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POWERTRAIN AFTERMARKET SURVEYS

e hope you find many uses for the information gathered in the 26th annual Transmission Digest survey of reader

shops. Both the industry and the survey have seen a lot of changes during that period. Perhaps more than any

other tool, the Composite Analysis found on page 4 should be of interest to retail shops and their suppliers. In a
concise format, we capture much of the essence of who's accomplishing what in the retail marketplace.

There are five sets of pie charts and accompanying line graphs that examine the most-often-rebuilt automatic transmis-
sions by manufacturer (imports have been lumped together). The line graphs show the percentage of shops that don’t, for
one reason or another, rebuild or install a particular unit. The pie charts depict shops that do work on the units and indicate
the relative percentage of jobs that are built in house as well as those that rely on installing an outsourced transmission.

The figures we typically use for kit popularity weren’t available for 2010 in time for this survey. The chart below shows
the distribution of kit demand from the prior year. Without context, that appears to be a batting average of .500. However,
there are so many more 4L60s showing up than Saturns that the shop probably would say it rebuilds all GM units.

This companion directory is designed to be an industry phone book to help quickly contact suppliers, their sales teams
and support functions. A company by company listing including personnel and branches begins on page 11; a listing of key
supplier personnel by last name begins on page 31.

Most Often Seen in Bays:
Based on input from national distributors of kits, this chart depicts the incidence of repairs

by unit during 2010. The underlying assumption is that each transmission repaired likely Sources of Transmission Jobs

gets a kit and so there is a good relationship between the number of overhaul kits sold and Transmission Shop | [ Automobile Dealers
the actual numbers of a given unit that are rebuilt. [ Fleet Customers
[l First-Time Retail
[ Repeat Retail
[0 Other
Relative Incidence of Units Repaired
Based on Kit Sales
GM: 4T80E_|m
Mercedes: 722.3/.4/.5 N
b RESROSA = General Repair Shop
Subaru: EC8
Toyota: A-540/541
VW/Audi: AG4
Mercedes: 722.6
GM: 4T60
Chrysler: 42RLE
Ford: 5R110
GM: 4T40E
GM: 200/C/4R, 325/4L
Mazda: ECAT, 4EAT-F
Chrysler: A-606, 42LE
GM: 125, 3T40
Ford: 4F27E/FN4A-EL
Nissan: RE4R01A/RE4R03A/RE5R01A
Toyota: A40
Ni : RL4AFO3A
Aisin Warner:Awsu-duLEEICls-i;:EISS-SDSN
GM: gli
Mitsubishi F4A41/F4A42/F4A51 .
e :\:itlsuhishi KM/A4/F4/W4 Where Did The Job Come From?
Chryster: aSPeERASER One of the interesting areas the survey has
Toyota: A-130 201540y explored over the years is the source of jobs
Toyota: U-140/141/150/151/240 coming to the shops. In the early days of the
Ford: A4LD surveys a lot of jobs came either as referrals or
Chrysler: A-404/413/470/670, etc. . .
GM: 4L30E as wholesale work from automobile dealerships.
: A-340/350 | ., .
Riateiv That source isn't nearly what it once was.
Honda: 3-Sraft (e We've noted over time that the nature of work
R e performed causes the general-repair facility to
 Ford: SRESN/SAW find that much of its transmission work comes
Hona;5-Speed from repeat customers, those who rely on the
M: 4L80E . . .
GM: 250/350, etc. shop for oil changes or engine repairs. The
Ford: AXODAYODE transmission specialty shop, given the
Ford: E40D, 4R100 H H H H H
Chryster: A-G04, 40TEMATE infrequency of transmission failures, is more
Honda: 3-Shaft (Acura/Prelude) i 1 -ti i
onda: 3-Shafl (Aoura Prelude) likely to_ rely on first-time retail customers _for the
Chrysler: A-518/618 bulk of its business. To compete for first-time
Ford: AOD/AODE,etc. . . . .
GM: 4L6OE/4L70E retail business typically takes some marketing

How Long Can You Make It?

savvy that builds a shop’s reputation within the
community.

A word about warranties: The 2011 survey indicates that the standard warranty for transmission shops and general-repair facilities alike remains
in the range of nine to 18 months. Installed transmissions — those acquired on an exchange basis from OEM or aftermarket production

remanufacturing sources — tend to average around 36 months.

