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The Differential Division of Jasper Engines
& Transmissions has its new home within the
company’s Drivetrain Remanufacturing Facility, known as Power Drive.
The division is comprised of 31 Associates remanufacturing full-floating and semifloating rear axle assemblies and aluminum
differential housings. The division produced
over 10,400 units in 2014.
This was the last major division to move
into Power Drive from its former home in
Jasper West, another remanufacturing facility
one-quarter mile west of JASPER’s Wernsing
Road facility.

“We’re not cramped for space anymore,”
said Dan Douglas, JASPER Differential Division Manager. “When we were at Jasper West,
our division was working in 9,600 square feet.
With nearly 15,000 square feet to work with
here at Power Drive, it’s allowed us to increase
our capacities with our cleaning processes, have
a larger footprint to allow ourselves increased
production, and to produce product quicker,
with better quality, than ever before.
“Our capacity plans are to double the

(continued on back page)
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Don Casey, Inc.
Grove City, Ohio, just outside the
state capital of Columbus, is the home
of Don Casey, Inc. A recipient of
JASPER’s Top 100 Independent Garage
Facilities for the last two years, Don’s
primary work is fleet service repair, but
can also handle auto and truck repair,
welding and propane conversions.
Don left a utility company in 1986 to
pursue a career as a mechanic. He initially purchased a van and started doing
roadside service for motorists. Don later
opened a two-bay shop and promptly
outgrew that building in one year. Then
in 1987, Don leased his current location at 2014 Longwood Avenue. Don’s
daughter, Tiffani, worked the office for
the first ten years until his wife, Bonnie,
came on board. Don had plenty of fleet
contacts, which helped him start his
business, and continues with most of
them today.
“75% of my business is fleet
accounts, including heavy trucks,” said
Don. “Turnaround time is the main
reason we have so much fleet business.
We’re quick in diagnosing and repairing
vehicles.”
Don Casey, Inc. remains at the
Longwood Avenue location, with five
service bays and 5,000 square feet of
space.
Four of his seven employees are certified in Ford and GM diesel products.
Don will pay for additional employee
education, or attend seminars, to gain a

Don and Bonnie Casey show off their
JASPER hardware as one of the top Indepdent Garage Facilities in the country.
grasp of future automotive technologies.
Don Casey, Inc. has been an installer
of JASPER remanufactured gas and diesel engines, transmissions, differentials
and fuel systems for the past 18 years.
“Once we started with JASPER, we were
sold on their quality products,” said Don.
“JASPER has always stepped up on all
warranty issues and provides great technical support to my technicians. JASPER
provides outstanding customer service,
support and product improvements that
allow us to offer the best products to our
customers.”
Don Casey, Inc. sells their business
on their quality of work and their reputation and understanding of how to repair
a vehicle. Don says it’s not just about
price. “Almost all of our fleet customers
have been with us over ten years now,”
he added. “New customers come to us
by word of mouth, so we must be doing
something right.”

Don Casey, Inc. in Grove City, Ohio, has been a JASPER installer the past 18
years. He’s been a JASPER Top 100 Independent Garage Facility the past two
years.

JASPER Offers Remanufactured GM 6T40/45E
FWD & AWD Transmissions
Jasper Engines & Transmissions is pleased to offer remanufactured GM 6T40/45E FWD and AWD transmissions. These
transmissions are available for the following 2008-2011
applications:
Chevrolet: Equinox, Malibu

GMC: Terrain

Pontiac: G6			

Saturn: Aura

Buick: Regal, LaCrosse
“Each JASPER remanufactured GM 6T40/45E is 100%
dynamometer tested through a state-of-the-art CAN software
package allowing the TEHCM to shift itself,” said Brad Boeglin, JASPER New Product Development Group Leader. “This
eliminates the chance of shifting concerns and ensures a quality
product for the customer.”
The 6T40/45E TEHCM (transmission electronic hydraulic
control module) is 100% hydraulically and electronically tested,
reducing the chance of a TEHCM and/or CAN software malfunction.
Great care is taken to ensure each 6T40/45E can stand up to
the rigors of everyday life. “An updated 3/5/reverse piston is
100% installed, eliminating the concern of losing those gears
during driving,” said Boeglin.

