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ship of the Missouri Auto & Truck Recycler Association

From the President

By Chris Richardson

My fellow auto recyclers,

First of all, [ wanted to let you all know up front that [ am refusing to step down as
president. There will be no new transition to another president. Just me.... Don't
worry... Just kidding. However, [ will be with you another year as president. My
year was sort of cut short due to Covid, so [ am hoping that 2021 is better. As the
year comes to an end | wanted to share my thoughts with you regarding the past
12 months, the recent election, COVID & the New Year that is quickly approaching.

One year ago, things for all of us were much different. We were not wearing masks,
we all had plenty of toilet paper, “quarantine” wasn't a word we used daily & all
our children were going to school in person. None of us were thinking about or
worried about a virus that would change every aspect of our daily lives. But here
we are. And it looks like COVID-19 is going to be sticking around well into 2021.

However, it hasn't been all bad. Salvage yards are essential, so we all got to stay open.
And many yards have actually seen an increase in business. Used parts have become
more valuable now that manufacturing has slowed. And many yards have learned
about new ways to get their parts into the hands of customers. Ebay has become a
saving grace for many yards. We have also all become more adaptable. With the situ-
ation changing almost weekly in some areas we all had to learn to think on our toes
and make changes accordingly. Adding Plexiglas barriers, masks available for custom-
ers & employees, outdoor parts pick up & contact free delivery has all helped to show
consumers that our industry is capable of handling whatever comes our way. Covid
has actually helped many yards understand the importance of technology as well as
utilizing new strategies & approaches in today’s ever-changing business atmosphere.

From the President... continued on page 7
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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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Focus on Fundamentals Part 5 of a 5-part series*

The Customer Experience:
Surveys, Reviews, and Feedback

By Marty Hollingshead

In my role with ARA as a mentor, I cre-
ated some basic instructions for Recy-
clers that I am mentoring. After looking
at this first one, I said to myself, “This
is something that is relevant and of use
to all recyclers, myself included.” I think
that we all from time to time need to
focus on our fundamentals. It gets very
easy to lose sight of this. 1 also think that
simpler is better and less is more.

In previous articles, we covered Sales
Basics, Employees, Inventory, Proce-
dures and Processes. All of these areas
revolve around the three P’s, which
are People, Process, and Product. We
will tie all of this together with the im-
portance of Customer Service and the
perceptions that are created for indi-
vidual businesses and the industry as
a whole.

What used to be called
“Customer Service” is
now referred to as “The
Customer Experience.”

I believe in keeping things simple, and
[ also think that less can be more. Re-
cently, | had to make a purchase from
Grainger. I'm sure most people in this
business are familiar with this company.
They are the “go-to” place for pretty

much anything industrial.

At the beginning of my call, which was
answered by a machine, [ was asked if |
would be willing to take part in a short
survey at the end of my call. Out of
curiosity, [ said “Yes.” Usually, what this
means is that a short call isn't so short.
So, at the end of my order, to my sur-
prise, the survey asked me two simple
questions. Question 1 was, would [ hire
the person that just took care of me in
my company? Question 2 was, was |
satisfied with my ordering experience?
These were two simple questions that

really struck me as being very profound.

The next day [ was in my office talk-
ing with a friend in the business about
this, and I had to place another order
with Grainger, so | had him listen to this
call. After the machine answered the
call and asked about the survey again, it
proceeded to tell me that there will be
a wait for my call to be answered. [ told
my friend that I did not hear that yes-
terday. Guess what, within ten seconds,

my call was answered.

The salesperson first identified me as a
customer, asked me for my name, and
asked me what I needed. Throughout
the whole ordering process, she ad-
dressed me by name. I told her that
[ wanted to pick up my order at my
local branch location. She repeated my
order to me verbatim, she verified and



repeated the location of the branch store where | wanted to
pick up this order, then told me when my order would be
ready for pickup and asked if there was anything else that |
needed. On this phone call, she addressed me by name six
times, and this was a small-ticket order with only three item:s,
which totaled less than $75.

Suffice it to say that their sales representatives are vey well-
trained. This company realized the importance of the cus-
tomer experience and proper training and have done a great
job of delivering on both.

Have they found the “secret sauce” in how to combine tech-
nology and human interaction to compete with the likes of
Amazon?

December 2020/January 2021

So, how does this apply to us?

Perception is reality. This is what others think of you and
your company. What does the Customer Experience mean
to you? How do you take care of your customers? Are
your salespeople trained to be courteous, professional, and
knowledgeable when dealing with customer requests? Do
they take the time to ask all of the right questions to en-
sure that the customer is going to get the correct part? Are
they communicating realistic expectations? Remember, it is
always best to under-promise and over-deliver.

Warranties: Backing what you sell

Let’s take a look at customer perception and expectations.