At once the disparity allows shops to offer customers a choice. For the shop that wishes to concentrate on rebuilding in-house, some re-
examination of warranty strategy is in order. Most failures occur either within the first couple of months or clustered around the expected life of a
transmission. If a shop is building units that should last 48 months, limiting the warranty to 12 may save a little money but at the same time

create a competitive disadvantage.
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POWERTRAIN AFTERMARKET SURVEYS

Decreasing Differences

Year to year, we see fluctuations as a result of asking the shops to describe their business as one of four: transmission
specialty; transmission also offering general repair; primarily general repair; or general repair including
transmission. At one point, almost all transmission specialties reported more than 50% of their business from
transmission-related services and general repair typically reported less than 30% from transmission. Such is no
longer the case. For the past couple of years the distinctions have been blurring, and this type of comparison is
probably becoming less important as time and the marketplace have their effects.

Composite Analysis of Transmission Digest Reader Shops

Transmission Specialty General Repair
Retail Shops Retail Shops
2010 2011 2010 2011
As a % of Transmission Digest Shop Readership: 65% 61% 35% 39%
Composite Shop
Active Owners 1.22 1.16 1.24 1.18
Facility Managers 0.49 0.69 0.66 0.50
Transmission Rebuilders 1.11 1.35 0.81 0.54
Transmission Installers 1.27 1.68 1.86 1.29
Other Technicians/Mechanics 0.27 1.69 1.71 1.32
Office Employees 0.46 0.55 0.86 0.82
Total Employees Who:
Rebuild 1.68 1.95 1.81 1.04
Diagnose 2.05 3.00 2.04 1.86
Read Transmission Digest 2.68 347 2.95 2.64
Shop Transmission Volume
Average Month
Automatic Rebuilds 24 .86 26.52 7.50 13.57
Manual Rebuilds 2.74 243 1.83 5.00
4WD Transfer Case/Front Axle Rebuild * 2.69 * 3.11
Automatic Reman Unit Installed 4.78 471 3.78 1.20
Manual Reman Unit Installed 0.63 1.57 0.58 2.02
4WD Transfer Case/Front Axle Installed * 1.00 * 1.00

Impact Perspective:
Given the above statistics for pass-along readership in retail shops, Transmission Digest magazine is read by more than
49,600 North American shop owners, managers and technicians every month.

New technologies still small portion of jobs:
Still not showing up in large numbers, dual-clutch, CVT and hybrid units are for the time being included above with
automatics.

* This is the first year for which we gathered information on 4WD Transfer Case and Front Axle work.

4 Transmission Digest — 2011 Directory



POWERTRAIN AFTERMARKET SURVEYS

Rebuilds, Remans & Referrals:

We've done a little more fine-tuning to the following analysis for 2011. Early in January we received cooperation from some of the
national kit distributors who are able to track the number of kits they sell by transmission unit. The thought is that virtually every
transmission, no matter where it is built, relies on a kit for the gaskets, seals and other parts necessary. From those shared sales
figures, we look to find those units that comprise about 95% of the jobs coming into retail shops. This year, the top 53 units reach that
level; it would take two or three times that many to reach 99%.

The very newest units don’'t yet show up, as the need for rebuilding those transmissions has yet to emerge.

In these cases, we've shown the percentage of shops that will neither rebuild nor install a reman unit. We make a further assumption
that those referred jobs come back to the surveyed shops that do offer service on those particular units. For this reason, the pie-chart
analysis includes only the options of an in-house rebuild or using an outsourced unit. Sources outside the shop include production
rebuilders, parts distributors, automobile dealerships, bench builders and even an occasional as-is used unit.

The final adjustment we make is to tie these charts to each responding shop’s volume. Doing so means that a shop seeing only a
single 5R55N unit a year will have less effect on the analysis than the shop that sees seven or eight a month.

With that expansion, the bottom line is that the referral charts measure each shop equally while the pie charts take relative volume into
consideration.

