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On the evening of Friday, November 6, 2012, MATR began their 2012 annual 
membership meeting with a cocktail evening and exhibit tour.  It was terrific to see 
old friends and meet those people with whom I’ve talked on the telephone.  Now 
I have faces to put to those voices.  The longer I’m a part of this industry, the more 
I enjoy how lovely the people are.  They come from very diverse backgrounds and 
tend to be fascinating company at a dinner party.  This year’s meeting proved to 
be another educational and fun event the MATR Board, Randy Scherr, and his able 
staff put together.

The following day, we began by electing officers and directors of the MATR 
Board:  Officers elected were Brad Schwartz (Liberty Auto) - President; Dean 
Yancey (Yancey Auto Sales) – Vice-President; Joseph Heiman (Al’s Foreign Auto 
Salvage) – Secretary; Brent Baumgarten (Countryside Auto & Truck Parts) – 
Treasurer.  The Directors elected were J.C. Shoemyer (J.C. Auto & Truck Parts); 
Randy Smith (Archway Auto Salvage); Chris Richardson (Rich Industries); Mar-
ty Satz (Insurance Consultants); Drew VanDevender (Car-Part.com); Dan Rich-
ardson (Rich Industries).

Afterwards, the minutes from last year’s meeting were approved, the financials 
were presented and reviewed, and new members were introduced:  4 Auto Parts; 
St. James Auto & Truck Parts; West 7th St. Salvage; Vander Haags, Inc.; and 
Grant Iron & Motor.

Randy Scherr then gave an informative snapshot of legislation pending affect-
ing the auto salvage industry.  I must admit I find this one of my favorite parts of 
the meeting. The reporting laws for auto salvage, autos, scrap tires, catalytic con-
verters, etc. can be a strange land and having Randy and his staff help negotiate 
that land is helpful.

The speaker for the day was Chad Counts and he did not disappoint.  The au-
dience popped up and down out of their seats during the morning to declare their 
different personality types as part of the Myers-Briggs Personality Test.  It turns 
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The 97th 
Regular Ses-
sion of the 
Missouri Gen-
eral Assembly 
is under way 
and it promises 
to be eventful 
for a host of 
reasons.  Mis-
souri, like the 

rest of the country, is struggling to create jobs and 
bring down unemployment so many of the propos-
als that have been talked about thus far focus on 
making Missouri more business-friendly.  Among the 
proposals are: worker’s comp and healthcare tort re-
form, reducing the influence of unions, and possibly 
scaling back Missouri corporate income tax rates.

Another issue that has garnered a lot of discus-
sion from cities and utilities is metal theft.  Cities and 

utilities are concerned about this issue for a num-
ber of reasons.  Many urban cities have abandoned 
homes that are ransacked by thieves for their metal 
and are then difficult to sell or rehab and utilities are 
having difficulty keeping valuable infrastructure in 
place because of copper thieves. 

At the time of this article submission, the bills 
dealing with this haven’t been filed but we will 
closely monitor them throughout session to make 
sure there are no unintended consequences to our 
industry.  We have had success in past amending 
similar bills to exclude vehicle purchases with only 
minor commodity metals from more stringent re-
quirements for monitoring and reporting to curb 
metal theft.  

We will forward you any bills of specific interest 
as the session progresses.  

out that the person taking motors and transmissions 
out of cars has a completely different personality 
type than the salesperson behind the counter.  Chad 
addressed the importance of managing employees 
according to their particular personality types. The 
ensuing discussions were interesting and kept every-
one awake. 

In the afternoon, Chad addressed the dynamics 
of a family-owned business.  This industry probably 
has more than its share of inherited businesses and 
it was a topic that fit the audience perfectly.   He 
discussed succession, boundaries, hierarchy, family 

compensation and dynamics, etc.  Chad presented 
options for the best way to handle the problems 
inherent in a family business.  As an employee of 
a family-owned business, it was helpful for me to 
understand these pieces of the business. Now when 
family dynamics pop up in the business, I have a 
model from which to work so that I can advise or 
guide with some knowledge of the wisest way to 
handle these things. 

The meeting ended with a delicious dinner, ter-
rific company, and happy birthdays to some of the 
attendees.  I love learning new things and this meet-
ing took care of that.