A customer is calling you because they expect good service

UEC UNITED CATALYST

CORPORATION

GET THE MOST FROM YOUR CONVERTERS
WITH A PROCESS YOU CAN TRUST.

CATCH THE LATE‘:ET EPISODE

#AskBigAl

NEW! Subscribe to get the

* PGM prices DIRECT 1o your

« Gat market prices for
Platinum, Palladium, and Rhodium
twice sach business day.

to: 864-834-2003

Call Us Today! 864.834.2003

www.UnitedCatalystCorporation.com

100 Industrial Blvd. | Feuntain Inn, 5C 29644
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and a quality product. Warranties are
like insurance, in that the customer has
the expectation that if there is a prob-
lem, it will be taken care of. Like insur-
ance, you don’t know if a warranty is

good or bad until you make a claim.

When a claim is made by a customer,
what do you do? Do you help the cus-
tomer? Do you find a solution, or do
you look for a way out of honoring
that claim? The smart approach here is:
good, bad or ugly, warranty your prod-
uct and take care of the customer. Is the
cost of not eating a warranty worth the
bad will that it will bring?

Remember this, a happy customer may
only tell a few people, but an unhappy
customer will tell anyone who will lis-
ten. With the internet and social media,
bad will can now be magnified dramati-
cally. If you want to know how good a

job a company is doing with that war-

ranties, just take a look at their online

reviews.

Most customers, when researching a
company, will almost always look at re-

views to help them make their decision.

This is the new “word of mouth” folks,
only it is more powerful and influen-
tial than ever. Remember this, good re-
views will drive new customers to your
business, and bad reviews will drive
them away. This is perception and this
is the reality. Whether it is through re-
views or surveys, you should always ask
for and pay attention to customer feed-
back. If you have a bad review, work
the problem and offer a solution and an
apology if necessary.

Remember, a satisfied
customer is a steady
customer.
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*The articles in the Focus on Funda-
mentals series appeared in the MATR
News as follows:

«  "Sales Basics 101" is Part 1 and
appeared in the Dec2019/Jan
2020 issue

«  “Employees — A Company’s Best
Asset” is Part 2 and appeared in
the April/May 2020 issue

«  “Your Inventory: What You Buy,
How You Show It, and How You
Price It” is Part 3 amd appreared
in the June/July 2020 issue

*  “Quality is Job 1 - The Importance
of Consistency in Your Process” is
Part 3 amd appreared in the June/
August/September 2020 issue

Marty Hollingshead has been in the
business since 1973 and the owner of
Northlake Auto Recyclers, Inc, Ham-
mond, Indiana, since 1984. Marty is
the current Secretary of ARA, and is a
board member of the Indiana Automo-
tive Recyclers Association. Both Marty
and Northlake have received numerous
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.nar-
parts.com.



From the President... continued from the cover

But now it does seem inevitable that
we will have a new president. | know
many of us are concerned about Pres-
ident-Elect Biden's stance on Electric
vehicles and how the whole “cash for
clunkers” program may be coming
back. Inevitably, there will be changes.
But we shouldn’'t worry to much. After
the past year & what we have had been
through, we should all feel very con-
fident that whatever happens, salvage
yards can handle it. One year ago none
of us thought we would have been able
to make all the changes we have made,
but we did. We made it through the cra-
ziness of 2020 in tact. So I say bring on
2021. It can only get better from here!

December 2020/January 2021

HELP!

Can you help to continue
MATR News?

This newsletter is supported by
the advertisers in it and we thank
them!! But the advertising support
for the newsletter has fallen below

the costs of production and
mailing.

This newsletter is mailed to all the
automotive recyclers in Missouri.
It carries the news from MATR
free of charge as a service to the
association.

Can you support MATR
News?

Call 877-525-4589
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Marty Satz (s

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
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Theresa’s Top Five Tips

for Selling Used Parts Online

By Theresa Colbert

If any of you have been to my Selling Used Parts in an On-
line World class, you know that I love, love, LOVE online
sales! eBay, Car-Part.com — selling online makes me happy!

Here are my top 5 tips for selling used parts online:

1. Great pictures
*  Go look at pictures from other yards that you ad-
mire and try to copy them
*  Make sure the background doesn’t have clutter
* A white background is what makes pictures pop —
look at Amazon!

2. Clean parts
» If you are looking online and YARD ABC has a clean
part with nice pictures for $50 and YARD XYZ has
a dirty part laying out on the ground for $25, which
one would you buy?

3. Great descriptions
» If you are writing great descriptions for eBay, why
not put your parts on Car-Part.com with great de-

scriptions?

*  MRN does not mean MAROON to most people
who aren't in our industry.

*  2D1 does not tell my Aunt Judy that there is a dent
the size of a credit card in location 2.

