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100% Associate Owned

Drivetrain Remanufacturing Facility 
Begins Operations

     Jasper Engines & Transmissions officially 
started transmission production at its new 
Drivetrain Remanufacturing facility in Jasper, 
Indiana, September 8th.   
     The first transmission remanufactured was 
a front-wheel drive GM 4T65E.  It was the 
culmination of a well planned and dedicated 
strategy that took place since the announce-
ment to acquire the 220,000 square foot build-
ing in April.  
     “It’s been an incredible accomplishment,” 
said John Schroeder, JASPER Vice President 
of Drivetrain Remanufacturing.  “It’s been a 
team approach, including Associates from all 
of the departments within the Transmission 
Division and other support groups.” 
     JASPER remanufactures transmissions in 
work areas called PODs, in which a transmis-
sion goes from a core to a finished product.  
Each POD has specific transmission families 
it remanufactures.  This allows each POD to 
become “specialized” and enables JASPER to 
produce a quality product more efficiently. 
     A total of 14 PODS are planned for the 
Power Drive Facility.  Higher volume trans-
missions will be remanufactured in what is 
called a Mega-POD.  “These combine two, or 
more, PODS into one for shorter cycle times 
and greater efficiency,” said Schroeder.  “It’s 

been successfully used at our Crawford County, 
Indiana, Facility for many years and we want 
to integrate this with three of our high-volume 
transmissions at Power Drive.” 
     One change in the remanufacturing pro-
cess at Power Drive is how transmissions are 
dynamometer tested.  “Groups of three to four 
PODS, or one Mega-POD, will have their own 
dynamometer, instead of sending a transmission 
to a separate test area,” said Schroeder.  “This 
will allow for immediate feedback to Associates 
building their respective unit so issues can be 
addressed in real time.” 
     A long-term goal for Power Drive is to begin 
all new transmission product launches from the 
new facility.  “Once our New Product Group 
releases a transmission for remanufacturing, 
we’re only going to release it to the Power 
Drive location,” said Schroeder.  “Once we’ve 
achieved the volume to support that unit for the 
customers, then we can either move its remanu-
facturing to a customary POD, or we can move 
it to one of our satellite locations, either Craw-
ford County or Willow Springs.” 
     An added benefit of Power Drive is it will 
give JASPER a tremendous amount of growth 
capacity that could not be achieved with the 

(continued on page 5)

JASPER Associates Brad Fleig (left) and Tom Loven (right) work on the first Power Drive transmission.
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Lee’s Under Car Services
     This month, our Customer Profile is 
Lee’s Under Car Services of Indepen-
dence, Missouri.  Lee’s is a full-service 
automotive and truck repair facility, and a 
JASPER Preferred Installer.  Owners Lee 
and Julie Wilson believe customers should 
have a reliable place to have their vehicle 
repaired at a fair price, with quality work.
     The Wilson’s have been in business 
for 18 years.  Lee started his automotive 
career as a dealership technician.  Wanting 
more from his chosen career path, he 
decided to open his own place for car and 
truck repair.      
     Lee’s Under Car Services has steadily 
grown since since its inception in 1996.  
What started as a small two-bay garage 
with no office, Lee’s now has three service 
bays with a clean customer waiting room, 
a parts storage area, and office space for 
its three employees.
     Two of Lee’s technicians are ASE-
Certified in various criteria, including 
A/C, Suspension, Diagnostics, Engine and 
Transmission Builders and Automotive 
Electrical.  
     Lee’s does not believe in fear-selling, 
or overselling unneeded parts.  Instead, he 
advises customers of the problems found 
on their vehicle, then he informs them, 
much like a doctor would, what measures 
must be taken to ensure proper repair and 
safety, without selling unnecessary items.
     Lee’s Under Car Services has been 
an installer of JASPER remanufactured 
products since 1996.  “Doing the job right 

