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I just got back from speaking at the PARTS conference 
in Pennsylvania on the subject of “Navigating the GPS 
of Advertising.” Thanks to Mike Berk and Kay Klos for 
the great job they did putting the PA Auto Recycler’s 
conference together! 

You’re probably wondering what “GPS” has got to 
do with advertising? Actually, in my talk it stands for 
“Getting Parts Sold,” or better yet, “Getting People 
Sold,” because sales are made to people (human 
beings). It’s about getting people to let go of their hard-
earned money to buy your products and services.   

The GREAT news is that this is a wonderful season for 
selling recycled parts! As stated in my previous tip, many 
business owners are looking for ways to save money 
during this severe economic downturn.  People who 
weren’t interested in using recycled parts before are 
now taking a second look because of the savings. This 
is a great time to step up your advertising while your 
competitors are most likely dropping out of sight by 
cutting back theirs as a cost saving measure. 

Speaking of savings, my first point in my talk was: “You 
must TRACK your advertising methods to find out what 
is and what isn’t working. Then, STOP using methods 
that aren’t working, and use ONLY the advertising 
methods that ARE.”  

Tracking is the most practical thing you can do! I find 
that most business owners use a number of advertising 
methods but they have no clue which ones are pulling 
in the calls. For instance, some business owners spend 
thousands of dollars a month on Yellow Page advertising 
but don’t know if they’re bringing in the calls. If they 
tracked their Yellow Page advertising however, they may 
discover that they aren’t producing the volume of calls 
they thought they were (most don’t). Then, perhaps 
their advertising money would be better spent buying a 
smaller Yellow Page ad and using the money saved for 
other advertising methods such as direct mail projects, 
improving their online presence, or for customer sales 
calls. Only tracking your advertising methods will tell you 
what you need to know.

Here’s how to track. One method is to use a dedicated 
phone number for each method of advertising you use. 
Use one number for your Yellow Page ad, another for 
your billboard ad along the freeway, another for your 
direct mail project, and so on. You get these inexpensive 
phone numbers from your phone company. They are 
usually called “ready lines” and ring through your 
existing phone lines. When your telephone bill comes, 
you can easily see which telephone numbers and 
advertising methods brought in the calls. You can also 
tell which ones didn’t. It is very important to use these 
dedicated numbers for only one advertising method at a 
time; otherwise, the test will be invalid.

Another simple tracking method is to simply list all of 
your advertising methods on a single sheet of paper. You 
give each of your sales staff a copy and then ask them to 
say at the beginning of each call they receive, “How did 
you hear about us?” If the person says, “I found you in 
the Yellow Pages,” the sales person places a check mark 
next to it on the sheet. If they say, “I got your ad in the 
mail,” they check that one. At the end of the time you 
are doing the test, you collect all the sheets and count 
the check marks to see what methods of advertising 
have been generating the calls. 

This will help you know where to spend your advertising 
dollars!

You can reach Mike French by calling 800-238-3934 or 
by e-mailing Mike@MikeFrench.com

Mike French’s Marketing Tips
Navigating the “GPS” of Advertising
By Mike French
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Tips for Business in Tough  
Economic Times

Promotion and Marketing Ideas that Work 
•  �Invite your customers in and let your people show off 

your products and/or services.

•  �Make a trip to your store (or delivery from your store) 
the highlight of the customer’s day.

•  �Offer a company newsletter to your customers.

•  �Test out your new products and services with your 
very best customers who will give them a true test, 
then influence others to buy them.

•  �Partner with another business legend for a joint 
venture. Example, 800-FLOWERS hooked up with 
Kellogg’s who ran a promotional advertisement on 
the back of one cereal package and increased the 
purchased of a dozen roses by 25-percent.

•  �Do the little things as a matter of policy. Exceed 
expectations!

Tax tips and valuable information you should know 
(Lower your tax bill with the economy)

•  �Loss Harvesting – Currently, capital losses in excess of 
capital gains are limited to $3000, but are carried over 
indefinitely to offset future capital gains.

•  �Take Ordinary Loss on 529 Plan – If the value of the 
assets in a section 529 plan has fallen below the value 
of the assets when you contributed to the plan, you 
may be able to fully liquidate the plan and take an 
ordinary loss. Then you can reinvest in another 529 
without waiting 60 days.

•  �Claim Special Tax Treatment for Mortgage Forgiveness 
– In most cases, cancellation of debt results in taxable 
income. Under the Mortgage Forgiveness Debt Relief 
Act of 2007, up to $2 million of debt forgiven on a 
principal residence may be excluded from income. 

