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100% Associate Owned

JASPER Expands Remanufacturing 
Operations

     Jasper Engines & Transmissions Chair-
man and CEO, Doug Bawel, joined state and 
local officials in announcing the company’s 
plans to expand its footprint in Jasper, In-
diana, to create additional jobs and reinvest 
in the former Kimball Plastics manufactur-
ing facility located at 1220 Power Drive in 
Jasper, Indiana. 
     “Jasper Engines & Transmissions is a 
great Indiana economic success story. The 
company that has prospered and provided 
thousands of jobs for Hoosiers for over 70 
years is expanding again,” said Lt. Gov. 
Sue Ellspermann. “We continue to see how 
our business-friendly tax and regulatory 
policies plus our dedicated workforce make 
Indiana a place where companies want to 
expand and locate. Our record-breaking job 
growth shows that Indiana truly is a state that 
works.”  
     The homegrown-Hoosier company, which 
remanufactures drivetrain components, plans 
to invest $6.9 million to renovate and equip 
a 220,000 sq. foot facility presently vacant 
within ½ mile of its current 367,000 square-
foot facility at 815 Wernsing Road in Jasper. 
The additional facility will become the new 

home of JASPER’S Transmission Division 
which includes disassembly, machining, as-
sembly and testing of automotive drivetrain 
components. Bawel said they plan to be fully 
operational this fall.  
     JASPER currently employs more than 
2,600 Associates throughout the United States, 
including more than 1,445 in Indiana. The 
company has already begun advertising for 
positions in manufacturing, maintenance, 
information technology, distribution, engineer-
ing and quality control positions in Jasper. 
     “Jasper Engines and Transmissions is 
growing at a high rate and this expansion is 
thanks to our hard-working Associates and our 
company’s dedication to excellence in produc-
ing our products,” said Bawel.  “This is Phase 
One of the approval needed for this project, as 
we now await Phase Two which is the City of 
Jasper’s approval of local real and personal tax 
abatement.”  
     “We are excited to grow production here, 
and are very hopeful, with the State taking 
the lead, we can bring this project to fruition 
quickly,” he added.

(continued on back page) 

JASPER Chairman/CEO Doug Bawel announces the company’s expansion 
plans with Indiana Lieutenant Governor Sue Ellspermann and Jasper, 
Indiana, Mayor Terry Seitz.
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R.T. Clapp Car Care Center
     2014 marks the 100th Anniversary 
of R.T. Clapp Car Care Center in 
Knoxville, Tennessee.  What started as a 
battery company in 1914, R.T. Clapp has 
since developed into one of the premier 
automotive repair and diagnostic service 
centers in the greater Knoxville area.
     Current owner, Jeff Hendrickson, 
started his career at a full-service filling 
station while attending high school, and 
later attending auto mechanics and mar-
keting classes.  While attending college, 
and working at several automotive cen-
ters and local dealerships, Jeff entered 
the independent automotive market and 
purchased R.T. Clapp Knoxville in 2010 
from business partners Rob Vandergriff, 
Valerie White and Barry Scarborough, 
who retain ownership of R.T. Clapp’s 
Oak Ridge location.
     R.T. Clapp Knoxville is one of the 
largest repair facilities in the Knoxville 
area.  Located at 2045 East Magnolia 
Avenue, R.T. Clapp has 18 service bays 
and 15,000 square feet of work space 
on a two-acre lot.  The facility regularly 
upgrades their diagnostic equipment, 
provides internet service history records 
and offers free shuttle service while their 
customer’s vehicle is being repaired.  
The facility has ten employees, includ-
ing three ASE-Certified technicians and 
one ASE Master Technician.  R.T. Clapp 
encourages their technicians to advance 
their ASE training and to attend addi-
tional training classes in their area.  

