma with my kids.

“By that point I’d already sold my 
shop. I had nothing left in Oregon, so I 
followed them out to Oklahoma to be 
near my children. I got a job with an 
AAMCO and worked there for about 
a year.

“Then I got the brilliant idea to 
become a MAC Tool dealer. That didn’t 
go well, but it got me into the shops 
all around town. We’d talk, and I men-
tioned that I used to be a ‘tranny man.’

“Turns out there’s a lot of racing in 
Oklahoma. And those guys are always 
looking for someone to build a trans 
that can handle the track. So I started 
rebuilding transmissions in my garage 
at night.”

R&R technician, Danny Wygle works on a car as Brian looks on.
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A&A Transmissions, Yukon, OK — Not Your Ordinary Outlaw…

It wasn’t long before Brian real-
ized he was making more rebuild-
ing transmissions than he was selling 
tools. So, in 2004, he gave up his tool 
truck, rented a shop, and opened A&A 
Transmissions.

He continued operating his busi-
ness there until 2012. “We needed to 
expand; I was in a tiny shop, maybe 
1500 square-feet and just one hoist. We 
were strapped for space. So we started 
looking for a larger shop to rent.

“But here in Yukon, commercial 
space is at a premium; we just couldn’t 
find anything. Either it wasn’t any big-
ger than what we had or they wanted a 
ton of money for it.

“That’s when we started looking 
for properties. We found this location, 
went to the bank, and in May 2012 we 
opened our current shop.”

Why A&A?
It’s hard not to notice that, techni-

cally speaking, Brian’s name doesn’t 
begin with the letter A. So where did 
the name A&A come from?

“A lot of people think I did it to 
move up in the phone book, but hon-
estly, I never really thought about that. 
I just named my shop after my kids, 
Alissa (26) and Austin (20).”

Brian married his second wife, 
Jennifer, in 2008. She had a daughter, 
Elizabeth, who was only 3 when they 
got married.

“Of course, now I have another 
daughter, so the property that our shop 
is on is owned by our company, AAE 
LLC, named for all three of my chil-
dren.”

Strictly Transmissions
A&A Transmission is just that: a 

transmission shop. They do automatics, 
manuals, transfer cases, axles… pretty 
much everything you’d expect from a 
transmission shop. Then again, some-
times they stray.

“Occasionally, if we’re working on 
a car for a very good customer and we 
have the wheels off, maybe we’ll agree 
to do pads and rotors for them. But I 
don’t advertise general repair; I try to 
avoid it.”

A lot of the reason for that is they 
do a lot of work for other shops in 

the area. “And 
a lot of those 
shop owners 
are personal 
friends: They 
send me their 
transmissions 
and I send 
them the other 
stuff.”

Some of 
that work is 
in the form 
of referrals, 
while other 
work is whole-
sale: Either the shop brings the car 
to A&A or they pull the transmission 
themselves and just bring it over.

“I’m pretty particular about the 
shops that I’ll sell to over the counter,” 
says Brian. “They have to have a cooler 
flusher and their technicians have to 
understand how to install a transmis-
sion properly.”

Overall that referral and wholesale 
work only makes up about 10% to 15% 
of A&A’s total repair work. But it’s 
enough that Brian doesn’t want to risk 
his relationship with the neighboring 
repair shops by competing with them.

Supports Training
Brian’s a big supporter of technical 

training for him and his technicians. He 
attended ATRA seminars back in the 
beginning of his career, and attributes 
a lot of his knowledge — both techni-
cally and from a business standpoint — 
to those seminars.

And that training is still a big part 
of his business model. “I’m going to be 
at this year’s Expo, and I’m bringing 
one of my technicians. This will be his 
first time coming to Vegas with me. 
I’m going to attend all the management 
seminars, and he’ll go to all the techni-
cal seminars.

“The last time Expo was in Vegas, 
my wife went to all the management 
seminars and I attended the tech semi-
nars. But she’s been reminding me that 
I need to pay more attention to the busi-
ness side of things. And I know she’s 
right; that’s why we’ve chosen to split 
things like this.”

Getting the Word Out
A&A has an ATRA-hosted web 

site, and they have listings on all 
the search engines. And they have a 
Facebook page that’s mostly dedicated 
to the TV show. But according to Brian, 
nothing’s been more effective for bring-
ing in new customers than customer 
referrals.

“We’ve tried advertising in the 
newspaper; we’ve run radio ads on a 
local station; we’ve tried flyers… all 
the typical stuff. And, in all honesty, 
none of it has really benefited us finan-
cially.

“We’ve spent quite a bit of money 
and time tracking where our business 
comes from. We have a diagnostic sheet 
for our customers, and one of the things 
it asks is how they heard about us. What 
we learned is that over 90% of our new 
business comes from word-of-mouth 
referrals.”

Because of that, they pay close 
attention to their online reputation, 
monitoring such referrals sites as 
Angie’s List and YP.com. And they 
make sure that, if someone has a prob-
lem, they do what they can to satisfy 
them.

