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100% Associate Owned

Gas Division Renovation/Relocation 
Nearing Completion

     The renovation and relocation project within 
the Gas Engine Division at JASPER’s Werns-
ing Road remanufacturing facility is nearing 
completion.
     For the past year, the five reconfigured major 
production work areas, called PODs, have been 
laid out with open aisleways, improved daytime 
lighting fixtures and greater accessibility for ma-
terials.  The project takes advantage of space left 
behind by the Drivetrain Divisions (Transmis-
sion and Differential) when they moved to Power 
Drive last year.  
     “What’s left to be done involves moving the 
production groups that remain on the second 
floor of our building to the main floor,” said Matt 
Weinzapfel, JASPER Vice President of Engine 
Manufacturing.  “Our JASPER Authentic Cus-
tom Drivetrain Engine Group will move to the 
main floor and be set up like a regular produc-
tion POD, in order to take on additional volume.    
The Lifter and Variable Valve Timing (VVT) 
support group will also move to the ground floor, 
which will make them more accessible to the 
engine remanufacturing work areas.” 
     Weinzapfel said the process of driving 
improvement in production has really happened 
over the last 3-4 years, with a lot of workshop 
activities and LEAN manufacturing methodolo-

gies in those areas.  “What we lacked was the 
floor space to really configure a layout that was 
conducive to support the changes we were mak-
ing,” he said.  “We’ve driven a lot of improvement 
in setting standards, making tools available to the 
operator and having visuals in place for inventory 
control,” added Weinzapfel.  “By making these 
layout changes, it’s opened up the floor space, 
allowing the operator a more visual work environ-
ment.  It’s allowing a Team Leader to effectively 
lead his team and provide support to the operators 
who are working in the PODs.”
     A major goal of the project was the accessibil-
ity of Associates to deliver necessary materials 
to work areas within each POD.  This is done 
through the planning of wide, open aisleways 
between each set of PODs from which materials 
can easily flow, and give Associates more room to 
operate within their respective work areas.
     Each production POD includes work areas for 
disassembly, parts prep, block machining, head 
machining, inspection, final assembly, and live 
run testing.  Supporting departments, including 
crankshaft, camshaft, rod and pump, are located at 
the head of the production lines, allowing convey-
ance Associates to pass through one area of the 
plant, pick up necessary materials, and deliver to 
the remanufacturing work areas.

Ford modular V8 carts (left) await their turn in a new final assembly work area.  (right) The 
Jasper Authentic Custom Drivetrains Engine Group will move from its second story location to this 
main floor area when it is ready.
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Sullivan Auto Clinic
     The Customer Profile for this issue 
is Sullivan Auto Clinic, a general auto 
repair and maintenance facility in 
Traverse City, Michigan.
     Matt and Karen Sullivan are the own-
ers.  Matt started his automotive career 
right out of college, working in a local 
repair shop.  He decided to open his own 
facility in August of 2000 and focused 
on a high level of customer service.   
     Formerly located at 1765 Park Drive 
in Traverse City, Sullivan Auto Clinic 
moved in 2003 to its current location 
at 3829 S. Blue Star Drive.  The facil-
ity has slowly grown over the years 
to include six service bays and 6,000 
square feet of workspace under roof.  
     “We try to handle any and all repairs 
that the dealership can do so our custom-
ers have a one-stop shop experience,” 
said Matt.  “We can offer same-day ser-
vice to our customers, including vehicle 
pickup and delivery at no extra cost, so 
customers don’t have to leave home or 
work.”
“We also offer a unique experience for 
our female customers,” added Matt.  
“Our Service Writer is a woman, who 
can offer the customer a different per-
spective.”
     Other amenities that Sullivan Auto 
Clinic offers include: shuttle service, a 
comfortable waiting area with Wi-Fi and 
after hours vehicle drop off and pick up.
     Sullivan Auto Clinic has four 
employees, including one office man-