MATR’s 2012 Annual Meeting continued from cover

Legislative Report

By Brian Bernskoetter
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Actual Systems of America/Pinnacle

Advantage Metals Recycling

Al-jon MFG

Alter Metal Recycling

American Pulverizer Company

Buddy Automotive Innovations

Car-Part.com

Checkmate by Car-Part.com

Hotlines

Manheim -Total Resource Auctions

Martin Satz Insurance

MCI Cores

PSC Metals, Inc.

Purpose Wrecker

The Connection

MATR WANTS TO THANK ALL OF 
OUR SPONSORS

2012 Annual Meeting

Car-Part.com

Manheim -Total Resource auctions

PSC Metals, Inc

WE ALSO WANT TO THANK ALL 
OF OUR EXHIBITORS

FINALLY THANK YOU TO ALL OF 
OUR MEMBERS WHO ATTENDED, 
SEE YOU NEXT YEAR!
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Advantage Metals Recycling (AMR), headquar-
tered in Kansas City, Mo., has purchased the assets 
and business of Nuelle’s 4X4 Salvage. Nuelle 4X4, 
founded in 1986, operates a scrap metal process-
ing facility and a full-service used auto parts store 
in Higginsville, Mo. AMR is wholly owned by The 
David J. Joseph Co. (DJJ), based in Cincinnati. DJJ’s 
parent company is Nucor Corp.

According to AMR, the new location is consistent 
with the company’s growth strategy and demonstrates 
David J. Joseph’s commitment to expanding its existing 
regional recycling platforms. 

AMR, with more than 350 employees, operates 
15 recycling facilities in Kansas and Missouri. AMR’s 
Higginsville recycling center buys automobiles, scrap 
iron and steel as well as common household nonfer-
rous scrap metal items like aluminum cans and other 
aluminum, stainless steel, copper and brass products. 
The company also sells used auto parts on site.  

DJJ operates a total of 69 scrap recycling facili-
ties, and nine U-Pull-&-Pay self-service used auto 
parts stores.

Reprinted with permission of the Recycling Today Media 
Group, www.recyclingtoday.com

Advantage Metals Recycling Acquires
Nuelle’s 4X4 Salvage
Scrap Metal Company Now Has 15 Facilities in Kansas and Missouri.
By Recycling Today Staff
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Phone: 515-265-5696
Toll Free: 800-717-6505

Fax: 515-265-0817

www.trailsendauto.com

1600 NE 44th Avenue • Des Moines, IA 50313
Mike Swift • Steve Swift 

The best value. The best price. The best service.
When you need quality used auto & truck parts, 

look no further than Trails End.

“Habit is habit, and not to be flung out of the win-
dow by any man, but coaxed down the stairs a step at 
a time.” – Mark Twain

As one who makes a living helping individuals and 
organizations create change, I have had to learn a thing 
or two about what drives habitual behavior and how 
to change it. Throughout my career, I have written and 
spoken a great deal about how perception and thought 
drives behavior (more on this in ‘Myths Tend to Distract 
Us’ and ‘How Stories Determine Outcomes’).  

Today I’d like to focus simply on the emotional and 
behavioral aspects of creating change–or changing ha-
bitual behavior. 

There are six basic steps to developing a new habit.
1.	 You must desire change. 

While change is a necessary part of 
growth and death, there are two main drivers 
that compel most of us to want to change.  
Either we really have to feel a great disdain, 
pain, or discomfort with some aspect of our 
lives, or, we must have 
such a strong desire for 
something we want, but 
don’t have, that the ab-
sence creates emotional 
pain or discomfort.  In 
other words, most hu-
man beings need to feel 
compelled in order to do 
what it takes to change 
their ways.  This implies 
that we need to also be-
lieve that the outcome 
we want is possible.  If 
we don’t think it’s pos-
sible, we won’t be com-
pelled to do what it takes 
to make it happen.  (How 

hard would you work at trying to hit a base-
ball if you didn’t think you could possibly 
hit it?)

