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Top Image: JASPER founder Alvin C. Ruxer (in suit) poses with Associates in this 1940s picture from
the original 12’ x 20’ wash rack of his Ford dealership. Above right: A 1950s image of a Gas Engine
assembly line. Above left: An aerial view of JASPER’s Wernsing Road facility in 1965.

What began as one man’s insight 75 years
ago, has evolved into a company with an ongoing commitment to quality and the nation’s
largest mass remanufacturer.
Jasper Engines & Transmissions was
founded in 1942 by local businessman, Alvin
C. Ruxer. Alvin was the operator of a successful Ford dealership in Jasper, Indiana, which,
up to 1942, had seen uninterrupted growth.
However, with the outbreak of World War II,
new cars became less available as factories
turned their resources to the war effort. It
was then that Alvin began rebuilding gasoline
engines to extend the life of present vehicles

and provide another channel of income. This
new operation originated in the 12 x 20 ft.
wash rack of his Ford dealership, and marked
the beginning of what would become Jasper
Engines & Transmissions.
After the war ended, JASPER saw the continued need for replacement engines. In 1946,
the company made two decisions that would
influence the quality and continued acceptance
of its product. The first was to remanufacture
“by the book” to manufacturer’s specifications.

(Continued on back page)
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Hale’s Automotive
Hale’s Automotive in Marion,
Illinois, is our Customer Profile for
February 2017. Hale’s is a full-service
auto and truck repair facility providing
towing and 24-hour road service along
with tires and wheel alignment.
Joe Hale worked for the previous
owners of the business, starting in 1987.
Joe took over the facility two years later
and has since grown the business into
what it is today.
Originally located at 1503 East Main
Street in Marion, Joe moved Hale’s
Automotive just over one mile in 1989
to its present address at 408 North Court
Street. This facility has 10,000 square
feet of work space and nine service
bays for auto and truck repair. Hale’s
Automotive offers towing and roadside
assistance for customers, along with
shuttle service, a waiting area with WiFi
access, and two Service Writers for customer convenience.
The Hale’s Automotive workforce
is comprised of 12 employees, including one ASE-Certified technician in
Heavy-Duty Truck Repair and two
ASE-Certified Master Technicians. The
company pays for all classes and certifications for their technicians.
Hale’s Automotive has been an
installer of JASPER remanufactured
gas and diesel engines, transmissions,
differentials and fuel components for
the past 25 years. “We like JASPER’s
warranty,” says Joe. “Not only for our
business, but for our customers peace of
mind.”

Hale’s Automotive has nine service bays and
10,000 square feet of work space.

Joe added that Hale’s Automotive is
appreciative of the quality of the JASPER
product and the availability of the products offered. He added the JASPER’s
Co-op marketing program has been essential in the growth of their business.
Joe’s business philosophy at Hale’s
Automotive is simple... No customers, No
business. “We will provide the best service to our customers at a fair price, done
right,” he said. “Our Hale’s Commitment
is to provide exceptional customer service
on all cars, trucks, and fleets.”
Future growth at Hale’s Automotive
call for a 4,800 square foot expansion, and
four additional bays for large truck service
and repair.

Hale’s Automotive in Marion, Illinois, has been a JASPER installer for the past 25 years.
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JASPER Opens Portland, Oregon,
Branch

The new Portland, Oregon, branch has the
capacity for up to 500 pieces of finished
product with its 11,500 square feet.

Jasper Engines & Transmissions
has opened a branch office in Portland,
Oregon, to better serve the businesses in
all of Oregon and southern Washington
state.

JASPER’s newest branch location is
at 13150 NE Airport Way in Portland.
“We have seen phenomenal growth
in the Pacific Northwest during these
past several years,” says Rich Olson,
JASPER Regional Manager for the
Portland area. “This new branch office
in Portland is our way of thanking customers for their loyal support.”
The 11,500 square foot Portland
facility has the capacity for up to 500
pieces of finished product. The location
also provides JASPER delivery drivers
efficient drop off and pick-up
capabilities.
Jasper Engines & Transmissions
currently has 44 branch offices and two
distribution centers in 30 states.

