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100% Associate Owned

     The Gas Division renovation and reloca-
tion project, within JASPER’s Wernsing Road 
remanufacturing facility, was recently 
completed.
     The Lifter Department was the last group 
to move into its new position, joining other 
Gas Division support groups on the main floor 
of the facility. “We now have all our remanu-
facturing on one level,” said Randy Bauer, 
JASPER Gas Division Manager. “It’s a bit of a 
relief to be finished, but it was well worth it, as 
you walk through our division, you can see the 
improved environment we have created for our 
Associat-Owners.”
     The Lifter Department was originally part 
of Indiana Tool and Die, then was located in
its own remanufacturing area on the second 
floor of the facility. The department has grown 
to 19 full-time Associate-Owners from eight 
just three years ago. “The department’s size 
has increased because of the value they bring, 
in terms of remanufacturing items that we’ve 

not historically done in the past,” said Bauer. 
“Not only do the Associate-Owners remanu-
facture lifters, they also do tappets, lash adjust-
ers, variable valve timing (VVT) components 
and chain tensioners.  This allows JASPER 
to reduce the parts costs on the engines these 
components go into, without sacrificing 
quality.”
     Having the Lifter, Rod, Pump, Crankshaft 
and Camshaft Departments in one location, at
the head of the Gas Division production lines, 
allows Conveyance Associates to pass through
one area of the plant to pick up necessary ma-
terials and deliver to the six remanufacturing
work areas.
     “I think Our Associate-Owners are proud of 
their new areas,” Bauer said. “We have a much
cleaner work environment and have much 
more room to operate than the previous
configuration. It allows us to be more efficient 
and build a better quality product.”

Lifter Department Move Completes 
Gas Renovation/Relocation Project

Lifter Department Associates join the other Gas Division support groups on the main floor at the head 
of the production lines. This allows Conveyance Associates to pass through one area of the plant to 
pick up necessary materials and deliver to the six remanufacturing work areas.
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Dennis Road Automotive
     Our Customer Profile for this issue 
is Dennis Road Automotive of Dallas, 
Texas.  For nearly 50 years, the business 
has been a home to Northwest Dallas’ 
fleets and customers for auto and truck 
repair.
     Rosie Dunn and James Craig are the 
business owners.  Rosie’s father started 
Dennis Road Automotive in 1968.  
James came to work there in 1995 and 
became a co-owner in 2015.  
     The business has been located at 
11155 Dennis Road since its beginning.  
Over the past 20 years, the business 
expanded from a one-man shop to 10 
employees and expanded its focus to 
include fleet work, as well.
     Dennis Road Automotive currently 
has nine service bays and 20,000 square 
feet under roof.  This includes office 
space and a customer lounge.  
     Of the 10 Dennis Road Automotive 
employees, five of them are ASE 
Certified technicians, including one 
Master Technician.  The business will 
pay for the certification class, or any 
other classes the technicians are inter-
ested in attending.  James continually 
looks for people he can hire as long- 
term employees.  He says it’s important 
that employees focus on the philosophy 
of ‘Customer First’... no matter what it 
takes.  “There’s a shop on every corner,” 
James said.  “You have to want them to 
come to you.”
     Dennis Road Automotive has been 
an installer of JASPER remanufactured 
engines, transmissions and differentials 
for the past 15 years.  They use JASPER 
because of the quality of products and 

has partnered up with us from using 
Co-op advertising to selling the brand 
to the Fleet Maintenance companies 
they work with.  James understands that 
automotive repair is a service and that 
he needs quality partners to succeed at 
high levels. “JASPER makes it easy for 
us to do business with them,” said James.  
“Their people go the extra mile for us.”
     Dennis Road Automotive provides 
extra-mile customer service, from taking 
and sending pictures of damaged parts and 
repairs, to saving and showing old worn 
parts for their customers. Vehicle repairs 
are explained to customers in detail. With 
a strong social media presence and a 
5-star rating, the future is considered very 
bright at Dennis Road Automotive.

Dennis Road Automotive has served the Dallas, Texas, area since 1968.  They have been a 
JASPER installer for the past 15 years.

