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From the President

By Brent Baumgarten

Well here it is, the end of February, and we are getting our first measurable snow-
fall here on the Eastern-Central side of Missouri. We've had a pretty mild winter here
but I think we are all looking forward to the change from winter to spring.

Every day is a new adventure in Automotive Recycling, the internet has linked the
world together, and the opportunities seem to be endless, if we can figure out how to
squeeze 26 hours into a 24 hour day.

Things are always changing, and it seems we are seeing changes at more of a rapid
pace, for example, the internet, has most of us buying our salvage online, and we are
looking at multiple auctions each week. Also most of us have our inventory online
and we are selling more individual parts to more customers across a wider demo-
graphic. We are also seeing changes in scrap prices, which many of us were growing
accustomed to figuring into our bottom line, but the prices have dropped significantly
and | think we'll be holding onto that scrap for a while.

Another change is Parts Trader bidding and price matching thru OEM,, it seems
our profit margins are decreasing and the cost of salvage is rising. It seems the insur-
ance companies are trying to regulate our prices and what we sell. Most of the adjust-
ers are looking online and going by price, but missing the conditions/options, which
we diligently put in for them to see, and which in turn has made it much more difficult
to work with our customers, because they are sacrificing service and sometimes qual-
ity, to save a few bucks.

Cores have also become big business we sell many of our core motors, transmis-
sions, steering and electronic parts for good money, and even sometimes for more
than they are worth as a used item. We are selling fewer parts per vehicle but paying
more, so the core market helps to close that gap.

I think we are all scratching our heads at the rapid changes that are happening
every day, and working hard to satisfy our customers with quality used auto parts and
service.

[ hope everyone can embrace change and enjoy the summer.
Brent Baumgarten
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Officers

Brent Baumgarten, President
Countryside Auto & Truck Parts
392 Zoar Church Road
Wright City, MO 63390-1612
(636) 928-6792
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Jason Tourville, Vice-President
Hwy 160 Import Salvage
1421 S. Main St.
Nixa, MO 65714
(417) 725-2643
jason@160auto.com

Miles Fanning, Secretary
43 Auto Recycling
5394 Hwy 43
Joplin, MO 64804
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Rich Industries, Inc.
4120 Winchester
Kansas City, MO 64129
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Yancey Auto Sales
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Perry, MO 63462-2017
(573) 565-3508
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St. Louis

Eben Shantz (2017)
Modern Auto Parts
7908 Alaska Avenue
St. Louis, MO 63111
(314) 638-6040
eben@modernimports.com

Jack Sumner (2017)
Al's Auto Salvage & Sales
1610 Lucas & Hunt
St. Louis, MO 63133
(314) 382-6112
alssalvage@aol.com

Kansas City

Ryan McDill (2015)
All Star Auto Parts

At-Large Members

John Whitener (2016)
Auto Parts Company
P.0.Box 77
Moscow Mills, MO 63362-0077
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3628 Cass Ave.
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(816) 921-9399
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401 N. Lindbergh - Suite 322
St. Louis, MO 63141

(314) 994-0095

Steve Shaver (2017) mzsatz@swbell.net
Late Model
5420 East 10th Street BeEivVan Déverkicr

Car-Part.com

104 S. Pine St, Ste. 2
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(256) 765-2315
drew@car-part.com

Kansas City, MO 64127-1848
(816) 483-8500
steve@latemodelautoparts.com

Executive Director

Newsletter content and association membership
inquiries should be directed to:
Randy J. Scherr
MATR Executive Director
101 East High Street, Ste. 200
P.0. Box 1072
Jefferson City, MO 65102
Phone: 573-636-2822
Fax: 573-636-9749
Email: rjscherr@swillc.us.com

Publisher

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

R. J. McClellan, Inc.

2357 Ventura Drive Suite 110

Woodbury, MN 55125
Phone: 651-458-0089
Toll Free: 877-525-4589
Fax: 651-458-0125

Email: newsletters@rjmc.com

Ron McClellan
Advertising Sales
Sheila Cain
Managing Editor
Lynn Thompson
Layout & Design

Missouri Auto & Truck Recyclers News o
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 o?mmn 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.