“All wear areas of the valve body are vacuum tested, and
reamed to oversize to restore the hydraulic integrity of the circuit.
This reduces the chance of low fluid pressures, causing slipped
clutches,” he added.
In addition, JASPER offers FREE rental of a J2534 Pass-Thru
device to assist in the reprogramming of the TEHCM and ECM
to ensure the latest OEM calibration is installed in the vehicle.
“This reduces the reprogramming hassle for shops that currently
do not have a J2534 device, and eliminates the chance of shifting
or electrical issues,” said Boeglin.
The JASPER remanufactured GM 6T40/45E is covered by a
three-year, 100,000-mile, nationwide parts and labor warranty.
Full warranty disclosure is available at www.jasperengines.com,
or upon request.

JASPER Earns BBB A+ Accreditation Rating
Jasper Engines & Transmissions has earned an A+ rating
from the Better Business Bureau (BBB).
The BBB has determined that JASPER meets BBB accreditation standards, which include a commitment to make
a good faith effort to resolve any consumer complaint. BBB
Accredited Businesses pay a fee for accreditation review/
monitoring and for support of BBB services to the public.
This rating system represents the BBB’s opinion of how the
business is likely to interact with its customers. It’s based on
information the BBB is able to obtain about the business, including complaints received from the public. The BBB seeks
and uses information directly from businesses and from public
data sources.
“Jasper Engines and Transmissions is cognizant of the
importance of building trust and respect and in developing
customer relationships built on honesty and integrity,” said
Jason Hulsman, JASPER Marketing Coordinator. “The BBB
supports our ethical interactions with our customers, both the
installer and the end-user, in the marketplace.”
JASPER has been a BBB Accredited Business since October 22nd, 1999. BBB Business Reviews generally explain the
most significant factors that raise or lower a business’s rating.
Factors that raised Jasper Engine & Transmissions’ rating
include:

•
•
•
•

Length of time business has been operating.
Complaint volume filed with BBB for business of this size.
Response to 18 complaint(s) filed against business.
Resolution of complaint(s) filed against business.

JASPER also wants to say “Thank You” to all our installers
for the favorable comments they post to the BBB, and other
forums, about us. We ask that you continue this practice, as
it creates a favorable impression in the eyes of vehicle owners
who read BBB reviews. These positive reviews will help your
business sell JASPER.
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Ryan Tusing - Working at JASPER by Day... Racing
with JASPER by Night
When Santa Claus, Indiana’s, Ryan Tusing is not working in
JASPER’s Product Development Department, he’s wrenching
on his JASPER-Sponsored Bloomington Speedway RaceSaver
winged sprint car. The racing bug has been with him ever since his
youth.
“I was always a fan of racing, and I watched my Dad race a few
times when I was young,” Tusing said. “So for my 8th birthday, I
got my first quarter midget.”
Ryan raced quarter midgets for a couple years, then moved up
through the micro sprint and mini sprint ranks until he was 17. “At
17, we decided to run 410 non-wing sprint cars for the next three
years,” he said. “After those three years, we decided there was too
much time and money involved to have fun anymore. Racing was
nothing but stress, so we decided to quit.”
After a few years of driving the occasional sprint car for teams
that needed a fill in driver, Bloomington Speedway announced
Ryan Tusing celebrates a feature win at Bloomington Speedway
they were starting a budget racing series. “We decided RaceSaver in his RaceSaver winged sprint car. Ryan is an Associate for
sprint cars were an affordable way to get back into the sport that I JASPER’s Product Development Department.
love,” said Ryan.
RaceSaver sprint cars are similar to winged sprint cars raced across the country, but use a factory cast iron GM 305 cubic inch
block. “We’re very limited in the choice of engine components we can run, and everyone has to run the exact same cylinder heads,” he
said. “This keeps everyone running very near the same horsepower.”
Though the engines produce roughly half the horsepower, their lap times can be faster than a 410 non-wing sprint car. The action on the track happens much faster, but with less horsepower, drivers can’t afford to make a mistake. “This class requires a much
smoother driving style and a very consistent line,” Tusing said. “If you get out of the throttle for a second, you lose several car lengths
to the car in front of you. This kind of racing works very well with my driving style and I am having a blast competing this year!”
Ryan’s enthusiasm is reflected in his 2015 race results. Tusing picked up his second feature win of the season, July 3rd. His first
win took place at Bloomington’s opening night, April 17th. Through seven feature races at the 1/4-mile southern Indiana dirt oval,
Tusing has never finished out of the top five, and is seven points clear of his closest competitor to lead the 2015 RaceSaver point
standings.
“I have to thank Jasper Engines and Transmissions for all their support this year. I couldn’t be at the track every race without them,”
Tusing said. “I would also like to thank Cotey Noble for all his help. He is at the track every race and in the garage with me every time
I need help.”