2.	 You have to carefully and correctly analyze 
what you need to change.

As human beings, we have a tendency 
to lie to ourselves about ourselves.  We are 
especially vulnerable to this tendency when 
the matter is something we really don’t want 
to admit to ourselves.  I’ll paraphrase a sen-
tence from a conversation I had with my 
friend, Psychoanalyst Curtis Bristol, about 
a year ago.  Denial, once revealed, can be-
come very empowering.  Bring a heightened 
awareness to your consideration of what you 
need to change; our propensity is to consider 
ourselves while in denial of what we don’t 
want to see (which is often the very thing 
that needs to change). Don’t let denial win 

Change for Good: Six Basic Steps to
Developing a Habit
By Joe Caruso
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the day, open your eyes to what needs to 
change.  In this step it is usually quite help-
ful to ask either close friends, or behavioral 
experts, to weigh in on whether you’ve cor-
rectly identified the habitual thinking or be-
havior that really needs to change in order 
for you to get what you want.

3.	 You must be consistent in your approach. 
It has taken your whole life for you to be-

come the person you are today. If you want 
to effect a major change in a particular be-
havior pattern, it will take a sincere and con-
centrated effort. (More about our capacity to 
get in our own way). Just as a smoker cannot 
expect to break the habit by giving up an oc-
casional cigarette, you cannot expect to see 
compelling results by occasionally improv-
ing one or two aspects of what you want to 
improve, whether it is communication skills, 
dieting or exercise. Don’t get frustrated by 
the immensity of the task…remember that 
your life is built in a series of moments. As 
Blythe said, “The most important things in 
the world is always what a man is doing at 
this moment.”

4.	 Keep your approach consistent with your 
personality. 

Years ago, one of my brothers decided 
that he didn’t like the extra pounds he was 
putting on, and he wanted to be more physi-
cally fit.  He decided that he would start lift-
ing weights in the basement alone every day. 
He was fairly successful with this approach 
for about one week, all the while telling ev-
eryone how great he felt, and how everyone 
else should exercise regularly as well. Soon 
enough, however, days would pass between 
workouts. He found many reasons to justify 
his inability to keep his commitment.  His 
desire for change was just as strong, and he 
was still unhappy with his physical condition, 
yet he couldn’t seem to get himself to keep 
his promise to work out every day.  

The problem my brother faced was that 
his solution (lifting weights alone in the base-
ment) was not consistent with his personal-
ity.  He has always had a propensity for doing 
things with a group, not in solitude. Once he 
realized this, he decided he might have better 
luck playing racquetball a few times a week 
with his friends. Once he adjusted his solution 

to match his personality, he was 
able to keep his commitment on 
the regular basis that was required 
for him to reach his goals.  

When you consider your ap-
proach to creating or breaking a 
habit, be sure to factor in your per-
sonality.
5.	 You must have patience.

If you’re the type of person 
who needs to see immediate 
results in order to see the proj-
ect through to the end, I recom-
mend that you set “mini-goals” to 
reach along the way. Rather than 
dreaming of the day when you 
will have completely broken the 
old habits, focus your efforts on 
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one day, one hour, or one opportunity at a 
time. It’s OK to celebrate each victory along 
the way, as long as you remember that it is 
just one battle in a long war. And of course, 
do not use these victories as an excuse to 
justify letting the next opportunity slip by, or 
to stray off course. (Like celebrating losing 5 
pounds with a hot fudge sundae!)

6.	 Analyze past obstacles. 
Determine the things in the past that 

kept you from achieving your desired goals 
and objectives (see hot fudge sundae in #5). 
Once you surface these obstacles, think 
about ways to effectively address them.Hint: 
these obstacles often occur well along the 
way to your goal, as opposed to early on in 
the process. Whether you need to tape an 
image or a slogan to your mirror, put daily 
tasks or reminders in your calendar, or ask 
a friend to play the ‘tough guy’ and push 
you…whatever it takes. Remember that this 
is a process and not instant gratification.  Af-
ter all, it’s past patterns and proclivities that 
got you your current outcome, and those are 
not easily “decided” away. 

While awareness of these six steps can help 
you change habitual behaviors and create desired 
change, keep in mind that throughout the history of 
humankind, change has never been easy.  Change is 
a struggle, but one well worth it if you desire per-
sonal growth.  Over two thousand years ago a guy 
named Hegel wrote, “Struggle is the law of growth.”  
This is no less true in these modern times. 

About the Author:
Joe Caruso is a keynote speaker, business advisor, and 

author of the CEO bestseller The Power of Losing Control. 
His clients include Ford Motor Company, Weller Automotive 
and Truck, Ontario Automotive Recyclers Association, and 
First Auto Parts of Australia. You can reach Joe through his 
website, www.carusoleadership.com.