     R.T. Clapp Knoxville has been an 
installer of JASPER remanufactured gas 
engines, transmissions and differentials 
since 1992.  Jeff says JASPER products 
are of consistent quality.  “They stand 
behind their nationwide warranty,” he 
said.  “This reduces shop liability, and 
is the best value for the shop and for the 
customers.”
     Congratulations to R.T. Clapp 
Knoxville for providing a century of 
service to the automotive community.  
Their business philosophy of standing 
behind the work they provide, a continued 
quest for raving fans and building lasting 
customer relationships, will keep them 
committed to excellence for the next 100 
years.

R.T. Clapp Car Care Center started as a battery company in 1914.  100 years later, it is 
one of the premiere full-service repair facilities in the greater Knoxville area.  

Black and white photos from 100 years of his-
tory hang in the R.T. Clapp Knoxville waiting 
area.
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Expanded Late Model Availability of GM 6L80E/ 
6L90E Transmissions

• All new and remanufactured parts are carefully inspected for   
  correct tolerances to assure dependability   
• JASPER’s research and product development ensures 
  inherent problems in OEM design are corrected 
• Dynamometer testing simulates in-vehicle operation to 
  assure trouble-free product results 
 
     This transmission is covered by JASPER’s 3-Year/100,000 
mile nationwide transferable parts and labor warranty.  Full 
warranty disclosure is available on our website, or upon 
request.  Also, an available Premium Service Plan offers cus-
tomers even greater value!

GM 6L80E

     Jasper Engines & Transmissions has expanded the avail-
ability of its remanufactured GM 6L80E and 6L90E transmis-
sions.  Originally released in April 2011 for 2007-2009 GM 
applications, these 6-speed transmissions are available on 
exchange for the following 2010-2012 vehicles: 
 
• Chevrolet Suburban, Avalanche, Tahoe, Silverado 
  1500-3500, Express 1500-4500 
• GMC Sierra 1500-3500, Yukon, Savana 1500-4500 
• Cadillac Escalade 
 
     The transmission control module (TCM) is physically 
contained inside this transmission.  “The control modules are 
vehicle identification number (VIN) specific and are repro-
grammed accordingly,” says Judah DeLorenzo, JASPER 
Planning & Life Cycle Manager.  “JASPER ships these units 
with the TCM already programmed per the vehicle VIN from 
the factory.”   
     “Most vehicles may need the Engine Control Module 
(ECM) updated to ensure every module is at the latest calibra-
tion,” DeLorenzo added.  “Why take the chance?” 
     The JASPER 6L80E and 6L90E remanufactured transmis-
sion is subjected to strict, high-quality processes… 
 
• Disassembly, meticulous inspection and cleaning of 
  components 

Ford 6F50/55 Transmissions Now Offered
     Jasper Engines & Transmissions has announced the availability 
of its remanufactured Ford 6F50 and 6F55 transmissions.  These 
FWD and AWD electronically controlled 6-speed transmissions are 
available on exchange for the following 2007-2009 vehicles: 
 
• Ford Edge, Flex, Fusion, Taurus, Taurus X 
• Mercury Sable 
• Mazda CX-9 
• Lincoln MKX 
 
The remanufactured JASPER 6F50/55 transmission offers several 
advantages: 
 
• 100% tested solenoid pack to ensure proper operation  
• JASPER-designed testing to verify proper speed sensor and 
  internal mode switch (IMS) operation 
• 100% remanufactured valve body, including vacuum testing, to 
  ensure hydraulic integrity 
• 100% installation of new clutches that meet OEM specifications 
• Transmission is tested with a controlled volume of fluid, before 
  the valve body is installed, to test for circuit leaks that can lead to 
  performance problems 

• Dynamometer testing simulates in-vehicle operation to 
  assure trouble-free product results 
 
     The remanufactured 6F50/55 transmission is covered 
by JASPER’s 3-Year/100,000 mile nationwide transfer-
able parts and labor warranty.  Full warranty disclosure 
is available on our website, or upon request.  Ask about 
our Premium Service Plan, which offers customers even 
greater value.