the first time saves everyone money,” says 
Wilson.  He also promotes a “show the cus-
tomer” approach by showing them pictures 
of JASPER’s remanufacturing facilities.  
     “I’ve been to JASPER three times now, 
and I have taken a lot of pictures of the 
facility, as well as the units,” Wilson added.  
“The images are uploaded to my office com-
puter and I show them to potential custom-
ers so they can see JASPER’s commitment 
to quality.”
     Lee’s Under Car Services utilizes the 
business philosophy that cars cannot be 
fixed without the necessary tools and skills.”  
“Sometimes without the right tool you can 
get the repair done, but how long is it going 
to take?” said Wilson.  “Time is money so 
I believe in spending money on the tools to 
do the job right.”
     “The customer is your advertisement,” 
Lee said.  “If a customer is happy they tell 
everyone.  If they aren’t happy, they tell 
everyone.  I believe in personal and honest 
customer relationships, just like JASPER.      
     “That is what separates JASPER from 
other companies,” he added. “The others 
want to come in and sell their product based 
on price; not value.  The trust one builds 
with their customer far outweighs a ‘bargain 
of the day.’”
     In the future, Lee would like to find a 
larger building with two additional bays, 
and hire the necessary personnel to operate 
them.  But for now, he is holding on to his 
dream of building his own “perfect shop”.

Lee’s Under Car Services of Independence, Missouri, is a JASPER Preferred Installer, and 
a full-service automotive and truck repair facility.
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JASPER Offers Remanufactured Toyota 3MZ-FE
Engine

• 100% new head bolts ensure an even clamp load. 
• 100% installation of a NEW water pump. 
• 100% tested camshaft actuators to verify proper performance.  
• 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. 

     The JASPER remanufactured 3MZ-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.

     Jasper Engines & Transmissions, the nation’s leader in re-
manufactured products, announces the availability of its remanu-
factured Toyota 3MZ-FE 3.3L engine.  This DOHC V6 engine is 
available on exchange for the following 2004-2010 vehicles: 
 
• Toyota Camry, Avalon, Solara, Sienna, Highlander 
• Lexus ES330, RX330 
 
     This remanufactured JASPER engine offers several 
advantages: 
 
• JASPER-designed pistons are engineered with larger oil 
  return holes that assist with oil drain back and prevent oil 
  rings from sticking.   
• Pistons include a graphite coating to help prevent dry startup 
  and piston scuffing. 
• Valve covers are supplied and a NEW PCV valve is installed 
  to allow proper ventilation.  
• UPDATED ring pack, with plasma moly rings, provides 
  higher durability to help reduce cylinder wear and provides 
  three times more oil drain back for better oil control. 
• 100% installation of NEW nitrided engine valves that are 
  more heat resistant and reduce the chance of valve guide 
  wear. 
• Multi-layer steel (MLS) head gaskets are installed to reduce 
  head gasket failure. 

Honda J35A

The JASPER Remanufactured Honda J35A Engine
• 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 that offers customers even 
  greater value. 
 
     The JASPER remanufactured Honda  J35A 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 Jas-
per Engines & Transmissions, contact us at 800-827-7455 or visit 
www.jasperengines.com.   
 

     Speaking of import engines, JASPER continues expanding 
into the import industry with the Honda J35A.  This 3.5L SOHC 
V6, with variable valve timing, is available on exchange for the 
following applications: 
 
• 2005-2010 Honda Odyssey 
• 2006-2008 Honda Ridgeline, Pilot 4wd 
 
     This remanufactured JASPER engine includes all new timing 
components (tensioner, belt and idlers), new water pump, oil 
pan and cam sensor.  “The JASPER-exclusive design pistons are 
re-engineered with larger oil drain back holes and larger top, and 
second, compression rings,” says Brad Boeglin, JASPER New 
Product Development Group Leader.  “This reduces oil consump-
tion and improves sealing, while a graphite coating on the skirts 
prevents dry start-up and piston scuffing.” 
     “In addition, JASPER installs new nitrided engine valves for 
improved heat resistance and the reduction of valve guide wear,” 
said Boeglin. “The engine is assembled using 100% new torque- 
to-yield bolts, replacing early-model straight torque bolts.  These 
bolts increase and maintain the clamp load on the cylinder head, 
reducing the chance of gasket failure.”  
     This 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. 