Advantage Metals Recycling, LLC
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Alter Metal Recycling
Council Bluffs, IA 
(712) 328-2601

American Pulverizer Co.
St. Louis, MO

(314) 781-6100

Barrie Pannett, CPA, P.C.
Chesterfield, MO
(636) 733-2327

Becker Iron and metal 
Venice, IL

(314) 382-3800

Car-Part.com
Ft. Wright, KY

(859) 344-1925

Company Wrench
Carroll, OH

740-654-5304  

Grant Iron & Motors
St. Louis, MO

(314) 421-5585

Grossman Iron & Steel
St. Louis, MO

(314) 231-9423

Hollander, A Solera Company
Plymouth, MN
(763) 519-3231

Insurance Consultants, Inc.
St. Louis, MO

(800) 449-1151

PSC Metals, Inc.
St. Louis, MO

(314) 231-6077

Southern Metal Processing
St. Louis, MO

(314) 481-2800

Vander Haag’s Inc.
Spencer, IA

(712) 262-7000

MATR ASSOCIATE 
MEMBERS

BE SURE TO CONSIDER OUR ASSOCIATE MEMBERS 
FIRST FOR YOUR BUSINESS NEEDS

 VISIT OUR WEBSITE FOR FULL CONTACT INFORMATION
www.matronline.com
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A few years ago, a sales manager inherited a ten-
person sales team that was ranked dead last out of 
64 branches. His one and only producer was an 18-
year veteran with the company. Other than that, no 
one on the sales team had more than one year of 
sales experience or any formal sales training; they 
had only received product training. To make things 
worse, the sales staff had a pitiful attitude. In the 
first two weeks, the manager consistently received 
excuses for poor performance—”I have a lousy terri-
tory!” “Our prices are too high.”

Here are ten steps he took that increased sales 
brought about success:

Step #1: Slow down in order to 
speed up. Analyze the situation.

The manager knew that to obtain extraordinary results 
in business, you first have to slow down before you can 
speed up. He knew he would have to provide sales train-
ing and coaching, but he first had to analyze the situation 
before he could turn things around.

Over the next two weeks, he interviewed each indi-
vidual on his staff and listened carefully. It did not take 
him long to realize that lack of training was not the only 
reason for the team’s failure. The main reason was that 
the salespeople did not believe in themselves.

Other than the one producer, none had experi-
enced the taste of success and the thrill of victory.

The sales manager also lacked a role model. He 
knew that alone he could not fulfill that role. Most sales-
people emulate the actions of a peer they admire. They 
play “follow the leader” with someone they look up to—
and not necessarily their sales manager. Clearly, a leader 
had to be discovered fast.

In the world of sports, the strongest players on 
the team assume a leadership role. This is often 
referred to as “stepping up.” This bewildered sales 
manager had no one who could step up, be a suc-
cess example, or share his or her knowledge and 
skills with less experienced salespeople. The one 
salesperson who was producing had no desire to 
help others. No one else on his team was capable of 
displaying that type of leadership.

Step #2: Make decisions. Create a 
strategy and a written action plan.

The sales manager did what every smart sales per-

Increase Your Sales
Dead last in sales? Turn it around!
By Christine Corelli

MATR Dates of Interest
October 2013

17-19	 NACE Expo
	 Las Vegas, NV

25-27	 MATR Annual Meeting 
	 Hannibal, MO

November 2013

6-9	 ARA Annual Convention & Expo
	 Phoenix, AZ

Becker Iron and metal 
Venice, IL

(314) 382-3800

WELCOME NEW 
MEMBERS
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son does. He created a strategy and written Action Plan 
for Sales Success. Now, execution would be key.

Step #3: Find a success role model.
The manager recruited a new salesperson to be 

a success model. He knew that if he hired the right 
person, that individual could play an important role in 
reversing the downward performance trend.

The sales manager found his new leader when he 
hired John.

The manager told John to stick with him and do 
exactly as he taught him. Over the next eight weeks, 
the sales manager taught John everything he knew. 
Although John had received sales training in his pre-
vious job, the manager coached him on critical sales 
communication skills — listening, asking intelligent 
questions, overcoming objections, asking for the 
business, negotiating, and closing the sale.

