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“We want our customers to think of us
– Transtar Industries – as a service
provider first, rather than a product

company,” explains the company’s CEO, Ed
Orzetti, who joined the company just a few
months ago. “Our ‘service’ is getting the right
parts to the right place when our customers
need them. 

“The lion’s share of what we do is distribu-
tion. While it is true that we have very signif-
icant remanufacturing operations that
produce physical products, to our customers
we are primarily a service provider – a com-
pany that is about delivering products. The
most valuable thing we bring to the table is
the knowledge and experience of our peo-
ple.”

Kevin Rozsa, Vice President of Global
Distributors and Marketing, states, “Ed is a
real down-to-earth guy who values family
and hard work, and holds himself and others
to a high ethical standard. He is a car guy at
heart – the fully customized truck in this pic-
ture is his daily driver.

Transtarʼs recently 
consolidated 
converter 
operation in 
Cookeville, Tenn., 
produces both the 
DACCO and 
Transtar/Recon 
lines of torque 
converters.

Transtarʼs recently appointed CEO Ed Orzetti is a West Point
graduate, an Army veteran and a veteran of aftermarket
manufacturing and distribution.



“Ed came to us from the
performance automotive
parts business; he really un-
derstands aftermarket distri-
bution and is committed to
the long-term success of our
company,” Rozsa continues.
“When he first joined us he
did some undercover work at
over 10 of Transtar’s more
than 85 locations, and he
learned some very notable
things.”

“I think the most impres-
sive aspect of my undercover
visits was the discovery of
how pleasant our people
were, no matter which
branch I visited,” Orzetti explains. “I learned that we
have great people in this company; people who know
and understand the business, who are extremely loyal
to our company, and who are intent on serving our
customers.”

“Ed has quickly taken to his leadership role with
the team,” Rozsa says. “Although his office is in
Cleveland, Ed understands that the most important
part of our business is conducted at the local branch
level. He spends most of his time on the road visiting
with employees, customers, and suppliers. In his rela-
tively short time with us Ed has already visited more
than 35 of our locations.”

Rozsa continues by explaining, “The balancing act
here is that every branch falls into one of our regions
led by a very experienced industry veteran. The
branch managers function in a somewhat independ-
ent fashion, running their individual branches to best
serve customers in the local area.

“That’s important to making sure that we continue
to think and to function as the customer-focused dis-
tribution company that Ed describes. Because of our
size, we are able to provide the advantages of a large
company to each customer on a local level – support-
ing those efforts in such a way that every branch man-
ager and sales rep has instant access to every item in
inventory and all support available in the Transtar
system.”

During the past year the
Transtar website has been

redesigned and retooled to, in
the words of company execu-
tives, create a more engaging
experience for customers. The
website uses a responsive
design, which adjusts to fit per-
fectly on any screen; this
ensures all information is easy
to navigate, regardless of
whether customers are visiting
the site from a laptop, tablet,
or smartphone.

“Prior to the redesign we
completed a full analysis of our
website,” Stephanie Cargill
adds. “We asked what cus-
tomers were looking to accomplish when they visited our
site and incorporated the top five things into the design. 

“The site houses a tremendous amount of product
information and technical reference material organized in
a manner that makes sense to customers. Enhanced
product images help customers know that they are
choosing the right parts for each job.” 

Using eSource®, Transtarʼs exclusive online ordering
system, customers can find the parts needed for a spe-
cific job in a number of cross-referenced indexes that
include year/make/model, VIN number, OE part number,

Transtar part number, or aftermarket manufacturer prod-
uct number. 

Corby Wilemon, Regional Vice President, explains
further, “Part selection can also be accomplished by
clicking on the photos we pro-
vide for identification purposes
on the site. For instance, if itʼs
a drum thatʼs needed, clicking
the picture of the drum can
start the ordering process.
Using the part numbers, we
could, for example, search for
a seal and eSource will find all
available options in the sys-
tem, whether it is OE or an
aftermarket alternative.

“There are some very busy
shops that have come to rely
on eSource for nearly 100% of
their ordering. And we continue
to serve those more traditional
customers who use the web-
site only occasionally, preferring to interact with a sales
rep on the phone.”

“Making it easier for customers to order includes
accessibility from smartphones and other mobile
devices,” Stephanie Cargill says. “We have added those
capabilities as part of our ongoing commitment to keep
up with the desires and needs of our customer base.”

Stephanie Cargill is
Transtarʼs marketing
manager.

Kevin Rozsa serves
as Transtarʼs VP of
global distribution
and marketing

Selling Via Support

Corby Wilemon,
Transtar 
Regional VP



Faster

Mike Cargill, Senior Product Manager, says that he
and his peers are responsible for making sure that all
products, whether they come from a Transtar plant or
from one of the distributor’s
many suppliers, are the best
possible components. “It’s
not just about the parts,”
Cargill states. “It’s about
finding ways to make doing
business easier for our cus-
tomers.”

Product Manager
Christopher Whitworth adds,
“To make sure we stay
locked on to customer needs,
we are doing a lot of market
research. Using this informa-
tion we are able to have the
right inventory in the right
places. We also realize that we
need to be moving as fast as
we can to source for the six-
speed, seven-speed and eight-
speed applications because, to
be successful, we need to have
all those parts in our portfolio
in the very near future.”

