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ProveYour Knowledge and Skills...

Earn An Automotive Recycling
Certificate of Achievement.

The first of its kind in the nation,
Waubonsee Community College’s
automotive recycling certificate
delivers comprehensive content

in a quick and convenient format.

The hybrid courses combine online
content with three in-person sessions.

In just two courses, you'll develop
skills in dismantling, parts grading
and quality control while becoming
familiar with the lllinois Green
Certified Automotive Recycler
(CAR) standards.

WAUBONSEE

® COMMUNITY COLLEGE

The Automotive Recycling Program was developed with a Trade
Adjustment Assistance Community College and Career Training
grant from the Department of Labor.

WCC does not discriminate based on any characteristic protected
by the law in its programs and activities.

- Automotive Recycling Basics begins June 1.

« Environmental Standards for Automotive
Recycling begins July 6.

- Each course costs $208 and earns you
1.5 college credits.

To register or for more information,
visit Waubonsee'’s website at
www.waubonsee.edu/automotive
or call (630) 466-2270.
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President’s Perspective

By Larry Brosten, ATRI President

Every time | think
[ know what to expect
from the change of sea-
sons, Mother Nature
shows me just how
unpredictable she can
be. This spring is no
exception. Despite the
late-season’s frigid tem-
peratures and heavy
snowfall that affected
northern lllinois, we at Auto Parts City managed to find
a narrow window of opportunity for our lllinois Green
Car review. The lllinois program is now under the man-
agement of Mike James from James environmental.

['ve known Mike for quite a few years now, and [ do
not exaggerate when I say that the environmental cre-
dentials he’s built working with auto recyclers is among
the most impressive in the industry. If you've been think-
ing of joining the Green Car program, now is the perfect

time. Besides the obvious marketing and public relations
benefits you'll receive from being able to show custom-
ers how committed you are to operating and environ-
mentally sound and compliant auto recycling center, |
really believe it helps gives our company the motivation
we need to maintain our standards despite the issues
and time constraints we face on a daily basis.

[ also believe that the more monitoring we agree to
do on our own, the less likely we will be subject to in
the form of legislative regulation by lawmakers who don't
always understand the operational intricacies unique to
our industry. In fact, Executive Director Michelle Lechner
and [ were recently discussing approximately 10 legisla-
tive measures in Springfield currently under consideration
which could affect us. We'll keep you informed if and
when any of them need additional consideration by ATRI.

And finally, I just wanted to remind all of you
that although warmer weather has finally arrived, fall
will be here before we know it. And of course, this
fall is one I'm especially looking forward to because

CMARC 2013 will be held at Auto

Parts City, Gurnee, lllinois. Since

Please contact us for a

800-449-1151
N

Trusted
Choice®

www.InsuranceConsultantsinc.com

m c s Insurance Consultants, Inc.

Insuring the Salvage & Recycling Industry Since 1976

Competitive Quote and ask Our Clients
about our Exceptional Service

401 N. Lindbergh Blvd., Suite 322, St. Louis, MO 63141
ph:314.994.1151 | tf: 800-449-1151 | fax: 314.994.7494

my brother, Jay, and [ opened the
new Auto Parts City, it's been a
goal of ours to host the convention.
In case you're not familiar with the
Gurnee area, it is home to Gurnee
Mills, a regional shopping venue,
Six Flags Great America and Key
Lime Cove an indoor water park
and hotel complex. So they'll be
plenty to see and do in and around
Auto Parts City.

And, most important, since the
convention will be held Sept. 20-21
[ am confident we will not have to
worry about snow.
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Executive’s Viewpoint

By Michelle Lechner, Executive Director

As [ sit here writ-
ing to you all I am
looking at the melt-
ing 18 inches of snow
we got a couple days
ago, and with warm
thoughts of springtime
just around the corner!
With spring time that
means the beginning
stages of the planning
for CMARC 2013. You know this year we will be at
Auto Parts City in Gurnee, a treat for all of you, so
mark your calendars for September 20/21 and join us.
This year you will see some new faces, exhibitors and
programs. As always, if you would have any ideas for
this year's CMARC please share them with me. The
CMARC Committee will be having their first confer-
ence call in about 2 weeks.

Now let's get down to business and talk about
what's all going on here in IL. | will start off by tell-
ing you about the grant that The Product Stewardship
Institute (PSD received from US EPA to increase the
recycling of mercury vehicle switches, and mercury
thermostats in lllinois. This incentive program affects all
of you, with an added bonus for first time participants.
You can read more about this incentive program in this
newsletter. So many of you tell me you are simply run-
ning out of those cars containing the switches. During
a conference call I said just that, and I also reminded
them about the non-regulated buyers who aren't, and
never do, follow any of the rules the way licensed re-
cyclers do. [ also reminded them that some of you only
deal in late model cars, and let’s also don't forget about
the many cars being exported. Originally, when the IL
Mercury Switch removal law went in to place, it had
a sundown clause of 2011, but when the capture rate
was not met by then IEPA got that date extended until

2017. 1 contacted the Secretary of State’s office to see
just how many cars there are registered today in IL
that have switches. This information might be pretty
important when determining just how many switches
are really still out there, | have yet to hear back from
them on that. Now, | hope all of you are being on the
up and up by participating in the program, however, if
you are not please start and get in on the new incentive
program when it begins. This program is only going to
be a six month program so again, please participate if
you are one of them out there who does not.

Legislatively speaking there are about 10 bills out
there that we are watching. Recently I have made sev-
eral calls asking the intention of some of these House
Bills that get put into committee with no rhyme or
reason, maybe just adding or subtracting the word
“The”, really? These bills are called shell bills and by
placing them in committee that means they can move
forward and sometimes without us knowing it. As of
now we have one meeting set up with a representa-
tive on HB773. At some point and time | think ATRI
should have its own lobby day. This would be where
we would all come together meet with representatives
to discuss the ongoing issues, or certain bills out there
that are of our concern. Getting our name out there as
much as possible is important and just maybe we might
make a difference, or at least get some to think more
about our industry and how it works. More on the leg-
islative front later, for now, the ATRI Board is meeting
with the Secretary of State Director about the ongoing
issues we face daily in our state that affect our business.

Thanks to all of you who have gotten your dues in
for 2013, much appreciated, and for those of you who
haven't please do so.