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
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RETRAIN Your Brain and RETAIN Your

CUSTOMERS

By Theresa Colbert, Car-Part.Com

In this world of ever changing technology “that’s
the way we always did it” now has some of us asking
“is that the right way?” The honest answer is: NO. The
way you always did it has changed so much in the last
10 years. Think about how a lot of yards did inven-
tory 10 years ago, picture the guy tapping his head and
saying “I keep it all up here.” We used to write on the
shipping boxes with a sharpie, now we print, ship and
track our parts on our computers. The customers used
to call us on the phone, now they use email or instant
message. In reality, when is the last time you opened
the Yellow Pages to look up a phone number?

We have the numbers we use all the time saved in
our speed dials or our cell phones. The shops that call
you for parts have your numbers memorized or on
speed dial. Yet, everywhere 1 go all 1 hear about sales
being down or not being able to buy cars. [ have guys
tell me they are only selling 30 to 50 percent of the
calls that they get.

This is where I say RETRAIN your BRAIN! Keep
the customers that you have! Sell every caller a part!
They say it takes 2 weeks to learn a new habit. If that is
true, we should all increase our sales in about 3 weeks.
IF, and this is a big if, you actually try to sell your cus-
tomer the parts he is looking for. Change your sales
percentage to 60 or even 80 percent. Think about the

Marty Satz

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

% 401 N. Lindbergh Blvd, Sulte 322, St. Louts, MO 63141 TR
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Choice® www.InsuranceConsultantsinc.com

following phone calls:

1, 1was speaking with Mr. Smith at Yard A. While
[ was there he picks up the phone and has
the following conversation. “Hello there, Bill!
How's business at the shop? Oh great! How's
little Billy'’s pitching? Starting pitcher? Wow!
That's awesome! Oh, a Chevy 350 engine?
No, darn it, 1 sold my last one 2 weeks ago.
You might try Brand X over in the next town.
OK, Bill, see you at church on Sunday”

This man, Bill, owns a shop and trusts Mr. Smith
enough to call him for his parts (probably has him on
speed dial) but Mr. Smith turned down this sale. Not
only did he turn it down, he gave the opportunity for
Brand X to get Bill's business and keep it. Call number
two:

2. This is Bill at Bill's Repair Shop, Mr. Smith over

at Yard A said you may have a 98 Chevy 350
for me? “Why ves Bill, we do have that engine.
We can have it here in 2 days and it is $750
laid in.” Send it over! Hey, you don't happen
to have a transmission for that same truck? It's
the Autornatic with overdrive. “Bill, we sure do.
That one is coming out of Omaha and will take
an extra day, is that ok?” Then Bill says: “Oh,
sure, send ‘em both when you get ‘em! What's
your name again? Thanks, Jim. Oh, and can
you send me some business cards when your
driver comes over here?”

Did Jim have an engine and transmission at his
yard? No! Do Mr. Smith and Jim both have F keys
linking them to their Trading Partners? Yes!

If so, why does Mr. Smith risk losing a good custom-
er to another shop? Because he has not retrained his
brain to today's way of thinking! Jim knows that is costs
a lot more money to get a new customer than it does

ASSOCTATION"NEWS™
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RETRAIN Your Brain and RETAIN Your

CUSTOMERS

By Theresa Colbert, Car-Part.Com

In this world of ever changing technology “that’s
the way we always did it” now has some of us asking
“is that the right way?” The honest answer is: NO. The
way you always did it has changed so much in the last
10 years. Think about how a lot of yards did inven-
tory 10 years ago, picture the guy tapping his head and
saying “l keep it all up here.” We used to write on the
shipping boxes with a sharpie, now we print, ship and
track our parts on our computers. The customers used
to call us on the phone, now they use email or instant
message. In reality, when is the last time you opened
the Yellow Pages to look up a phone number?

We have the numbers we use all the time saved in
our speed dials or our cell phones. The shops that call
you for parts have your numbers memorized or on
speed dial. Yet, everywhere 1 go all | hear about sales
being down or not being able to buy cars. | have guys
tell me they are only selling 30 to 50 percent of the
calls that they get.