ager/service writer and three technicians.  
Two of the technicians are ASE Certified 
in all eight automotive criteria, while the 
third has earned ASE Certification in 
three areas of expertise.  The company 
pays for an employee’s additional educa-
tion and seminars.  In return, employees 
are required to maintain their Certification 
and attend all local classes and training 
seminars.  
     Since their inception in 2000, Sullivan 
Auto Clinic has been an installer of 
JASPER quality remanufactured engines 
and installation kits, transmissions, dif-
ferentials and transfer cases.  “We use 
JASPER because of their quality and war-
ranty coverage,” said Matt.  “We strive 
to give customers piece of mind that they 
have a reliable vehicle.”
     The company’s business philosophy 
is to perform high quality, honest repair 
service at a fair and just price, and to have 
a sense of personal obligation to each cus-
tomer.  “Our customers mean everything 
to us,” said Matt.  “Without customers, 
there is no Sullivan Auto Clinic.”
     “Our customers are very loyal and 
trusting of us,” he added.  “It’s why we do 
what we do.”
     The future for Sullivan Auto Clinic 
looks bright, as they continue to progress 
and grow the business.  “We go out of our 
way to make the repair process as easy 
as possible for us and the customer,” said 
Matt.  

Sullivan Auto Clinic in Traverse City, Michigan, has been a JASPER installer since its 
Inception in 2000. 



3

JASPER Expands Remanufactured GM 3.6L 
DOHC GDI Engine Line
     Jasper Engines & Transmissions has expanded the avail-
ability of its remanufactured GM 3.6L Direct Injection (GDI) 
Product Line.
     JASPER released the Manifold Injection version of the 
GM 3.6L in July 2013.  A Direct Injection version was avail-
able in November 2015.  Now, JASPER’s latest offering of 
this engine is available for the following 2012-2013 
applications:
 
Chevrolet: Traverse, Equinox, Camaro, Impala, 
Caprice - Police Applications
 
Cadillac: CTS, SRX, XTS, ATS
 
Buick: LaCrosse

     “JASPER replaces the OE cast aluminum pistons with  
forged aluminum pistons of our own design,” says Brad Boeg-
lin, JASPER New Product Development Group Leader.  “The 
JASPER-engineered pistons have 150% larger oil return holes 
that assist with drain back to prevent the oil rings from stick-
ing.  They also use a tapered top ring land to reduce cupping.”
     “Our specially-designed pistons utilize a wider graphite-
coated skirt to prevent dry startup piston scuffing,” added 
Boeglin.  “We’ve also improved the skirt profile for greater 
piston stability.”
     “In addition, we use a two-piece oil ring set for improved 
oil control, compared to the original three-piece design, said 
Boeglin.  “Chrome steel nitrited top rings are used for im-
proved durability and reduced cylinder wear.”

     This JASPER remanufactured engine offers several 
additional advantages:
• Multi-layer steel (MLS) head gaskets are installed to reduce  
   head gasket failure.
• 100% installation of NEW head bolts to ensure even clamp 
   load.
• Block and heads are resurfaced to 50-150 RZ.
• De-stroked pistons to prevent detonation.

GM 3.6L DOHC V6

• 100% installation of NEW camshaft thrust washers to 
   prevent camshaft end play and noise on 1st design heads.
• 100% testing of intake and exhaust cam actuators to verify 
   proper performance.
• Crankshafts are micro-polished and machined to exact 
   tolerances for improved bearing oil clearance.
• 100% installation of NEW nitrided valves for improved heat 
   resistance and reduced valve guide wear.
 
    Each JASPER Remanufactured Engine is subject to strict, 
high-quality processes:
• Disassembly, meticulous inspection and cleaning of 
   components.
• Precise machining for reliable performance.
• Head and block surfaces strictly monitored to assure proper 
   sealing
• JASPER’s Research and Product Development ensures 
   inherent problems in OEM design are corrected.  Units 
   undergo a 50-hour durability test and a thorough auditing 
   process.
• Live-Run Testing, including recorded inspections of 
   temperatures, oil pressure, vacuum and compression, 
   provide piece of mind and assures reliability. 
• Black-light inspections ensure there are no oil leaks.
• An available Premium Service Plan offers customers even
   greater value.