Enjoy the Changing of the seasons and as always,
keep recycling,

Michelle Lechner

Executive Director
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Update on lllinois Mercury Switch

Removal Program

By Becky Jayne

Program to Increase Mercury Switch Re-
moval and Recycling - As many of know, under
lllinois law, you are entitled to receive $2 for every
hood and trunk lighting mercury switch and $6 for
every ABS sensor you send in for recycling through
End of Life Vehicle Solutions (ELVS), an auto indus-
try-funded program. ELVS also provides you with
a collection bucket for free and covers the cost of
shipping and recycling the switches.

From April 1, 2013 through September 30,
2013, the Product Stewardship Institute (PSID), in
collaboration with Illinois EPA, is conducting a
special pilot program that will offer additional in-
centives to increase mercury switch collection in
[llinois. With funding from the U.S. EPA, you can
receive:

« A $4 incentive payment for each mercury-
containing anti-lock braking system (ABS)
sensor that is sent in for recycling.

« A $4 incentive payment for each “miscel-
laneous” auto switch sent in for recycling,
including all mercury auto switches that are
not from hood and trunk lighting or ABS
sensors. This includes airbag crash sensors
from certain older vehicles (see enclosed

AUTO PARTS & RECYCLING
Serving lllinois and Beyond Since 1946

800-437-1770

E-mail: stafrdused@aol.com 900 North Main Street
Local #: 630-892-4218 Montgomery, IL 60538
Visit our website www.staffordsautoparts.com

list). Please visit www.elvsolutions.org for
more information.

« A $100 “first bucket bonus” for vehicle
recyclers who have not sent in a mercury
switch collection bucket since September of
2011. This applies only to the first bucket
you send in.

These bonuses are in addition to the $2 pay-
ment you already receive for each mercury hood
and light switch and $6 for each ABS sensor you
send ELVS for recycling. For more information
about what vehicles contain mercury switches or
to request a collection bucket, please visit www.
elvsolutions.org.

Participating in this pilot program is easy. Sim-
ply collect mercury switch assemblies in your ELVS
collection buckets and send them to ELVS for re-
cycling as usual. At the end of the program, PSI
will pay you the additional incentive payments
and bucket bonus described above. To receive
these incentives, you must send switches to ELVS
for recycling between April 1, 2013 and September
30, 2013. The additional incentives will only
be paid for buckets containing more than 10
switches. Payments will not be made prior to
September 1, 2013.

For more information on this program, please
visit www.productstewardship.us/displaycommon.
cfm?an=1&subarticlenbr=995 or call PSI at 1-617-
236-4855.

Becky Jayne is an Environmental Protection Special-
ist with [lllinois EPA. If you have any questions about
the Illinois Mercury Switch Removal Program, please do
not hesitate to contact her at either Becky.Jayne@illinois.
gov, or 217-524-9642.
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The Value of Customer Service:
It Can Make You or Break You

By Patrick McClure

Thank Your Customers

What impact can one person have on the revenue per-
formance of a large supermarket? s it possible that one
person can create a company-wide impact, sending shock
waves of good cheer and driving ever-increasing repeat
business? How can one person make such a difference?

In one Midwestern supermarket chain, this is ex-
actly what happened.

The following story was relayed to me by Barbara
Glanz, a world-renowned professional speaker who
delivers programs about how to create Legendary
Customer service.

It was two days after she delivered one of her pro-
grams to a large supermarket chain when she received
a telephone call from a 19-year old youngster — Johnny
— who had Down syndrome. He bagged groceries at
the supermarket. He told Barbara that he really en-
joyed her program and had some ideas to make a dif-
ference in his company and wanted to know if she
would approve. He wanted to create personal messag-
es, handwritten, with inspirational ideas and thoughts
and then wanted to drop these ideas into the grocery
bags of his customers. Each of his customers would
receive a message from Johnny. Barbara told him she

““'\ CHICAGO INDUSTRIAL
CATALYTIC LTD.

Specialists in:
v catalytic converters
v catalysts

v metals
v alloys

Please call to schedule a pick up!

Phone:

Fax.

(312) 914-6666
(847) 236-9725
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thought this was a great idea, and with his manager’s
approval that is what he did.

Two weeks later, Barbara received a call from the
store manager. He reported that he now had a prob-
lem....there were long lines of people waiting at the
cash register that Johnny was working. When he tried
to move the customers into another less crowded line,
they insisted on staying where they were. They wanted
Johnny to bag their groceries, and to get his message.

Johnny's actions inspired others in the store. The
flower merchant began handing out spare flowers to
young children and older ladies. The butcher wrapped
his meat in special packages; the produce manager went
out of his way to treat customers with special care. The
entire store caught fire with a storm of amazing care and
attention to their customers. Bottom line, the store traf-
fic and revenues saw a huge boost, going on to become
the most profitable store in the entire chain.

Quick Pay & Top Prices
Since 1936

We Buy All Metals including...

Insullated Copper Wire
Aluminum! & Brass Radiators
Aluminum} Wheels

Catalytici Convelrters
Starters and Alternators
Scrap! lron & Steel
Automoitivier Casit lron

P: 314.481.2800 + TF: 800.527.6865
F: 314.481.4703

Pick Up Service Available.

| 6400 South Broadway ¢ St. Louis, MO 63111 |

Delivering excellent customer service is not only
personally gratifying, but it is immensely profitable.
Thanking your customers, showing your appreciation
in many small ways, is just good business. How many
of you are working in firms, or for your own company,
that need to adopt a similar strategy? How many John-
nys work at YOUR firm?

Statistics Show

Statistics show that it is far more expensive to acquire
a new customer than to retain an existing customer. One
of my clients, a medical device company, has estimated
that their fully burdened cost of acquiring a qualified
LEAD for their product is over $1000. When you add to
this the sales and market costs as well as all other expens-
es involved, the total costs can be quite large. It's time
consuming, expensive, and very costly to acquire new
customers. Once they have become customers, your
company should be doing everything possible to retain
them, by delivering excellent customer service.

Conversely, an upset customer is 5-10 times more
likely to broadcast their dissatisfaction to the world. All of
the good work you do can be negated by one thoughtless
comment, one angry word, and one negative comment.
In today’s social media world — everything connected to
the internet — a negative customer service experience is
easily shared with thousands of people and can actually
go “viral” when it is broadcast to thousands.

The most successful companies have developed
programs to deliver excellent customer service, and are
doing everything possible to protect their market share.
After all, there are dozens of competitors that would
love to take your customers away, and all they need is
the opportunity. Don't give them the chance! Keep
your customers happy!