Hard to believe that an outlaw 
would be so interested in keeping his 
customers satisfied. But then again, 
Brian is no ordinary outlaw. In fact, 
he’s an outlaw in name only. As a shop 
owner, he believes in providing honest, 
reliable service at a fair price.

He may be a great business owner 
and transmission tech, but as outlaws 
go, he’s kind of a failure. Probably just 
as well…
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Adapt-A-Case, Inc.
Booth# 204
3400 Jefferson Ave SE
Grand Rapids, MI 49548
Phone: (616) 331-0000
Fax: (616) 452-5624
www.Adapt-A-Case.com
Adapt-A-Case provides innovative 
tools and fixes for the transmis-
sion and automotive repair indus-
try. Come see BRNY, Drum Buddy, 
6L80E tools, The Every Buddy 
press, *NEW* T-Case Buddy and 
more!

Allomatic Products
Booth# 409
609 East Chaney St.
Sullivan, IN  47882 
Toll Free: (800) 568-0330
Fax: (812) 268-0417
www.allomatic.com
Israel Tabaksblat, VP of Sales & 
Mktg
Marina Rapoport, Acct. Exec. & 
Exp. Sales
Elena Boschetto, Sale Associate
Allomatic is a brand of Raybestos 
Powertrain, LLC and is proud to be 
an American brand and a preferred 
supplier of transmission filters, fric-
tions and steel plates, modules, 
bands, sprags and electrical com-
ponents to original equipment auto 
manufacturers and the aftermarket 
industry since 1959.

Alto Products Corp. 
Booth#  612
1 Alto Way, Atmore, AL 36502
Phone: (251) 368-7777
sales@altousa.com 
www.altousa.com 
Kevin Farkas
Robbie Ferguson
Roni Zelichonok
Ronnie Sang
Alto is an ISO certified OE manu-
facturer of Friction and Steel Plates 
for over 60 years. We specialize 
in automotive, hi-performance and 
heavy duty applications. We manu-
facture and distribute a complete 
line of Friction and Steel Plates, 
Rebuilding Kits.
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RIO HOTEL & CASINO, LAS VEGAS, NV

Hosts the

OCTOBER 30 - NOVEMBER 2, 2014

ATRA Returns to 
Las Vegas!

Register Today!

Thursday, October 30
7am-5pm Attendee Registration
8am-6pm Technical Seminars

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! - Dan Nagy
Waves and Waves of Electricity! Part 1 - Dan Marinucci
It’s Allliiive!!! Calling Dr. Parmenter, Your Patient Has Arrived - John Parmenter

3pm-5pm Management Seminars
What’s Working - Dennis Madden, Rodger Bland

5pm-6pm ATRA Member Meeting

Friday, October 31
7am-5pm Attendee Registration
7:30am-5pm Technical Seminars

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

8am-12pm Management Seminars
Turning Clicks Into Calls! - Danny Sanchez
Golden Nuggets of Customer Service - Nancy Friedman

12pm-2pm ATRA Luncheon - sponsored by Raybestos
2pm-7pm Trade Show
4pm-6pm ATRA Chapter President’s Meeting
7pm-9pm 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
Everyone is in Sales! - Maylan Newton
Customer Engagement - JIm Cathcart

12pm-5pm Trade Show
3pm-4pm ATRA Longtimer’s Meeting
4pm-5:30pm Technical Seminars

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

Sunday, November 2
9am-12pm Management Seminars

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

9am-12pm Technical Seminars
We CAN Rebuild It - Bob Nuttall
Tapping Into Your High Performance Needs! - Randall Schroeder
Using Toyota’s Techstream Scan Tool Software & TIS SVC Info - Jack Rosebro
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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.

Teckpak-Fitzall  
Introduces New  
Products at Expo 

Teckpak-Fitzall has redesigned 
its popular A74741QA valve used to 
fix code 1870 in earlier 4L60E trans-
missions. The new replacement valve 
(A74741CB) works in 2004-up GM 
RWD vehicles with 4L60E, 4L65E, and 
4L70E transmissions that use the CAN 
bus control systems. 

Like Teckpak-Fitzall’s other code 
1870 fixes, the A74741CB uses O-rings 
to seal the bore and doesn’t require 
reaming. 

The new valve allows the con-
verter to unlock if the signal duty cycle 
drops very low while still sealing the 
worn valve bore.

Check with your local distributor 
for price and availability.

Other new products from Teckpak-
Fitzall include: 
•	  Floor Shifter Cable Repair Clip 

(T74498-1) for GM 4L60/65/70 
and Ford CD4E 

•	  Transmission Pan Repair Nut 
(T16494A) for 5R55S/ 55W 

•	  Mini Slide Hammer (T-0154-M) 
that’s perfect for those hard-to-
reach areas 

•	  Axle Stabilizer (262125LB) for 
62TE 

•	  Metric Line Fittings 
•	  Universal Detent Cables with 

OE style self-adjusting ends 
(K35955U-SA and K65940U-
SA) 

Visit Teckpak-Fitzall at the ATRA 
Powertrain Expo (booth #A611) or 
on line at www.teckpak-fitzall.com to 
learn more about these innovative new 
products.