4. Follow through
*  When you describe an item as 000, make sure it
gets to your customer as 000!
» If the item has a “light scratch,” tell the customer
that from the beginning.
*  “ltem exactly as described,” is the #1 compliment a

yard should want to see!

5. Price your parts
* I have to repeat this one several times a year — hav-
ing $CALL as the price is the kiss of death. No one
who is looking online wants to call you for a price.

In my research for some of my classes, | found some inter-

esting tidbits from eBay that [ would like to share with you:

*  40% of consumers have recently increased or sig-
nificantly increased online purchasing.

*+ In Q2, eBay’s active buyers grew by 8M, up to
182M.

*  Nearly 36% of US consumers are now buying retail
goods online, compared to 29% who were doing
so in mid-April.

*  More than half of millennials and Gen Z consumers
say they believe their lockdown habits will continue.

[ found these numbers quite fascinating! [ hope that you do
as well! As always, if you have any questions or comments,
please contact me! [ love hearing from you! Have a great
month!

Theresa Colbert
Theresa@Car-Part.com
859-802-2382



Let’s Talk Recalls . ..

GM Recalls 5.9M Vehicles to
Replace Takata Airbags

December 2020/January 2021

By Katie Stark and Paul D’Adamo

Why are these Takata
Airbags being recalled
now?

It seems ironic that we were just alert-
ed to a Volvo Airbag Recall last month.
NHTSA has concluded that the GM
inflators are subject to the same issues;
moisture, temperature, and age making

them vulnerable as a safety hazard.

GM had petitioned NHTSA over the
last four years to exclude them from
the Recall. GM claimed that the Takata-
made airbag inflators did not have the
same deterioration as the other vehi-
cles. GM asserts that these vehicles had
a lower risk of rupture due to “unique
design differences.”

The original Recall of Takata airbags was
based on inflators igniting with explosive
force, sending metal shards throughout
the passenger cabin. The actual cause
was determined to be a lack of a chemi-
cal drying agent for the propellant. Envi-
ronmental moisture, high temperatures,
and age would cause the ammonium-ni-
trate-based propellant to inflate improp-

erly, resulting in the inflator’s premature
rupture. Recently, NHTSA denied GM'’s
petition to avoid the Recall.

Many of the GM Models recalled are
familiar to Auto Recyclers, Chevrolet,
GMC, and Cadillac Trucks and SUV’s
from the model year 2007 through
2014. Only the passenger airbags will

need to be replaced.
RAS recommendation.

Do not remove any airbags in these ve-
hicles until we have the VIN's loaded
into our Recall Software. EPA guidelines
allow for the removal of airbags only if
there is a “sale” or “recall” shipment be-
ing prepared. It is not recommended or
permitted for you to store airbags at your
facility. Leaving them in the vehicles until
such time where they will be crushed or
shredded is a legitimate disposition.

Airbags put Recyclers
in the Crosshairs.

There seems to be a pattern with airbags.
As airbags age in vehicles and further

Chevrolet

GMC

Cadillac

Silverado 1500, 2500, 3500
Tahoe/Suburban
Avalanche

Sierra 1500, 2500, 3500
Yukon

Escalade

testing is done, it is possible that other
makes and models will be recalled. For
Recyclers, selling airbags has become a
perilous business. Once we thought it
was safe to sell GM Truck and SUV air-
bags, we now find ourselves in the pre-
dicament of knowing that we have sold
them, but now they are recalled. Many
Recyclers have excluded ALL airbags
from their parts available for sale list due
to recalls’ hazards. This might be a good
time to review your corporate policies
related to the sale of Airbags.

There is no “traceability” component
currently in any of the Yard Manage-
ment Systems. Wikipedia defines trace-
ability as the ability to verify the history,
location, or application of an item by
means of documented recorded iden-
tification.

When can we expect
to start recovering GM
Recalls?

NHTSA has given 30 days to submit a
plan for their Recall. We at RAS expect to
have the VINs loaded into our web/desk-

top/mobile platforms in early January.

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



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,




Buddy::iver:

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 Mool 2o
tablet (you purchase separately).

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

» NEW! Inventory Buddy now checks RAS for Recalled Parts Automatically v e
using the NSVRP Recall system (www.NSVRP.com — see tablet screen to i .
the rlght) i gl b A i varall 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 THG part i O b e 2 AT 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 B TR0 AP 1% et e
» 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"a’a",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 QCl 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 inventory in 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




Missouri Auto & Truck Recycler News PRESORTED
RJ McCIeIIan, Inc. STANDARD
PO Box 25615 U.S. POSTAGE

Woodbury, MN 55125 PAID
Twin Cities, MN
Permit No. 7911

Change Service Requested

[®8] Car-Part 'n

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.

t by, For'more info, call your friendly Car-Part salesperson.

P e 859-344-1925
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