Toyota 3MZ-FE
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     Here’s another import engine available from Jasper Engines & 
Transmissions.
     The remanufactured Nissan VQ40DE, a 4.0L DOHC V6 
engine, is available on exchange for the following 2006-2011 
vehicles: 
 
• Nissan Frontier, Pathfinder, Xterra 
 
This remanufactured JASPER engine offers several advantages: 
 
• Redesigned JASPER piston with graphite coating to help 
  prevent dry start-up and piston scuffing. 
• Installation of plasma Moly rings, which have a higher 
  durability to help reduce cylinder wear. 
• Installation of Viton valve stem seals, which have an increased 
  resistance to heat, oil additives, and abrasion. 
• MLS Head Gasket: Multi-layer steel head gasket is installed to 
  reduce head gasket failure. 
• 100% installation of updated NEW cam gear chains and chain 
  tensioners to prevent upper chain noise. 
• 100% installation of NEW water pump to prevent coolant leaks 
  in the timing cover. 
• 100% supplied NEW oil cooler gasket to assist in installation 
  and the reduction of oil leaks. 
• 100% installation of NEW nitrided engine valves for improved 
  heat resistance and the reduction of valve guide wear. 

Remanufactured Nissan VQ40DE, Available From 
JASPER

• 100% testing of camshaft actuators. 
• Live-Run Testing, including recorded inspections of 
  temperatures, oil pressure, vacuum and compression, provide 
  piece of mind and assures reliability.  
 
     The JASPER remanufactured VQ40DE 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.

JASPER Offers International MaxxForce DT 
Complete Diesel Engine
     Jasper Engines & Transmissions is pleased to announce 
a new product in our line of remanufactured diesel 
engines. 
     JASPER now offers the MaxxForce DT Complete en-
gine, available on exchange, for the following 2007-2009 
International/Navistar applications:   
 
• CXT    • 3300 
• 3800    • 3900 
• 4300    • 4400 
• IC Corporation CE 300  • IC Corporation FE 300  
• IC Corporation RE 300 
 
     “Each complete engine is remanufactured using a stan-
dard set of new parts,” said Brad Boeglin, JASPER New 
Product Development Group Leader.  “All other castings 
and components are remanufactured to meet or exceed 
OEM specifications.” 
     The International MaxxForce DT Complete includes the 
block, head, crank, cam and lifters, rods and pistons, valve 
train, front cover, oil pump, oil pan, oil filter, oil cooler, 
water pump, intake manifold, crank hub, flywheel housing, 
front engine mount and bellhousing.   

     “JASPER’s remanufactured complete engine includes 
thorough cleaning, precise machining, assembly and testing 
processes that will help assure the customer of maximum 
engine life and performance,” added Boeglin. 
     The International MaxxForce DT Complete is covered by 
a one year parts and labor warranty. Full warranty disclosure 
is available on our website, or upon request.

International MaxxForce DT Complete Engine

Nissan VQ40DE
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     Jasper Engines & Transmissions is distributing heavy-
duty turbochargers from BorgWarner Turbo Systems.       
     BorgWarner is one of the largest turbocharger manufac-
turers in the world and offers a variety of engine and drive-
train solutions for passenger cars, light-duty commercial 
diesel and heavy-duty over-the-road applications.  
     This distribution not only allows JASPER to tap into the 
heavy-duty and over-the-road diesel marketplace, but also 
allows BorgWarner to supply turbochargers for JASPER’s 
running complete diesel engine inventory.   
     “BorgWarner is a leading manufacturer of turbocharg-
ers for the heavy-duty and over-the-road product line,” 
said Ryan Dooley, JASPER Air and Fuel Manager.  “This 
distribution allows JASPER to have the product needed to 
expand our customer base.” 
      “Traditionally, with our retail fuel component program, 
we’ve only offered turbochargers built for our running 
complete diesel engine inventory,” said Dooley.  “With the 
turbo world ever expanding into gas engines and passenger 
cars, our partnership with BorgWarner will give JASPER 
the product needed in order to become a one-stop shop for 
our existing customer base.”

