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ship of the Missouri Auto & Truck Recycler Association

From the President

By Chris Richardson

Women in Salvage

A new era is upon us. We have a new president. For good or for bad, President
Biden is now the President of the United States. However, for many people he is
not the biggest change to the current administration, that would be our new Vice
President. Kamala Harris is not only a person of color, but a woman. I can’t tell you
much about her politics at all, but [ am excited to see if having a female Vice Presi-
dent will make a difference. Just as [ am excited about the prospect of more women
taking on roles in the salvage industry.

As most of you know, for years & generations, the auto recycling business has been
an industry where men make up the majority. Yes, there have been women in vari-
ous roles but I think we can all agree, for every 1 woman there are 10 men. | would
like to see this change. Having the presence of more women in the industry could

assist in quickly changing people’s perception of what a salvage yard is.

This field is changing rapidly. The customers we have today, are not the same type
of customers that our parents served. Women are multi-taskers. That is key to suc-
ceeding today. We need employees who can stay organized and do several things
at once. Women do this. But, [ do know that women don't always feel welcomed
into roles in male dominated business. That is why we need to rethink the old ways
of doing this and set our sights to the future. Being a business that employs women
& caters to women will not only make women feel welcomed and empowered, it

also creates a whole new customer base for our businesses.

Whether it’s selling parts behind the counter, running an ebay store, pulling parts
in the yard or managing inventory, we should all open our minds to the idea of
women in the auto recycling industry.
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Inventory Buddy

Inventory Buddy Shortens Your Time for Inventory Entry!

» Paperless Inventory System with virtually no typing required. Inventory in ==
the Palm of your Hand. The software works on a Windows GO or Surface TSR Bl e
tablet (you purchase separately).

» NEW! Loose Parts Pictures & Parts Auditing- Manage your existing
inventory by Location, Tag or Stock Number. Take pictures of your Existing 1 s o e et o it .
Inventory and attach to the part or stock number (Powerlink). b _ b

» NEW! Inventory Buddy now checks RAS for Recalled Parts Automatically viver btter
using the NSVRP Recall system (www.NSVRP.com — see tablet screen to T e .
the rlght) P s el Bsin vl e [

» Integrated Pictures - Take pictures on the tablet, transfer to Final Desktop
Review and seamlessly transfer to Yard Management System. Offline/ =

Alternate Image Storage and Backup Options available also.
» Integrated Data Sharing from Bid Buddy to Inventory Buddy - Your buying The et B T o e 9 A e e

decisions, good parts selection, pricing and auction images transfer to

Inventory Buddy when a purchased VIN is loaded on the inventory tablet.

e PRt A 1 1eratl
» Third Parly Companies Integrated in Inventory Buddy 60-Day

« IAA Data Service - Helps identify and select interchange (requires a Money Back
IAA user and password) G”ara",tee"

« RAS Cores - Manage and sell cores within the worksheet on the
tablet and the Final DesktopReview (requires a user and password)

« URG Cores - 60 day free trial for non URG Members. Have access to all
the core companies nationwide. Included in your URG benefits.

« Comp Nine Total VIN Decoder — Actual manufacturer build sheets on
domestic VINs. Use as a reference tool to select interchange (Subscription additional).

Inventory Buddy $1,500 Annually
Hollander reseller monthly payment plan available. Monthly for $137.50 when contracted through Hollander or Powerlink.

Bld Buddy

NEW! Triple Score helps customize your buying with 3 QCI Buyer Profiles labeled red, white, and blue. Now you can have three
strategies to your buying and all displayed within the vehicle evaluation. Late model for mechanical parts and older models
for body parts.

» NEW!NSVRP Icon is either a green ladybug meaning there are no recalls on this VIN or a red ladybug meaning there are
recalled parts. Be safe and don't bid on or sell recalled parts.