Elite Announces JASPER-Sponsored Sales Seminar/New
Shop Owner Website
Elite has just launched an all-new website for shop owners. One of the main features of this new website is the Auto
Shop Idea Center – a library of complimentary tips and ideas
that will help you overcome challenging sales objections, and
increase your shop’s sales, customer satisfaction and customer
retention.
The Idea Center also offers marketing and shop management
tips designed to help shop owners build more successful businesses. Elite will be adding new content to the Auto Shop Idea
Center every week to provide shop owners with a consistent
flow of new business building information, so if you find these
tips helpful, you may want to check back regularly for new
complimentary ideas. Check it out at: www.eliteworldwide.
com/auto-shop-ideas.
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Elite’s new website also provides the opportunity to enroll
directly in any of the upcoming JASPER-sponsored High
Impact sales seminars, and because you are a valued JASPER
customer, you are entitled to an exclusive $100 discount. Here
is the latest upcoming JASPER-sponsored seminar:
High Impact Sales Seminar - October 24th, Dublin, CA
We hope that between the Auto Shop Idea Center and these
industry acclaimed seminars, you are able to take your shop’s
sales to a new level!

JASPER Names Supplier Award Winners for 2014
Jasper Engines & Transmissions has named its
Supplier Award winners for 2014 performance. There
were 14 total recipients named in the following three
categories:
GROWTH Awards
AVON AUTOMOTIVE PRODUCTS
S.A. GEAR, INC
DIESEL FORWARD
EAGLE PRECISION PRODUCTS, LLC
SERVICE Awards
SONNAX INDUSTRIES
ELGIN INDUSTRIES
CORTECO
MODERN SILICONE
QUALITY Awards
UNITED ENGINE & MACHINE COMPANY
KING ENGINE BEARINGS
NPR OF AMERICA, LLC
BORG WARNER
EXEDY GLOBALPARTS CORP
Outstanding Individual Partner Award
GEORGE SUTTON - MAHLE
Each supplier received a trophy honoring their key
role to the company as a true vendor partner in 2014.
JASPER presents these awards, annually, to recognize
the company’s Partners in Success.
The Growth Award winners were based on a percentage increase spent from 2013 to 2014 (minimum
spent = $100,000).
The Quality Award listing was established by joint
nominating efforts between JASPER Sourcing and
(Top) John Galloway and Mike St. John of Corteco receive a Service
Quality Teams in key areas such as: Supplier ScoreAward from JASPER’s TJ McAtee. (Middle) TJ McAtee presents a
card Results, Corrective Action Requests, Warranties,
Growth Award to Jerry Mabis of Diesel Forward. (Bottom) George
Quality Control First-Piece History and Quality Issue
Sutton of MAHLE receives the Outstanding Individual Partner Award.
Resolution.
The Service Award winners were established by
joint nominating efforts between Sourcing and Buyers in key areas including: Supplier Scorecard Results, “Can Do” Attitude,
Sense of Urgency, Timely Responses, Problem Resolution, and High Level of Expertise.
The Outstanding Individual Partner Award was established, by nominating efforts of the Sourcing team, in key areas such
as: “Above and Beyond” Daily Support, Timely Responses, Price Negotiations, Critical Decision Making, Part Expediting, and
Overall Collaboration and Partnership.
“JASPER is proud to recognize all of these suppliers this year,” says 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 & Transmissions. In the aftermarket industry, we must all continue to work together to provide the
highest quality product and price those products to provide the greatest value to the customer.”
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How Well Defined is Your Business?