Sonnax Introduces 
Ford 6F35 Zip Kit® 
Reprogramming Kit

Tackle the root cause of multiple 
complaints in Ford 6F35 units, including:

•	 burnt brakes/clutches
•	 delayed engagement
•	 inadequate lubrication
•	 low pressure
…and more, with the all-new 

Sonnax Zip Kit, 6F35-ZIP.
This innovative kit contains a 

winning combination of unique parts 
designed to seal critical circuit pres-
sure losses, to resolve numerous shift 
problems to get vehicles back on the 
road fast.

With no special tools or reaming 
required, rebuilders will enjoy quick, 
hassle-free installation. The detailed 
tech booklet included with each Zip Kit 
features in-depth rebuild and inspec-
tion tips for comprehensive valve body 
repair.

Visit www.sonnax.com for details.

Tri Component Offers 
Thrust Bearings for  
Allison Converters

Allison 1000/2000 and 2400 model 
torque converters for 2006-2008 often 
have damaged or worn bearings.

Tri supplies the two original, 
enclosed, needle thrust bearings to the 
torque converter rebuilding industry, 
enabling a rebuild to OEM specifica-
tions.

Both Tri SW-2-31 enclosed impel-
ler side bearings and SW-2-32 enclosed 

turbine side bearings are supplied from 
stock. 

For more information, contact your 
Tri Pro or visit Tri Component at www.
tricomponent.com.

TransTec Introduces 
Toyota K110 CVT Kit

TransTec is proud to introduce its 
new TransTec overhaul kit, part num-
ber DP2628, which services the Toyota 
K110 CVT transmission.

This transmission is found in these 
vehicles:

Make Model Engine Years

Toyota Allion L4 2.0L 2002-14

Toyota Alphard L4 2.4L 2003-12

Toyota Corolla L4 2.0L 2014

Toyota Nav-1 L4 2.0L 2012-14

Toyota Opa L4 2.0L 2000-05

Toyota Premio L4 2.0L 2001-14

Toyota Voxy L4 2.0L 2007-14

Toyota Wish L4 2.0L 2003-13

The new kit includes these sub-
kits:

TransTec® 
Number

Description Years

3578 Sealing Ring Kit 2006-up
B11600 Duraprene Pan 

Gasket
2006-up

B29164 Left Axle Seal 2006-up
B29878 Right Axle Seal 2006-up
B29892 Manual Lever Seal 2006-up
B37256 Converter Seal 2006-up

© 2014  Freudenberg-NOK Sealing Technologies  
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NPA 7/11/14

  New Product 
Announcement 

Now available TransTec   overhaul kit DP2628 which services the K110 CVT transmission.  
This transmission is found in the following models. 

K110 CVT 

MAKE MODEL ENGINE TYPE/SIZE YEARS 
Toyota Allion L4 2.0L 02-14 
Toyota Alphard L4 2.4L 03-12 
Toyota Corolla L4 2.0L 14 
Toyota Nav-1 L4 2.0L 12-14 
Toyota Opa L4 2.0L 00-05 
Toyota Premio L4 2.0L 01-14 
Toyota Voxy L4 2.0L 07-14 
Toyota Wish L4 2.0L 03-13 

 
Featured Sub Kits and Components 

 TransTec®  
Number Description Years 

3578 Sealing Ring Kit 06-UP 
B11600 Duraprene Pan Gasket 06-UP 
B29164 Left Axle Seal 06-UP 
B29878 Right Axle Seal  06-UP 
B29892 Manual Lever Seal 06-UP 
B37256 Converter Seal 06-UP 

  
TransTec®  kit DP2628 is in stock and available for immediate shipment 

®
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TransTec® kit DP2628 is in stock 
and available for immediate shipment. 

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

BorgWarner Introduces 
Two New Bands to the  
Transmisson Aftermarket

BorgWarner has just released two 
new bands for sale to the transmission 
aftermarket:
•	 CD4E Transmission Band, P/N 

50226BW
•	 4L80E Transmission Band P/N 

50236BW
The CD4E Intermediate/Overdrive 

band and 4L80E High Energy front flex 
band 99+ both use high energy friction 
material for longer life.

The CD4E band features additional 
oil slots for better cooling. Both bands 
can be used in high output applications 
and retrofit to all applications.

For more, or to order one of these 
bands, call your BorgWarner authorized 
distributor today.

New 722.x Plate for 
Wear or Damage to  
Bellhousing Surface

Bill’s Transmission, in Cleveland, 
Ohio, has designed a new plate that 
allows you to reuse a worn or damaged 
bellhousing in the 722.9 or 722.6, Nag 
1 and Nag 2.

The plate provides a smooth sur-
face to support both pump gears, elimi-
nating the need to replace a bellhousing 
with a worn or damaged pump surface.

The new pump plate fits into the 
bellhousing pump pocket and provides 
greater support for both pump gears.

And it’s not just for worn or dam-
aged bellhousings: The new plate pro-
vides protection for new, undamaged 

bellousings, to keep them in top condi-
tion.

To learn more or to order your 
repair plate, call Bill’s Transmission at 
216-213-1848.