     The JASPER remanufactured GM 3.6L DOHC GDI engine 
is covered by a 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 remanufactured products of 
Jasper Engines & Transmissions, contact us at 800-827-7455 
or visit www.jasperengines.com.

Compared to the original GM 3.6L GDI piston design (above left), 
the JASPER redesigned forged piston (above right) offers 24% 

more skirt thrust area, providing better piston stability and 
reduced scuffing.  Additional oil return holes assist with drain 

back and keeps rings from sticking.
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    Jasper Engines & Transmissions recently announced their 
New Part Supplier Award winners for calendar year 2015 
performance. There were nine (9) total recipients named in the 
following three categories:

GROWTH AWARDS  
Diesel Forward 
S.A. Gear       
United Engine & Machine Co.    

SERVICE AWARDS 
Sonnax Industries      
Elgin Industries       
Melling Engine Parts   

QUALITY AWARDS 
King Engine Bearings   
Exedy Globalparts Corp. Dynax  
BorgWarner Transmission Systems

     Each supplier received a JASPER trophy honoring their key 
role and performance in 2015.
     JASPER presents these awards, annually, to recognize the 
company’s key Partners in Success.  The respective suppliers 
provided JASPER “above & beyond” performance in calendar 
year 2015, based on the following criteria:

      GROWTH Award winners were based on percentage 
increase in the amount of dollars spent from 2014 to 2015 
(minimum amount spent = $100,000).

      SERVICE Award winners were established by joint nomi-
nating efforts between Sourcing and Purchasing in key areas 
including: “Can Do” Attitude, Sense of Urgency, Timely Re-
sponses, Problem Resolution and High Level of Expertise.

     QUALITY Award winners were established by joint nomi-
nating efforts between JASPER Sourcing and Quality Teams in 
key areas such as: Corrective Action Requests-Responses, War-
ranties, Quality Control First-Piece History and Quality Issue 
Resolution.

     “JASPER is proud to recognize all of our suppliers again 
this year,” said Jay Nelson, JASPER Supplier Development-
Sourcing Manager. “We have developed great relationships with 
many of our suppliers, and they continue to be critical partners 
in the success of Jasper Engines and Transmissions.
    “In the aftermarket industry, we must all continue to work 
closely together to provide the highest quality product at a fair 
price; which then delivers the greatest value to our customers,” 
said Nelson.

JASPER Announces New Part Supplier Award 
Winners for 2015

JASPER Conducts Submersion Pressure Testing 
on Subaru Boxer Engines

     Oil leaks have been a concern on 
Subaru’s 2.5L SOHC “Boxer” four cyl-
inder ever since the engine appeared on 
the market in 1999.

     As part of JASPER’s remanufac-
turing process, every 2.5L Subaru is 
pressure tested in a tank of water and 
checked for leaks, BEFORE it is live 

JASPER Associate Wayne Hedinger gives this Subaru 2.5L Boxer engine a submersion 
pressure test to check for leaks.

run tested.
     The heads, oil pan and oil pump are 
installed.  All engine ports are sealed off 
and valve covers are attached. The unit is 
pressurized with 5 psi and lowered into 
the tank, where it’s submerged for
a minimum of 30 seconds.  During that 
time, Associates check for leaks at the 
oil pump seal, the cam seals, cam plug, 
cam cap sealing and the rear seal.
     Once the engine passes this inspec-
tion, it’s removed from the tank and air 
dried.  All the plugs and fittings are then 
removed.  The water pump and timing 
components are installed; valves are ad-
justed and the engine is live run tested.    
     Our Subaru submersion testing 
process is another way JASPER provides 
you, and your customer, with the perfect 
product. 
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The Value of Your JASPER Factory Representative

A JASPER Factory Representative can be very helpful in the future 
growth of your shop, or instill confidence within the vehicles used 
in your own business.