Ford

Ford: 4F27E/FN4A-EL Ford: 5R110 Ford: AXOD/AXODE Ford: CD4E
Percentage of Units Initially Referred to Other
Shops
Ford: E40D, 4R100 # \

Ford: CD4E

Ford: 4R44E/5R55E Ford: A4LD Ford: C-4/C-5 Ford: C-6 [N |

Ford: C-4/C-5 |
Ford: AXOD/AXODE |
Ford: AOD/AODE etc. |IEREN
Ford: A4LD # ‘
Ford: 5R110

Ford: SRSSN/S/\W |

|

In-house Rebuild
Ford: 4R44E/5R55E

Ford: 5R55N/S/W  Ford: AOD/AODE etc. Ford: C-6 . R&R Outsourced Ford: 4F27E/FN4A-EL | S S S S S S S

T T T T T T T T T
’ 0% 1% 2% 3% 4% 5% 6% 7% 8% 9%

90%

GM: 125, 3T40 GM: 4L30E GM: 4T40E GM: Powerglide

Percentage of Units Initially Referred to Other
Shops

GM: Powerglide |1 s S
GM: 200/C/4R, 325/4L GM: 4L60 GM: 4T60 GM: 4T80E w
GM: 4T60E/4T65E | s s—
GM: 4T60 | —
GM: 4TA0E | S
GM: 4L80E | —
GM: 4L60E/4L70E | R s
GM: 250/350, etc. GM: 4L60E/4L70E GM: 4T60E/AT65E GM: 4L60 *
: GM: 4L30E | —
GM: 400/425 IEEEEmE— |
GM: 250/350, etc. |I————
o GM: 200/C/4R, 325/4L. | ——
GM: 125, 3T40 |

. In-house Rebuild I T T
0% 1% 2% 3% 4% 5% 6%
GM: 400/425 GM: 4L80E GM: 4780E | [T7] R&R Outsourced
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POWERTRAIN AFTERMARKET SURVEYS

Chrysler

Chrysler: 42RLE

Chrysler: 45RFE/545RFE

86%

89%
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POWERTRAIN AFTERMARKET SURVEYS

A Little Bit of This and a Little Bit of That:

Over the past 20 years, the shops we serve have changed quite a bit. So too has the magazine as it has expanded to offer technical
content that includes valve body, torque converter, installation and even drivability diagnostics.

We all realize that it is a rare shop indeed that can survive strictly on automatic-transmission overhauls. Today’s transmission shop
offers more and more general automotive service in an effort to better serve customers, while at the same time better using its
overhead of building, tools, equipment and people.

A few years back, we began to look at the volume of services offered in the shops of Transmission Digest subscribers. When one
looks at the annual number of jobs those readers are performing, one can’t help but appreciate the contribution made by our industry
to the driving public.

Let's keep up the great work!

Annual Jobs Performed by
Transmission Digest Subscribers
(By Catelgory)
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Rebuilt Transmission Sources

Transmission Shop General Repair Shop Make or Buy?

The survey identifies units that are installed used,
‘ Auotomatics

rebuilt in-house and those that are bench built or
Transmission Shop General Repair Shop

purchased from automobile dealerships, aftermarket
‘ Manuals

production rebuilders or parts distributors. The charts
March 2011 7
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2010 Reported Shop Net Profit
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2010 Reported Shop Gross Sales
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Under $150,00

$150,000 - $300.000
$300.000 - $450.000
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$1,000,000 +

What's happening to profitability in shops?

Transmission Specialty Shop

Unchanged Increasing

Decreasing

General Repair Shop

Unchanged Increasing

Decreasing

What's happening to Sales Volume in shops?

Transmission Specialty Shop
Increasing

Unchanged

Decreasing

General Repair Shop

Increasing
Unchanged

Decreasing
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Hard Part Supply Sources

General Repair Shop P

Other

Hard Parts Specialist

Parts Store

Transmission Parts Distributor

Automobile Dealership

Transmission Shop P

OEEOEO

Salvage Yard

I T
0% 10%

20% 30% 40% 50%

60%

70%

Torque Converter Supply Sources

Tr ission Shop

Rebuilt In-House

With Transmission (Dealership)

With Transmission (Aftermarket Rebuilder)
Transmission Parts Distributor

The Right Parts:

Each year we track component sources, a
study that continues to show differences
between the general-repair and
transmission-specialty components of
Transmission Digest subscriber shops.
Across the board, the national parts
distributors, once specializing primarily in
supplying kits, are broadening their lines to
include hard parts, converters, valve bodies
and, most recently, remanufactured
transmissions.