In Focused or Customer Focused

Another key to successful customer relations is in-
fusing your company to the core with the principals
of quality customer service. Every member of your
team—executive, manager, employee — has the respon-
sibility to deliver first-rate service to your customers.
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There is a huge difference between a company
that is inwardly-focused and a company that is cus-
tomer focused. Here are some distinctions:

Characteristic Inward Focused Company

Recognition Based on personal
accomplishments

Focus Employees focus on making
their managers

Training Trained on Job Functions

Decisions Top down behind
closed doors

Politics Lots of internal in-fighting
and jockeying for
promotions

Promotion Based on Seniority and
favoritism

Characteristic Customer Focused Company

Recognition Earned on balance between
personal accomplishments
and customer satisfaction

Focus Employees focus on making
their customers happy

Training Trained on job functions and
customer relationship skills

Decisions Participative, includes
feedback on customer issues
not just internal

Politics Focus on customers, no time
for internal politics

Promotion Based on service skills,

teamwork, seniority and
customer satisfaction

See if you can spot where YOUR company fits. If
you're spending all your time thinking about internal
issues, you're headed for disaster. Remember, your
customers are paying your salary and if you're not
working sincerely to earn their trust and support, they
can always take their business elsewhere.

One more point: when we use the word “customer”
we are talking about your outside customers as well as
your inside customers. If you are a manager, you are
working daily with employees and all of the customer
service skills you have developed apply equally to your
employees. In many ways, if you are a manager your
most important “customer” is a direct report.

Active Listening

We've all heard one of the core maxims in provid-
ing excellent customer service: “The customer is al-
ways right. “ This is used during training and by man-
agement to convey the important concept that when
a customer is upset or concerned, it never works to
argue with them or discount what they are saying.
What it REALLY means is that the customer’s percep-
tion of what occurred is correct for them, regardless
of what you think. Their experience, and how they
feel about it, is the most important factor to be dealt
with, and it must be listened to and understood.

If the customer is angry, their impression of what just
occurred has lead them to respond with anger, regardless
of your impression. This is not the time to react, but it is
a time to put yourself into their place and actively listen to
what their viewpoint is. You will never be able to deliver
excellent service if you REACT to the customer or imme-
diately conclude they are stupid, ignorant or unrealistic.

Whenever you react and make a snap decision
about someone else, this decision will color how you
view that person. It's like your mind is a huge magnify-
ing glass and it will automatically seek out the character
traits that you've decided must be there! If you perceive
that the customer in front of you is messy and disorga-
nized, then you will automatically assume their entire
life must be the same way. If you feel insulted by what
the other person has said, then you will project this feel-
ing on them and the situation will worsen.

The alternative is Active Listening, a much needed skill
in the business world. This requires the following steps:

1. Shut up, stop talking.

2. Focus your attention on the other person,

calmly and professionally.



3. Listen to their verbal communication, as well
as their emotions and attitudes. Train yourself
to become very perceptive with the non-verbal
messages that we all project.

4. Ask questions to clarify as needed. Listen to
their answers.

5. Paraphrase, clarify or summarize what they
said to make absolutely certain you received
what they said and what they meant. You will
be amazed at discovering how often you didn't
fully grasp what was said.

Remember, active listening is not about you. It’s all
about the other person, so get out of yourself and put
your focus and attention on them. Good communica-
tion and active listening skills are the core component
of delivering excellent customer service.
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The founder of one of the most successful (and
largest) companies in the world had this to say:

“Our Goal as a company is to have custom-
er service that is not just the best, but legendary.”
- Sam Walton, Wal-Mart

Final Thoughts

According to Dana Borowka, CEQO of Lighthouse Consult-
ing Services, LLC (www.lighthouseconsulting.com) and author
of Cracking the Personality Code(www.crackingthepersonality-
code.com) hiring the right people is key to future growth. If
you would like additional information on raising the hiring bar,
please click here to see an article on this subject: http.//light-
houseconsulting.org/Articles’ KOTHireRightFirstTime/

Permission is needed from Lighthouse Consulting

Services, LLC to reproduce any portion provided in
this article. © 2013

ASSOCIATE MEMBERS

Please patronize all our Associate Members who generously support ATRI throughout the year.

Berlinsky Scrap Corp.
Joliet, IL
815-726-4334
Car-Part.com
Ft. Wright, KY
800-347-2247/859-344-1925
Chicago Industrial Catalytic
Lincolnshire, IL

Insurance Auto Auctions
Westchester, IL
708-492/7000

James Environmental
Round Rock, IL
512-244-3631

Legend Smelting & Recycling, Inc

Recycle Technologies, Inc
Wood Dale, IL
630-350-8909

The Rogers Group
Family Business Success
Glenview, IL
847-562-8992

RS Used Oil/Universal Lubricants]

312-914-6666

Donate A Car 2 Charity
Escondido, CA
760-755-2071

E & R Towing
Markham
708-333-7300

First America Metal Corporation
Minooka, IL
815/521-9888

General Core Supply, Inc
Chicago, IL
773-767-6600
Hollander, A Solera Company
Plymouth, MN
800-825-0644
Miller Compressing Company
Milwaukee, WI 53204
414-671-5980

Joliet, IL
800-697-5556

LKQ Government Affairs
Fort Lauderdale, FL
954-492-9092

McNamara-Weaver Group
Chicago, IL
312-827-6651
Market Financial Group
Shaumburg, IL
847-398-7060

Quad City Salvage Auction
Oswego, IL
630-897-8000
R.J. McClellan, Inc.

St. Paul Park, MN
877-525-4589

Monee, IL
708-325-6980

Snyder Insurance Co
Bloomington, IL
309-275-9987

Trissel, Graham & Toole, Inc.
Insurance & Risk Management
Sterling, IL
815-625-0027

United Recyclers Group
Centennial, CO
303/367-4391

Waubonsee Community College
Sugar Grove
630-466-2331
Young Insurance Agency
Rockford, Ml
616-214-4238




Illinois Green Certified Automotive Recycler
(Illinois Green CAR)

Application Form

Owner/Contact Name(s):

Business Name:

D.B.A. (If applicable):

Street Address:

City:

Mailing Address (if different):

State:

Zip Code:

City:

Phone:

E-mail:

State:

Zip Code:

Fax:

T wish to apply for lllinois Green Certified Automotive Recycler (lllinois Green CAR) certification.

[ agree to meet the lllinois Green CAR standards.

I agree to participate in the lllinois Green CAR auditing program to verify compliance with the Illlinois CAR standards.

I agree to pay the lllinois Green CAR membership fee as established by ATRI.

I agree to comply with the following guidelines:
J Be a member of ATRI, and meet the
membership requirements.

0 Appropriately display applicable Illinois
Green CAR program identity and
promotional materials. I agree to surrender
same if ATRI membership is canceled or
terminated.