The nine service bays at Dennis Road 
Automotive are always kept clean.
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JASPER Updates Early-Style Chrysler 5.7L HEMI 
Valve Seats

     A common failure JASPER has seen on Chrysler 5.7L 
HEMI engine cores is the valve seat rings dropping out of 
early-style cylinder heads.  Our Research and Development 
determined these rings did not have enough press fit when 
the head was originally built.  The engine’s numerous heating 
and cooling cycles can cause the rings to drop out of the head.  
They eventually break apart in the cylinder and can lead to 
catastrophic engine failure. 
     The JASPER solution is the removal of all intake and 
exhaust valve seat rings from the head.  The had is then 
machined to accept an oversized valve seat ring with a .005 - 
.008 press fit, more than double the OE amount.
     The new oversized rings are press fit into the head, then 
cut to OE valve seat specifications.  This process has proven 
effective in eliminating valve seat ring dropout.
     JASPER found small fragments of valve seat ring can 
become trapped in the intake manifold after a catastrophic 
failure.  It’s recommended the intake manifold either be thor-
oughly cleaned, or entirely replaced, to eliminate the chance 
of a repeat failure.

Chrysler 5.7L HEMI V8

Our research determined the valve seat rings of early-style Chrysler 
5.7L HEMI heads did not have enough press fit when originally built.  
Through numerous heating and cooling cycles, the rings can drop 
out of the head, break apart and damage the head.

The JASPER solution is the removal of all intake and exhaust valve 
seat rings from the head.  The had is then machined to accept an 
oversized valve seat ring with a .005 - .008 press fit.

The new oversize rings are pressed into place, then cut to OE valve 
seat specifications.  Small fragments of valve seat ring can become trapped in the 

intake manifold after a catastrophic failure.  JASPER recom-
mends a thorough cleaning, or an entire replacement, of the 
intake manifold to eliminate the chance of a repeat failure.
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JASPER Authentic Joins Gas Division in 
Downstairs Work Area

     The Jasper Authentic Custom Drivetrain Division recently 
moved from their second floor layout within the Wernsing 
Road engine remanufacturing facility in Jasper, Indiana.  
They now have their own Authentic production work area, 
or POD, located on the first floor, joining the rest of the Gas 
Division Associates.
     “We’re very excited about this new area,” said Darren 
Ragsdale, JASPER Authentic/Marine/Performance Man-
ager.  “We’ve been able to update some of our machinery and 
implement new cleaning methods.  It’s a Win-Win for 
everybody.”
     The move put to rest all the challenges experienced by the 
Authentic Division to maintain manufacturing away from 
their support areas.  Product flow management is the biggest 
improvement, compared to their top-floor location.  “We had 
a journey to take our finished engines to our test equipment 
and shipping area,” said Ragsdale.  “We would assemble a 
unit upstairs, take it down an elevator; travel across the plant 
to our test stand, then to shipping.  It really added to the time 
it took to get the unit out the door.”
     Now in their new work area, the Authentic Division has 
its own live run test stand.  “The nice thing about that is our 
builder is right there to monitor what’s going on with that 
engine,” said Ragsdale.  “If we run into something that needs 
adjustment, we no longer have to make a journey to the test 
stand operator when called.”
     Ragsdale said the Authentic Division’s move downstairs 
was important to maintain department communication and 
continue their best practices with what’s been learned from 
general remanufacturing.  He added, “The challenge is to 
keep the identity of the Authentic program.  However, we’ve 
taken the practices learned upstairs in maintaining the integri-
ty of our numbers-matching tag system and, at the same time, 
incorporating what we’ve learned from the remanufacturing 
system of the lower level.”  
     The new JASPER Authentic work area is a mirror image 
of the other Gas Division PODs.  In the past, the division was 