by Joe McDonald, JASPER Regional Manager
all. You can do this quarterly or monthJoe McDonald
ly. For instance, if your goal is $1 million in sales for 2015, then break it down
is a University
to $250,000 goals each quarter. Post it
of Maryland
daily and keep that goal in front of them.
University
If you hit the goal everyone gets a $ gift
College (UMUC)
card, bonus time off, etc… It’s a great
graduate with
way to motivate Associates and create a
an Associate’s
great work environment.
Degree in
Business. Joe
Look at your Associates as your
customers.
A positive work environment
has 22 years of experience in the
will
reduce
turnover
and make your busiautomotive field and 17 years with
ness a place that other talented techniJASPER. He has served as a
cians will want to come and work. We
Regional Manager for the past 14
are in the people business, and creating
years and has served eleven years
a great environment will get you the best
in automotive franchise/franchisor
people. Have short one-on-one meetings
relations.
with your Associates, and let them know
they’re valued, then watch their producClear expectations in a business is
tivity go up. Maybe once a day, or a
crucial to success, but many of us do
not have them. Imagine hiring someone minimum weekly.
outside of the automotive industry and
asking them to be your Service Manager
or Writer. Without a clearly defined
role they wouldn’t know what to do.
Many of you are running a business
generating over half a million dollars
and do not have clearly defined roles
for your Associates. We will breakdown the role of the Owner, Service
Manager/Writer, Customer Service and
Technician in this article as examples.
With clearly-defined roles, we can hold
our Associates accountable and reward
them for behavior above and beyond.
Feedback is critical to one’s success,
and this will allow a more consistent
review to help your business grow.
There are two ways to grow an automotive repair business: 1) Increase your
average R.O. and 2) Increase your average car count. There are many ways
to affect these two pieces, but we will
focus on defined roles.
Owner’s role
Set financial goals and make them
transparent. All Associates should
know the sales goal for the business.
Transparency creates a team environment that will increase productivity.
We tie a bonus into the sales goal for
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Customer Service Role
Keep Customers Happy. Pretty simple, but establish a feedback system to
allow your customers to have a voice.
Technician Role
Provides a thorough inspection of
the vehicle. Some shop owners struggle
with this and how to pay the technician
for his, or her, time. Some technicians
feel that they must be paid for inspections, as they are not able to do other
work. Again, I feel this starts with a
defined goal for the shop and making
sure the technicians see the big picture.
Thorough inspections turn into future
work for him or her. It creates more car
count, increases R.O. and the overall
sales goals for the shop that they are
tied into, as well.

The technician also plays a key role
in Customer Service. They interact
Increase car count by establishing a
with customers every day in different
marketing plan. It is the owner’s respon- areas, including the parking lot. Make
sibility to grow car count, along with the sure they are introducing themselves
manager/writer. The owner’s role is to
and thanking the customer for his, or
drive business with outside marketing
her, business. It doesn’t have to be a
efforts. This could be traditional adverconversation, just a quick “Hello” and
tising, community efforts, sales calls,
“Thank You”. Little things go a long
open houses, car care clinics, newsletters way in creating loyal customers.
and list goes on and on.
Efficiency... There are many ways to
Service Manager/Writer Roles
measure efficiency with your techniIncrease your average R.O. This
cians. The point is to gather that effiis done by educating the customer on
ciency information, then share with your
repairs and recommendations. This will technicians on where they stand with
be taken from the technician’s inspection each other. Many shop owners post this
of the vehicle. As an owner, we must
material to create teamwork, as well.
make sure everyone understands they are This will create the feedback that they
here to increase revenue through educaneed and it will help increase productivtion of the customer.
ity for your lower productive associates.
Increase your car count. This is
done by getting appointments for future
repairs during check out. How many
of you have a goal each day for future
appointments? This is also accomplished
by providing great customer service.
Dentists do it, and so should we.

By creating a work description for
each one of these positions, you will
help define your expectations as an
owner. It will allow for very clear feedback and make it easier to see who your
super stars are.
Finally, thank your customers, give
them something and ask them to come
back.