» NEW! Bid Buddy now shows you Global Reruns and shows every instance this VIN has been at auction. This Mercedes was at
auctions 7 times and sold 3 times from all 3 major auction houses. Bid Buddy retains the images from each auction run so you
can see any changes in condition.

» NEW! Auction images are integrated in Bid Buddy in the Bid Screen. Just hover over a part type and the images appear for
quicker and easier damage selection.

» Evaluates auction website inventoryin seconds. Lists the vehicles by the highest degree of need so they will turn faster and

avoid the duds.
Bid Buddy $1,800 Annually

Hollander reseller monthly payment plan available. Monthly for $165 when coniracted through Hollander or Powerlink.
All inclusive Support, Installation, Training, IC Updates and Software Upgrades

866-337-1177 - www.buddyai.com - sales@buddyai.com




MATR’s 2020-2021 Officers
and Board Members

Officers

President

Chris Richardson
Rich Industries, Inc.
Kansas City, MO
chris@rich-industries.com

Vice-President

Mark Baumgarten
Mack’s Auto Parts
St. Louis, MO
sales@macksautoparts.com

Secretary

Rhonda Fanning
43 Auto Recycling
Joplin, MO
Rhonda@43auto.com

Treasurer

Jason Tourville
Hwy 160 Import Salvage
Nixa, MO
jason@160auto.com

Ex-Officio

Eben Shantz
Modern Imports
St. Louis, MO
eben@modernimports.com

Board Members

Out-State (6)

Ruth Ann Mott (2023)
Mott Auto Inc.
Lebanon, MO
ramott1 @hotmail.com

Dennis Roberts, Jr (2022)
County Line Auto Parts
Kingsville, MO
dennis@countylineautoparts.com

Curt Saxbury (2022)
St. James Auto & Truck Parts, LLC
St. James, MO
curt@stjamesautoparts.com

J.C. Shoemyer (2021)
J.C. Auto & Truck Parts
Monroe City, MO
jshoemyer@jcautoparts.com

Dean Yancey (2022)
Yancey Auto Sales
Perry, MO
dean@yanceyauto.com

- vacant seat - (2021)

St. Louis (2)

Brent Baumgarten (2023)
Countryside Auto & Truck Parts
Wright City, MO
brent@countrysideautoparts.com

Eben Shantz
Modern Imports
St. Louis, MO
eben@modernimports.com

Kansas City (2)

Ryan McDill (2021)
All Star Auto Parts
Kansas City, MO
rjmgd9@hotmail.com

Joe Richardson (2023)
RICH INDUSTRIES
Kansas City, MO
joe@rich-industries.com

At-Large Members (2)

Brad Schwartz (2023)
Liberty Auto Salvage
St. Louis, MO
autotheatrics@aol.com

Mitch Sorrels (2022)
Sorrels Auto and Truck Parts
Columbia, MO
mitchell@sorrelsautoandtruck.com

Associate Members (2)

Marty Satz (2021)
Midwest Insurance Consultants LLC
St. Louis, MO 63132
marty@midwestici.com

Drew Van Devender (2021)
Car-Part.com
Florence, AL 35630
drew@car-part.com

Executive Director

Randy J. Scherr
101 East High Street, Ste. 200
P.0. Box 1072
Jefferson City, MO 65102
(573) 636-2822
(573) 636-9749 fax
rjscherr@swillc.us.com

74 Auto

573-472-2400

A-1 Auto Recyclers
573-442-4343

Al's Auto Salvage & Sales

314-382-6112

All Star Auto Parts
816-921-9999

Archway Auto Salvage & Sales, Inc.

636-671-1120

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

Busy Bee Auto Salvage & Sales Inc.