General-repair shops have been courted by
the specialty distribution channel and have,
over time, been more and more likely to
purchase from those suppliers. At the same
time, the automobile dealerships, who for
many years weren't greatly interested in
supplying kits and other components, are
emerging with new philosophies and lines
they hope will increase their share of the

Converter Rebuilder transmission aftermarket parts business.

Used

OE0EED@

General Repair Shop ?—l

T
0% 10% 20% 30% 40% 50% 60%

Kit Supply Sources

General Repair Shop h
Transmission Shop i

[ Other

[ Automobile Dealership

[l Auto Parts Store

[0 Transmission Parts Distributor
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Valve Body Supply Sources

Transmission Shop E

General Repair Shop

Rebuilt In-House

Use As Is

With Transmission (Dealership)

With Transmission (Aftermarket Rebuilder)
Valve Body Rebuilder

Used
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Shop Management
Package of 9 2010 Management CDs $139

10-M01 Am | Getting Paid Fairly? ................... $19

Tom Langer, Undercar Digest Business Editor

A study of common retail shop pitfalls. Owners often undercharge and
underpay themselves.

10-M02 Proactive Outside Selling Two Disks $21

Terry Greenhut, Transmission Digest Business Editor
Why wait for business to come to you? Proven methods for increasing

sales.
10-M03 Big Ideas For Small-Business Growth

Robin Crow, Dark Horse Recording Studios
Author, musician and motivational speaker, Crow explores growth

potentials within the reach of every small-business owner.
10-M04 Competition For Customer Loyalty

Bill Haas, ASA VP of Education

Creating and maintaining a loyal customer base in a competitive
marketplace

10-MO05 You Ain’t Seen Nothing Yet! ................ $19

Bill Haas, ASA VP of Education
New technologies are impacting and will continue to impact the

capabilities and profitability of the retail aftermarket.
10-MO06 Increasing Sales Part |

Maylan Newton, Educational Seminars Institute
Tips on listening to customers to know what they want to purchase

10-MO7 Increasing Sales Part I

Maylan Newton, Educational Seminars Institute
Tips on listening to customers to know what they want to purchase

10-M08 Work Place Safety

Carl Mustari, Certified Environmental Compliance Manager

Creating the safe workplace environment that will keep OSHA and
other agencies away from your bays

Transmission Technical
Package of 11 2010 Transmission Technical CDs $145

10-T01 Toyota U150/U250

Wayne Colonna, ATSG
In-depth coverage includes all aspects of diagnostics and rebuilding.

10-T02 Controller Area Networks

Bernie Thompson, Automotive Test Solutions
Understanding what the CAN system does and how it does it.

Note: Thompson presented a more basic course in understanding CAN
systems at Showpower 2009. This recording is available as well ...
Order 09-T04

10-T03 Domestic Bus Diagnostics Two Disks $21

John Thornton, Auto Train
Using the CAN for dead-on diagnostics.
10-T04 Hybrid Repair

“G” Jerry Truglia, Automotive Technician Training Services
Complete with case studies, a session designed to put you into the
profitable hybrid repair business.

Two Disks $21

10-T05 Mitsubishi Units

Bob Nuttal

An examination of diagnostic procedures and rebuilding issues
encountered on Mitsubishi units.

10-T06 Technical Buffet

John Parmenter, Precision International Tech Advisory Board

Hands-on advice on a variety of units from this noted trainer, shop
operator and transmission rebuilder.

10-T07 Nissan RE5R05A

Jim Dial, ATSG

In-depth exploration of rebuilding tips and diagnostic tricks for these
import units.

10-T08 R&R Installation Issues

Mike Steen, Certified Transmission

Tips from the Certified network of installation shops on solving the
most often encountered problems.

Handouts on CD

PDF Format includes Management and Transmission Technical session materials distributed ... .$50
\_________________________________________________________________________________________________________/

Visa and MasterCard Accepted - Make Checks payable to: M D Publications, Inc.

U.S. Orders: Includes Postage & Handling
Allow 4 to 6 weeks for delivery
International Orders: Please inquire for shipping charges

Mail: PO Box 2210 Springfield, MO 65801-2210
E-mail: editor@mdpublications.com
Phone: 417-866-3917 or 800-274-7890 Fax: 417-866-2781