0 Improve my effectiveness as a business
person and professional automotive recycler
either through business courses and
seminars offered by ATRI, or by recognized
colleges and universities.

O To not knowingly purchase and/or sell
automotive parts of questionable origin. An
Illinois Green CAR member should take
pride in his industry and business, thereby
enhancing quality, customer service and
confidence.

N

Illinois Green Car Members

ABC Auto Parts and Sales, Inc.
Auto Parts City, Inc.

BC Automotive, Inc.
Bionic Auto Parts and Sales, Inc.
C & J Auto Parts, Inc.
Elgin Super Auto Parts
I-55 Auto Salvage
Mack’s Auto Recycling
New Cats Auto Parts
Rbodes Auto S/S/S, Inc.
Rockford Auto Parts, Inc.
Route 14 Auto Parts
Scotty’s Auto Parts
Speedway Auto LTD
Stafford’s, Inc.

J

[ understand that as the automotive recycling industry changes, the requirements to be an Illlinois Green CAR member may
also change, I agree to incorporate any such changes in my business. If I fail to do so, my lllinois Green CAR membership

will be subject to termination.

Business Owner Signature:

Date:

Staff Use Only:

(date received by ATRID)

Mail to: Illinois Green Carn, c¢/0 ATRI, PO Box 9424, Springfield, IL 62791
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Delivering Education for Tomorrow’s Workforce

By Pat O’'Connor, Waubonsee Community College

Five months ago I was given the challenge to cre-
ate the Automotive Recycling program for Waubon-
see Community College. As | began developing the
program, | soon learned the impact the auto recycling
industry had in moving our culture to a more sustain-
able future, perhaps more than any other industry in
the world. Until recently, most consumers believed
that their problems were over when they left their
garbage at the curb or traded their old, worn-out car
in at the dealer. But what most of them did not know
is that the auto recycling industry is one of the indus-
tries that has been playing a behind-the-scenes role to
transform what used to be thought of as waste into
usable and viable resources. This is one of the first
things | learned about the industry, and this is one
of the major reasons Waubonsee Community Col-
lege saw the need for a program that would educate
students on the skills and knowledge needed to enter
into the auto recycling industry.

This started two years ago when Ken Kunz, Pro-
fessor of Automotive Technology for Waubonsee
Community College in Sugar Grove, lllinois, met
with Sean Krause, owner of Speedway Auto Recy-
cling in Joliet, Illinois, and came up with the idea
to teach an auto recycling class. They realized that,
with the abundance of new technology incorporated
into today’s vehicles and the ever increasing Envi-

“The Place for Parts”
I55 Auto Salvage, Inc.

USED CAR & TRUCK PARTS

877-467-2941

PHONE: 815-467-2938
FAX: 815-467-7152

DAN - DAVE - DOUG - DON - TODD

22661 FRONTAGE ROAD « CHANNAHON, IL 60410

ronmental Protection Agency (EPA) regulations be-
ing imposed on the industry, there would be a need
for more skilled employees within this field. Two
years later and with two auto recycling classes under
its belt, Waubonsee Community College was asked
by the Illinois Green Economy Network (IGEN)
— a consortium of 48 lllinois community colleges
funded by a grant from the Department of Labor
and formed to promote green jobs — to partner in
creating an auto recycling course to add to IGEN’s
list of classes. Seeing that the automobile is one of
the most recycled machines on the planet, this was
a perfect opportunity for Waubonsee to bring their
auto recycling program to the next level.
Waubonsee’s newly revised Automotive Recy-
cling program will be launched in June of this year
and will be taught in a hybrid format that includes
both online and in-class instruction, allowing easier
access for students. The program will focus not only
on the skills that are already required in the indus-
try, such as vehicle dismantling, Inventory Manage-
ment System (IMS), and parts grading, but will also
introduce the environmental practices that have
influenced change in the industry. Each student’s
learning path will begin with an overview of the
industry and the direction it has gone, then moving
into instruction on safety and safe shop practices.
The class will then take the student through the en-
tire process of managing a vehicle that has reached
its end-of-life stage and will emulate a real life work
experience with all the necessary tools and equip-
ment, including IMS software, depollutioning sta-
tions and forklifts. The two-fold goal of the program
is to mirror what is happening in the field now and
also introduce new and innovative technology and
procedures to help advance the industry.
Technology and innovation has aided in creating
a safer and more profitable business environment
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for all industries. It has helped streamline inventory
and manufacturing processes while also making
work environments safer and more efficient. It has
brought our world together and allowed us to com-
municate farther and more effectively across our
entire planet. But to survive the technological ado-
lescence we are now experiencing, we must keep
our focus on educating our workforce. We must try
to find the direction that will allow us to take ad-
vantage of opportunities that will be made available
to us as well as transform our attitudes of yesterday
into tomorrow’s possibilities. This is the view cho-
sen in creating Waubonsee’s Automotive Recycling
program, along with the thought that if we want to
be competitive locally and globally, then we need
to develop the educational models that keep pace
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with new technology. This will allow us to deliver
the right education for tomorrow’s workforce.

I would like to thank everyone who has helped
Waubonsee in developing our auto recycling courses.
This all would not have been possible if it wasn't for the
cooperation and input of several ATRI members, in-
cluding Sean Krause of Speedway Auto, Doug & Dave
Anderson of [-55 Auto Salvage, Jay & Larry Brosten
of Auto Parts City, Paulette Cuvala & Mark Sievert of
LKQ Corporation, Jim Hope of Stafford’s Auto Parts &
Recycling, and especially help from Michelle Lechner,
Executive Director of the ATRI. We depend on input
from local businesses to give us direction on what is
needed in today’s industries, and we hope to continue
to work together to achieve the goal of a brighter fu-
ture and a better tomorrow.

The Ever-changing Regulatory Climate:
Permits, Fees, and Enforcement

By James Environmental

If you have been in the recycling business for
very long, then you have seen the way the regula-
tions constantly evolve. Laws protecting the envi-
ronment are, after all, a relatively new concept as
opposed to, say, Maritime Law or Criminal Law. As
the face of the planet is changed by human inhabi-
tation, so must we change the ways we handle our
natural resources change. The more people there
are on the planet, the more we have to account for
the environmental impact of those people.

In reality, there are a lot of factors that go into
new permits and related fees. It is safe to assume,
however, that one trend you can expect is that the
fees associated with regulatory compliance are go-
ing up, and it is happening mostly on the state and
local levels. Depending on the state in which you

operate, the state permitting fees can range dramat-
ically. Some states have annual fees in addition to
the application fee. Texas, for example, charges a
$100-$200 application fee for the Storm Water Per-
mit, and a $200/year annual fee, whereas Virginia
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charges a $500 application fee with no annual fees.