John knew the sales manager was counting on 
him and he did not let the sales manager down. In his 
fourth month, this “rookie” produced 200 percent of 
quota! The manager called a sales meeting. He started 
the meeting by announcing bits of information.

Then, he proceeded to give John accolades.
Overnight the attitude in the office changed from 

one of making excuses for poor performance to “what’s 
that new guy doing?”

John’s performance forced 
others to take a good hard look in 
the mirror. That is when the sales 
team finally accepted responsibil-
ity for their negative attitudes and 
poor performance.

Step #4: Train, coach, 
and educate.

The sales manager knew that 
coaching methods based upon 
solid learning principles of spaced 
repetition, positive reinforcement 
and practice were necessary. He 
scheduled weekly sales meetings 
on Friday afternoons. During the 
week he gave homework assign-

ments on different selling skills. Each week a differ-
ent skill was covered. For a while the sales manager 
coached the role-playing.

Then he turned the coaching over to individual sales 
people.

Sometimes he would bring a package of hot 
dogs, yogurt, or an, ugly vase to the meetings. He 
would direct them to take turns communicating the 
features and benefits of whatever he brought and to 
close the sale.

Meetings were always upbeat, interesting, and 
fun! He even held meetings at a nearby playground 
and in the parking lot of the company’s building. (I 
recall a client visit where I saw an example of this. As 
I pulled into the parking lot in front of the building, 
I saw a group of twelve people sitting on the grass. 
They were having a sales meeting! I sat in my car for 
a while to observe. There they were, talking in the 
sunshine and open air where their minds could find 
fresh thoughts. I saw him ask them to stand so that 
energy levels would be high. I found out later he 
often called these meetings spontaneously and did 
not allow cell phones, beepers, or any distractions. 
Smart manager.)

At each meeting, a $25.00 gift card was given 
to the best presenter and a drawing was held for 

Over 35 Acres of Late Model SalvageM d l S lM d l S l

Foreign & Domestic

Remanufactured Engines and Transmissions

Over 35 Acres of Late Model SalvaggeOver 35 Acres of Late Model Salvaggee Model Sal agee Model Sal age
Aftermarket Sheet Metal, Cooling & Lighting

O 35 A fO 35 A fOver 35 Acres ofOver 35 Acres of
www.jcautoparts.com

Remanufactured Enggggines and TransmissionsRemanufactured Engines and TransmissionsRemanufactured Engggines and Transmiiiissions
901 County Line Rd • Monroe City, MO 63456

jcauttopartttts.comwww..jjjcautoparts.comwww jjcautoparts.cwww.jjjjcauttopa tttrts.com
800-678-490800-678-490800-678-490

Auto & Truck Parts
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$50.00 gift card. No wonder people looked forward 
to these sales meetings!

Discussions on the state of their industry took place. 
The team was instructed to research information and 
study their industry for at least one hour every week 
and bring what they learned to the meetings.

Step #5: Coach mediocre sales 
people to greatness or remove them 
from the team.

Far too often poorly performing sales people are 
allowed to continue their lackluster ways. A man-
ager may not want to face the hassle of recruiting 
a replacement or may want to avoid confrontation. 
This is a big mistake.

In today’s world, a sales manager cannot accept 
mediocre sales performance. The best managers take 
a “hands-on” role and provide the coaching the poor 
performer needs to improve performance.

Both the manager and sales person must put 
their hearts and souls into achieving success. If there 
is no improvement, the manager must have the cour-
age to remove from the team any individual who is 
not performing. This may sound cold-hearted but it 
must be done.

Step #6: Set high sales 
performance standards.

The sales manager set high performance stan-
dards for his sales staff. He communicated his expec-
tations. He explained that his purpose was to “raise 
the bar” with standards that consisted of Behavior, 
Activity, and Results. (A simple Behavior standard, 
he explained, would be to arrive in the office every 
morning before 8 a.m. and plan the day. An Activ-
ity standard would be to make a minimum of 25 
telephone sales calls every day. A Result standard 
would be that a sales representative with seven to 
nine months sales experience be able to sell a mini-
mum of $50,000 per month.)