This is where | say RETRAIN your BRAIN! Keep
the customers that you have! Sell every caller a part!
They say it takes 2 weeks to learn a new habit. If that is
true, we should all increase our sales in about 3 weeks.
IF, and this is a big if, you actually try to sell your cus-
tomer the parts he is looking for. Change your sales
percentage to 60 or even 80 percent. Think about the
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following phone calls:

1. I was speaking with Mr. Smith at Yard A. While
[ was there he picks up the phone and has
the following conversation. “Hello there, Bill!
How's business at the shop? Oh great! How's
little Billy's pitching? Starting pitcher? Wow!
That's awesome! Oh, a Chevy 350 engine?
No, darn it, I sold my last one 2 weeks ago.
You might try Brand X over in the next town.
OK, Bill, see you at church on Sunday”

This man, Bill, owns a shop and trusts Mr. Smith
enough to call him for his parts (probably has him on
speed dial) but Mr. Smith turned down this sale. Not
only did he turn it down, he gave the opportunity for
Brand X to get Bill's business and keep it. Call number
two:

2. This is Bill at Bill's Repair Shop, Mr. Smith over

at Yard A said you may have a 98 Chevy 350
for me? “Why yes Bill, we do have that engine.
We can have it here in 2 days and it is $750
laid in.” Send it over! Hey, you don't happen
to have a transmission for that same truck? It's
the Automatic with overdrive. “Bill, we sure do.
That one is coming out of Omaha and will take
an extra day, is that ok?” Then Bill says: “Oh,
sure, send ‘em both when you get ‘em! What's
your name again? Thanks, Jim. Oh, and can
you send me some business cards when your
driver comes over here?”

Did Jim have an engine and transmission at his
yard? No! Do Mr. Smith and Jim both have F keys
linking them to their Trading Partners? Yes!

If so, why does Mr. Smith risk losing a good custom-
er to another shop? Because he has not retrained his
brain to today’s way of thinking! Jim knows that is costs
a lot more money to get 2 new customer than it does

to retain an old one. In this instance, Mr. Smith gave Jim
one of his customers and [im plans on keeping him. He
knows that finding ALL the parts a busy shop needs is
one way of keeping the customer. If you retrain your
brain to thinking like the customer and putting yourself
in his shoes, you will see how brokering parts can be the
very thing you need to retain your customers!

Let’s look at this from Bill’s point of view:

Bill has one mechanic and himself working at his
shop. They have 2 lifts and 2 more bays. They come
to work in the morning and look at what has to be
finished that day or perhaps, that week. At this point
Bill is making a list of what he needs to order. If you
were Bill would you rather call one person and give
them a list of all the parts you need or call around to a
bunch of yards trying to find the parts? | have been on
all sides of this fence. | managed a repair shop, worked
at a wrecking yard and in aftermarket auto parts. [
thought I knew all the ways to find parts. But, [ learned
something from my auto mechanic husband one day a
couple of years ago. Our conversation:

Me: [ was at that really nice Yard A today. They
have a huge, clean yard! Do you guys buy a lot of parts
from them?

Hubby: Nope, | get my parts from Brand X.

Me: (sigh) I know that. But, when they are out of
them, do you use Yard A?

Hubby: (sigh) No, they find them for me.

At this point, | must point out that in 31 years of
working on cars, this is the first job where my husband
has had to order his own parts. He has always had a
manager or service writer to do so. He has NO CLUE

Welcome New MATR Members

Environmental Works, Inc.
Jeremy Snow
1455 E. Chestnut Expressway
Springfield, MO 65802
417-890-9500
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that a lot of yards will not take the time to look for his
parts.

Me: What do you do when they CAN'T find them
for you? (uhhh, | work at Car-Part.Com, hint, hint)

Hubby: They ALWAYS find them for me!

Me: Oh, OK.

I had NO CLUE that there were yards out there
that looked for ALL of his parts! When you really think
about it, what a GREAT idea! He dials one number,
gives them a list of his parts and forgets about it. Jim
over at Brand X finds the parts, marks them up, drops
them off and never has to worry about RETAINING
that customer! Jim has RETRAINED his brain from
the old way of thinking and is using technology to RE-
TAIN instead of trying to find new customers.

Using your F-Keys to BUY, PRICE and look for
Aftermarket parts under VENDORS! That is all you
need to do to RETRAIN your brain and RETAIN the
customers that you have!

Quick Pay & Top Prices
Since 1936

We Buy All Metals including...
e Insulated Copper Wire
o Aluminum & Brass Radiators
Aluminum Wheels

Catalytic Converters

. Starters and Alternators
Scrap Iron & Steel

" Automotive Cast Iron

P: 314.481.2800 » TF: 800.527.6865
F: 314.481.4703

Pick Up Service Available.