Ford 6F50
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     Jasper Engines & Transmissions has named its Supplier 
Award winners for 2013.  There were 12 total recipients 
named in the following three categories:

GROWTH Awards
Eagle Precision (Steel and Wave Plates, Shims)

Auburn Gear (Cases and Housings)

BorgWarner (Friction Material, Sprags and Solenoids)

S.A. Gear (Gears, Timing Components)

QUALITY Awards
NPR of America (Pistons, Piston Rings)

King Engine Bearings (Bearings, Washer Shims)

United Engine & Machine Co. (Pistons)

Exedy Group (Friction Material, Steel Plates)

SERVICE Awards
Sonnax (Valve Body, Plate Cover, Transmission Parts)

Melling Engine Parts (Oil Pumps, Lifters, Pump Gears)

Elgin Industries (Rockers, Timing, Engine Parts)

Modern Silicone Technologies (Gasket Seals)

JASPER Supplier Award Winners for 2013
     Each supplier received a trophy honoring their key role to 
the company as a true vendor partner in 2013.
     JASPER presents these awards, annually, to recognize the 
company’s Partners in Success.  The Growth Award winners 
were based on an increase in the amount of dollars spent from 
2012 to 2013 (minimum amount spent was $100,000). 
     The Quality Award listing was established by joint nomi-
nating efforts between JASPER Sourcing and Quality Teams 
in key areas such as: Corrective Action Requests, Warranties, 
Quality Control First-Piece History and Quality Issue Resolu-
tion. 
     The Service Award winners were established by joint 
nominating efforts between Sourcing and Buyers in key areas 
including: “Can Do” Attitude, Sense of Urgency, Timely Re-
sponses, Problem Resolution, & High Level of Expertise.
     “JASPER is proud to recognize all of the suppliers this 
year,” says James Corbin, JASPER Quality Systems Manager. 
“We have developed great relationships with many of our 
suppliers and they continue to be critical partners in the suc-
cess of Jasper Engines and Transmissions. In the aftermarket 
industry, we must all continue to work together to provide the 
highest quality product and price to provide the greatest value 
to the customer.”

Read About JASPER in Kit Car Builder Magazine
     TO ALL JASPER INSTALLERS FROM KIT CAR 
BUILDER MAGAZINE:

     Don’t miss the in-depth story on JASPER Remanufac-
tured Engines and Authentic Custom Drivetrains in the 
March/April 2014 issue of KIT CAR BUILDER Magazine!
     Automotive enthusiasts in the kit and car-builder market 
have one thing in common: they all need to purchase qual-
ity drivetrain components to complete their vehicles.  This 
presents an excellent business opportunity for your shop.
     To get your copy of KIT CAR BUILDER with the story 
on JASPER Remanufactured Engines and Authentic Cus-
tom Drivetrains, go to www.kitcarclub.com and download 
it to your computer.  While you are on the website, be 
sure to sign up for a FREE SUBSCRIPTION to KIT CAR 
BUILDER so that you can stay informed on this fast-grow-
ing automotive market segment.
     Also, if you have a customer who’s working on a cool 
car or truck, or has built one with your shop using JASPER 
drivetrain components, we would be happy to feature it, 
along with info about your shop, in an upcoming issue of 
KIT CAR BUILDER Magazine.  Just send photos and info 
to the editor for Readers’ Rides at: Steve@kitcarclub.com.
     That’s free publicity for your shop in KIT CAR BUILD-
ER Magazine.
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     This remanufactured JASPER engine offers several 
improvements: 
 
• JASPER-designed pistons have been engineered with 3x     
  larger oil return holes that assist with oil drain back and 
  prevent oil rings from sticking  
• 100% installation of valve covers and PCV valves to reduce   
  the risk of oil consumption  
• UPDATED ring pack with Plasma Moly rings to provide 
  higher durability, reduce cylinder wear and provide three 
  times more oil drain back  
• 100% installation of NEW nitrated engine valves that are   
  more heat resistant and provide better lubricity; reducing 
  guide wear  
• 100% installation of NEW water pump  
• 100% tested camshaft actuators to verify proper performance  
 
     The JASPER remanufactured 1MZ-FE engine is covered by 
JASPER’s 3-Year/100,000 mile nationwide transferable parts 
and labor warranty.  Full warranty disclosure is available on our 
website or upon request. 
     For more information on the Toyota 1MZ-FE, and the com-
plete line of JASPER remanufactured gas engines, please call 
800-827-7455, or log onto www.jasperengines.com. 