For results the sales manager set two standards. 
The first was a lower “keep your job” standard. Sales 
people who fell below the minimum standard for a 
three-month period would be placed on probation. If 
sales did not pick up for that person the next quar-
ter, that person would have to be “dehired.” Another 
standard performance would be, of course, an even 
higher sales quota.

To maintain high morale, the manager made sure to 
set sales goals that were achievable. To inspire his team, 
he gave each individual a sheet of paper that had one 
thing on it — a number — the commission they would 
make if they meet their sales goals. Smart manager.

Step #7: Remove those below 
minimum standards.

Tough as it is, a sales manager must remove team 
members with below minimum standards. If he or she 
does not, the other sales people will wonder whether 
the company is serious about these standards.

The first person removed will send a message 
that is loud and clear: performance standards will 
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be enforced. If you don’t enforce them, your stan-
dards are meaningless.

Step #8: Coach, coach, and coach 
some more.

The sales manager spent a great deal of time going 
on calls and coaching individual sales people. He knew 
it was the only way to build a dynamic team.

Step #9: Cultivate a fun 
atmosphere and higher quality of life.

Fun in the workplace! What a novel idea! The sales 
manager held a series of contests that helped the sales 
team focus on a team goal.

For example, if the team hit a monthly goal, they 
earned a gift. Sometimes they received movie passes 
for themselves and their families. Other times they 
were given golf outings.

He held blitzes where everyone would pair up 
and make numerous sales calls in two sales territo-
ries to generate leads. The sales group who received 
the fewest leads had to reward the winning group 
with a comedic skit. It was amazing to him how 
creative some of the skits were! One day the nega-
tive attitudes and behaviors they displayed when the 
sales manager was first hired were reenacted.

At that point, he knew he had transformed the 
culture of his sales organization.

Step #10: Know what each 
salesperson wants.

Every individual has something that motivates 
him or her. The sales manager always believed that, 
unless a company gave employees a stake in their 
organization, they could care less about sharehold-
er value. They care about their families and their 
hopes and dreams.

The sales manager found out what every sales-
person wanted and, using this information, helped 
the salesperson reach his or her goals. “You want to 
put that addition on your house, right?” “You want 
to give those kids the best education, don’t you?” “I 
can see you driving that dream car into the parking 

lot already.” “You’ve been working so hard. Let’s 
make sure you and your family can take a nice 
vacation this year.”

The result? Eighteen months after taking over, 
the sales manager’s team had moved from last 
place to number five in sales, having posted the 
biggest increase in sales of any team in the com-
pany. Perhaps a few of the strategies this sales man-
ager applied will help you improve performance of 
your sales team.

© Copyright, Christine Corelli & Associates, Inc. 
Offering Keynotes, Seminars, and Consulting on Top-
ics for “Sales-Service Excellence.” She has worked with 
numerous retail organizations and is a popular speaker 
at retail industry conferences. To learn more, call (847) 
581-9968, or visit www.christinespeaks.com



Date of Application:_________________________________ 	 New Member  r 	 Renewal  r

Company Name:___________________________________________________________________________________________

Mailing Address:___________________________________________________________________________________________

City:_________________________________________ State:____________________________ Zip:_________________________

Business Phone:__________________________________________Fax:______________________________________________

Owner/Key Contact_ ______________________________________________________________________________________

E-Mail:___________________________________________________________________________________________________

Active/Regular Membership:  Ownership interest in an automobile and truck recycling business  operated within the State of Missouri 

and deriving a substantial portion of income from the sale and exchange of used automobile and truck parts provided, however, that a person, 

who does not possess an ownership interest in an automobile and truck recycling business operated within the State of Missouri but who is 

engaged as the full-time manager of such a business, shall with the written consent of the owner thereof not be denied membership.  

Associate Membership:  Any entity or person not meeting the eligibility requirements for active membership as herein above provided shall 

upon the approval of the Membership Committee be eligible to become an Associate Member of the Association.

Please check one:

	 r Regular Member	 $400.00

	 r Associate Member	 $275.00

Additional Locations are charged $200.00 annually

Signature:_ ______________________________________________________________________ Date:_____________________

MISSOURI AUTO & TRUCK RECYCLER
MEMBERSHIP APPLICATION

•	 The MATR retains the services of legislative counsel in Jefferson City 
to monitor proposed new laws, changes in current laws and new 
regulatory proposal and rules changes.