Scan This QR
Code for 3.6L GDI
Update Videos

If you scan the QR code above, you
can view a JASPER Technical Update
videos on the GM 3.6L GDI engine.
JASPER helps customers overcome
issues on these engines through several
competitive features and benefits that
include:
• Stronger forged aluminum JASPERengineered pistons with a smooth,
fully-machined, anodized crown which
provides a thermal barrier and reduces
carbon buildup.
• JASPER’s piston design includes
additional oil return holes (14 total)
to increase oil drainback by 250%, or
greater, to reduce oil consumption and
prevent oil rings from sticking.
• 100% torque-plate honing, utilizing a
torque plate and Grade 10 ARP bolts,
provides cylinder wall geometry that
matches the cylinder head as a
complete running assembly, for
improved ring sealing.
Make JASPER your brand of choice.
Call us at 800.827.7455 or log onto
www.jasperenginescom for more
information.
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Orlando Scores ThreePeat as Top Branch
at Jasper Engines &
Transmissions Sales
Banquet

Orlando Branch Representatives include (left to right) Shelby
Damron, Darin Damron, R.B. Burkhardt, Chris Adkins, Dante Donati
and Logan Herring.

For the third consecutive year, the Orlando, Florida, branch
of Jasper Engines & Transmissions took home the President’s
Award for 2016 at the company’s annual sales banquet held on
January 24th.
Recognized as JASPER’s top branch award, the President’s
Award is based upon improvements in several sales categories.
In addition, the Orlando branch received an award for Most
Improved Sales Volume in 2016.
“Congratulations to all the Associate-Owners of the Orlando
branch for winning the President’s Award for the third year
in a row,” said Zach Bawel, JASPER President. “The Florida
economy and market for JASPER products continues to grow
and prosper.”
“We look forward to continued growth from our Orlando
branch in the future,” added Bawel. “They have already set their
goal for four in a row.”
Individually, Orlando Factory Representatives, Darin Damron
and Shelby Damron, were named Diamond Level recipients,
achieving a company sales increase in 2016 over the previous
four consecutive years. In addition, Darin Damron earned second place in Manager of the Year standings, and was named top
representative in Most Improved Sales Volume. Orlando Factory
Representative, R.B. Burkhardt, was named a Gold Level recipient, achieving a company sales increase in 2016 over the previous two consecutive years. Orlando Factory Representative,
Dante Donati, was named a Bronze Level recipient achieving a
company sales increase in 2016 over the previous year.
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Diesel Renovation
Project Update

Overhead cranes, hoists and new lighting are installed in the
new Diesel High-Volume work area. The temporary shelving of
the Gas Parts Department is visible in the background.

The first of three remanufacturing work areas in the Diesel Division renovation project is taking shape.
The current Gas Parts Department has been moved to accommodate the new Diesel High-Volume work area, which
will move from its current location along the south wall of
the Wernsing Road facility.
A restroom between Gas and Diesel has been relocated,
new lighting has been installed, the production floors have
been buffed and polished, and cranes and hoists are being
erected.
Each of the work areas are known as PODs, in which an
engine goes from a core, to a finished product, within one
remanufacturing unit. The Diesel High-Volume Area will
continue remanufacturing its current line of V8 diesels,
including the 6.0L, 6.4L, 444, and Duramax engines. After
that, two new PODs will be configured. They will remanufacture diesel engines based on cylinder configuration: inline
engines will be remanufactured in one POD, while V-style
engines will be built in another. This will allow each POD to
become specialized with those engine families, which helps
JASPER produce a quality product and produce it more
efficiently.
Meanwhile, the south end of the division is being renovated to make way for a combination Gas and Diesel Parts
Department. The entire project is scheduled for completion
in two years.

JASPER Offers G56
and NSG370 Standard
Transmissions

JETT Endowment Group
Reflects on 2016,
Prepares for Busy 2017

Mercedes Benz G56

Jasper Engines & Transmissions has announced the
release of additional stock numbers to our remanufactured
transmission product line.
JASPER has available the following standard transmissions:
Mercedes Benz G56 six-speed
Years: 2005-2015
Applications: RAM 2500-5500
Chrysler NSG370 six-speed
Years: 2005-2006
Applications: Jeep Wrangler
Each of these standard transmissions 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.