6400 South Broadway ¢ St. Louis, MO 63111
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Legislative
Report

By Brian Bernskoetter

The Missouri General Assembly
is considering a few bills of interest
this legislative session.

House Bill 524 and Senate Bill
291 would allow the Department
of Revenue to adopt rules for the
electronic release of vehicle liens.
This is a top priotity of Missouri Au-
tomobile Dealers Association, Mis-
souti Credit Union Association and
the Missouri Bankers Association.

There are also a couple of hills
(Senate Bill 249 and House Bill
724) which would repeal the cur-
rent statutes that allow scrap met-
al operators to obtain an original
certificate of title, salvage title, or
junking certificate if a vehicle or its
parts are more than 10 years old
after certifying that there is no lien
on the motor vehicle or more than
20 years old without the lien check
requirement, These bills have not
been heard in a committee yet.

The General Assembly will ad-
journ on May 16th.

MATR

Dates of Interest
May 2015

15 Legislative Session
Ends

October 2015
7-10 ARA Annual Meeting
Charlotte, NC
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MATR Regular Members
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A-1 Auto Recyclers
573-442-4343

Al's Auto Salvage & Sales
314-382-6112
All Star Auto Parts
816-921-99%9

Archway Auto Salvage & Sales, Inc.

636-671-1120

Auto Parts Company
636-366-4966
B & B Import Auto
A417-725-5296
B & W Truck Repair, Inc.
573-393-2357
Countryside Auto & Truck Parts
636-928-6792
County Line Auto Parts
816-697-3535
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 Recycling
417-781-7904

Frontier Aute & Truck Parts
660-359-3888

Higbee Auto Service
660-456-7201

Highway 160 Import Salvage, Inc.

A17-725-5286
Hillsdale Auto Parts
877-385-9950
1.C. Auto & Truck Parts
573-735-4800
Jack's Auto Salvage
636-947-6005

Johannes Auto Sales, Inc.
573-243-3506

Keystone Fort Lauderdale, FL (LKQ Corp)
954-492-9092
Late Model Auto Parts
816-483-8500

Liberty Auto Salvage Co.
314-531-4141

Mack’s Auto Parts, Inc.
314-638-5422
Midway Auto Parts, Inc.
816-241-0500
Modern Imports, Inc.
314-638-6040
Mott Auto
417-532-3914
0-K Auto Parts, LLC
800-748-7539

Perrigo Body Shop
660-397-2195

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

Pick-n-Pull Auto Disinantlers
St. Louis
916-681-3463

Rascal Flats, Inc.

660-388-6389

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

West 7th Street
417-623-3255

Yancey Auto Sales & Parts
573-565-3508

Join MATR Today!
Just see what we can
accomplish together!
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Mack's Auto Parts, Inc.
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Membership Renewal Notices have been sent out. Please send in your renewal today!

MISSOURI AUTO & TRUCK RECYCLER
MEMBERSHIP APPLICATION

Why Should You Join?

Please Return to: 3 - The MAIR retains the services of legislative counsel in Jefferson City
PO. Box 1072 to monitor proposed new laws, changes in laws and proposed rule
Jefferson City, Missouri 65102-1072 changes. |
(573) 636-2822 «  The MATR publishes a newsletter 6 times a year at no charge with
Fax: (573) 636-9749 the latest information on business tips on subjects ranging from
\_ www.matronline.com y insurance, to updates on new products and services and more.

+ The MATR maintains a wotldwide 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!

Date of Application: New Member O Renewal O

Company Name:

Mailing Address:

City: State: Zip:

Business Phone: Fax;

Owner/Key Contact

E-Mail:
Active/Regular Membership: 1) Applicant must be any individual, corporation, firm, partnership, incorporated or unincorporated as-
sociation or any other legal or commercial entity with ownership interest in an autormobile and truchk 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 dismaritling,
sale and/or exchange of used automobile and truck parts provided, however, that a person, who does not possess an ownership interest in an
autormobile and truck recycling business operated within the State of Missouri but who is engaged as the full-time manager of such o 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 eligibilily requirements for active membership as herein above provided shall
upon the approval of the Membership Commiitee be eligible to become an Associate Member of the Assodiation.

Please check one:

(J Regular Member $400.00
Make check payable to.
O Associate Member $275.00 MATR
PO. Bax 1072

Additional Locations are charged $200.00 annually Jefferson City, MO 65102-1072

Thank you for your support!
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Do You Have a Good Core Program?

