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JC Specialty:
Their Passion For Racing Drives 
The Business

Cliff Loss Jr., Cliff Loss Sr, and Jason Koch

JC Specialty’s Shop.

Cliff Loss is 58. At that age, 
you’d expect him to be winding down, 
sneaking an afternoon nap and watching his 
grandchildren run circles around him.

For Loss, that’s not in his 
character. In fact, he’s the one 
running circles. Only with him it’s on 
the race track.

“It’s in my blood to race,” Loss 
admit ted proudly. “Whether it ’s 
racing motorcycles, drag racing, 
snowmobiles or karts, I’ve always had 
the competitive spirit to get on the 
track.”

A decades-long career in 
kart racing has brought him some 
accolades, that’s for sure, but he had 
to make a living so he could afford 
participating in his “other” career. 
He’s able to do that because of his 
business, JC Specialty, a wholesale 
distributorship for the karting industry 
out of Penns Creek, Pennsylvania.

Oddly enough, if he wasn’t 
approached by someone who 
invited him to race, he never would 
have gotten back into racing or 

even building his own karting 
business.

“When I decided to get 
into business, it was pretty 
much just for motorcycle and 
snowmobile repair and some 
inspections,” Loss said. “I was 
a year into my business in 
1979 when this guy from New 
Jersey visited my shop for some 
service and asked me if I might 
be interested in going to a kart 
race with him and his son.

“For me it was like ‘been 
there, done that,’ because I used 
to race karts in the early 70’s. I 

was a four-cycle guy and everybody 
around me was a two-cycle (racer); 
I was lukewarm to the idea. Then 
I got in a kart again and all the old 
feelings of competitiveness took over. 
I thought I was off the juice, but once 
I took one sip, I fell in love with the 
sport again.”

It was a natural progression 
for him to seek other business 
opportunities in the karting arena. At 
the time, there wasn’t a great deal 
of customer support companies who 
dealt with kart parts. With so many 

karting tracks popping up, Loss remembered how fortuitous his decision was 
back then.

Problem was, as a former motorcycle mechanic, the money tree looked 
more like the Christmas tree in the “Charlie Brown Christmas” show from years 
back–barren. 

“For a long time we lived on my wife’s income,” Loss remembered. “But that 
was ok, I could see what we were doing was helping us go in the right direction. 
It certainly became a cutthroat business, but that’s what I liked about it. With me 
being so competitive anyway, I just figured that if a guy could make some pretty 
decent money in this world, this was the business to do it.”

The key was to align himself with suppliers in the karting industry that were 
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“Change is constant and if you 
don’t look ahead five years, you 
won’t be growing. Sometimes 
you’re wrong and sometimes 

you’re right, but at least you’re 
moving in a direction.”

Cliff Loss Jr. at front counter.

JC Specialty’s Showroom.

Jason Koch at front counter.

just as motivated as he was to succeed. Over the 
course of several years, he has developed a line of 
supplies that would encompass every part of a kart. 
In short, if you need a certain kart part, JC Specialty 
most likely has it.

With the advent of more technologically 
advanced karts, it’s created a necessity for Loss to 
constantly reevaluate his lines to accommodate the 
needs of every karter. It’s certainly been a learning 
experience, he maintained.

“When I first started this business, I was basically 
flying by the seat of my pants,” he said. “You’d pick 
a line that you think would be perfect and sell well, 
but I’ve discovered that mistakes happen along the 
way. Some of the stuff we’ve done didn’t go over like 
we thought. We’d have this whole shelf of products 
and all of a sudden it’s not such a hot ticket. So you 
have to get rid of it, grit your teeth and go right back 
at it. If you worry about making decisions, wondering 
if something will work or not, you’ll never make any 
decision in your life. Why be in business?”

Always keeping one eye on kart racing trends 
and the other on his business, Loss has seen many 
changes come across the pike. It used to be the best 
kart chassis would be in the winner’s circle. Then it’s 
the best engine. Now, he can see racer’s are now 
looking for the best tires. In fact, his son, Cliff Jr., 
primarily is the “tire guru” for the company because 
of the growing needs of the masses. “It just drives 

you nuts trying to keep up with all the changes. But 
if you don’t, you’ll see yourself falling behind,” Loss 
said.

By being a nationally linked business, he’s had 
the luxury of seeing those different trends cropping 
up, and it has enabled him to adjust to all the 
changes. If one area of the country is down based 
on what people are telling him, he sees another area 
that is increasing in popularity.

“We kind of keep an even keel on everything,” 
Loss said. “It seems like locusts–every 5-7 years 

you see it booming up again. I have no clue why 
that happens, but it must be people get tired of (kart 
racing). Then you find people being reintroduced to 
karting, much like I was. 

“With me being on the kart circuit so much, I 
have people come up to me and say, ‘Hey, Cliff, how 
ya doing?’ I’m trying to figure out who they are and 
realize I haven’t seen them in 10-15 years. The great 
thing about it is that those guys are bringing their 
kids into karts. That’s why I like to be out there to 
meet people. I don’t think I would have succeeded 
otherwise, because I wouldn’t have witnessed what 
people are looking for.

“If you would have asked me 25 years ago, what 
I’d be doing now, I’m not sure what I could have told 
you. Maybe out of business,” he chuckled. “What I 
learned pretty fast in this business is that change is 
constant and that if you don’t look ahead five years, 
you won’t be growing. Sometimes you’re wrong and 
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Available at American Power Sports, Arsenal Racing, Comet Karts, Empire Karts, 
Franklin Motorsports, Pitts Performance, and Russell Karting Specialties.

Phone/Fax: 805-650-0369
P.O. Box 1396, Goleta. CA 93116

ALLEN SAFTBLOK2

27 Year
Duffy Sponsor

 New from MTE industries the Allen SafTblok2. Design for 
all socket head cap screws Metric and SAE.