Chrysler NSG370

As JASPER Endows Today & Tomorrow (JETT) prepares for
2017, it is important to look back at 2016 and reflect on what an
amazing year it was for our organization. Our accomplishments
included:
• 50 JETT members volunteered their time throughout the
year to serve food at Dubois County Community Meals.
JETT serves on Saturday mornings and Wednesday evenings
every other month.
• Eight JETT members partnered with German American Bank
volunteers to make improvements at Anderson Woods, a notfor-profit organization providing summer camp experiences to
special needs children and adults.
• Will Read and Sing for Food raised over $1,600 for JETT
during two shows hosted at the Power Drive facility.
• Eight JETT members volunteered their time beautifying the
city during the Jasper Clean Sweep project, raising $300.
• The first annual JETT Silent Auction raised over $12,000.
This would not have been possible without the generous
donations from our members and sponsors.
• At the annual Granting Party, grants totaling $25,000 were
given to four organizations, including two Dubois County
charities (YMCA and CASA - Court Appointed Special
Advocates, who are community volunteers trained to represent
the best interests of children who are part of the court system
due to abuse or neglect). One grant was awarded to a
Crawford County charity (Habitat for Humanity), and one grant
was awarded to a charity in Mesa, Arizona (Sunshine Acres which provides a loving, Christian home for children who are
separated from their parents and help them establish long-term
relationships with stable parental figures, preparing them for
success in adult life).
JETT is a giving circle for Jasper Engine & Transmissions
Associates and families that focuses on pooling resources to
have a greater combined impact on our communities. Our goal
is to learn more about philanthropic opportunities and to support
those organizations that promote smart giving.
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Call For Entries to JASPER’s 2018 Calendar
The Jasper Engines & Transmissions 2017 calendar is out. You’ve
probably seen it! We had some great entries for our 75th Anniversary
edition and a big “Thank You” goes to everyone.
But we can’t rest on our laurels. We’re already in the preliminary
stages for our 2018 calendar. Do you, or your customer, have a vehicle
that’s calendar worthy? Don’t hesitate! Send us your entry!
Entrants must submit a color image and information about their
unique vehicle or performance car or truck, along with the JASPER remanufactured product that has been installed. Vehicles should be placed
Do you or your customer have a vehicle to be considered
in a “show” type setting. Low resolution digital images transferred
for JASPER’s 2018 Calendar? Send us your entry today!
onto photo paper cannot be accepted. High-resolution digital images,
8” x 10” at 300 dpi, are required. All entries will be judged based on
adherence to the category, equipment appearance and the quality of the
photograph.
REMINDER!!! The deadline for 2018 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:
jhohl@jasperengines.com.

JASPER’s 2017 Performance Show Schedule
Jasper Engines & Transmissions will be on the road for
2017, celebrating 75 years of business in the automotive
remanufacturing industry.
As a way to better educate automotive enthusiasts on our
remanufacturing capabilities, JASPER has updated its mobile
marketing rig, appropriately named the “JASPER Rolling
Showcase.” The “Showcase” will appear at several highprofile car shows and performance events from April through
November.
The JASPER Rolling Showcase brings along several
product displays, including components from the Gas Engine,
Transmission, Diesel Air and Fuel Components, Performance,
and Authentic Custom Drivetrain divisions. JASPER Associ- The JASPER Rolling Showcase will appear at several high-profile
ates are on hand at each event, so visitors can walk up and ask car shows and performance events from April through November.
about our remanufacturing processes.
August 3-6
National Street Rod Association		
JASPER’s Mission Statement is simple: “Do It Right...
		
Louisville, KY - (Booth Display)
And Have Fun!” For 75 years, JASPER has been committed
August 4-6
Carlisle Truck Nationals			
to being a leading force in the automotive industry.
		