dependant on other departments to perform various clean-
ing tasks.  Now, they have their own cleaning systems, 
media blast cabinets and tumblers. “We’re keeping it (the 
remanufacturing processes) more within our department 
than ever before,” Ragsdale said.
     In addition to custom drivetrain remanufacturing, the 
Authentic division is remanufacturing the GM 3.8L (231) 
V6 and Ford 7.5L (460) V8 as exchange engines.  With 
the two exchange units, Ragsdale says he appreciates the 
stability in the division’s remanufacturing flow.  “It’s an 
honor to build the older units, but they do present chal-
lenges along the way, particularly in the area of finding 
parts,” said Ragsdale.
     “Sometimes we’re not able to maintain a constant flow 
with the Authentic product every day,” he said.  “So incor-
porating these exchange units has given us reliability and 
dependability of being able to produce units every day.”
     With the new work area, Ragsdale says JASPER Au-
thentic Custom Drivetrain customers can expect a higher 
quality product and a quicker product turnaround.  “We’re 
keeping all our processes in-house, where before there 
may have been a delay in asking other departments to help 
out,” said Ragsdale.  “I think our customer is going to see 
the difference in our product.”

(Above left) JASPER Authentic Custom Drivetrains had their own workspace on the second floor of the Wernsing Road facility.  
(Above right) Now, the department has joined the Gas Division in their own ground floor work area.  

The JASPER Authentic Division has its own live run test stand; 
keeping more remanufacturing process within their own area.
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JASPER Announces Calendar Winners for 2017

1960 Ford Thunderbird owned by Ken MacKenzie of 
Palmetto, Florida.

1969 Ford Boss 302 Mustang owned by Tim Forth of 
Huntington, West Virginia.

     Thank you!  Our customers come 
through each year for the annual Jasper 
Engines & Transmissions calendar and 
this year was no exception!  We had lots 
of great entries for the 2017 edition.
     Entries received this year were 
judged on adherence to the category, 
equipment appearance and the quality of 
the photograph or image.
     Entrants whose work appears in the 
calendar receive a $100 gift certificate, 
which can be used to purchase JASPER 
remanufactured products or wearable 
items, 30 complimentary calendars and 
a special JASPER Gift Package.
     Congratulations to all our Winners!

Steve Counts
Brooks, Georgia
1967 Chevy Corvette Stingray Coupe

Noel & Mary Hall
Florence, Alabama
1959 Chevy Impala 4-Door

Les Keen
Henderson, Tennessee
1970 Chevy Chevelle SS

Earl Bell
Williamston, South Carolina
1957 Ford Fairlane 500

Carl Sabourin
Butler, Wisconsin
1951 Ford Custom Convertible

Dan & Sam Frantz
Cape Coral, Florida
1979 Ford F100 Pickup

Ken MacKenzie
Palmetto, Florida
1960 Ford Thunderbird

Steve Beach
Stafford, Virginia
1967 Ford Fairlane GT

Freddie Champion
Inman, South Carolina
1972 Chevy Corvette 
Stingray

Steve Sternberg
Louisville, Kentucky
1939 Dodge Pickup

Phil Battaglino
Morris Plains, New Jersey
1956 Ford Thunderbird

Tim Forth
Huntington, West Virginia
1969 Ford Boss 302 
Mustang

Robert Spurgeon
Holly, Michigan
1977 Pontiac LeMans

1939 Dodge Pickup owned by Steve Sternberg of 
Louisville, Kentucky.

1967 Chevy Corvette Stingray Coupe owned by Steve Counts 
of Brooks, Georgia.

1970 Chevy Chevelle SS owned by Les Keen of 
Henderson, Tennessee.
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has 22 years of experience in the 
automotive field and 17 years with 
JASPER. He has served as a
Regional Manager for the past 14 
years and has served eleven years 
in automotive franchise/franchisor 
relations.

Joe McDonald

is a University
of Maryland
University
College (UMUC)
graduate with
an Associate’s
Degree in
Business. Joe