Local governments are also getting in on the
action. While the state Storm Water Permit fees
in North Carolina are relatively low, the city of
Durham charges $4.50/month per 2400 square
feet of impervious surface area (asphalt, concrete,
etc.). El Paso, TX charges $3.00/month per 2000
square feet of impervious surface, and Richmond,
VA charges $45 per year per 1425 square foot of
developed area.

In other words, the overall cost of compliance
has gone up and will likely continue to do so. In ad-
dition, it is becoming increasingly difficult to meet
evolving permit requirements.
quirements are getting increasingly more stringent,
as seen by recent permits issued in such states as
Florida, Virginia, North Carolina, Washington, and
New Jersey, and state agencies have begun to step

That is, permit re-

vaﬂheno

wfeck-llﬁl'l"ﬂav

ADD is your source for salvage
vehicle reporting and more.
Free and Full Service NMWTIS reporting

Vehicle History Reports with Lien & Theft data
Owner/Licnholder search in 25 states

Enter Promo code RJMC13
to receive $50 off account activation.

visit ADD123.com

For additions) information,

nlAct us al salvage :._'Jf.r.t.‘!/"? COm

i AutoDataDirect, Inc.

Auto & Tru(.:k Re.cgclers of Illinois
Association News

May/June 2013

up enforcement. Inspections are becoming more
frequent and more violations are being noted by
inspectors. This is due, in part, to environmental
fines being a revenue stream for the agencies and
state governments. Even on the federal level, en-
forcement has stepped up, specifically regarding
refrigerant recovery and SPCC (Spill Prevention,
Control and Countermeasures) requirements.

Now for the good news: You have a say in
the legislation that determines the fees and require-
ments set forth by these permits. You also have al-
lies in your state associations, national associations,
and James Environmental. Whether you are in the
scrap metal business or the used parts business, by
taking an active role in the associations for your in-
dustry, you help to empower your biggest advocates
in the legislation process. Most permit negotiations
undergo a public comment period, where you have
the opportunity to influence what the end result
will be. More often than not, the JEM Team is ac-
tive in these discussions, advocating on your behalf,
even if we do not work for you directly.

As time goes by, the industry continues to de-
velop and change. Some of the changes are pain-
ful, while others can prove to be lucrative as well
as beneficial to future generations. The old days of
lower environmental compliance costs are in the
past, but so is the old way of doing things. The
regulatory climate is ever-changing, but the recy-
cling industry is more important and more promi-
nent than ever.

815-673-3737
800-548-9151
Fax 815-672-5430

401 WEST 10TH STREET, STREATOR, IL 61364
www.rhodesautosss.com

IN THE QRP NETWORK, WE HAVE 34 LOCATIONS IN
9 STATES AND 1.3 MILLION PARTS IN INVENTORY

* ARA * GOLD SEAL *
* CAR CERTIFIED *
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The ARA Legislative Summit 2013 was by far the
most organized and efficient industry legislative event |
have had the opportunity to attend. The first day started
out early with an executive leadership training session
which focused on positive aspects of automobile recy-
cling and trade associations. We were able to drill down
the many opinions and perspectives to a simple few
which were concise and relevant. We then focused on
how to communicate the benefits of our industry using
positive words and phrases which members of congress
and their staff understand.

During the afternoon program the attendees attend-
ed a legislative briefing which identified the key issues
ARA is monitoring on the members behalf. The issues
advanced included:

1. Support federal legislation that would add a new
section to the Clean Water Act (CWA) prohibit-
ing the U.S. Environmental Protection Agency
(EPA) and its State permitting authorities from
applying numeric effluent limitations to industri-
al storm water discharges, unless the Agency de-
velops such limitations based on recognized sci-
entific methods and promulgates them through
the well-established regulatory process.

2. Support federal legislation that would require
repairers to replace a deployed OEM airbag
after a collision, with a non-deployed OEM air-
bag so that the inflatable restraint system is re-
stored to its original operating condition. OEM
airbags would be defined in the legislation as
those airbags which are manufactured by the
original equipment manufacturer and installed
in a new vehicle OR those OEM airbags which
are recovered from a vehicle using an industry
recognized protocol and installed in a like make,
model and year used operable vehicle.

3. Support HR 763, The Jobs and Premium Pro-
tection Act” to repeal the health insurance tax
(HIT) provision enacted as part of the Patient
Protection and Affordable Care Act (PPACA

- referred to as Obamacare). Introduced by
Congressmen Charles Boustany (R-LA) and Jim
Matheson (D-UT), HR 763 would save small
business owners billions of dollars of tax in-
creases in the next 10 years. HIT increases the
cost of health insurance for small business and it
should be repealed.

The next morning we awoke with an analysis of the
current state of the US Congress by Senator Richard
Burr (R-NCO), followed by a review of our packets for
our presentation on Capitol Hill. I had the opportunity
to meet with legislative aides from both Illinois Senators.
[ found each office to be organized and professional and
the staffers to be knowledgeable and interested in our
issues. Senator Kirk's office was interested in the issue
of non-deployed air bag reuse and the importation of
imitation air bags from Asia. We discussed the strategies
of federal legislation as a remedy or the Senator’s help
in having NHTSA support the ARA air bag protocol.
ARA staff will follow up with his office. In both Senate
offices I did voice the need for the State of lllinois to
participate in NMVTIS and suggested we would appre-
ciate any federal encouragement on that issue. And in
both offices | did report on the very real effects on the
economy and job creation which the affordable care act
is having on our own business in the state.

The event ended in the Rayburn House Office
Building with a presentation from our own Rep. John
Shimkus (R-IL) and a Congressional staff briefing. Rep
Shimkus is a great friend of our industry who co-chairs
the Congressional Recycling Caucus and had just visited
the Y-Yard (Effingham). | was told that at recent event
when the ARA Policy Director was asked a question it
was the Congressman who jumped in and responded
to his colleagues with the appropriate answer. The Con-
gressional staff educational and policy brief on the au-
tomobile recycling industry covered how total loss and
end of life vehicles are recycled, highlighting environ-
mental benefits, consumer savings, safety and automo-
tive parts quality.
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How Your Customers View Value

By Christine Corelli

Interesting work on customer value is being done
by Japanese quality expert Professor Noriaki Kano. Af-
ter extensive research, he concluded that customers
experience value at three different dimensions:

Basic value expected and unanticipated. Basic
value would be defined as the aspects of product
and service delivery that are fundamental (in the
customer’s mind) to the service or product they're
buying. For example, in the airline industry, the ba-
sics would be an air-conditioned cabin, a lavatory
and a safe plane. These basics do not come into play
for customer loyalty and if you don't deliver the ba-
sics, you are in deep trouble.