Smart Blend Introduces 
New Advanced Formula 
ATF and Application 
Guide

Smart Blend Synthetics 
One Advanced Formula 

Full Synthetic Multi-
Vehicle ATF 
is specially 

d e s i g n e d 
a n d 

u n i q u e l y 
formulated, 

r e p r e -
senting the latest in full  synthetic 
automatic transmission fluid 
technology. 

This full synthetic automatic 
transmission fluid is a suitable 
replacement for over 150 OEM 
designated lubricant part numbers for 
North American, European, and Asian 
vehicles equipped with automatic 
transmissions.

Smart Blend Synthetics’ 
Transmission Service and Application 
Guide is a complete, easy-to-follow 
guide, providing listings to identify 
which Smart Blend Synthetic fluid, 
supplement, or protectant is suitable for 
use in each transmission type.

It’s available online by logging 
onto their web site — www.smartblend.
com — or you can use the QR code on 
the back label of the new, Full Synthetic 
Multi-Vehicle Automatic Transmission 
Fluid, P/N 10000.

To learn more, contact Smart 
Blend Synthetics “Advanced Synthetic 
Technology” at 1-888-422-9099, or 
visit www.smartblend.com.

Precision International 
Introduces New Bonded 
VB Separator Plates

General Motors currently has 13 

active bonded valve body plates for the 
4L60E, 4L65E and 4L70E transmission. 
This variety has made it impossible to 
include these plates in our kits or even 
stock them in bulk.

Until now, the rebuilder would 
need to check the code on his plate and 
go to the dealer to purchase one for that 
particular vehicle. 

Precision International has 
now eliminated the guesswork and 
confusion of having to source several 
different plates by creating a universal 
plate to cover all models, 1998-present. 
This valve body plate, Precision part 
number 33599, is easily adapted to the 
transmission you’re rebuilding.

Using our comprehensive chart and 
illustration, you can adapt this plate to 
cover all 13 GM plates by widening or 
drilling a few holes. It’s quick, simple 
and easy.

Also from Precision, New 
Toyota U140 Kits

Precision International now has 
Overhaul, Banner, and Master Kits for 
the Toyota U140 transmission. 

Overhaul Kit:   
K75900ETL — with pistons

 K75900ETLX — without pistons

KP37900KA

CD4E Transmission Band

4L80E Transmission Band

K82900UT
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Banner Kit:  
K7500ETLW/O — with pistons

 K7500ETLXW/O — without pis-
tons

Master Kit:  
K7500ETL — with pistons

 K7500ETLX — without pistons
These kits fit the Toyota RAV 4 

2006-2012 and Toyota Matrix 2009-
2013.

For more, visit Precision on line at 
www.TransmissionKits.com.

First Transmission Built  
at New Drivetrain  
Reman Facility

Jasper Engines & Transmissions 
officially started transmission pro-
duction at its new drivetrain remanu-
facturing facility in Jasper, Indiana, 
September 8th. 

The first transmission remanu-
factured was a front-wheel drive GM 
4T65E. It was the culmination of a 
well-planned and dedicated strategy 
that took place since the announce-
ment to acquire the 220,000 square foot 
building in April. 

“It’s been an incredible accom-
plishment,” said John Schroeder, 
JASPER vice president of drivetrain 
remanufacturing. “It’s been a team 
approach, including Associates from all 
of the departments within the transmis-
sion division and other support groups.”

JASPER remanufactures trans-
missions in work areas called PODs, 
in which a transmission goes from 
a core to a finished product. Each 
POD has specific transmission families 
it remanufactures. This allows each 
POD to become specialized and enables 
JASPER to produce a quality product 
more efficiently.

One change in the remanufactur-
ing process at Power Drive, is how 
transmissions are dynamometer tested. 
“Groups of three to four PODS, or one 
Mega-POD, will have their own dyna-
mometer, instead of sending a trans-

mission to a separate test area,” said 
Schroeder. “This will allow for immedi-
ate feedback, so issues can be addressed 
in real time.”

An added benefit is Power Drive 
will give JASPER a tremendous amount 
of growth capacity that couldn’t be 
achieved with the Engine and Drivetrain 
Divisions sharing one building.

Power Drive is JASPER’s 5th 
remanufacturing facility, joining 
Wernsing Road and Jasper West, both 
in Jasper, Indiana; Crawford County, 
Indiana; and Willow Springs, Missouri. 
For more, visit JASPER on line at 
www.jasperengines.com.

New Transtar Catalog  
Becomes Standard for  
A/T Solutions

Transtar Industries, Inc., the indus-
try-leading distributor of best-in-class 
transmission and drivetrain products, 
recently released its latest automatic 
transmission parts catalog. Introducing 
a number of new products and cover-
ing hundreds of applications, the 2014 
Automatic Transmission Parts Catalog 
complements Transtar’s comprehensive 
selection of products.

“The Transtar team developed our 
newest catalog with our customers in 
mind, which reflects our customer-first 
philosophy,” says Scott Fox, senior 
director of marketing at Transtar. “We 
based the additions and revisions in this 
book directly on feedback from custom-
ers, both through our sales team and a 
number of customer surveys conducted 
in the past year.” 