“Perhaps no product line is
expanding more quickly than
electrical components,” says
Joe Kerick, Product Manager.
“Variable bleed solenoids, for
instance, are the latest trend.

There’s a lot of attention on these components that
have found favor with OE transmission designers. At
this moment we don’t have an aftermarket supplier
with the technology to manu-
facture these components, so
we’re seeking an aftermarket
solution.”

Regional Vice President
Jason Ganim says that in his
region the Norfolk branch has
been enlarged to include
parts-display areas that pro-
mote the breadth of the entire
line. The branch also will
begin stocking rebuilt trans-
mission units that he says are
increasingly in demand by his
branch’s customer base.

“More than ever before, we
have expanded our efforts to
visit customers’ businesses,”
says Stephanie Cargill,
Transtar’s Marketing
Communications Manager. 

Steve Parrish, Regional Vice
President, adds, “In many
ways it’s good to get back to
the old ways of doing business
– building relationships by get-
ting out of our offices and vis-
iting with the customers.
We’re trying to be inside as
many locations and to support

The change in trend
when you look at the

period from the early 1970s
to now is a reaction to the
federal governmentʼs regu-
lation of CAFE standards,
Mike Cargill reports. “Those
regulations, more than any-
thing, are driving the techni-
cal advancements in the
powertrain. OEMs are
somewhat limited as to
what they can do with the
propulsion platforms. There
is research being done
there but that takes time,
whereas shorter-term
changes can be made in the transmission. Because of
that, the transmissions weʼre seeing today arenʼt going

to be around for a 15-year production life cycle.
“Before, we would wait for what we referred to as

the ʻsqueal factor.ʼ When customers would begin to
request parts for new transmissions, we still had time
to react. There was time to find sources for the parts,
time to develop technical support, time to work with our
suppliers to get those parts ready for market. 

“Because the unit production cycle will be shorter
going forward, our efforts need to take place earlier in
that cycle. Generally speaking, there will be fewer of
each unit produced. Right now theyʼre manufacturing
the heck out of the 6T70 but thatʼs not going to last for-
ever. The 8L90 is dropped right into the same spot as
the 6L80 and 6L90; 10-speeds are coming to vehicles
right behind the eight-speeds. Again itʼs the CAFE
requirements that the OEMs must achieve by 2025
thatʼs driving the development of new transmissions.
By that time the requirement is that the fleet average
for each manufacturer be 50 miles per gallon.”

Senior Product
Manager Mike Cargill

Product Manager
Joe Kerick

Regional Vice
President Jason
Ganim
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Vice President
Steve Parrish
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Christopher
Whitworth



as many organizations as we possibly can. It’s a focus
of our effort to build and maintain our customer rela-
tionships.

“The shops still continue to work daily jobs. With
the proliferation of the units they are dealing with,
they are depending on our inventories and technical
knowledge to keep them in the game. We have to
maintain a level of training so that our associates un-
derstand the new transmissions and the new parts
that are needed to service and rebuild them. And we
have to be available to deliver the parts, something
we are very good at doing.”

Transtar’s largest remanufacturing operation is the
Dacco plant in Cookeville, Tenn., that the company
acquired in 2014 through the purchase of ETX. Since
that time, Transtar relocated its other two remanufac-
turing facilities to Cookeville, which has the capabili-
ty to handle the additional volume. In addition to
torque converters, marketed under the Recon and
Dacco brands, the company processes used and re-
manufactured hard parts.

“What’s going on in the
Cookeville plant is that we’ve
basically doubled our output
over the last year,” Orzetti
states. “Jay Peterson, Director
of Remanufacturing, is a very
sharp guy who is doing all of
the right things to implement
best practices as the plant ab-
sorbs the new volume levels.

“In the past several months
we have deployed a new quali-
ty-control system at the plant
that ensures that each torque
converter is built to very pre-

cise specifications,” Peterson explains. “This digital
information backbone tracks and collects data on each
converter. At the end of the line all converters are leak
checked, have a final dimensional check, and are bal-
anced.

“We’ve supported these process improvements
with a comprehensive training program for our em-
ployees, supervised by instructors with decades of ex-
perience building torque converters. Certified
employees bring their expertise to the manufacturing
floor to build the highest quality converter.”

Rozsa adds, “One of the things that is a real plus
for us is that we have two very well respected brands
of converters bearing either the Recon or the Dacco
brand name.

“In the Dacco tradition, we are continuing to run
more than a dozen tractor trailer routes throughout
the east and central regions, managed by Don Looper
(VP U.S. Distributor Sales) and Jimmy Key (Sales
Manager). These routes service very loyal Dacco dis-
tributors who have been serving transmission shops
in their regions for many, many years. These ‘rolling
warehouses’ continue to be a great feature we can
offer to distributor customers.”

“Operationally, every company has challenges –
things to fix and things that can be improved,” Orzetti
concludes. “Transtar’s philosophy is one of continu-
ous improvement, and when you have the kind of
people I have met since joining Transtar, addressing
those issues becomes much easier. 

“We know that customers have high expectations
of Transtar’s ability to deliver nearly every unit, kit,
component and tool needed to compete in the trans-
mission business. That’s our competency; it’s what
we’ve been good at for 40 years and what we will be
concentrating on every day going forward.” TD

Director of
Remanufacturing
Jay Peterson

A majority of the kit assembly operations for Transtarʼs network of facilities takes place here in Florence, Ala.