Expected value: These are the things customers are
accustomed to receiving from your business. For exam-
ple, for an airline passenger, expected value would be
on-time flight arrival, hot coffee and free drinks (Who
knows how long that will last?) courteous light attendants,
and frequent flier programs. Airlines are mostly equal on
these expected services, so the loyalty advantage gained
from providing expected value would be zero.

Unanticipated Value: Unexpected value breeds
customer loyalty and customer advocacy. In the air-
line industry, it could come from waiving the $150.
fee that is charged for changing a ticket, but they just
don’t do it. Most often, it is delivered by a flight atten-
dant who goes out of his or her way to be exception-
ally friendly, helpful, and attentive to serving all pas-
sengers. It would be one who makes economy cabin
passengers be treated the same way as 1K.

This isn't Rocket Science. It's simple. But if you
want to be be best at what you do, gather you team.
Discuss basic value and the expected value for custom-
ers in your business. Then, brainstorm specific ways to
deliverunanticipated value. Meanwhile, here are a few
ways to provide unanticipated value.

1. Help customers even when there’s nothing

in it for you.

2. Offer a money-saving value-added package
your competitors do not offer

3. Over-communicate with customers. Few peo-
ple expect that these days.

4. Find ways to wow the experience in every
touch point of the customer experience.

5. Provide far more knowledge than customers

would ever anticipate.

Bend over backwards for customers.

Deliver something extra that they didn't expect.

Deliver something for free.

Be exceptionally more friendly than any

competitor.

10. Overcompensate when you err.

11. Make every customer feel like a VIP.

12. Provide an educational session for your cus-
tomer on how to grow their business or do
something better.

Add specific ways applicable to your business.
Make decisions on best practices you will implement
that will deliver unexpected value for your customers.
The more you do, the better your ability to obtain high-
er levels of customer loyalty and customer advocacy.

If you have interest in leadership training, call

(847) 581 9968.

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

© @ N o
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ARA Safety Tip #6:
OSHA'’S Powered Industrial Truck Equipment
and Operator Requirements

No Good - Will Result in OSHA Fines

the safety of your employees and incur increasing
numbers of workman compensation claims.
Ensuring that your forklift operators are trained
and certified to operate the specific class of forklifts
you have at your facility could save you thousands of
dollars in fines! Also, keeping updated, accessible and
legible records is a must and will save you money!

If your forklifts end up in dangerous positions OSHA requires that operators of powered in-
like the ones illustrated in these pic- tures, you may dustrial trucks (commonly referred to as forklifts)
be fined by OSHA and worse, you may jeopardize and attachments must be trained and competent to

What good is a part if
it’s not the right part?

Parts

Reliable, High Quality Recycled Auto Parts
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ollander
a Su!er? company ‘
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operate the spe- cific class of forklift(s) you have at
your facility. OSHA defines seven different classes
of commonly-used powered industrial trucks and
nine assorted attach- ments which present varying
hazards. Employers must also certify (and docu-
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ment) that each operator has received the training
and evaluate each operator in the workplace at least
once every three years.

Reprinted with Permission of ARA

Corvette, the Small Block V-8 and LT1

When the next Corvette hits the street and race-
track, it will do so with an all-new, Gen 5 Small Block
V-8 engine. Named LT, it will be the most power-
ful and efficient standard engine ever in the car’s six-
decade history, thanks to a trio of Next-Gen tech-
nologies — the first Corvette applications of direct
injection, Active Fuel Management and continuously
variable valve timing — for greater performance and
efficiency.

The Corvette wasn’t born with a V-8 between its
front wheels. It arrived in the fledging sports car’s third
model year, 1955, where it was an option selected by
90 percent of customers. That first 4.3L (265 cu. in.)
engine produced 195 horsepower (145 kW) with a
four-barrel carburetor. The new Gen 5 LT1 — the third
Small Block to carry the moniker — displaces 6.2L (376
cu.-in) and delivers an estimated 450 horsepower
(335 kW).

The Small Block V-8 engine was physically smaller,
50 pounds lighter and more powerful than the “Blue
Flame” inline-six engine it replaced in the 1955 Corvette.
Its 4.4-inch bore centers — the distance from the center of
one cylinder to the next — would come to symbolize the
compact, balanced performance of the engine’s architec-
ture. Every generation of the Small Block — including the
forthcoming Gen 5 — features 4.4-inch bore centers.

After only two years on the market, the Small Block
began a steady march upward in displacement, power and
technological advancement. In 1957, a version equipped
with mechanical fuel injection was introduced, dubbed
Ramjet. The only other high-volume manufacturer to of-
fer fuel injection at the time was Mercedes-Benz.

Mechanical fuel injection was discontinued in
the mid-Sixties, but the Small Block introduced elec-
tronically controlled fuel injection in the 1980s on the
Corvette and established a benchmark with the 1985
launch of Tuned Port Injection on the C4 Corvette
generation. This electronically controlled port fuel in-
jection system was advanced in its day and its basic de-
sign is still used on most passenger cars and light-duty
trucks more than a quarter-century later.

The introduction of the Gen 3 Small Block with the
1997 launch of the C5 Corvette ushered in a new era
of technologically advanced performance. It was a clean-
sheet redesign of the architecture — retaining, of course,
the 4.4-inch bore centers and cam-in-block foundation
— with features including an aluminum, long-skirt cylin-
der block with six main cap fasteners, high-flow cylinder
heads that improved high-rpm horsepower and a light-
weight composite intake manifold.

As the C6 Corvette enters its final year, it sends
off the Gen 4 Small Block with a couple of notable
distinctions: The 7.0L LS7 engine that powers the
Corvette Z06 is the largest-displacement production
Small Block ever, while the 638-horserpower 6.2L
supercharged LS9 engine in the Corvette ZR1 is the
most powerful production Small Block ever, helping
power the car to a 205-mph top speed.

LT1 legacy

The first LT-1 (with a hyphen) engine was introduced
in the Corvette in 1970 as an option. It was a raucous,
racing-inspired engine with solid valve lifters, a high-lift
camshaft and high-winding personality that redefined
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Small Block performance. Displacing 350 cubic inches
(5.7L), with a compression ratio of 11:1, it was rated at
370 horsepower at 6,000 rpm and 380 Ibt. of torque at
4,000 rpm. It was enough to push the Corvette from O to
60 mph in less than six seconds.