816-331-2156
Countryside Auto & Truck Parts
636-928-6792
County Line Auto Parts
816-697-3535
Davis Auto Wrecking & Sales LLC
816-229-3432
Delta Auto Parts & Salvage, Inc.
573-379-5438
Fierge Auto Sales
800-252-9025
Forty Three Auto Recycling
417-781-7904
Highway 160 Import Salvage, Inc.
417-725-2643
Hillsdale Auto Parts
314-385-9950
J.C. Auto & Truck Parts
573-735-4800
Jack’s Auto Salvage
636-947-6005
Johannes Auto Sales, Inc.
573-243-3506
Late Model Auto Parts
816-483-8500

Liberty Auto Salvage
314-531-4141

MATR Regular Members

LKQ Corporation
954-492-9092
Mack'’s Auto Parts, Inc.

314-638-5422

Meadows I-44 Truck & Auto
417-491-4934

Midway Auto Parts, Inc.
816-241-0500
Modern Imports, Inc.
314-638-6040
Mott Auto
417-532-3914
Nuelle’s 4x4 Salvage

660-584-7989

Pick n Pull Auto Dismantlers
Kansas City
816-231-1618

Pick n Pull Auto Dismantlers

St. Louis
916-681-3463
Premier Auto Rebuilders & Truck
Salvage
417-532-5555
Rascal Flats
660-388-6389
Rich Industries

816-861-3200

Rogers Wrecking & Salvage
417-532-7460

Sorrels Auto & Truck Parts
573-445-4451

St. James Auto & Truck Parts, LLC
800-264-3294
Trump Trucks
877-238-7409
Vander Haag's, Inc.
712-262-7000
Yancey Auto Sales & Parts

573-565-3508

MATR Associate Members

Alter Metal Recycling
Council Bluffs, 1A
712-328-2601
Car-Part.com
Fort Wright, KY
859-344-1925
Grant Iron & Motors
314-421-5585

Grossman Iron & Steel
St. Louis, MO
314-231-9423

Interstate Metal Processing
Jonesburg, MO
636-256-7400

Marty Satz,

Midwest Insurance Consultants LLC

St. Louis, MO
800-449-1151
Springfield Iron & Metal
Springfield, MO
417-869-7272

Newsletter content and association membership inquiries should be directed to:
Randy J. Scherr, MATR Executive Director
Email: rjscherr@swillc.us.com

Check us out online at www.matronline.com

Find us on |

Find information on membership
including the membership application at
www.matronline.com/associate.html

Missouri Automobile and Truck Recyclers Association




Missouri Auto &
Truck Recyclers
News

Missouri Auto & Truck Recyclers News
is an R.J. McClellan, Inc. Publication.
All rights Reserved.

The Missouri Auto & Truck Recyclers News is
published six times per year for the Missouri
Auto & Truck Recyclers Association. None of
the material in this publication necessarily
reflects the opinion of MATR, its officers,
directors, staff, members or its Publisher.
Statements of fact and opinion are the
responsibility of the author alone. Articles
and letters suitable for publication will be
published in the next scheduled newsletter
as space permits. Articles may be edited for
length. Articles that are advertising in nature
may be labled as such.

Throughout this issue, trademarked names
are used. Rather than place a trademark
symbol in every occurrence of a trademarked
name, we state we are using the names only
in an editorial fashion, and to the benefit of
the trademark owner, with no intention of
infringement of the trademark. The mention
of trade names, commercial products, or
techniques does not constitute endorsement
or recommendation for use.

Publisher

For information on advertising,
please contact R.J. McClellan, Inc.:

R. J. McClellan, Inc.
877-525-4589
651-323-4199

PO Box 25615
Woodbury, MN 55125
rimcart@rjmc.com

Ron McClellan, Advertising
Sheila Cain, Layout & Design
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2020, the Year That Never Was?

By Marty Hollingshead, Northlake Auto Recyclers

This is now September, and we are 9
months into 2020 and COVID-19.
Let’s look at 2020, and what does the
rest of the year hold in store for us?
What have we done, and what will we
do?

Look at what has happened. With
the pandemic, social isolation, social
unrest, the economy, high unemploy-
ment, and not to mention politics, these
are for sure anxious and uncertain times
for us all. 2020 could very well be the
year to forget.