     All around the country, quality technicians, auto repair facili-
ties and fleets have aligned themselves with JASPER to instill 
confidence in their customers, or within the vehicles used in their 
own business. This confidence not only comes from knowing that 
all JASPER products adhere to strict remanufacturing guidelines, 
it also comes from their relationship with their JASPER Factory 
Representative.
     A good sales representative not only knows the products 
that he, or she, represents, they also understand each and every 
customer and the market as a whole.  A sales representative is 
ultimately judged by the success in their respective territory.  
     The following is a testimonial from a JASPER installer that 
discusses how their Factory Sales Representative helped to grow 
their business:

     JASPER’s Cruise Getaway Challenge has been a very success-
ful incentive and training program over the years.  The Caribbean 
cruise is a reward for a qualified installer’s hard work and in-
creased commitment to JASPER products through increased sales.  
     You can learn more about the JASPER Cruise Getaway Chal-
lenge from your JASPER Factory Representative.  Following is a 
testimonial from a qualified installer who participated in our most 
recent cruise in February.

     In June 2014, we were approached by Chad Harrison from 
JASPER about a program they wanted shops to participate in. It 
was a consulting type approach to set our shop up to have the kind 
of success it should have for the size and type of shop it is. 
     We looked at the program to make sure that everyone in our 
shop was in the correct roles. We analyzed our numbers for the 
previous two years to see if our shop was actually making money, 
or just operating day to day without any direction, or profitability. 
     Prior to this, we may have bought an engine or transmission 
from JASPER on an occasional basis.  Once we took a tour of 
the company facilities, we saw how our business could grow with 
JASPER. 
     A shop of our size also made it easier for us to get into this pro-
gram.  We have two large bays that can accommodate medium-duty 
trucks, as well as some heavy-duty trucks. This would allow for us 
to capitalize on a market JASPER is into.  Chad related to me that 
with JASPER as a partner, we could compete in that market.  So 
we proceeded and made the changes for 2015 to get into Medium/
Heavy-duty repairs. 
     Chad’s knowledge of the market helped us grow our business 
nearly 75% over last year. We stayed focused on all aspects of 
our business and looked at our numbers closely to make sure that 
we are profitable and not just a pass through of dollars. One of 
the hardest tasks was to get my employees to understand our new 
direction and that they are an important part of that.  Chad helped 
us facilitate this in the most professional manner with a depth of 
knowledge of our industry. 

   Raakesh Patel
   National Brake and Muffler
   Griffin, Georgia

A JASPER Cruise 2016 Thank You

Contact your JASPER Factory Representative on how you can partici-
pate in a future JASPER Cruise Getaway Challenge.

     I just wanted to send you a note, along with a big thank 
you, for including us on the 2016 JASPER cruise.  I strive 
daily to sell this product that I believe in 100%.  So to go on 
these trips is yet just another great benefit for myself.  The 
meetings/training on the ship are extremely helpful to me.  I 
always learn so much from them. The best thing for me is to 
talk to, and interact with, all the other shop owners that are 
all in the same boat as myself (no pun intended)!
     The JASPER cruise allows me to be in a casual, calm 
and relaxed mode, not in the day-to-day business owner 
mode, so I can absorb all the information available to me on 
the cruise,  and JASPER makes all this possible!
     So again, thank you for the trip, the knowledge, a great 
product and a really great Representative to your company,
Wally Thomson.
  
   Roger Ruegg
   Ruegg Brothers Automotive
   Waynesburg, Ohio
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Employee Handbooks - How Important Are They?

including organizational develop-
ment, employee relations, train-
ing, recruiting and administration 
through a vast knowledge base, 
and a keen understanding of how 
to keep her clients compliant with 
employment law.  Kathleen resides 
in Evansville, Indiana with her hus-
band, Rob and their teenage son, 
Jacob, and leads an HR Consulting 
Company to support many small 
and mid-sized businesses.  

Kathleen Lapekas

Kathleen is a 
Professional HR 
Consultant with 
over 20 years of 
HR Management. 
Her expertise 
covers every 
aspect of HR 

by Kathleen Lapekas, President / Owner of Lapekas HR Consulting LLC

     As an HR Consultant, I’ve worked 
with a lot of businesses in the areas of 
employee relations, employment practices 
and legal compliance. And I can tell you 
with great confidence, even very small 
businesses need to have a handbook.