By Amber Elenbaas

What's a core program? How
can it benefit your business? 1 trav-
el to recycling facilities of all sorts
and sizes and teach them how to
implement the core strategy that's
best for them. When you treat your
cores as valuable commodities and
maximize your core profits, you can
add $25, $50, $100, even $200 per
vehicle. Are vehicles getting any
cheaper to buy? Everywhere 1 go,
people are paying more and more
for their cars and trucks. So we need
to figure out how to get more out of
them in order to stay profitable!

Core programs come in many
shapes and sizes. The easiest place
to start is often at the end of each
vehicle’s life: at the point of crush.
When you enter the VIN number

RECOVERY & RECYCLING

Plefinum

1515 8th Street
Seguin, TX 78155

of the car you are going to crush
into the RAS website, it will show
you what we're paying for every
part, and you can decide at that
time what is worth it to pull and sell.
A $95 steering gear rack is always
worth it, but what about a $15 rack?
What if it's unbolted in the vehicle,
then is it worth it? A $7 door win-
dow motor doesn’t sound that prof-
itable to pull, but what if the mirror
was sold, so the door trim panel is
already off and it takes just a few
seconds to zip that motor off? How
much should you pay the people
removing the cores — by the hour
or by the part, or a percentage of
the core money they earn for you?
The answers to these questions vary
by the recycler, but deciding how

We buy:
< Catalytic Converters
<> Batteries
4 Cores

WE PAY TOP $$$

FOR FOILS!

Phone: 210-218—5809
Fax: 830-303-8946

Email: Chris@platinumrr.com

www.platinumrr.com

you are going to do it ahead of time
makes implementing an end-of-life
core program easy.

If you are pulling cores at the
point of crush, you'll start to notice
that RAS pays for a lot of parts you
cannot seem to sell. And if you look
at your inventory on our website,
you can see that you have parts on
your shelves over 2,500 days old —
that's 7 years! You have parts that
you have stocked 10 or more of
the same part! Many recyclers don't
realize they have cash hanging on
their shelves gathering dust. [ would
argue that many of these parts, you
will never sell. But let’s say you will
sell them eventually. If you wait an-
other year, and sell that alternator
for $100, you've made $100. If you
sell that same part to RAS for $35,
and you take that money (and your
other core money) and use it to
buy another vehicle, if your cost of
goods is 50% then you will double
your money. So now you have $70.
Now you take that money and you
invest it into another vehicle, and
you again double it and you have
$140. If you can turn your invest-
ments four times a year, that $35
in cash turns into $560 in one year.
Selling old parts sitting around on
your shelves can provide cash flow
year round, or just during your slow
months. Again, each yard will want
to customize when and how they
do this, but each yard will benefit.

What happens to the parts that
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Do You Have a Good Core Program?

By Amber Elenbaas

What's a core program? How
can it benefit your business? 1 trav-
el to recycling facilities of all sorts
and sizes and teach them how to
implement the core strategy that's
best for them. When you treat your
cores as valuable commodities and
maximize your core profits, you can
add $25, $50, $100, even $200 per
vehicle, Are vehicles getting any
cheaper to buy? Everywhere [ go,
people are paying more and more
for their cars and trucks. So we need
to figure out how to get more out of
them in order to stay profitable!

Core programs come in many
shapes and sizes. The easiest place
to start is often at the end of each
vehicle's life: at the point of crush.
When you enter the VIN number

Pletinum

RECOVERY & RECYCLING

1515 8th Street
Seguin, TX 78155

of the car you are going to crush
into the RAS website, it will show
you what we're paying for every
part, and you can decide at that
time what is worth it to pull and sell.
A $95 steering gear rack is always
worth it, but what about a $15 rack?
What if it's unbolted in the vehicle,
then is it worth it? A $7 door win-
dow motor doesn’t sound that prof-
itable to pull, but what if the mirror
was sold, so the door trim panel is
already off and it takes just a few
seconds to zip that motor off? How
much should you pay the people
removing the cores — by the hour
or by the part, or a percentage of
the core money they earn for you?
The answers to these questions vary
by the recycler, but deciding how

We buy:
¢ Catalytic Converters
< Batteries
< Cores

WE PAY ToP $$$

FOR FOILS!