What have you done during
these times? How will you pre-
pare for the future?

Back in late March because of the pan-
demic, the world was basically put on
hold for 8 weeks. Businesses closed,
travel came to a sudden halt, gatherings
of any kind stopped, jobs were lost, and
unemployment soared to rates we have

never seen.

Our industry was deemed an essential
business, so for all of us, it was busi-
ness as usual, or was it? Our industry
has always been “recession-resistant”
but there are two things that can hurt
our industry. They are: 1. if people stop
driving, and 2. if we can’t get product.
For us, this was a real concern. The
roads were empty, and this meant
with less miles driven, there will be less
breakdowns, accidents, less demand for

parts, as well as less salvage available for
purchase.

With this in mind there were some
tough decisions to be made: Do we
keep everyone working, or do we lay
people off? One of the things I take
pride in, is that in 36 years we have
never laid off anyone, or have not
made payroll. | made the decision that
we would keep everyone working, and
would take advantage of this “time-out”
to work on projects, and try to be bet-
ter-positioned for when things got back
to normal.

We have taken on more projects than
ever this year, getting our house in or-
der, as well as doing some large con-
struction and improvements. We also
knew early on that this would be a good
buying opportunity, and we should load
up on inventory because of the future
shortage of product to follow.

It's now September, the pandemic is
still here strong as ever, good salvage in
shorter supply, and prices are high. Add
to this the up-coming elections, and the
fact that whatever the outcome is, half
of the population will be upset. What
will this mean? While this may seem
like all doom and gloom it’s really not,
all things happen for a reason and this is
no different. What can we do?

[ like to use the analogy that business
decisions are like playing pool. A good



pool player is not only thinking about the shot he is about
to make, he’s also thinking about how this shot is setting
him up for his next shot after that. This is a great example of

forward-thinking.

Do your best to take care of those that take care
of you. They are your customers and your employees. We
have all seen examples of companies that have prematurely
laid off people, only to regret it later. There have been a few
of my very good friends that are great, hard-working em-
ployees that have been loyal to their company, only to find
out that when times got tough, the company did not do the
same for them. One very talented friend has recently left a
company like this. Remember this, employees and custom-
ers go hand in hand. Any company that does not care about
its employees probably does not care about its customers.
Any decisions you make, anything you do should be done
with their best interests in mind. Your actions will be remem-
bered long after this is over.
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At times like this, we need to remember that there is strength
in numbers, and we need to stick together and support the
Associations that represent the best interests and the con-

cerns of our industry.

Support PARTS!
Support ARA!

And, most importantly...Support our Flag, our Military, our

First-Responders, and our American Values!

Marty Hollingshead has been in the business since 1973 and
the owner of Northlake Auto Recyclers, Inc, Hammond, In-
diana, since 1984. Marty is the current Secretary of ARA,
and is a board member of the Indiana Automotive Recyclers
Association. Both Marty and Northlake have received nu-
merous awards and recognition for excellence in the industry
and the community. You can reach Marty by phone: 219-
937-3960, or visit his website: www.narparts.com.

brocksupply.com - 800-528;4400
AFTERMARKET AUTO PARTS
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United Catalyst Corporation:

20 Converter Recycling Tips from

Our 2020 Instagram

By Becky Berube

United Catalyst Corporation is a North
American-based processor of scrap cat-
alytic converters that offers global refin-
ing services. Getting you the most from
your converters with a process you can
trust. We feel that an educated cus-
tomer is our best customer. We know
this industry can be hard to navigate
but we have some expert tips to help
you through the process of converter

recycling.

#1 Tip: Always follow The Four
P’s of converter recycling profit-
ability. You need a process, a program,
and a partner you can trust. You also
need to learn the power of Education.