JASPER Reinstates Turbocharger Distribution with 
BorgWarner Turbo Systems

Just Like in The Calendar

     Noel Clemmer (a 2014 JASPER Calendar Winner) and his 
wife visited the Jasper Facility August 21st in their 1947 Ford 
COE truck, as they made their way to the annual Frog Follies 
car show in Evansville, Indiana. 
    Noel selected a JASPER remanufactured 7.3L diesel 
engine and a 4:10 rear end assembly to give his truck new life 
and dependability.  Noel built the complete bed and installed 
the cab on a 1994 Ford ambulance frame.  The engine was 
moved back six feet and placed under the truck bed. 
     The truck is not only cool, it’s also a tribute to Noel’s 
father and mother.  The ‘M3B’ designation on the truck stands 
for Mom’s 3 Boys.  After their father passed away in a min-
ing accident, Noel’s mother raised the three boys by herself.  
We’re sure that Noel’s father and mother would be proud.

Reinstating turbocharger distribution with BorgWarner Turbo 
Systems allows JASPER to not only tap into heavy-duty and 
over-the-road diesel marketplace, but allows BorgWarner to 
supply turbochargers for JASPER’s running complete diesel 
engine inventory.

(continued from front page)

Engine and Drivetrain Divisions sharing one building.  “At 
Power Drive, we’ll only use about 60% of our available space 
in this initial move,” said Schroeder. “There will be many 
improvements, but the main focus at Power Drive will be lay-
ing out space in a method that works for the now and for the 
future, he added.”
     Power Drive is JASPER’s 5th remanufacturing facil-
ity, joining Wernsing Road and Jasper West, both in Jasper, 
Indiana, Crawford County, Indiana, and Willow Springs, 
Missouri.  As space is vacated at the Wernsing Road Facil-
ity, JASPER’s Engine Division will begin their expansion 
projects.

(left to right) JASPER Associates Brad Fleig, Kristy Forbes, 
Carla Cortez, Travis Judy, Ted Morton and Ron Nixon, pose 
with the first transmission produced at Power Drive.
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     The popularity of reality television 
shows like Bar Rescue and Restaurant 
Rescue have produced large follow-
ings as every week a professional bar 
owner, like Jon Taffer, is invited in to 
help save a small business that is losing 
money and may soon close.  Mr. Taffer 
assembles a team to evaluate and may 
suggest CHANGES to their marketing, 
services, and customer atmosphere to 
deliver a better customer experience. 
Too often the small business owners 
ignore the small details, like cleanliness 
and appearance, because it has become 
part of their everyday environment, 
regardless how it may look to a cus-
tomer.  Attracting a diverse and repeat 
customer base is important in all busi-
nesses. 
     Immediately, the experts evaluate 
their business practice, local demo-
graphics, past records and potential 
growth.  They offer recommendations 
that often include remodeling the inside 
and outside of the business to replac-
ing employees to create better service 
and often a better work environment. 
Immediately, the facility owners resist 
and do not feel all the changes are 
necessary.  The excuses come out as 
every owner resists change, regardless 
of how poorly the bar or restaurant is 
performing.  The Scariest thing in life 
is... CHANGE! 

Small Business Rescue Comes From Change

an Outside Sales Representative
(OSR) 29 years ago and has been
a Regional Manager for the last 
12 years.  He trains and manages
JASPER OSRs to help customers
grow their business.

Ken Williamson

Has over 30 years
in the automo-
tive industry. He
has worked as a
service manager
and a shop fore-
man. Ken started
with JASPER as 

     Although the small business really 
wants help, and knows it needs help, 
they do not want to change.  Small busi-
ness owners are responsible for change 
and even more important, success.  At 
JASPER, we focus on small businesses. 
The core of our company is based 
around providing world-class service to 
the Independent Repair Facility.  
     One of the most common reasons 
for any business to fail, both small and 
large, is because they did not identify 
the need for change until it was too late. 
We are creatures of habit because it 
“feels comfortable”.  Besides, “we have 
always done it that way”.  All things 
change, and so will everything around 
us.  We need to be willing to see the 
need for change in order to grow and 
build a successful business.  There are 
a lot of similarities between all small 
business owners.  Many start a business 
because of a hobby, or a talent they 
have developed, only to discover there 
is a much more complicated business 
side to the small business.  The Top 3 
reasons small businesses struggle are: 1) 
Lack of Experience 2) Poor Planning 3) 
Lack of Capital.
     What frightens us most in life is...
CHANGE!  We all need change to give 
us the kick in the pants we need to get 
moving again.  We may be getting by 
OK - maybe not good or great, but OK.