Transtar’s all-inclusive, 1000-page 
automatic transmission parts catalog 
features an all-new valve body guide; 
a year/make/model/engine flywheel 
lookup; an updated, easy-to-use GM 
speedometer guide; and hard-to-find 
specialty transmission tools by applica-
tion. In addition, the new catalog also 
boasts exploded view images for easy 
identification and detailed illustrations 
of assembly.   

“Throughout the company’s his-
tory, Transtar’s focus has remained on 
providing its customers with tools to get 
the job done quickly and competently,” 
commented Fox. “In this ever-changing 
industry, all of the catalogs in Transtar’s 
collection deliver the in-depth informa-
tion our customers need. Our catalogs 

are designed to be easy-to-use reference 
sources.” 

For further details on Transtar’s 
automatic product line or to order a 
printed catalog, contact your Transtar 
representative or call 855-Transtar. To 
view or download the 2014 Automatic 
Transmission Parts catalog, visit 
Transtar1.com.  

Sonnax Welcomes New  
Sales Manager and 
Tech Specialist

Two industry veterans recently 
joined the Sonnax team, supporting the 
company’s commitment to outstanding 
customer sales and technical service.  

Dave Sebring will serve as Sonnax 
high performance sales manager, over-
seeing products and service in the USA 
and Canada. A former military sergeant, 
Sebring has worked in the performance 
aftermarket industry most of his life. 

Prior to joining Sonnax, he was 
director of performance sales for 
the ACCEL Performance Group in 
Cleveland, Ohio, and before that gen-
eral manager for TCI. Sebring has drag 
raced alcohol funny cars for years and 
been a three-time NHRA event cham-
pion and five-time IHRA event cham-
pion. He’s a member of the Castrol Five 
Second Club.

Also new to Sonnax is Steve 
Garrett, a transmission industry veteran 
who has regularly presented at semi-
nars, conventions, and training pro-
grams. 

“We are very excited to add Steve 

Steve Garrett

Dave Sebring
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to our team,” said Sonnax Transmission 
Product Line Manager Maura Stafford. 
“With his previous OE experience, 
knowledge of production processes, 
familiarity with the aftermarket, and 
well-respected seminar abilities, Steve 
will help Sonnax better serve our cus-
tomers.”

Garrett holds a bachelor’s degree 
in automotive technology, a master’s 
degree in business management, and 
taught at the college level. He brings 
many year s of experience as a service 
engineer for both General Motors and 
ATRA.

He’s authored articles for sever-
al magazines and a college automo-
tive text book and serves on college 
and local school boards and the U.S. 
Department of Agriculture Resource 
Advisory Council.

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

Autoshop Solutions 
One of Fastest-Growing 
Companies for the 2nd 
Year in a Row

For the second year in a row, 
Autoshop Solutions, the leading web 
site design and internet marketing 
agency for independent auto repair 
shops and the automotive aftermarket, 
was named one of the fastest-growing 
companies of 2014 by Inc. Magazine.

The growth and success of the 
company can be attributed to its 
partnerships in the automotive industry, 
expansion of services and employee 
base, and the overall company 
environment and reputation.

In the past year, Autoshop 
Solutions placed four web sites in 
AutoInc. Magazine’s Top 10 Websites, 
introduced a new direct mail and 
custom video service, and earned local 
recognition in North Carolina as one 
of the Triangle Business Journal’s 
“Top 50 Best Places to Work in the 
Triangle.” The company is currently 
expanding and renovating its office to 
accommodate to fit the growing team 
of more than 25 employees.

“Receiving acknowledgement as 
one of Inc. Magazine’s fastest growing 
companies in America, along with our 
recent award as one of the Top 50 Best 
Places to Work in the Triangle, is a true 
testament to the way we do business,” 

says Danny Sanchez, CEO and founder 
of Autoshop Solutions. “Having happy 
employees and a healthy business 
model has allowed our company to 
continue to expand each year. I look 
forward to watching our growth next 
year and the years to follow.”

For more information about 
Autoshop Solutions, contact Margaret 
Klemmer margaret@autoshopsolutions.
com or visit their web site at www.
autoshopsolutions.com.

TransTec Introduces 
New Kit for the 
Daihatsu A4L 4-Speed

TransTec 
has just intro-
duced a new 
overhaul kit 
DP2632 which 
services the 
A4L FWD/
AWD 4-speed step transmission, found 
in these vehicles:

Make Model Engine Years
Daihatsu Esse L3 0.7L 2005-11
Daihatsu Max L3 0.7L 2002-06

Daihatsu Mira/Mira 
Gino L3 0.7L 2001-08

Daihatsu Move/Move 
Conte, Latte L4 1.5L 2009-14

Daihatsu Opti L3 0.7L 2000-03
Daihatsu Storia L3 1.0L 2000-05
Daihatsu Tanto L3 0.7L 2003-11
Daihatsu Vizi L4 1.0L 2003-08
Perodua Kelisa L3 1.0L 2002-07
Perodua Kenari L3 1.0L 2000-10
Perodua Viva L3 1.0L 2014
Subaru Lucra L3 0.7L 2010-11
Subaru Pleo L3 0.7L 2010-11

The new kit features these sub kits 
and components:

The new DP2632 kit is available 
for immediate delivery. For more, visit 
TransTec on line at www.TransTec.
com.