Checking Product ETA on myjasperaccount.com
     Jasper Engines & Transmissions utilizes a fleet of delivery
drivers to drop off quality remanufactured products to your
place of business. By using myjasperaccount.com, you can 
find out when the driver is scheduled to make his delivery.
     Now if you don’t already have an account, it’s easy to
create! All that’s needed is a JASPER account number, and a
billing zip code, and you’re all set.
     By clicking the ‘Pricing & Availability’ icon, then select-
ing the ‘Order Tracking’ tab, you can view units that have 
been ordered by your business.  Click ‘View Status’ at the far 
right column of the order to track that order’s delivery date 
and approximate arrival time.
     Using myjasperaccount.com for your product availability 
and ETA is a fast, simple and efficient method. “Customers 
can log onto their account first thing in the morning; they can 
see when their product is coming and, essentially, plan their 
day,” says Jose Gameros, JASPER Routing and Logistics 
Manager.  “If the delivery isn’t scheduled until afternoon, 
their service bay isn’t tied up all morning waiting for prod-
uct.  They can run smaller jobs through and keep productive.”
     Your JASPER Outside Factory Representative can provide
you with additional information about myjasperaccount.com
and can help you with account setup, along with explaining
the benefits of using this program to help with core pick-up.

Toyota 1MZ-FE

     Jasper Engines & Transmissions announces the availabil-
ity of its remanufactured Toyota 1MZ-FE 3.0L engine.  This 
DOHC V6 engine is available on exchange for the following 
1994-2006 vehicles: 
 
• Toyota Camry, Avalon, Solara, Sienna, Highlander 
• Lexus ES300, RX300 

(Top) Click on Pricing & Availability; select Order Tracking.  
(Bottom) View the delivery status of your order by clicking View 
Status at the far right. (Inset) The delivery status shows the date 
and approximate arrival time of delivery.

Toyota 1MZ-FE 3.0L V6 Available from JASPER
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     Many of you have acted as your 
own service advisor, and I’m sure 
many still do based on the size of 
your business.  A service advisor is 
the face of your business and must be 
looked at as such. Through my travels, 
I have observed service advisors in 
many shops.  I realize the expecta-
tions ranged from reactive to proactive.  
Most are reactive to the shop’s flow, 
and are there to take that responsibil-
ity from the owner.  I recently asked 
an owner how long his current service 
advisor had been with him and he said; 
three years.  I asked why he hired this 
individual, and his answer surprised 
me.  He shared that he did not have 
time to run that position any longer.  I 
then asked what impact this person had 
on his business.  He paused and said 
his business has been flat for two years.  
I learned that this owner was not hold-
ing his service advisor accountable for 
growth and there were no expectations, 
no goals and no scoreboards.  This was 
a reactive service advisor.  How many 
of you have the same?  Let’s discuss 
some attributes to look for in a service 
advisor and clear expectations to be 
proactive as well. 
     Clear and simple... A service advi-
sor should have: 1) a great attitude, 
2) aptitude, and 3) ethics.  If they are 
missing any of these three things, your 

Service Advisor Expectations

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

company is going to struggle.  Sorry, 
you can’t train these three.  They must 
have a talent to sell.  Please don’t con-
fuse talent with skill, which is a learned 
behavior. Talents to look for in service 
advisors are: 1) the natural ability to 
engage people in a conversation, 2) 
quick-wittedness, 3) a natural smile 
and 4) a willingness to ask for the 
order.  Provide people who have these 
natural talents with the necessary (tech-
nical knowledge) skills, and they can 
take you and your business right to the 
top.  Remember, you are in the People 
Business; you just happen to repair 
vehicles.  That is your commodity.  The 
way you handle the people part of your 
business will affect all aspects of that.
     A proactive service advisor is 
responsible for car count, average RO, 
and, again, happy customers.  Here are 
some questions you may want to ask 
yourself:

•  How often is your service advisor 
   making follow-up calls on recent 
   repairs to make sure they are 
   happy?
•  How often is your service advisor 
   making follow-up calls on recent 
   quotes, asking for business?
•  How often does your service 
   advisor make sales calls to local 
   fleets, asking for business?
•  What is the closing percentage of 
   your service advisor on brakes, 
   engines, etc.?
•  What impact has your service 
   advisor had on your average RO?
•  Does your service advisor know 
   what the average RO is, and do 
   they know what the goal is?

     These are just a few questions to ask 
as an Owner.  It is recommended that 
Owners (or Managers) perform a repair 
order review with their advisors once 
a week.  The purpose of the review 
should be to analyze the declined sales, 
and have dialogue about what could 
have been done differently to close the 
sale.  Remember, this is not to condemn 
but how to improve.

by Joe McDonald, JASPER Regional Manager
     This all starts with clear expectations 
for your service advisor.  Have a job 
description written and review it with 
them.  It should include the items we 
discussed along with car count, gross 
profit and customer service.  For more 
detailed information on this subject I 
would recommend Bob Cooper and 
his Elite program.  Bob was gracious 
enough to share some information with 
me on the article.  You can find him at 
www.EliteWorldwideStore.com.

     The Jasper Engines & Transmis-
sions 2014 calendar is out. We had 
some great entries, and a big “Thank 
You” goes to everyone.
     But we can’t rest on our laurels- 
we’re in the preliminary stages for 
our 2015 calendar.  Do you, or your 
customer, have a vehicle that’s calen-
dar worthy? Don’t hesitate! Send us 
your entry!
     Entrants must submit a high-reso-
lution color photograph and informa-
tion about their unique vehicle, or 
performance car or truck, along with 
the JASPER remanufactured prod-
uct that has been installed. Vehicles 
should be placed in a “show” type 
setting. Low resolution digital images 
transferred onto photo paper cannot 
be accepted. High-resolution digital 
images, 8” x 10” at 300 dpi, are pre-
ferred. All entries will be judged based 
on adherence to the category, equip-
ment appearance and the quality of the 
photograph.
REMINDER!!! The deadline for 
2015 Calendar entries is August 
1st.  If you have vehicle images, and 
would like to request an entry form, 
or for additional information, contact 
Jennifer Hohl at jennifer.hohl@
jasperengines.com.

2015 JASPER 
Calendar Email 
has Changed!
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by Bob Cooper, President & Founder/Elite Worldwide

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.  

     When it comes to dealing with objec-
tions, most service advisors shut down as 
soon as the customer says “It’s too much 
money”, or “I’d like to think it over.”  
There are a number of reasons Why, but 
the single most common reason is that 
the Advisors don’t know how to “handle 
the objections”.  Here are what I have 
discovered to be the best-kept secrets 
when it comes to dealing with sales 
objections.

1. Accept the fact that the single great-
est cause of sales objections is a “poor 
sales presentation”.  If you don’t follow 
the eight steps of the sales cycle: 

1) Build rapport 
2) Fact find 
3) Identify the need 
4) Identify the solutions 
5) Build interest and value 
6) Ask for the sale 
7) Close the sale
8) Resell the service 

     If you rush through your presentation, 
or you don’t believe in the service you’re 
recommending, then sales objections 
are bound to occur.  So the first place to 

start in handling objections is in master-
ing your presentation. In all cases, make 
sure that you build rapport with the cus-
tomer, offer options whenever possible, 
build interest and value in the benefits 
of your service, rather than the parts and 
labor, and give the price last.