•	 The MATR publishes a newsletter 6 times a year at no charge with 
the latest information on business tips on subjects ranging from 
insurance, to updates on new products and services and more.

Make check payable to:
MATR

P.O. Box 1072
Jefferson City, MO 65102-1072

Why Should You Join?

Thank you for your support!

Please Return to: 
P.O. Box 1072

Jefferson City, Missouri 65102-1072
(573) 636-2822

Fax: (573) 636-9749
www.matronline.com

•	 The MATR maintains a worldwide web site at www.matronline.com featuring information about the industry 
for consumers, a membership and associate member on-line roster with direct links to their web sites.

•	 The MATR produces an annual convention & trade show featuring exhibitors showing off their latest 
•	 The MATR maintains an office reachable 24 hours a day, 7 days a week by phone or fax
•	 All this and more for only $400.00 a year! 



4-Auto Parts, LLC
(816) 256-4479

A1 Auto Recyclers
(573) 442-4343

Al’s Auto Salvage & Sales
(314) 382-6112

Al’s Foreign Auto Salvage & Sales, Inc.
(314) 382-5404

All Star Auto Salvage
(816) 921-9999

Archway Auto Salvage & Sales, Inc.
(636) 671-1120

Auto Parts Company
(636) 366-4966

B & B Import Auto
(417) 725-5296

B & W Truck Repair, Inc.
(573) 393-2357

Car Tech Advantage, LLC
(417) 862-1641

County Line Auto Parts
(816) 697-3535

Countryside Auto & Truck Parts
(636) 928-6792

Davis Auto Wrecking
(816) 229-3432

Delta Auto Parts & Salvage, Inc.
(573) 379-5438

E & J Auto Salvage
(636) 479-4132

Fierge Auto Sales
(800) 252-9025

Forty Three Auto
(417) 781-7904

Frontier Auto & Truck Parts
(660) 359-3888

Higbee Auto Service
(660) 456-7201

Highway 160 Import Salvage, Inc.
(417) 725-4061

Hillsdale Auto Parts
(877) 385-9950

J.C. Auto & Truck Parts
(573) 735-4800

Jack’s Auto Salvage
(636) 947-6005

Johannes Auto Sales, Inc.
(573) 243-3506

Keystone Kansas City 
(LKQ Corporation)

(816) 921-8929

Keystone Springfield 
(LKQ Corporation)

(417) 582-1995

Keystone St. Louis 
(LKQ Corporation)

(314) 298-7766

Late Model Auto Parts
(816) 483-8500

Liberty Auto Salvage, Co.
(314) 531-4141

Mack’s Auto Parts, Inc.
(314) 638-5447

Meadows Auto Inc
(417) 491-4934

Midway Auto Parts, Inc.
(816) 242-0100

Modern Imports, Inc.
(314) 638-6040

Mott Auto
(417) 532-3914

Northside Auto Salvage & Sales
(314) 382-8989

Nuelles 4x4 Salvage
(660) 584-7989

O-K Auto Parts, LLC
(314) 652-1144

Perrigo Body Shop
(660) 397-2195

Pick-n-Pull Auto Dismantlers
Kansas City

(816) 231-1618

Pick-n-Pull Auto Dismantlers
St. Louis

(916) 681-3463

Rascal Flats, INC.
(660) 388-6389

Rich Industries
(816) 861-3200

Rogers Wrecking & Salvage
(417) 532-3731

Sapulpa Auto Pool of Kansas City, LLC
(816) 380-5151

Sorrels Auto & Truck Parts
(573) 445-4451

Springfield Iron & Metal
(417) 869-7373

St. James Auto & Truck Parts, LLC
800-264-3294

T & L Auto Sales Salvage, Inc.
(816) 630-7530

Thompson’s Auto Sales
(573) 223-7338

Trump Trucks
(660) 727-2387

West 7th St. Salvage
417-623-3255

Yancey Auto Sales & Parts
(573) 565-3508

MATR Regular MEMBERS

BE SURE TO CONSIDER ALL OF OUR DIRECT MEMBERS 
FIRST FOR YOUR BUSINESS NEEDS

 VISIT OUR WEBSITE FOR FULL CONTACT INFORMATION
www.matronline.com

Join us and just see 
what we can accomplish together!
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