IF YOU OFFER AND DELIVER 
OUTSTANDING SERVICE TO 

YOUR CUSTOMERS, YOU 
DESERVE BETTER THAN OK. 

     So much for the small business 
right now.  Let’s look at the big busi-
ness structure.  We’ll start with the 
restaurant industry; then gravitate to the 
automotive repair industry.  Just like the 
Independent Repair Facility owner, the 
small neighborhood restaurant has its 
own set of challenges when it competes 
for market shares with a big business 
chain.  The big business has the experi-
ence, a business plan, or goals, and the 
investment capital.  The big business 
has several layers of management that 

by Ken Williamson, JASPER Regional Manager
can evaluate everything from demo-
graphics, slow traffic days and slow 
hours, to the overall customer experi-
ence.  Specials and happy hour deals 
often offset and attract senior citizens, 
or after-work groups, to fill the gaps in 
the day.  They offer future discounts if 
you log on and fill out a brief survey 
about your experience.  How ingenu-
ous!  They can monitor many things, 
from the service provided by the staff, 
to customers opinion of the décor and 
menu items.  Across the country, we are 
seeing chain restaurants change their 
look by removing nostalgic items on the 
wall, and replacing the awnings around 
the outside of the building.  They know 
that CHANGE is good and vital to their 
survival.  Like small restaurants that 
have to compete with the deep pocketed 
big chains, IGO’s are competing every-
day against the O.E. Dealers. 
    We see the footprint of big business-
es in everything they do, beginning with 
their television commercials, print ads 
and Internet interactions for both sales 
and service.  They send the message to 
the consumer, as to how they can ser-
vice their vehicle from cradle to grave 
and back to the cradle.  They offer to 
match or beat prices on tires, batter-
ies and oil changes just to get the VIN 
scanned for future coupons and offers.  
Don’t forget the celebrity spokesman, 
Mike Rowe.  Mr. Rowe recommends 
you bring your car back to the OE 
dealer because they know your car best 
and the technicians are trained by the 
manufacturer. 
     You may also be competing with 
other big businesses, such as large tire 
chain stores and national franchises. 
They too have a team of support people 
to evaluate every step of their busi-
ness and how to attract your customers 
and lure them from your shop. They 
compete with service and convenience 
more often than price. They evaluate 
the customers experience much like the 
large restaurant chains.  They send their 
service writers and mangers to sales 

(continued on back page)
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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.  

     As our industry continues to evolve, 
there are a number of changes you need 
to consider.  Cars are being built bet-
ter, they are lasting longer, and service 
intervals constantly being extended, 
you will see your customers less often. 
Additionally, as the competition con-
tinues to heat up, your service advisors 
will need to be razor sharp from that 
first call through vehicle pick-up. Here 
are some tips that can help you be more 
successful when it comes to driving up 
your sales and customer satisfaction.

1. With first-time callers just a mouse 
click away from contacting another 
shop, you will need to ensure that your 
advisors are at the top of their game 
when it comes to selling themselves, 
and your company, to the caller. 
Remember, customers have to feel com-
fortable with your advisor before they 
will be open to recommendations.  Sit 
down with your entire crew and cre-
ate a list of the top 5 reasons people 

should choose your shop. Rather than 
listing the same features your competi-
tors would list (equipment, warranties, 
etc.), your list should include items such 
as your culture of never putting money 
ahead of people, the fact that you’re 
AAA approved, you’ve been serving 
the community for over XX years, have 
5-star ratings on review sites, etc.