Phone: 210-21.8-5809
Fax: 830-303-8946

Email: Chris@platinumrr.com

www.platinumrr.com

you are going to do it ahead of time
makes implementing an end-of-life
core program easy.

If you are pulling cores at the
point of crush, you'll start to notice
that RAS pays for a lot of parts you
cannot seem to sell. And if you look
at your inventory on our website,
you can see that you have parts on
your shelves over 2,500 days old -
that's 7 years! You have parts that
you have stocked 10 or more of
the same part! Many recyclers don’t
realize they have cash hanging on
their shelves gathering dust. | would
argue that many of these parts, you
will never sell. But let's say you will
sell them eventually. If you wait an-
other year, and sell that alternator
for $100, you've made $100. If you
sell that same part to RAS for $35,
and you take that moeney (and your
other core money) and use it to
buy another vehicle, if your cost of
goods is 50% then you will double
your money. So now you have $70.
Now you take that money and you
invest it into another vehicle, and
you again double it and you have
$140. If you can turn your invest-
ments four times a year, that $35
in cash turns into $560 in one year.
Selling old parts sitting around on
your shelves can provide cash flow
year round, or just during vour slow
months. Again, each yard will want
to customize when and how they
do this, but each yard will benefit.

What happens to the parts that

come back from your customers as cores? If they wind
up in the crush pile, you are missing out on extra mon-
ey. Most recyclers are now charging core charges and
customers have accepted this. If you aren’t charging
cores yet, your competitors have paved the way for
you. Charging for cores keeps parts out of landfills.
It also adds to your bottom line. A percentage of the
cores you charge for will never come back, so that's
money you can keep and reinvest. A percentage of
cores that come back will add to your scrap weight.
But a percentage of them are worth a [ot of money
to Rebuilders Automotive Supply. When you sell an
engine brain box for $150 with a $50 core, you are
now making $200 on that part. How do you know
when to charge $5 and when to charge $50? That's
another solution that depends on the recycler. Those
who belong to URG have the option of their core pro-
gram, which shows many core buyers prices on parts
right at the part lookup screen of PinPro or Powerlink
so your salesperson can see how much to charge when
they are selling the part. Powerlink users will soon have
“CoreConnect” right in the inventory section of their
computer system, so they can look up parts by stock

number, VIN number, or Hollander interchange num-
her. Others just use our website, and look parts up by
year, make, and model, or by Hollander interchange
number,

Most recyclers who start selling cores begin to core
at the point of dismantle or depollution. If you have 12
of those axle shafts in stock, why stock one more when
you can cash out now? What if the core price on those
parts has dropped after the 6 months or year goes by
and you're going to crush that car? Isn't it easier to pull
cores when the vehicle is on the hoist, instead of wait-
ing and having a guy do it in the field?

There are many options for implementing a core
program, and each yard is different. If you are inter-
ested in planning a core strategy for your company, do
not hesitate to contact me for more information or for
example core policies and procedures. | am happy to
help any recycler that wants to maximize their cores!

Amber Elenbaas,

Rebuilders Automotive Supply

amber@coresupply.com

616-836-7140

- R
MATR Associate Members
Advantage Metals Connell Insurance Marty Satz

Kansas City, MO Hollister, MO St. Louis, MO

816-861-2700 417-334-2000 800-449-1151
Alter Metal Recycling Diverse Metgl Recycling Peoria Disposal Company

Council Bluffs, IA St. Louis, MO Florissant, MO

712-328-2601 314-865-1101 314-432-0550
Barrie Pannett, CPA, P.C. Environmental Works, Inc. Southern Metal Processing

Chesterfield, MO Springfield, MO St. Louis, MO
636-733-2327 417-890-9500 314-481-2800
Car-Part.com Grossman Iron & Steel Springfield Iron and Metal

Fort Wright, KY St. Louis, MO Springfield, MO
859-344-1925 3142319423 417-869-1572

Hollander, A Solera Company
Plymouth, MN
763-519-323]
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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Notice to Members Regarding

ARA’s Class Action Against Takata Corporation

Dear Members,

We are writing to inform you that the ARA has
filed a class action lawsuit on behalf of all automotive
recyclers across the nation against Takata Corporation
and numerous automotive manufacturers for econom-
ic losses resulting from the defective airbags that were
produced by Takata and installed in certain vehicles
from those manufacturers. ARA’s goal is to obtain com-
pensation from the defendants for the recyclers holding
these now valueless Takata airbags in their inventory.