(Contribution from Blackman Kallick 312-207-1040).

F A D R A M A R T
Highest Prices Paid For
Junk Cars & Trucks

C.V. Axle
Rebuilding Service

JOE HINES
Family Owned & Operated

1280 State Road 207
St. Augustine, FL 32086

A-1 USED AUTO &
TRUCK PARTS, Inc.

(904) 824-0103
(800) 504-1155

To advertise in FADRAnews or FADRAmart contact Rona Long at 407-647-8839

Log onto the official FADRA website at www.FADRA.org
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	 TAMPA	 JACKSONVILLE	 ORLANDO	 COCOA
Clean Cast aluminum	 .35 lb	 .44 lb	 .40 lb	 .42

Clean Engine cast	 NA	 $6.75/100	 $7/100	 $8/100

Clean Radiators	 $1.05 lb	 $1.51 lb	 $1.50 lb	 $1.50 lb

Clean Sheet Aluminum	 .48 lb	 .44 lb	 .40 lb	 .42 lb

Copper Alum. Radiators	 $1.02 lb	 $1.20 lb	 $1.20 lb	 $1.20 lb 

“Dirty” 60% Aluminum	 .15 lb	 .21 lb	 .12 lb	 .15 lb

Catalytic converters	 NA	 $3-$95 ea	 $5-$10 ea	 $5-$25 ea

Nonmag. Stnls. Steel	 .58 lb	 .80 lb	 .50 lb	 .68 lb

Shiny Die Cast	 .07 lb	 .30 lb	 .40 lb	 .30 lb

1-1 Aluminum ingots	 NA	 .50 lb	 .50 lb	 .50 lb

Painted Aluminum	 .48 lb	 .52 lb	 .40 lb	 .52 lb

Aluminum Clips	 .48 lb	 .54 lb	 .45 lb	 .54 lb

Extrusions	 .53 lb	 .69 lb	 .55 lb	 .65.lb

Cans (UBC)	 .35 lb	 .50 lb	 .40 lb	 .50 lb

#1 Copper	 $2.28 lb	 $2.40 lb	 $2.40 lb	 $2.40 lb

#2 Copper	 $2.17 lb	 $2.27 lb	 $2.25 lb	 $2.25 lb

Yellow brass	 $1.10 lb	 $1.51 lb	 $1.30 lb	 $1.50 lb

Soft lead	 .07 lb	 .38 lb	 .25 lb	 .35 lb

The following companies contribute to this survey:
Trademark Metals Recycling, Tampa: David Waites 813-247-6303, 813-918-8934

Commercial Metals (CMC Recycling), Jacksonville: Dave Albright 904-786-2771

Trademark Metals Recycling, Orlando: Bill Radam 407-855-2990; Cell 407-256-3448

Trademark Metals Recycling/Yorke Doliner, Cocoa Beach: Penny Burchfield 800-782-2944; FAX: 321-631-5808

Date prices obtained: 8/24/09

Scrap Metal Update



Legislative power•	

Industry Information•	

Business Opportunities•	

Connectivity•	

Annual Convention•	

Education Sessions•	

Scholarships•	

Coupon Book worth  •	

up to $9000

Being a Member Has its Benefits!

Become part of a  
dynamic organization of  

your friends in the business.

Call Kim at 407-647-8839 Today!
FADRA, making a difference in the automotive recycling industry.



EDEN
®

PARTS LOCATING NETWORK

 • Trade with 3,000 business partners

 • Insert parts directly into repair facility and

  insurers estimates

 • Sell parts on the web at 

  www.mypartshop.com

Powerlink
®

YARD MANAGEMENT SYSTEM

 •  Locate parts quickly with integrated EDEN

 • Match your parts to customer needs with 

  Hollander Interchange integration

 • Leverage VIN-specific inventory

Sell
More
Parts
Faster

© 2009 Audatex North America, Inc. All Right Reserved. HOLLANDER, Powerlink and EDEN are registered trademarks of Audatex North America, Inc.

800-825-0644
www.hollandersystems.com

e-Commerce
®

ONLINE SELLING SOLUTION

 • Save time and increase sales by allowing 

  customers to purchase directly from your website

 • Turn sales into orders by assuring part 

  availability with direct integration to Powerlink

 • Reward high-volume customers with special 

  pricing, delivery options, and credit limits
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