2. With vehicles lasting longer, service 
advisors need to be really good at sell-
ing maintenance. Most advisors make 
a fatal mistake by focusing on the parts 
and labor rather than the benefits of 
the service. Instead of trying to sell the 
sparkplugs and filters that your custom-
ers don’t want to buy, your advisors 
should be telling your customers how 
the maintenance will help squeeze every 
mile out of every gallon of gasoline, 
protect their vehicle manufacturer’s 
warranty, maximize the resale value of 
their vehicle, etc.

     At Elite, we have every student that 
goes through our sales training meet 
with their coworkers to create a “benefit 
list” for their more popular services, and 
review that list prior to presenting the 
sale. The results have been outstanding. 
I would strongly encourage you to do 
the same.

3. When customers need a major 
repair like a replacement engine or 
transmission, make sure your advisors 
don’t jump to the conclusion that the 
vehicle is not worth fixing. For exam-
ple, if a customer needs $5,000 worth 
of work to put their vehicle back into 
good shape, in many cases it may very 
well be a really great investment for the 
customer. As we all know, when some-
one buys a used vehicle they are buy-
ing two things: a lot of unknowns, and 
someone else’s problems. On the other 
hand, if they invest in their own vehicle 
they’ll know exactly what they have, 

those repairs will be warrantied, and 
they won’t have to go through the exer-
cise of selling their vehicle and buying 
a replacement. You should have an in-
depth conversation with your entire staff 
about major repairs, and how, in many 
cases, they are the perfect solution for 
your customers. You should then dis-
cuss how you can help your customers 
cost justify the investment. For exam-
ple, if a customer in need of a major 
$3,000 repair were to keep their vehicle 
for just 3 years, the investment would 
be less than $100 a month. There is no 
way they would be able to purchase a 
replacement vehicle for anywhere near 
that low of an amount. Service Advisors 
need to help your customers through the 
math.  Not only is it their job, but they 
have an ethical responsibility to help 
your customers make really good 
decisions.

4. Never stop the self-improvement 
process. Record your Service Advisors’ 
sales presentations in a way that meets 
with all applicable laws, then once a 
week, review some of those recordings. 
This will give you the opportunity to 
congratulate them on most of their sales 
and have a conversation on what could 
have been done differently on the ones 
that were lost.

     If a Service Advisor does the things 
that I have recommended, and if you 
never put money ahead of people, then 
you have my promise: Your sales, and 
your customer satisfaction, will go 
straight up.

Editor’s note:  For additional sales, 
marketing, and management tips 
& strategies from Elite Worldwide 
President, Bob Cooper, visit the Elite 
website by logging onto:

www.EliteWorldwideStore.com .
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training classes and periodically evaluate them.  They learn 
communication skills and ways of improving closing per-
centages.  Perhaps that’s not fair, but the one thing they 
know is CHANGE is inevitable.  Whether it comes from a 
corporate board or the franchisees, change is made quickly, 
and for a reason. 
     All Independent Repair Facilities are not created equal.  
No cookie cutter store, no executive board members, no 
shareholders, no marketing department and no government 
bailouts.  You are the purest form of American commerce 
and you are the driving force behind your success.  Don’t 
fear change, but embrace it.  Ask for help if you want to 
change, but remember, change is hard and often scary. 
     Be brave and avoid EXCUSES.  I hear them every day 
from complacent owners.  We here some excuses like: 
“people don’t have money to fix the car”, “the price is too 
high” and “it’s not worth it”.  Make changes to attract cus-
tomers that rely on their vehicle.  They must spend the funds 
to keep it reliable, and can repair the vehicle when it breaks.  
Attract the customer willing to perform OE required main-

WHAT  DOES

MEAN  TO  YOU?
CHANGE
tenance and understands the value of keeping their car in good 
condition.  Yes, you will have customers underwater with their 
vehicles who just can’t keep up with repairs, but don’t build 
your business around just them.  Look to fleets as well, such as 
local HVAC Companies, appliance dealers, etc.
     Build your business around providing great service to good 
customers and let the other shops contend with the discontented.  
If you would like to talk with someone that has your best inter-
est in mind, please feel free to contact one of our JASPER fac-
tory representatives.  We can schedule a time to answer your 
questions about what successful shops are doing.