For your reference, below please find a list of the
vehicles which have been recalled to date due to the
Takata airbag defect:

Given the widespread recalls, the Takata airbags
contained in the above-listed vehicles should no longer
be resold to customers. However, in light of the pending

lawsuit, these airbags should not be destroyed or altered
in any way, and recyclers should store and maintain
them through the duration of the lawsuit, These airbags
constitute evidence in the pending lawsuit and their
preservation may be critical to each recycler’s ability to
obtain an eventual recovery. In addition, there might be
a need for some of the airbags to be provided to our
counsel for testing. The attorneys representing us are
from the law firm Kessler Topaz Meltzer & Check. If you
are contacted by Takata, any of the vehicle manufactur-
ers or any attorneys involved with the litigation other
than our attorneys, please contact us immediately.

Should you have any questions about the lawsuit or
about the information contained herein, please do not
hesitate to forward them to ARA at the following email
address: staff@a-r-a.org.

BMW:
2000 - 2005 3 Series Sedcn
2000 - 2006 3 Series Coupa

2000 - 2005 3 Series Sports Wagon
2000 - 2006 3 Series Convertible

20017 - 2006 M3 Coupe
2001 - 2006 M3 Convertible

Chrysler:

2003 - 2008 Dodge Ram 15600
2005 - 2008 Dodge Ram 2500
20086 - 2008 Dodge Ram 3500
20086 - 2008 Dodge Ram 4500
2008 - Dodge Ram 5500

2005 - 2008 Dodge Durango
2005 - 2008 Dodge Dokota
2004 - Dodge Durango

2006 - Dodge Magnum

2005 - 2008 Chrysler 300
2007 - 2008 Chryslar Aspen

Ford:

2004 - Ronger

2005 - 2006 GT
2005 - 2007 Mustang

General Motors:

2003 - 2005 Pontlac Vibe
2006 - Saab 9-2X

2013 - 20174 Chevrolef Cruze

Honda:
2001 - 2007 Honda Accord

- 2001 - 2005 Honda Civic

2002 - 2006 Henda CR-V
2003 - 2011 Henda Element
2002 - 2004 Honda Odyssey
2003 - 2007 Henda Pilot
2006 - Honda Ridgeline
2003 - 2006 Acurd MDX
2002 - 2003 Acura TL/CL
20056 - Acura RL

Mazda:

2003 - 2007 Mazdag
2006 - 2007 MazdaSpead6
2004 - 2008 Mazda RX-8
2004 - 2005 MPY

2004 - B-Serias Truck

Mitsubishi:
2004 - 2006 Lancer
2006 - 2007 Rdaider

Nissan:

2001 - 2003 Nissan Maxima
2001 - 2004 Nissan Pathfinder
2002 - 2004 Nissan Sentrg
2001 - 2004 Infiniti 130/135
2002 - 2003 Infiniti QX4

2003 - 2005 Infinlti FX35/FX45
2013 - Infiniti QX56

2014 - Infiniti QX80

Subaru:

2003 - 2005 Baja
2003 - 2005 Legacy
2003 - 2005 Outback
2004 - 2005 Impreza

Toyota:
2002 - 2005 Lexus SC
2002 - 2005 Toyota Corolla

2003 - 2005 Toyota Corolla Mairix

2002 - 2005 Toyota Sequoid
2003 - 2005 Toyota Tundra
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Notice to Members Regarding

ARA’s Class Action Against Takata Corporation

Dear Members,

We are writing to inform you that the ARA has
filed a class action lawsuit on behalf of all automotive
recyclers across the nation against Takata Corporation
and numerous automotive manufacturers for econom-
ic losses resulting from the defective airbags that were
produced by Takata and installed in certain vehicles
from those manufacturers. ARA’s goal is to obtain com-
pensation from the defendants for the recyclers holding
these now valueless Takata airbags in their inventory.