With an added plus can be used as a tubing drill guide. As 
with all the SafTbloks, this takes the headache and hassle 

out of drilling safety wire holes. MSRP is $ 32.99

Heather Kurtz, Shipping Clerk.

Matt Hummel, Xtreme Powerplants engine builder.
Jim Schutt, packing.

sometimes you’re right, but at least you’re moving in a direction.”

One of the things he had on his side was with his attachment to kart 
racing; it always seems to go back to that. Along 
with participating in his avocation, he has no qualms 
about self-promoting his business.

“People have known us forever,” Loss said. “But 
it all boils down to having what the customer wants. 
When I bring my trailer I carry items that other racers 
may need. If somebody asked me if I had something 
and I didn’t have it, I’d write it down. If he asked me 
again a second time, I’d put it in my trailer. I’ll bend 
over backwards for someone, because I don’t want 
him getting mad at me. The bottom line is giving the 
guy what he wants.”

Along the way, he was winning several races. He 
learned very quickly that excelling on the track meant 
excelling in the business world as well.

“If you win, you sell, much like it is in NASCAR,” he said. “You win on Sunday, 
you sell on Monday. You know anybody could sell if you don’t race. You could even 
tell how to set up a car, but you’re telling them what people are telling you. You go 
to ten different people and you get ten different answers. How are you supposed 
to help a guy unless you actually race yourself?”

With that philosophy in tow, his business steadily increased. As in most 
businesses who see burgeoning sales, his old building simply could not contain 
everything he wanted carry. One too many sardines in a can makes for cramped 
quarters, you might say. “I don’t want to candy coat it,” he said. “but we weren’t 
efficient with the space that we had. We were way too small for the items that we 
were carrying.”

So the next step for him was to move about a mile out of Pens Creek into a 
larger facility about six years ago. Remember his credo about making decisions 
with conviction? He made it, but not without some reservations.

“I’m telling you 
what,” he laughed. 
“deciding to move to 
a larger facility is a 
perfect example of the 
type of guy I am. I was 
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Machine Shop.

Heath Moyle, Machinist.

deathly afraid to expand because I knew how much 
money I’d have to put up for a new building.”

He took the leap, however, and after six years of 
steady growth, he hasn’t looked back. “Hindsight’s a 
good thing, you know? If I had known how much my 
business would have increased, I would have done it 
sooner. Not only that, I would have made it bigger.”

With the larger capacity, he’s seen his business 
escalate 600 percent. That’s a pretty hefty increase, 
but given Loss’s penchant for remaining focused on 
his goals and keeping things on an even keel, he 
made it a point not to get caught up in his financial 
windfall.

“The first couple years, it was kind of scary,” he 
remembered, “because I’ve known a lot of people 
whose business escalated so quickly that it got out 
of hand. The next thing you know, they didn’t have a 
business anymore.

“I’d like to think I knew how I didn’t fall into 
that trap, but I honestly couldn’t tell you how I did it. 
I guess I was from the old school in that I grew up 
not having much, so it didn’t matter if I had anything 
or not.”

Now that he’s streamlined his business, he’s 
able to focus on all the different aspects of JC 
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The warehouse.

Albert Ranck, Receiving Clerk.

Specialty. Along with focusing on tires, 
the company does a great deal of machine 
work, working on the blocks and heads for 
racers, but because parts are so readily 
available for racers, Loss understands how 
easily motors can be built. The key is to 
be consistent with what you do and have 
the type of engine that will not only last a 
long time, but also is relatively inexpensive 
to run. That’s why he’s chosen the Animal 
engine primarily. 

“When you go to races and see the big 
“X” on the front, you know it’s one of our 
engines,” Loss said. “I told my mechanics 

that we were going to do the Animals because that’s the next 
best thing. It’s an overhead valve engine, because they don’t 
make flatheads anymore. With it being one of the cheapest ways 
to go engine-wise, I think we have the right one for many of the 
karters out there.”

Loss makes his business decisions now because he’s been 
around the block a time or two (or race track in his case). He’s 
not like Donald Trump where he sports his comb-over coif in a 
grandiose fashion merely so people can see him out on the race 
track for self promotion. He generally likes to be a part of the 
kart racing community. He peppers his competitiveness on the 
race track and the business world with a dash of humility. You 
could say that’s how he has garnered the respect of his peers.

And when he stuffs himself one more time in the small 
confines of a kart, it’s best not to take him for granted, that 
the old guy is just out there just to get the adrenaline pumping 
again. He’s there to win, baby, though he is a bit tempered these 
days now.

“I used to have to race and win,” Loss said. “It didn’t matter 
what it cost me. I would win a lot with that attitude. And the 
funny thing is we don’t race for money. We race just as hard 
for the trophy as we would for a thousand bucks. If you’re 

serious about racing, you should be serious about 
winning.

“Though I still have a competitive spirit, I’m 
not so bad anymore. If I have a good race with 
a guy and I don’t beat him, it’s not because I 
wasn’t trying to win with the best of what I had 
out there..”

Eventually, he’ll have to retire from his 
business. But just like his racing career, don’t put 
a time frame on him.

“Whenever I win a race, the announcer always 
asks me when I’m going to give up racing,” Loss 
laughed. “I always tell them when I’m six feet 
under. I tell my wife the same thing. My dad was 

88 when he died, and he worked right up to his last day.”

The years will creep up, the knees will be too sore from crouching in the kart 
one too many times, but after he finally retires from JC Specialty, his sunset will 
not be spent teetering in his rocking chair on the front porch reading the morning 
newspaper.

“Maybe I’ll just be a professional racer,” he said.  
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