New From Alto Products

Alto Products Corp now offers  
friction plates for the Toyota K310 
CVT Friction Module.  The plates are 
available as complete friction module, 
Alto # 186752A, or as individual plates.  

Also new from Alto Products Corp, 
steel plates for the Toyota K310 CVT 
Steel Module.  The plates are avail-
able as complete steel module, Alto # 
186753A, or as individual plates.  For 
more information on these clutches and 
other products that we offer visit us at 
www.altousa.com.

New From Valve Body Pro
Valve Body Pro continues to sat-

isfy the transmission industry’s hunger 
for quality products!

PRESENTING PROPROVEN 
Preprogrammed TEHCMs for GM 
6L80-6L90 Transmissions. Avoid 
Delays-Tehcms are Plug and Play. Save 
Money-flashing a Tehcm; cost $120-
170.

Our Proproven Tehcms are pro-
grammed with the latest available cali-
bration.

For more information, visit www.
valvebodypros.com / www.solenoid-
pro.com or call 408-287-4500
E-mail: sales@valvebodypros.com

TransTec® 
Number Description Years

DP2632 Overhaul Kit 2000-UP
3582 Sealing Ring Kit 2000-UP

B11604 Duraprene Pan 
Gasket 2000-UP

B37267 Converter Hub Seal 2000-UP
B29892 Manual Lever Seal 2000-UP
B37268 Right Axle Seal 2000-UP
B37269 Left Axle Seal 2000-UP

© 2014  Freudenberg-NOK Sealing Technologies  
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NPA 9/8/14

  New Product 
Announcement 

Daihatsu A4L 

Now available TransTec  overhaul kit DP2632 which services the A4L FWD/AWD 4 Speed Step Transmission. 
This transmission is found in the following models. 

MAKE MODEL ENGINE TYPE/SIZE YEARS 
Daihatsu Esse L3 0.7L 05-11 
Daihatsu Max L3 0.7L 02-06 
Daihatsu Mira/Mira Gino L3 0.7L 01-08 
Daihatsu Move/Move Conte,Latte L4 1.5L 09-14 
Daihatsu Opti L3 0.7L 00-03 
Daihatsu Storia L3 1.0L 00-05 
Daihatsu Tanto L3 0.7L 03-11 
Daihatsu Vizi L4 1.0L 03-08 
Perodua Kelisa L3 1.0L 02-07 
Perodua Kenari L3 1.0L 00-10 
Perodua Viva L3 1.0L 14 
Subaru Lucra L3 0.7L 10-11 
Subaru Pleo L3 0.7L 10-11 

 

TransTec®  
Number Description Years 

DP2632 Overhaul Kit  00-UP 
3582 Sealing Ring Kit 00-UP 

B11604 Duraprene Pan Gasket 00-UP 
B37267 Converter Hub Seal  00-UP 

B29892 Manual Lever Seal 00-UP 
B37268 Right Axle Seal 00-UP 
B37269 Left Axle Seal 00-UP 

 

Featured Sub Kits and Components 

Alto # 186752A Alto # 186753A
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ERIKSSON INDUSTRIES

•MECHATRONICS - Programmed•

1-800-388-4418
Division of Wentworth Engineering

Authorized        Parts Distributor

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

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

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

• Hard Parts: NEW / USED / REMANUFACTURED

       Soft Parts / Friction Kits / Steel Kits / Repair Manuals

• Lifetime Fluids / Rebuild Kits / Valvebody Kits

ECM  TCM  PCM  BCM
Foreign & Domestic

AUTOCOMP

One Year Warranty

Computer Module Specialist

A/C COMPRESSORS
A/C PARTS

A/C Parts Specialist

Off Vehicle Flash Programming Transmission Control Module (TCM)
Engine Control Module (ECM)

Accept Major Credit Cards 

Technologies, Inc.

8515 North Freeway, Houston, TX 77037

COMPUTERS

888-217-4072

COMPUTERS

Aisin AW 5- & 6-Speed
Chrysler 45RFE/545RFE/68RFE  

(early & late) & 62TE
*Ford 5R55N/W/S & E4OD/4R100 

Honda 5-Speed Dual Linear

Aisin AW 5- & 6-Speed

Honda 5-Speed Dual Linear

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

*OE & Remanufactured

 

Solenoid CORES
CASH for 
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BMW    Mercedes-Benz    Audi

Remanufactured to
Perfection

Hundreds of Transmissions in-stock.

Immediate installation available.

2 year unlimited warranty.

Dyno-tested.

Remanufactured torque converter included.

Toll free 800 - 372 - TRANS

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

Need Hard 
Parts?