Marty Satz

#2 Tip: A Process You Can Trust
— You can sell on assay instead of selling
by the piece. You will need to be paid
on a sample and assay that are official,
accurate, and verifiable.

#3 Tip: A Program You Can
Trust — You need to be able to get
money when you need it to run your
business. Getting you the most money
from your converters should not mean
you have to wait 3 months to get paid
or until you have a truckload. With
most processors, you have payment
choices.

1\

Trusted
Choice®

Insuring the Salvage & Recycling Industry

Since 1976

Please contact us for a
Competitive Quote and ask Our Clients
about our Exceptional Service

800-449-1151

9666 Olive Blvd., Suite 303, St. Louis, MO 63132
ph: 314.994.1151 | tf: 800.449.1151 | fax: 314.994.7494
email: marty@midwestici.com | www.midwestici.com

#4 Tip: A Partner You Can Trust
- Selling on assay or recovery helps to
eliminate grading scams and two-for-one
sales because there is a test result that
can be considered the basis for the sale.
However even with this method, noth-
ing is guaranteed. Working with a part-

ner you can trust cannot be overstated.

# 5 Tip: The Power of Education
— We take a complex process and try
to make it understandable and easy to
use. Once you learn about your con-
verters and your yard profile, you will
increase your profits. No one will ever

be able to take advantage of you again.

#6 Tip: Focus on the Numbers
— We strongly advise our customers to
know their count before they sell. If
you do not have an accurate unit count,

you will not know your true average.

#7 Tip: Understand the Impor-
tance of Weights — Next to knowing
your unit count, the second most impor-
tant piece of information is weights. Be
sure your processor is mass balancing all
weights IN and OUT of their facility. If
you are missing weight, you are missing
money.

#8 Tip: Making Sense of the As-
say Report and Final Invoice -
Both can look like mumbo-jumbo, but



when you understand what should be on them, you are less
likely to fall prey to any unethical practices and leave money
on the table.

#9 Tip: One Way. Assay. — Assay-based selling with a
process, a program and a partner you can trust (and verify)
is the only way to maximize the money you get for your cats
with any certainty. In life there is more than one good way
to do most things. This is not true with converter recycling.

#10 Tip: Play the Long Game - Keep selling into the
market on assay. Do not take unnecessary risks. Play the
long game.

#11 Tip: Increase Your Averages — By switching to
Assay, your average cat sale should be up anywhere from
5-45% depending on how you were being treated by your
buyer.

February/March 2021

#12 Tip: Be Meticulous — Be meticulous about safe-
guarding your converters: locks, video, counts, personnel.
Even if it takes a large amount of time and money do what-

ever it takes. The primary responsibility lies with you.

#13 Tip: Never tell your buyer, You Know Where
They Are - If you are selling by the piece, never say to the
converter company, “you know where they are.” This is a
license to steal.

#14 Tip: Mark Your Cats — Another way to safeguard
against theft is knowing your count and secretly marking
your cats. If your cat count is consistently short when you
sell, start marking them in a way that is unknown. Pick a
color each week or month and spray inside the cat. If some-
one takes your converter and tries to come back and sell it

to you, you have got them.

UEC UNITED CATALYST

CORPORATION

A PROCESSOR YOU CAN TRUST

atalytic Converters ® OZ2 Sensors ® ECUs ¢ Hybrid Batteries

NEW! Subscribe to get the

* PGM prices DIRECT to your

UNITED CATALYST rhone twice daily - I«

CATCHTHE I_.F'LTE::?T EPISODE

#AskBigAl

www.UnitedCatalystCorporation.com

* Get market prices for
Platinum, Palladium, and Rhodium
twice each business day.

Text DAILY to 864-834-2003

Call Us Today! 864.834.2003

100 Industrial Blvd. | Fountain Inn, SC 29444
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#15 Tip: Put Your Halves Aside
— If you are selling by the piece, never
let the company put the halves on the
truck until you inspect them. If a con-
verter is worth $300 and its three quar-
ters full, why would you take half price
when the guy is going to sell it as a full?