Carlisle, PA
August 25-27
Frog Follies					
April 6-9
Spring Charlotte AutoFair 			
		
Evansville, IN
		Charlotte, NC
September 8-9
Shades of the Past				
April 19-23
Spring Carlisle Collector Car Swap Meet 		
		
Pigeon Forge, TN
		
and Corral - Carlisle, PA
October 5-8
Cruisn' The Coast				
July 6-8		
Iola Car Show 					
		
Biloxi, MS
		Iola, WI
November 17-19 Moultrie Automotive Swap Meet 		
July 14-16
Syracuse Nationals				
		
Moultrie, GA
		Syracuse, NY
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Implementing Price Increases

By Bob Cooper, President & Founder/EliteWorldwide

Bob Cooper
has functioned
as the developer,
owner and an
operator of some
of the most successful auto
repair shops in
North America.
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.
Over the years I have seen hundreds,
if not thousands, of shop owners do
irreparable damage to their businesses.
This damage occurs when they are mesmerized by the management trainers or
consultants who tell them that they can
solve all of their problems by raising
their prices. At first, they are pleasantly surprised to hear their services
are worth more than they are presently
charging, because it plays to their ego.
They are also told they have nothing to
worry about, because none of their customers will complain. They then jack up
their prices and are pleasantly surprised
when they discover, as they were told,
not one of their customers objected to
the new pricing.
Over the next few months, profits
typically swell, and the shop owners
smile all the way to the bank. Then,
unfortunately, in far more cases than
you would imagine, 9 to 12 months
later these shop owners find all of their
good customers are gone, and the reason is pretty simple: Rather than complain, their good customers just take
their business elsewhere. So before you
listen to the “pied pipers” who tell you,
you can solve all of your problems by
jacking up your prices, I want to share a
different strategy with you. It’s one I’ve
used to grow some really great shops,

so I know it will work wonders for you,
too.
First of all, any price increase should
be small and incremental. You will find
small increases will not only be considered acceptable by most of your good
customers, they will allow you to monitor your customer’s acceptance. When
you move forward with this approach,
you need to monitor your lost sales at
the point of sale to ensure there is no
appreciable increase.
Secondly, you will need to perform
customer follow-up calls to keep your
finger on the pulse of your customers,
and to enable you to detect any early
signs of price resistance.
Lastly, you need to monitor your
percentages of repeat customers and
referrals. I have discovered, over the
years, there is only one true judge of
pricing, and it’s our customers, so if a
customer continues to return to your
shop, and if they continue to recommend their family and friends to you,
then it’s safe to say they are comfortable with your pricing.
How often you revisit your pricing
is subjective, too, but I would encourage you to do it at least two times a
year. Another benefit of small incremental price increases is they will allow
your advisors to feel comfortable with
the new pricing. This is critical to your
success as a business owner, because
as we all know, if your advisors feel
uncomfortable with your pricing, it will
be hard for them to put their hearts into
every sale as they should.
Lastly, in the coming years, you will
need to make some decisions regarding the gross profit margins you make
in both your part sales and your labor

sales. With today’s technology, and
your customers’ access to information, customers are going to be quick
to compare prices. Given the choice of
the two, I would much rather defend a
higher labor rate than a high part price,
and here’s why: Regardless of how
skilled your advisors are, when they
are trying to defend why they charged
a higher price for that alternator than
the price the customer found online, it’s
going to be a tough sale, because in the
customer’s mind, a part is a part. Yet if
your labor rate is the highest in town,
that’s something your advisors should
be able to easily defend because your
technicians aren’t just technicians; your
technicians are superstars.
In closing, I would be the last one to
say you should or shouldn’t raise your
prices, but what I can say is this: If you
just listen to the “pied pipers”, they will
scare off your customers and put you
out of business. On the other hand, if
you implement small and incremental
increases, and if you monitor and measure customer acceptance, you will be
on the road to building a more profitable, successful business.
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 coaching 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.
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The second was to install a standard set of
new parts. These two laws are the cornerstone that has allowed JASPER to achieve
its level of success.
Today, JASPER is a recognized leader of
remanufactured gas and diesel engines, automatic and manual transmissions, rear axle
assemblies and differentials, performance
products, electric motors and marine products. Over 20 acres of building space is
devoted to remanufacturing quality products
covering five facilities in two states.
JASPER currently employs over 2,100
Associates, and our products are distributed
through a network of 44 branches, and two
distribution centers throughout the United
States.
JASPER’s Mission Statement is simple:
“Do It Right... And Have Fun!” For 75
years we have committed to being a leading
force in the automotive industry. Progressive programs of research and new product
development will ensure JASPER’s place of
providing quality, value-oriented products
for years to come.