Indeed, the LI-1 was a true high-performance pow-
erhouse, featuring many heavy-duty components not
found on the Corvette’s standard 350 engine, including
a stronger cylinder block with four-bolt main caps, forged
aluminum pistons, a high-rise aluminum intake manifold,
a baffled oil pan for reduced windage, a transistorized
ignition system and high-volume oil and fuel pumps.

Only 1,287 Corvette's left the factory in 1970
with the LI-1 engine. It remained in production for
another couple of years, but lower compression ratios
and other regulations-conforming changes resulted in
lower horsepower.

The LT1 (no hyphen) returned to the Corvette
in 1992, launching the five-year lifespan of the Gen
2 Small Block. It built on the successful design of the
L98-code Gen I Small Block that debuted in the 1985,
featuring the port fuel injection design that most auto-
motive engines still use today. Like the original LI-1,
the Gen 2 version displaced 350 cubic inches and
featured a four-bolt-main block.

The Gen 2 LT1’s most significant update over the
Gen [ Small Block was a reverse-flow cooling system,

1970 LT1 (Gen 1)

Displacement 350 (5.7L)
Bore x Stroke (inches) 4.00 x 3.48
Cylinder block cast iron
Main bearing cap fasteners four
Cylinder heads cast iron
Valve sizes (intake/exhaust) 2.02 / 1.60 inches
Compression ratio 11.0:1
Camshaft type solid lifter
Fuel delivery four-barrel carburetor
Ignition
distributor
Horsepower 370 @ 6,000 rpm

transistorized with camdriven “Optispark” optically
triggered distributor
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which cooled the cylinder heads first to achieve lower
cylinder temperatures. That allowed a higher, 10.4:1
compression ratio that helped achieve greater pow-
er: 300 horsepower at 5,000 rpm and 330 Ib.-ft. of
torque at 4,000 rpm. It helped the Corvette achieve
0-60 acceleration comparable to the 1970 model,
while also helping propel the 1992 model to a top
speed of more than 160 mph.

To mark the final year for the C4 Corvette generation
and the final year for the Gen 2 Small Block, a pair of
special-edition models was offered in 1996 with a higher-
power version of the engine, dubbed LT4. It was rated
at 330 horsepower and is easily identified by its red cast-
aluminum intake manifold.

After an 18-year hiatus, the LT1 returns to the Cor-
vette for 2014, matching an all-new car with an all-new
Gen 5 engine — one of the most technically advanced
engines in the world and the most significant redesign of
the Small Block ever. It will have the highest base horse-
power and torque, as well as the greatest efficiency, of
any Corvette in its 60-year history.

With preliminary output of 450 horsepower
(335 kW), the new LT1 builds on a heritage of high-
winding, power-dense Small Blocks that have become
high-performance legends.

1992 LT1 (Gen 2) 2014 LT1 (Gen 5)

350 (5.7L) 376 (6.2L)
4.00x 3.48 4.06 x 3.62
cast iron cast aluminum
four six

cast aluminum cast aluminum
1.94 / 1.50 inches 2.13 / 1.59 inches
10.4:1 11.5:1
hydraulic hydraulic
port fuel injection direct injection
Individual coil-on-plug

300 @ 5,000 rpm 450 (estimated)
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% Discover the Benefits
- of Being an ATRI Member!

Illinois Green Car Program (Illinois Certified Automotive Recyclers)

lllinois Green Car recognizes and certifies that the member meets certain criteria in terms of environmental
impact, safety, licensing and other regulatory standards as well as general business practices. This
program is endorsed by the lllinois EPA and is cost effective. For just $50 a year you can become CAR
certified through the National Association. ATRI has an established a working relationship with Illinois EPA
so if you have questions for them but don’t want to call, ATRI will be glad to make the call and provide you
the answers.

ATRI Executive Director is a lobbyist for the association and engages legislative issues pertaining
to lllinois auto recyclers. Through the Executive Director, ATRI engages in lobbying efforts and has
established relationships with government agencies including the Secretary of State of lllinois.

Education and Training Opportunities
ATRI provides training throughout the year. Additionally, ATRI provides educational programs, social
events, yard tours, and networking with fellow recyclers.

Opportunities to network, share and learn from other recyclers. See what works and what
does not.

ATRI Newsletter is published 6 times a year

The newsletter is currently mailed to all recyclers in lllinois. The newsletter includes industry news, a
complete listing of the membership, updates on legislative and environmental issues and lots of other
interesting information | am sure you will find useful in your day-to-day business operations.

CMARC Central Midwest Auto Recyclers Convention and trade show beld annually
This event rotates between lllinois and Indiana. This event is designed to bring recyclers and vendors
together from all over to network, educate, and provide and encourage camaraderie. We invite our fellow
recyclers from surrounding states to attend our convention and trade show, which clearly makes CMARC
a regional show like none other.

Website and staff accessibility, www.illinoisautorecyclers.com
e All members are listed on the website with all of your information, including a link to your
website, if available.
Newsletter archives
Calendar of Events, as they are scheduled.
Parts Search, an opportunity for each member to sell parts.
Suppliers list, a complete list of suppliers, associate members of ATRI.
All contact information for the ATRI Board of Directors and Staff.
Staff accessible to answer all your questions, or find the answer for you.
Information friendly, ask ATRI to email the membership with an article or question you may have.

ATRI is a member of the Automotive Recyclers Association, the National association for
auto recyclers. ATRI is active by participating at the ARA conventions and sharing that information with
ATRI Members.