#16 Tip: Do Business with Good
People — Good people need to do
business with good people. Screen your
clients and customers. Know your cus-
tomer (KYC) is a legal requirement to
comply with Anti-Money Laundering
laws (AML). Protect yourself and your

business.

#17 Tip: Become an Educated
Customer - In converter recycling,
the best recyclers know their numbers
and partner with companies that edu-
cate.
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#18 Tip: Audit your program —
Become a data junkie. Learn all the key
metrics to avoid misleading data, like
your average converter price, and track
true sales. You will be amazed as you gain

data points, how easy it is to get misled.

#19 Tip: Switch to Assay — There is
only one way to recycle a scrap catalytic
converter. It must be de-canned, milled,
sampled, assayed, smelted, and refined.

#20 Tip: Get All the Money for
Your Converters — How much mon-
ey do you want from your converters?
Your answer should be all of it. How do
you get all the money from your con-

verters? Process and sell them on assay.

If you have questions about this article
or any issue pertaining to catalytic con-

verter recycling, our team is here to as-

il singy /.

End Transmlssmns\ \\ \

sist you. Recycling converters on assay
is a journey. We hope you will rely on
us at United Catalyst as your guide.

To subscribe to our daily e-newsletter or
get Platinum Group Metal prices texted
twice daily to your phone, TEXT Daily
to 864-834-2003. You can also call us
or email us at sales@unitedcatalystcor-

poration.com.

Becky Berube serves the recycling com-
munity as President of United Catalyst
Corporation, Member of the Automo-
tive Recycling Association’s Educa-
tional Programming Committee, and is
President of the International Precious
Metals Institute.

1V

Used Auto Parts



Let’s Talk Recalls . ..
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Who Says Money Doesn’t Grow on Trees . ..

By Katie Stark and Paul D’Adamo

Many quotes make you think about the value of money.
This is especially true when Auto Recyclers pay exorbitant
prices for inventory and associated fees. Naturally, if the cost
of goods continues to escalate, you must strive to extract
more value from inventory. Money may not grow on trees,
but in the auto recycling world, our job is to make money
from our inventory tree; Scrap/Wrecked/Junk Vehicles. It is
what makes us unique and part of an extraordinary system

we call the automotive circular economy.

Non-part revenue, cores, commodities, and recalls need to be
an integral part of an auto recyclers business model. | often
hear “we don’t have time to pull airbags or cores”. My rebut-
tal question is are you pulling parts for your customers? Your
core, commodity, and recall vendors are customers. In fact,
we are a customer whose return percentage is ZERO. Some
yards have taken it a step further and anointed a Commodi-
ties Manager to oversee the process of generating non-part
revenue. They recognize the value of this material as part of
the monetization of the vehicle’s monetization and they will
shake the inventory tree until every valuable item is recovered.

Value Proposition on Airbags

From a Scrap perspective, recovered airbags’ value far out-
weighs their scrap value. At $200 per net ton for scrap, the av-
erage airbag (average 15 pounds) returns a whopping $1.50.

From a Time and Labor Perspective, airbags are a win-win.
Most driver airbags take less than 5 minutes to remove, so
even if you are paying a parts technician $20/hour, it will
only cost you $5 for a $55 part. Passenger airbags can take
10 - 20 minutes but the majority are removed in under 10
minutes once a parts technician has removed a few of the
same type. Using the example above, that 10 minutes will
yield $60. Let’s not forget that airbags have a one-way ticket
to destruction, so there are no return costs involved, pack-

aging and freight are covered, and you are keeping your

company safe from liability.

For auto recyclers with full dismantling shops, the opportu-
nity is ripe for removing airbags. You have a dismantler with
a full set of tools ready to recover parts when that vehicle
comes into the bay. The more value they remove in the bay,
the less extra time is devoted to chasing down airbags in the
yard at a future time.