     That is a statement that we live by at 
Jasper. There have been many new meth-
ods on this such as LEAN, Six Sigma, 
etc.. The key is to make sure you are 
measuring something for the success of 
your business.  A lack of measuring will 
breed mediocrity, as there is no account-
ability in place. So the question is, what 
do you measure in your shop to have suc-
cess? You may or may not be surprised to 

hear a common answer to this question 
is, “If I have money in the bank at the 
end of the month”. I would agree that is 
a measurement, but how do you know 
what causes you to have cash, or the lack 
of it?
     There are only two ways to grow 
revenue in your shop. Increase your car 
count and increase average RO value. 
At minimum, a shop owner should be 
measuring the average RO and/or car 
count. If you average 40 cars per week 
and last quarter it was 32, then you can 
react to a possible problem quicker than 
seeing less money in your account at 
the end of the month. If you decide to 
measure average RO, and it is declining 
week over week, you have an issue with 
a spoke in the wheel. It may be a service 
writer issue or a technician doing poor 
inspections, if they are doing them at 
all. The point is, by measuring you can 
have accountability in place and catch a 
pattern much quicker; therefore saving 
you money.
     Each Associate, including the owner, 
has a role to play in what you decide to 
measure. If all parties are not doing their 
role you will have a breakdown that will 
be very easy to find. I would encourage 

What Gets Measured... Gets Done
by Joe McDonald, JASPER Regional Manager

you to meet with your Associates and 
determine what you will start measuring. 
I shared two basic pieces to start with, but 
there are many others as well, such as:

1.     Gross parts profit
2.     Labor gross profit
3.     ARO labor hours
4.     Tech efficiency
5.     Effective labor rate

     Many shop owners will measure labor, 
as it can be the most profitable part of 
your business. The biggest gains can be 
made here and are typically attributed to 
not charging what we should be charging 
for. Diagnostic time is the biggest culprit 
and by measuring effective labor rate 
it will help identify and clear up where 
the problem lies. By first understand-
ing where the dollars are going, you can 
game plan and correct it. It might mean 
calling a customer back and adding .5 
hours diagnostic time due to a rusted bolt.
     For more detailed information on the 
information shared please visit the Jasper 
KPI center hosted by Elite.   URL: http://
www.eliteworldwide.com/jasper

     Jasper Engines and Transmissions has 
acquired a majority of the adjacent Jasper 
Inn property along Wernsing Road for 
future parking and storage.
     Under the purchase agreement, 
JASPER will acquire the Convention 
Center on January 1, 2017.  The existing 
130-room main hotel, dome recreation 
area, and various other areas of the hotel, 
will be acquired in July of 2017.
     The remaining 67-unit Annex build-
ing, closest to US 231, will be retained 
by the Jasper Inn and be remodeled as 
a hotel, including indoor pool and new 
reception area.
     “It has been a pleasure working with 
the Jasper Inn organization,” said Doug 
Bawel, JASPER Chairman/CEO. “As our 

company continues to experience signifi-
cant growth, both in our number of
Associate-Owners as well as physical 
size, parking and storage become an im-
portant need.  The purchase of a portion 
of the Jasper Inn facilities will allow us 
to efficiently utilize our Wernsing Road

facility, which is currently undergoing an 
expansion process.”
     “We see this purchase as a Win-Win 
for both of our organizations, as well as a 
means to revitalize the area surrounding 
both of our facilities,” he added.

JASPER Acquires Adjacent Hotel Property

Under the purchase agreement, JASPER will acquire the adjacent Jasper Inn Convention 
Center on January 1st, 2017.



Eight Important Tools Every Service Advisor Needs 
in Their Tool Box

7

by Bob Cooper, President & Founder/EliteWorldwide

     As is true with the top technicians, 
the top service advisors in America 
need a number of tools in order to suc-
ceed. Here’s a list of important tools 
you can provide to your advisors that 
will help them maximize sales, custom-
er satisfaction and your shop’s profits.

1. Clearly defined sales goals and car 
count goals that are broken down into 
daily goals. Not only will having such 
goals in place help your advisors stay 
focused, they will encourage your advi-
sors to further develop their skills. If 
you don’t have daily goals in place, 
how will you and your service advisors 
know if they were successful that day? 
Remember, being busy doesn’t mean 
they were successful. By having daily 
goals in place, not only will they feel 
good on the days when they reach the 
goals, but you will have ample oppor-
tunities to congratulate them on their 
success. 

2. Clearly defined systems and policies. 
As the shop owner, you need to ensure 
that every vehicle is properly inspected, 

and all discoveries are documented, 
then provided to the advisor. These 
policies need to be strictly enforced to 
ensure ongoing compliance.