2. When you hear an objection, it’s a 
cardinal rule that you need to listen, 
learn and be thankful. When a custom-
er gives you any kind of sales objection, 
they’re telling you they’re interested, but 
there is something standing in the way 
of them authorizing the service. As sales 
professionals, we need to be thankful 
they are expressing their concern, rather 
than just leaving. First and foremost, 
when a customer voices a concern, you 
should never interrupt them. The more 
they talk, the more comfortable they will 
feel with you, and the more you will 
learn about the questions and concerns 
they have. You should also make a point 
to never disagree, because all that will 
do is alienate the customer by proving 
them wrong. You may Win the Battle of 
Words, but you’ll Lose the Sale. Instead, 
you should say something like, “Well 
Mr. Jones, based on what you’ve just 
told me, I can see why you would feel 
that way. Let me tell you what we’ve 
discovered …” .

3. Follow the Elite 5-step procedure 
for dealing with sales objections:

1) Hear the customer out.
2) Feed the objection back to the 
    customer to assure you understand 
    them: “So what you’re telling me 
    Mr. Jones is that you feel you can 
    get the same job done for less some-
    where else. Am I correct?”
3) Respond to the objection. This is 
    where you answer their questions 
    and resolve the customer’s concerns.
4) Confirm your response:  “So does 
    this all make sense now Mr. Jones?” 
    As soon as they agree, you should 
    ask for the sale again.
5) Change the subject: “Now will you 
    need a ride back to your office?”

4. Know when to quit. One of the most 
common questions we get at our Masters 
Course for service advisors is, “When 
do you quit when a customer continues 
to show no interest?” My philosophy is 
pretty simple. If I sense the customer 
is becoming frustrated in the least bit, I 
quit. If I sense I’m becoming frustrated 
in the least bit, I quit, because I’d never 
want that frustration to show through 
to the customer. And lastly, when I feel 
the customer fully understands every-
thing that’s been recommended, and 
why, when I have answered all of their 
concerns in a professional way, and they 
have still decided to pass on my recom-
mendations, I quit.

5. Record yourself. One of the best 
tools you can use as a service advisor is 
a digital voice recorder, and one of the 
best habits you can develop is recording 
your presentations and then reviewing 
them as soon as possible.  When review-
ing your voice recordings, pay close 
attention to your tonality, your listening 
skills, the delivery of your presentation 
and whether or not you followed the 
sales cycle. Just assure that you abide by 
any local, state and federal laws regard-
ing the recording of others, regardless of 
whether the customer is at the counter, 
or on the phone.

6. Lastly, bear in mind service advi-
sors are sales people, not clerks. It is 
the job of an advisor to help customers 
make difficult decisions that are in their 
best interest.  If you never put money 
ahead of people, if you sell from your 
heart, rather than based on the dollars, 
and if you follow these recommenda-
tions, then a number of things will 
occur.  Beyond just becoming a better 
service advisor, you’ll be able to easily 
handle those sales objections, and most 
importantly, you will be helping a lot of 
people at the same time.
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     Jim Thyen, President and CEO of Kimball 
International, stated “This transaction is clearly a 
“Win-Win” scenario for everyone: Kimball, Jasper 
Engines and Transmissions, and the local commu-
nity. We are extremely happy that we could reach 
agreement with a local company who we know 
to be a long-time, good corporate citizen in the 
community. JASPER’s expansion sends a strong 
message about the viability of this industrial area 
and our community’s openness to economic 
development.” 
     The Indiana Economic Development Corpora-
tion offered Jasper Engine Exchange, Inc. up to 
$1,150,000 in conditional tax credits and up to 
$200,000 in training grants based on the company’s 
job creation plans. These tax credits are perfor-
mance-based, meaning until Hoosiers are hired, 
the company is not eligible to claim incentives. 
The project is contingent upon Jasper Engines and 
Transmissions receiving real and personal property 
tax abatement from the City of Jasper.

The Transmission Division started in 1957.  It has shared the 
same building with the Engine divisions at the Jasper, Indiana, 
facility since 1965.

It’s expected that by this Fall, this 220,000 square foot build-
ing will be the new home for the Transmission Division in 
Jasper, Indiana.