Drugs and Their Impact on the Auto Repair
Business

by Bob Cooper, President & Founder/EliteWorldwide
we needed to be very careful how we
administered the plan. From that point
Bob Cooper
on, questions continued to arise regardhas functioned
ing how and when to test, and what
as the developer,
we were able to do if someone did test
owner and an
positive.
operator of some
Now here we are just a few decades
of the most suclater, and not only are there many more
types of illegal drugs on the streets, but
cessful auto
as you well know, in some states marirepair shops in
juana is legal. Add to that, many users
North America.
are now abusing prescription drugs with
Bob is a member of the prestigious
the help of questionable doctors, and
National Speakers Association
the use of illegal drugs is more socially
and is one of the nation’s leading
acceptable than ever before. So the
authorities on both personal
question is, what are you going to do
and career success. Today Bob
in these changing times to effectively
speaks nationally, as well as
safeguard your employees and your
internationally, to many trade
customers? And what about your busiassociations, universities, private
ness? As I am sure you’re aware, an
banking groups and Fortune 500
employee’s drug use can lead to injuries
companies.
and losses that will drive up your insurance rates. It can lead to absenteeism,
poor performance, and even theft. If
As we all know, the use of illegal
you’re unsure of what to do, then you’re
drugs has been around for many years.
reading the right article.
From the early part of the last century,
Let’s start with some basic underall the way through the mid-seventies,
standings.
First of all, we need to
the only illegal drug that was worthy
recognize
drug
use as an illness long
of discussion among shop owners was
before we consider any laws that may
marijuana. During those times, even
cases of marijuana use were few and far be broken, or damage caused to our
businesses. By taking this approach, I
between. It was during the early eightfeel we can not only better understand
ies when our nation (and our industry)
those that use recreational drugs (both
began to see a number of other drugs
legal and illegal, as well as alcohol), but
emerge, which resulted in many shop
we can better understand how to deal
owners deciding to implement drugwith those that use drugs.
free workplace programs. I am proud
Secondly, we need to understand
to say that I was one of them, and our
that
by hiring someone that uses illegal
objective was quite simple: To protect
drugs,
not only are we running the risks
our employees, and our customers, from
associated
with employees that use illeaccidents that can be caused by the use
gal
drugs,
but
we are also knowingly
of illegal drugs. Interestingly enough,
hiring
someone
that is breaking the law.
all the top attorneys in America pretty
This is one of the many reasons you
much agree that drug-free workplace
should consider pre-employment
programs would be a gray area, in
testing.
that we had to protect the employee’s
Laws will vary from state to state,
right to privacy, but also had to protect
and
many states now view drug depenour staff and customers. This meant

dency (including alcohol) as an illness.
This means that by employing a drug
user, you may not only find yourself
involved in a situation where you are
unable to terminate the employee, but in
some cases you may be responsible (in
part) for their rehabilitation.
As a shop owner you need to conclude what type of people you are looking to hire, and the kind of culture you
are looking to create in your shop. I
sense you would agree that abstinence
from illegal, non-prescription, drugs is
not only a testimony to someone’s selfdiscipline, but it is a reflection of their
values, as well.
Lastly, I would recommend speaking with an employment law attorney
regarding the discrimination considerations when it comes to applicants that
use legal, recreational drugs such as
alcohol, and in some states, marijuana.
You should also discuss a pre-employment drug testing program with them, as
well as an ongoing drug-free workplace
program that you can implement.
In closing, by implementing a drugfree workplace program in your shop
you will not only be better safeguarding
your employees and customers, but you
will be sending a very powerful message to your community that you are
principle-centered, and that you really
do care about people. Drug use may
very well become more common than
less common, so I would encourage
you to do what your competitors aren’t
doing, and take the next steps to solidify
your shop’s drug-free culture.
Editor’s Note: Visit the Elite Blog at:
www EliteWorldwideStore.com/blog for
additional sales, marketing, and management tips and strategies from Elite
Worldwide President Bob Cooper.
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(continued from front page)
division in size, and we now have the ability to do that,” he
added.
The Division’s new floor space retains its two differential assembly lines. One line is for full-floating differential assemblies,
and the other is a light-duty line for semi-floating differentials.
“Now with the extra space, we have a dedicated disassembly and
inspection area that feeds differentials to the two assembly lines,”
said Douglas. “We also have a dedicated remanufacturing area
for aluminum front differentials, four-wheel drive applications
and select rear-wheel drive applications.”
In addition, the machining area was increased in size to accommodate the repair of full-floating differentials, whether for
spindle end replacement or axle housing straightening. A final
wash system was also added to the remanufacturing process.
“It’s a process we’ve never had before,” said Douglas. “Whether
a housing has been machined or repaired, it is automatically submerged in the final wash, before it goes to assembly, to make sure
there is no foreign debris. We felt we did a good job in the past,
but this process makes us so much better.”
“It’s amazing the difference in the lighting at Power Drive,” he

A final wash system was added to the Differential remanufacturing process, ensuring there is no foreign debris in the
housing prior to final assembly.
said. “Whenever you’re doing inspection, or multiple processes, the JASPER Eco-Tech LED lighting in the building
makes a big difference.”
Power Drive is JASPER’s 5th remanufacturing facility,
joining Wernsing Road and Jasper West (both in Jasper,
Indiana) Crawford County, Indiana, and Willow Springs,
Missouri.