3. The ability to make decisions. The 
top advisors in America are empowered 
by their shop owners to make many 
decisions on behalf of the company.  
Not only does this prevent you, as the 
owner, from being drawn into every 
customer concern, it shows your advi-
sors you trust their judgement.

4. A budget for price adjustments. We 
all know there are times when your 
advisors need to provide your customers 
with legitimate discounts, a rental car, 
etc. So what the top shop owners do is 
set a monthly budget of X dollars for 
each advisor, and they’ll tell their advi-
sors the money is there to be used to 
ensure customer satisfaction. Whatever 
is remaining in each advisor’s budget 
at the end of the month could be split 
with the advisor. With this approach it’s 
your advisors’ money to lose, so they’ll 
think twice before giving unwarranted 
discounts, refunds, etc.

5. A pay plan that rewards productiv-
ity. Regardless of how their pay plan 
is designed, your advisors need to be 
rewarded for three things: The sales 
they are able to generate, the gross 
profit margins they are able to maintain, 
and happy customers. Remember, any 
behavior that isn’t rewarded will cease 
to exist.

6. Ongoing training. Top shop own-
ers in America realize an advisor’s job 
is not an easy one, and advisors need 

to keep their skills razor-sharp. This is 
why they not only enroll their advisors 
in sales courses at least annually for a 
“tune-up”, but also help them develop 
their other job-related skills by enrolling 
them in management courses, and ask-
ing them to read books like How to Win 
Friends & Influence People by Dale 
Carnegie, a great book on people skills.

7. A quality control system that 
includes customer follow-up calls and 
the recording of sales calls. Advisors 
can only learn what they are doing right 
and where they need to improve by 
listening to recordings of their sales pre-
sentations, and hearing what their cus-
tomers have to say about their services.

8. Appropriate leadership. Simply put, 
advisors need employers that make a 
point of catching their employees doing 
things right and acknowledging their 
behavior, who constantly reinforce eth-
ics, and create a culture of never putting 
money ahead of people.

Editor’s Note: Since 1990, Bob Cooper 
has been the president of Elite (www.
EliteWorldwide.com), a company that 
strives to help shop owners reach their 
goals and live happier lives, while 
elevating the industry at the same time. 
The company offers one-on-one coach-
ing from the industry’s top shop owners, 
service advisor training, peer groups, 
along with sales, marketing and shop 
management courses. You can contact 
Bob at contact@eliteworldwide.com, or 
at 800-204-3548.

Bob is a member of the prestigious 
National Speakers Association  
and is one of the nation’s leading
authorities on both personal
and career success.  Today Bob
speaks nationally, as well as
internationally, to many trade
associations, universities, private
banking groups and Fortune 500 
companies.

Bob Cooper

has functioned
as the developer,
owner and an
operator of some
of the most suc-
cessful auto 
repair shops in 
North America.  

Service Advisor Tool Box
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Subaru Submersion Testing 2.0
     In our June 2016 Newsletter, we highlighted how JASPER 
conducts submersion testing on our remanufactured Subaru  
2.5L SOHC “Boxer” four-cylinder engines.  This required pro-
cess to check for leaks before this engine is live run tested has 
been upgraded with a combination assembly/testing tank.
     The tank features an engine mount for complete unit assem-
bly, including the heads, oil pump and pan.  Once the engine 
ports are sealed and valve covers are attached, the unit is pres-
surized with 5 psi.  The engine mount swivels 180 degrees and 
is hydraulically lowered into the tank.  The unit is submerged 
for a minimum of 30 seconds and the assembler checks for 
leaks at the oil pump seal, the cam seals, cam plug, cam cap 
sealing and the rear seal.
     Once the engine passes this inspection, it’s removed from 
the tank and dried.  All plugs and fittings are removed, water 
pump and timing components installed; valves are adjusted 
and the engine moves to the live-run test stand.    

The new Subaru submersion testing area features an engine mount 
for complete unit assembly.  Once the ports are sealed off, and the 
unit is pressurized, the engine mount swivels 180 degrees and is 
hydraulically lowered into the tank of water to check for leaks.