For your reference, below please find a list of the
vehicles which have been recalled to date due to the
Takata airbag defect:

Given the widespread recalls, the Takata airbags
contained in the above-listed vehicles should no longer
be resold to customers. However, in light of the pending

lawsuit, these airbags should not be destroyed or altered
in any way, and recyclers should store and maintain
them through the duration of the lawsuit. These airbags
constitute evidence in the pending lawsuit and their
preservation may be critical to each recycler’s ability to
obtain an eventual recovery. In addition, there might be
a need for some of the airbags to be provided to our
counsel for testing. The attorneys representing us are
from the law firm Kessler Topaz Meltzer & Check. If you
are contacted by Takata, any of the vehicle manufactur-
ers or any attorneys involved with the litigation other
than our attorneys, please contact us immediately.

Should you have any questions about the lawsuit or
about the information contained herein, please do not
hesitate to forward them to ARA at the following email
address: staff@a-r-a.org.

INDUSTRYNEWS

BMW:

2000 - 2005 3 Series Sedan

2000 - 2006 3 Series Coupe

2000 - 2005 3 Series Sports Wagon
2000 - 2006 3 Series Convertible
2001 - 2006 M3 Coupe

2001 - 2006 M3 Convertible

Chrysler:

2003 - 2008 Dodge Ram 1500
2006 - 2008 Dodge Ram 2500
2006 - 2008 Dodge Ram 3500
2006 - 2008 Dodge Ram 4500
2008 - Dodge Ram 6500
2005 - 2008 Dodge Durango
2005 - 2008 Dodge Dakota
2004 - Dodge Durango

2005 - Dodge Magnum

2005 - 2008 Chrysler 300
2007 - 2008 Chrysler Aspen

Ford:

2004 - Ranger

2005 - 2006 GT
2005 - 2007 Mustang

General Motors:

2003 - 2005 Pontiac Vibe
2005 - Saab 9-2X

2013 - 2014 Chevrolet Cruze

Honda:

2001 - 2007 Honda Accord
2001 - 2005 Honda Civic
2002 - 2006 Honda CR-V
2003 - 2011 Honda Element
2002 - 2004 Honda Odyssey
2003 - 2007 Honda Pilot
2006 - Honda Ridgeline
2003 - 2006 Acura MDX
2002 - 2003 Acura TL/CL
2005 - Acura RL

Mazda:

2003 - 2007 Mazda6
2006 - 2007 MazdaSpeed6
2004 - 2008 Mazda RX-8
2004 - 2005 MPV

2004 - B-Series Truck

Mitsubishi:
2004 - 2005 Lancer
2006 - 2007 Raider

Nissan:

2001 - 2003 Nissan Maxima
20017 - 2004 Nissan Pathfinder
2002 - 2004 Nissan Sentra
2001 - 2004 Infiniti 130/135
2002 - 2003 Infiniti QX4

2003 - 2005 Infiniti FX35/FX45
2013 - Infiniti QX56

2014 - Infiniti QX80

Subaru:

2003 - 2005 Baja
2003 - 2005 Legacy
2003 - 2005 Outback
2004 - 2006 Impreza

Toyota:

2002 - 2005 Lexus SC

2002 - 2005 Toyota Corolla

2003 - 2006 Toyoia Corolla Matrix
2002 - 2006 Toyota Sequoia
2003 - 2005 Toyota Tundra
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I-CAR and ARA University Websites Cross-Promote to Expand
Access to Educational and Training Resources

I-CAR understands the importance of credible, reli-
able collision repair information, and works closely with
major industry educators throughout North America to
ensure you have the most up-to-date information avail-
able. I-CAR has invited ARA University (ARAU) to link
to the I-CAR website as an educational and training
recognition program for the collision repair industry.

ARAU and I-CAR offer a variety of educational
and training recognition programs for the automo-
tive recycling and collision repair industry. All share a
common goal: to help industry professionals gain the
information, knowledge and skills they need to per-
form complete, safe and quality repairs for the ultimate
benefit of the consumer. ARAU's professional training
program is the industry standard for role-relevant train-

Hollande(

a Solera company

ing in the automotive recycling industry and features
distinct training paths and knowledge areas custom-

ized for each major automotive recycling role. To enroll
your company Vvisit arauniversity.org.

Linking you to more customers

Contact Hollander Sales: 800-825-0644

‘winlur-
=
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Do more in 2015 with...
2-Day Service via Ground!

Parts you sell Supplies you need

p SAME-DAY : FREE * SHIPPING * 3\25%5: <

Visit www.BrockSupply.com/SalesGuide and start doing more.
#

Your Advantage in Automotive 1-800-528-4400 4"”0"‘““