1.877.888.5160

Just Ask!

gcor-just-ask-2014-2.25x3-shopper.indd   1 12/1/13   7:18 PM

QUALITY. KNOWLEDGE. SERVICE.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!

1-855-972-22301-855-972-2230
8933 NE Marx Dr Ste A1 • Portland, OR 97220-1472

QUALITY. KNOWLEDGE. SERVICE.

Equipment Manufacturing Corp.

888-833-9000 
www.equipmentmanufacturing.com

$4,995.00 
In Stock 

Transmissions  
by WesTside
We specialize in rebuilt ZF 
Transmissions (5HP24 / 6HP26 / 
6HP28) for Range Rover 2002-2010!

• Rebuilt valve bodies available
•  Comes with ONE-YEAR unlimited mile warranty
• TWO-YEAR warranty available
• All transmission include torque converter

(310) 231-8962
www.westsidetransmission.com

by Wesby Wes
We specialize in rebuilt ZF
Transmissions (5HP24 / 6HP26 /
We specialize in rebuilt ZF
Transmissions (5HP24 / 6HP26 /
We specialize in rebuilt ZF

6HP28) for Range Rover 2002-2010!
Transmissions (5HP24 / 6HP26 /
6HP28) for Range Rover 2002-2010!
Transmissions (5HP24 / 6HP26 /
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WE HAVE WHAT YOU NEED
FOREIGN & DOMESTIC

Standard Transmissions
Transfer Cases

New & Used Parts
Rebuilt Units

*ONE CALL DOES IT ALL*

CALL
BRIAN OR ALBERT

866-571-GEAR
        4 3 2 7

Northland Transmission Inc. 
 

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

www.servobore.com 

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

No machine
shop required. 

 

HARD PARTS FOR 
Domestic and Foreign 

AUTOMATIC TRANSMISSIONS 
Late and Early models   

 
WE HAVE OVER 500,000 PARTS IN STOCK  

CALL 602-971-0477 
getithardparts.com 

 
WE SHIP UPS DAILY 

NEED QUALITY
CONVERTERS?

Overhaul System! 

Call for a free catalog
877-298-5003

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

®

  
   

  

 

 
 

www.kbcores.com

WWW.QUALITYGEAR.COM

TRANSMISSION
TRANSFER CASE&

PARTS

TOUGHER. STRONGER. BETTER.

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

* 1 YR Warranty*
*Tech Support*

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

NOW OFFERING
*SONNAX Updated Pumps*

(877) 337 - 4681
www.reamman.com

Have you ever wondered where your 
competitors are buying their parts?competitors are buying their parts?

We are the premier wholesale 
provider of new and remanufactured 

manual transmissions, 
transfer cases, differentials,and all 

related components.

Multiple Distribution Locations
1-800-658-2537

622 West 1st Street
Zumbrota, MN 55992
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Quality 
Remanufactured 
Torque Converters

Expect the Best!

800.727.4461

Distributorships Available

Visit our website:
www.cvcconverters.com

  
        

      
Leading The Industry Since 1978 

www.Trans-Tool.com  

• Transfer Case Assemblies
with Encoder Motors

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

Labor Warranty
• Nationwide Delivery
• Truckload Pricing

GREEN BAY, WI

800-242-2844

Only at

Remanufactured
Sprinter 

722.6 Transmissions

Updated with latest Sonnax
performance parts

3-year/100,000-mile warranty

866-464-1871
www.sprintertransmission.net

SPRINTER Transmissions
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HELP WANTED: Middleton 
Transmission And Auto Repair is cur-
rently accepting applications for an 
experienced Transmission Builder, Full 
time, Part time, Auto Transmission R 
& R mechanics , Auto Repair tech-
nicians, Diagnostic Technicians ,ASE 
Certifications a Plus. Employees must 
be able to work occasional overtime, 
and Saturdays till noon. Requirements 
to include own tools, valid driver’s 
license, knowledge of Foreign and 
Domestic Vehicles. Contact: Philip 
(978) 777-7072.  ATRA Mbr

HELP WANTED:  Transmission spe-
cialist and Automotive Repair special-
ist needed for a premiere automotive 
repair company in the Middle East.A 
minimum of ten years experience 
working on Domestic & Asian vehi-
cles Transmission Diagnostic experi-
ence needed. Relocation Package 
Offered. Please send resume to the 
following:tristartrans@outlook.com 
   ATRA Mbr

HELP WANTED:  Busy Western 
Colorado Transmission Shop looking 
for experienced, detail oriented trans-
mission rebuilder.  Benefits include paid 
time off – 1 week after 1 year, 2 weeks 
after 2 years, plus a matching IRA plan 
after 2 years.  Great location for outdoor 
activities – fishing, hunting, camping, 
jeeping, mountain biking close by.  Fax 
resume to (970) 242-8589 or e-mail 
to bakerstransmission@gmail.com.  