All Illinois recyclers encouraged to join ATRI and make a
difference by getting involved. Support your state association
and reap the great benefits of the membersbip.
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Auto & Truck Recyclers

of Illinois

Application for Membership
Please print or type

Business Name

Contact Name

Address
City State Zip
County
Phone Fax
E-mail
Website
Type of Business Activities
(CHECK ALL THAT APPLY)
4 Recycler d New Parts 4 Body Shop
d Automotive Mechanics d Towing 4 Import Vehicles
[ Domestic Vehicles Q Light Truck
d Other
Investment
d 14 Employees . ....................... $250
3 SO9Employees ........................ $375
d 10+ Employees .. ..................... $500
Q Associate. . ............... .. ... $250
Amount Remitted. . .................... $
Mail Completed Form to

Auto & Truck Recyclers of Illinois
PO Box 654 « Ottawa, IL 61350
Fax: 815/434-1227 « Email: ILLAutoRecyclers @aol.com

QUESTIONS CALL: 877.880.2874



ATRI Direct Members

111 Salvage, LLC
Granite City
618-344-9922

A+North Ave, Auto Parts
Wreckers and Recycling
Villa Park
630-832-1936

Joliet
815-722-9072

A&A Midwest Rebuilders
Suppliers Inc.
Blue Island
702-649-7776

ABC Auto Parts & Sales Inc.
Riverdale
800-458-7838/708-389-1456

Aero Auto Parts
Chicago
800-371-2620/773-483-2625

Auto Parts City, Inc.
Gurnee
847-244-7171

Available Auto Parts
Decatur
800-252-0780/217-877-1000

B-Auto Parts
East St., Louis
800-851-3157

BC. Automotive, Inc

Zion
800-452-6768/847-746-8056

Big Top Auto Parts
Ford Heights
708-758-6433

Bill Smith Auto Parts, Inc
Danville
800-252-3005

Bionic Auto Parts & Sales Inc.
Chicago
800-626-9618/773-489-6020

Broadway Auto Salvage
Braceville
815-237-8747

Bryants Auto Parts & Recycling
Westville
217-267-2124

C & J Auto Parts, Inc.
Chicago
800-783-8121/773-523-8121

Captain Todd’s Wrecked Cars, Inc
Springfield
800/252-1079

Chicago Heights U-Pull-It
Chicago Heights
708-758-0002

Cimco Recycling
Ottawa
815-433-0031

A Affordable Auto Parts, Inc.

City Auto Wreckers
Aurora
630-898-2900

Coast to Coast International
Quincy
217-228-8330

Collins Truck Parts Inc
Tamaroa
618-496-5003

Coultas Recycling Company
Danville
217-443/0510

Decatur Auto Parts
Decatur
800-728-8733/217-877-4371

Elgin Super Auto Parts
Elgin
847-695-4000
Fierge Auto Parts

Quincy
217-224-3000

Geiger Truck Parts
Watseka
815/432-4944

I1-55 Auto Salvage Inc.
Channahon
815-467-2938

International Auto Brokers &
Sales Corp.
Palatine
847-776-0680

Junction Auto Parts/
Graceffa Co., Inc.
Caledonia
815-765-2731

Kankakee Auto Recyclers
Kankakee
815-939-3534

LKQ, A-Reliable Auto Parts
Blue Island
708-385-5595

LKQ Heavy Truck ARSCO
Chicago Heights
708-755-7133

LKQ Metro
Caseyville
618-345-9659

LKQ Self Service Auto Parts
Rockford
815-397-2277

Mack’s Auto Recycling, Inc.
Urbana
217-367-6219

Mullins Auto Parts
Mt. Olive
217-999-2030

Neal Auto Parts
Peoria
309-673-7404

New Cats Auto Parts
Chicago
773-947-0500

Ogra Auto Inc.
Chicago
773-804-1771

Rebuitcars
Naperville
630-527-0524

Rhodes Auto S/S/S Inc.
Streator
815-673-3737/800-548-9151

River Valley Auto Parts
Kankakee
815-936-0406

Rockford Auto Parts, Inc.
Rockford
815-964-3396

Route 14 Auto Parts
Woodstock
815-338-2800

Sarabia Auto Parts
Chicago
312-927-6262

Scotty’s Auto Parts
Virginia
800-346-4540/217-452-3081
Shelby & Sons, Inc.
West Frankfort
618-932-3083

Southwest Auto Salvage, Inc.
Lockport
815-723-6878

Speedway Auto, Ltd.
Joliet
800-437-8733/815-726-0666

Speedway Auto Parts &
Wreckers, Inc
Chicago Heights
708-758-0002

Stafford’s Inc.
Montgomery
800-437-1770/630-896-1342

Tom’s Auto Inc.
Hainsville
847/546-5422

U Pull it North
(LKQ A-Reliable North)
Chicago
773-489-1321

U Pull it South
(LKQ A-Reliable South)
Blue Island
708-597-5128

Wood River Auto Parts
Cottage Hills, IL
618-259-6432

Y-Yard Auto and Truck, Inc.
Effingham
217-536-6116




You do so much to protect the environment.

Join the Auto and Truck Recyclers of lllinois and ...

.. have your voice heard by government

.. take advantage of training opportunities

... learn more about IL Green Car certification

.. keep up to date with the ATRI News

.. use the association website to further your
business and sell parts

Contact Michelle Lechner at 877-880-2874 for more information
(or see The Member Benifits and Membership Application form on pages 7 & 8 of this newsletter)

This newsletter, the ATRI News, also needs your support.

Consider placing an advertisement
in the ATRI News.

Ad pricing starts at only $75.00 per issue.

Contact our publisher RJ McClellan, Inc.
for more information about placing an ad.

Layout fees waived with 1 yr./6 issue contract.

Contact RJ McClellan at 877-525-4589 or newsletters@rjmc.com
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Checkmate® Zrassresrstenss
Checkmate Workstation

provides single screen access to Checkmate features including:

# Checkmate Image Tool — Vehicle and Part image processing in & Partmate™ inventory tool now with Desktop Review
Checkmate, Car-Part Pro™ and eBay®. — Managers easily review inventory before
P 1 - uwl ) displaying it in Checkmate
# eBay high volume listing tool with images and deletion upon sale

# QuickBooks® Graphical Accounting Integration
# Checkmate Dashboard — Real time snapshots of your business’s
daily progress # Order Trakker™ production software with real time barcoding
for automatic processing
= Salvage buying with Bidmate™, now with Car-Part marketplace
data representing $2.3 billion of searches per month # Checkmate Roundtable Reports

Lar-Peart.com  g59-344-1925

\“-(r-)-"/ i http://products.Car-Part.com

car-Part Industry
. " " nference

See Products.Car-Part.com/training for more information! A.,Sﬁs:s-w, 2013
open to all auto

lers
@@Tgp@?@@ jreﬂyc

\

- e _Part.com? n
Wﬂ’f@gawaﬂ Pro!

one and produc

i s.
. on proces
essional repairers -

o shops based on

Car-Part.com

es with price bui

(¢] certifications @

- —

¢ of the Gold Pac
http:/Jproducts:

ase sales to prof
o delivery times t
ts to shops on
ded warranty sal

e Incre your delivery z

° PrOVid
« Broker par
« Boost exten

o Promote your

mberships.

/

figured.
'\l get you <o
e g59-344-1925

ltin . o
nd national, local and private

L

_Call andw
kage v Part.com

qua\ity by listin

———— Car-Part Pro is par