What A Handbook Does
     It officially “communicates” to your 
employees your stance on certain policies 
and practices within your Company.

     It also serves to answer a lot of the basic 
questions that otherwise you’d have to take 
time out to explain over and over and over 
again to your employees.
     Most importantly, a handbook improves 
your legal defensibility when facing charg-
es of discriminatory practices or when bat-
tling unemployment claims. Its absence, in 
these cases, will be your demise. You have 
no legs to stand on without a handbook.

A Road Map To Success
     A well-written handbook can be your 
greatest asset, and can serve as a corner-
stone for your company. This is because 
employees generally operate best when they 
know and understand what is expected, 
and they have a reasonable feel for what 
the boundaries are. Also, a handbook lays 
out the “road map” for your Company to 
handle situations consistently.

Consistency Over Fairness
     Believe it or not, employees would 
much rather have CONSISTENCY 
over FAIRNESS any day of the week! 
What????? It’s true. You see, “fairness” 
really depends on which side of the fence 
you’re standing. As an employee, I may 
not think your attendance policy is “fair,” 
because it’s restricting me and my choices! 
However, it’s hard to argue, even if I didn’t 
like a policy, that I would feel better know-
ing that the policy applies to EVERYONE. 
I would expect my employer to treat each 
and every “subject of the kingdom” exactly 
the same way, every time.
     As an employee, if I see a lack of con-
sistency, my first defense is to point my 

finger, and say: “What about this person? 
What about that person? Why didn’t the 
policy apply to him?” (Tell me, hon-
estly, does this at all sound familiar?) As 
an employer, you won’t ever win your 
people’s trust and hearts if you’re not 
CONSISTENT. Oh, and by the way, if 
you ARE consistent, then you’ll be per-
ceived as FAIR.

A Poorly Written Handbook Is a Liability
     That all being said, a poorly written 
handbook (or one that is “pirated” from 
another company) is actually worse than 
not having one at all! It can get you in a 
deeper hole if your policies are written in 
a way that lock you into a situation you 
had no idea would develop.

My Advice
     Have an HR professional help you 
design a handbook if you don’t have one; 
or have the HR professional review what 
you DO have in place. He/she will make 
sure that the handbook makes sense to 
your employees, and won’t be written 
with excessive legal jargon. PLEASE 
refrain from getting pieces-parts of 
handbooks from the Internet! The most 
important thing you can do is make sure 
your handbook is rock-solid and legally-
compliant. Keep in mind that every state 
has its own state regulations that at times 
may supersede the federal compliance 
regulations. The good news is you don’t 
have to be the expert in employment law. 
You just need to work with someone who 
is, and who is willing to help you.

     Ridetech, a well known Jasper-based high performance auto supplier, 
hosted a brand new street car event, appropriately named Road Trip-Cars and 
Cones 2016.  Over one hundred drivers registered for the event which featured 
four autocross events in five days and included a scenic cruise route through 
North Carolina, Tennessee and Kentucky, ending with a dinner and after party 
at Ridetech’s Indiana facility.
     Chris Rhinehart, an event participant from Frederick, Maryland, experi-
enced engine trouble May 6th near Bowling Green, Kentucky. Rather than 
have the Nova towed back home, Chris towed his car to Ridetech and pur-
chased a JASPER engine. Chris spoke with veteran Authentic/Performance 
Sales Rep. Larry Salmon, who discussed Chris’ options and arranged the 
delivery of a JASPER Class-1 Chevrolet 350 engine on Friday.
    Chris and three of his buddies began the engine exchange the next morn-
ing.  The Nova was purring and as good as new early that Saturday afternoon. 
Chris ended his weekend on a happy note with a smooth 800 mile cruise back 
to Maryland.  JASPER would like to thank Chris for his engine purchase and 
hopes he enjoys his Nova at many more autocross events!