For Self Service, we would always recommend pulling the
defective Takata airbags before de-pollution and being set in
the retail yard. You will save money and time removing them
while they are in a quarantine area rather than chasing them
once they are out in the yard.

Stay Tuned . ..

We are awaiting the release of 5M+ airbag VIN's from GM.
These are new Models to the Recalls. The announcement
should be made mid-February. We have also been told that
another 2M VIN's are coming from Ford in Q2. These air-
bags are not from new models of vehicles, but simply in-

clude the driver's side of the existing models on our list.

Questions on airbag recalls? Call or email Pauly D. the Recall
Guy at 401-458-9080 or pdadamo@coresupply.com.

| |
Auto& Truck Recyces




MISSOURI AUTO & TRUCK RECYCLER
MEMBERSHIP APPLICATION

Benefits of Membership

e MATR refains legislafive services in Jefferson City to monitor proposed new laws, changes in current laws and proposed Rule
changes all fo protfect the business interest of our members.

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

e MATR maintains a web site at www.matronline.com featuring information about the industry for consumers, A part search,
newslefter archive, and an on-line membership roster with direct links fo member web sites (if available).

e MATR produces an annual convention & trade show featuring exhibitors showing off their latest products and services.
This is a great networking opportunity to share and learn from other recyclers. See what works and what doesn’t.

e MATR maintains a relationship with the Sterling Group to provide credit card processing at a reduced rate for members.
e MATR maintains an office reachable 24 hours a day, 7 days a week by phone or fax.

Date of Application: New Member O Renewal O

Company Name:

Mailing Address:

City: State: Zip:

Business Phone: Fax:

County:

Owner/Key Contact Name:

Owner/Key Contact E-Mail;

Please check one: O Regular Member $400.00 O Associate Member $275.00
Additional Locations are charged $200.00 annually

CHECKS SHOULD BE PAYABLE TO MATR

Active/Regular Membership: 1) Applicant must be any individual, corporation, firm, partnership, incorporated or
unincorporated association or any other legal or commercial entity with ownership interest in an automobile and truck recycling
business operated within the State of Missouri, 2) holds a valid Missouri salvage dealers license, and 3) derives a substantial
portion of the income from the dismantling, sale and/or 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 and would otherwise qualify for membership, with the
written consent of the owner thereof not be denied membership.

Associate Membership: Any entity or person not meeting the eligibility 7 N\
requirements for active membership as herein above provided shall upon the

approval of the Membership Committee be eligible to become an Associate Please Return to:

Member of the Association. P.O. Box 1072

Jefferson City, Missouri 65102-1072
. . . (573) 636-2822
All Missouri recyclers are encouraged to join MATR and Fax: (573) 636-9749

make a difference by getting involved. www.matronline.com
Support your state association and reap the benefits! \_ Y,




REBUILDERS AUTOMOTIVE SUPPLY
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NEW AND ENHANCED INTERCHANGE

FOR 100 PARTS

$200 miillion of Car-Part Interchange Plus (CPI+) parts were quoted
in the 2019 Car-Part marketplace.

Are you tapping into this opportunity?

40% of CPI+ searched parts are Not-In-Stock, representing
an additional $100 million opportunity.

Your parts can sell easily with no competition!

CPI+ and Car-Part buyer requests are integrated into Bidmate,
Partmate, and Checkmate helping you buy, inventory, and sell.*

* Car-Part buyer stats are a separate add-on

Checkmate 2 is available for PL2 and Pinnacle users.

Use it to inventory your CPI+ parts and sell them in the €ar-Part and eBay
marketplaces.

Powerlink, Pinnacle, and Checkmate users can subscribe to Crashlink to
view CPI+, additional OE interchange, OE diagrams, OE pricing and more.

For'more info, call your friendly Car-Part salesperson.
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Car-Part.com 859-344-1925

“©~