EQUIPMENT WANTED:  Used Axiline 
– Superflow transmission dyno, electric 
combo machine with adaptor package. 
Call Dave at Portland Torque Products: 
(800) 640-0970, or email Dave@port-
landtorque.com.  ATRA Mbr

EQUIPMENT FOR SALE:  2013 
All electric Transfer Case Dyno for 
sale,  with Eddie load’s - electric host. 
Designed and used for a major USA 
OEM test project.  Less then 100 
hours in like new condition with war-
ranty.  Original Cost $85,000.00 it’s 
yours for $25,000.00.  for additional 
information contact:
Steve Glassinger  @ G-TEC Inc. (417) 
725-6400, (800) 725-6499, Fax: (417 
)725-3577 steve@g-tec.com . 
  ATRA Mbr

SEEKING NEW OPPORTUNITY: 
Sales Manager and Inside Sales 
Representative seeking a new oppor-
tunity. Open to relocation for the right 
company and right fit. Several years of 
experience in transmission parts sales 
and management. Resume available 
upon request: Newopportunity333@
gmail.com.

HELP WANTED: We are an automo-
tive franchise company looking for 
experienced Transmission Rebuilders, 
General Automotive Technicians and 
R&R men with diagnostic and electri-
cal experience.  Must have 3-5 years 
of transmission rebuilding experience.  
Responsibilites include, diagnose trans-
mission problems, rebuild transmis-
sions, installation and general engine 
repair.  Email contact information and 
salary requirements to ddelso@moran-
brands.com.

HELP WANTED: SHOP MANAGER - 
Salary plus commission: Transmission 
Shop Manager needed in Virginia or 
Washington DC. We have a strong 
advertising program. Must be enthusias-
tic, must have strong sales experience. 
Must have management experience. 
Experience in a transmission business. 
must be willing to follow set proce-
dures. Contact Mark: (757) 725-0201 
or email: markabrahim@gmail.com.

HELP WANTED: TRANSMISSION 
REBUILDER – Salary: We have 
full time position open for expe-
rienced Transmission Rebuilder. 
ASE not required, but you must be 
a self starter and have your own 
tools. We are not looking for a help-
er, but a real experience Builder with 
diverse skill set and with qualifica-
tions. Contact Mark: (757) 725-0201 
or email: markabrahim@gmail.com.

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

Sales@ValveBodyPros.com  •  ValveBodyPros.com

408-287-4500

PRO-Proven BEST In The Industry
PRO-Proven Best Warranty

PRO-Proven Best Unparalleled 
Product Support

Valve Body Pro

Maxx Fluxx™

Bushings

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Remanufactured 

PRO-Proven BEST In The Industry

Innovative 
Solenoid 
Solutions 

Innovative 
Solenoid 
Solutions 

Maxx Fluxx™

Bushings
Maxx FluxxMaxx Fluxx™

Bushings
Minimal or No Adjustment Required

For The Ford 5R55N/W/S
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Check us out at www.bakerstransmission.com.  ATRA Mbr

HELP WANTED: Our Arlington, Texas company is seeking 
experienced transmission builders, R&R Techs and a Swing-
Man with the desire to learn to build transmissions. We are 
looking for professionals with good communication skills that 
are detail oriented. This is a very clean, professional and posi-
tive shop environment.  Please send resume and/or questions 
to todd@nttrans.com.   ATRA Mbr

HELP WANTED: REBUILDER WANTED - Must be experi-
enced in late model units (10 year old & newer units).  Excellent 
working conditions, $64K to start, paid hourly plus benefits, 
health, dental, vision, & retirement. 5 day work week. Check 
out our shop tour videos, and others at http://www.transteam.
com/memweb/LarryBloodworth.html -or- call (801) 523-1313.  
     ATRA Mbr

HELP WANTED: NATIONAL EMPLOYMENT 
HEADQUARTERS FOR THE TRANSMISSION  INDUSTRY.  
Fast, Easy and Free service to industry employees! Low 
cost and an easy way to recruit nationwide for shop owners!  
Serving the transmission industry since 1997. Visit our website 
at: www.transteam.com or call us toll free at: (888) 859-0994.

Nov 8 - Baltimore, MD
2015 ATRA Technical Seminars Coming Soon!
Check members.atra.com for more dates and 

locations to come!

2014 ATRA TECHNICAL SEMINARS 

ATRA'S POWERTRAIN EXPO 2014  •  Oct 30- Nov 2, 2014

800.428.8489
http://members.atra.com

MEMBERS.ATRA.COM

Name________________________________________________________

Address/ph____________________________________________________

Signature_____________________________________________________

Please enclose check or money order in U.S. funds and send to:

GEARS • 2400 LATIGO AVENUE • OXNARD, CALIFORNIA 93030
or call: (805)604-2000

U.S. $30 ~ Canada $45 ~ Other Areas $65

Subscribe Today!
Grab Your GEARS Now!

I want my very own subscription 
to the next 10 issues of GEARS.X
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CALENDAR ATRA Supplier Members
Reserve your free table top display for the 
ATRA 2014 technical seminar series today! 
Call (805) 604-2018

See ATRA Seminar Schedule information
on page 147 or at:
http://members.atra.com/
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SPECIALS
A340 O/D Planet Set  V6  $ 125
 V8  $ 175

A340 O/D Planet Set  V6 #340-225A $90
 V8 #340-225   $125
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