JASPER’s Quick Engine Turnaround

This 1972 Chevy Nova, owned by Chris Rhinehart of 
Frederick, Maryland, experienced engine trouble May 
6th while on his way to Indiana.  JASPER fixed Chris up 
with a Class-1 350 engine and he was back on the road 
the very next day.
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by Bob Cooper, President & Founder/EliteWorldwide

     You don’t have to be in the auto 
repair business long before a customer 
asks you if they can supply their own 
parts. Although there is no one tech-
nique that will work in every case, 
here’s one approach you may want to 
consider.
     First of all, you’ll need to bear in 
mind that a customer is making this 
request because they feel it’s a legiti-
mate one. They are simply trying to 
save as much money as they can, which 
is perfectly normal. With rare exception, 
these customers are unaware you need 
to make a profit on your parts to stay in 
business.
     The reasoning for not installing a 
customer-supplied part is really pretty 
simple: It’s not in their best interest, 
because if that part fails, the responsibil-
ity will be on them. They’ll not only be 
responsible for the part that failed, but 
for all the ensuing labor costs and their 
loss of time when their vehicle is down 
for the second repair, etc. So rather than 
telling them something that makes them 
feel cheap or uncomfortable, the next 
time a customer asks if they can supply 

their own parts, you may want to say 
something like this…
     “Well, Mr. Kost, I appreciate your 
interest in helping, because it’s very 
kind of you to offer. Unfortunately, here 
at Elite Auto we’re unable to install 
customer-supplied parts, and here’s 
why: The very moment we install any 
part on your vehicle we become respon-
sible, not just for that part, but for a lot 
more. If that part were to fail while it’s 
under warranty, we’re responsible for 
removing it, paying a tech to determine 
why it failed so it doesn’t happen again, 
buying a replacement part and having 
it delivered to us, and then installing it. 
We’re also responsible for any towing 
that may be required, and for any other 
parts that would be damaged due to its 
failure. And when you think about it, 
Mr. Kost, this is the way it should be, 
and it’s why we have so many loyal 
customers that send their friends to us. 
It’s our job to solve problems, and then 
stand behind our solutions. On the other 
hand, if we were to install a part that 
wasn’t one of ours, then we wouldn’t 
be responsible for it, or anything that 
may occur if it were to fail. I have to 
tell you, I’d much rather tell a customer 
that we’re unable to install a part they’d 
like to provide, than tell them we just 

installed their part, it failed, and now 
it’s their problem, not ours. Now here’s 
the good news for you: If we do the 
repair, I can have you back on the road 
by ___o’clock, and you’ll have the 
peace of mind in knowing that you have 
safe, dependable transportation, and the 
entire repair, including all the parts and 
labor, will be backed up with our full 
____ year _____mile written warranty. 
All that I need is your go ahead, and I 
can get Mike started on it right away.”
     This technique won’t work with 
every customer, because there is no one 
technique that will. The good news is, 
it will work with the kind of people that 
you would like to have as your 
customers.

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.  

     EliteWorldwide is always more than happy to support any company that 
shares our principles, and is committed to elevating our amazing industry.      
     Because JASPER certainly meets that criteria, and is always looking for 
new ways to help their customers, Elite is happy to provide you with access 
to the Key Performance Indicators (KPI) used by the top shops in America. 
     Log onto www.eliteworldwide.com/jasper and use the code word: jasper 
to enter the JASPER/Elite KPI Center.  This center provides links for analy-
sis of the KPI’s that are most critical to your shop’s success!  This includes:

• Gross Part Profit • Labor Gross Profit • Net Income

• Advertising Budget • Sales Closing Ratio • ARO Labor Hours

(Continued on back page)

The JASPER/Elite KPI Center!
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     The JASPER/Elite KPI web site also includes videos 
and articles from Bob Cooper relating to Shop Manage-
ment.  There are articles on Recruiting Resources and 
how to find the right technician and service advisor for 
your business.  Finally, there are Sales and Marketing 
resources on handling customer objections, and guides to 
marketing your business, especially through social media 
and competing with dealerships.  
     In addition, if there is anything Elite may be able 
to do to help with your business, you’ll be able to take 
advantage of their Shop Performance Review where they 
can determine the true potential of your shop.
     For more information on a Shop Performance Review, 
contact EliteWorldwide at 800.204.3548.

This is the home page that greets installers when they check out the 
JASPER/Elite KPI Center.


