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R. L. Polk & Co.R. L. Polk & Co.
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Why R. L. Polk & Co.Why R. L. Polk & Co.

The Premier Provider of Market 
Information and Solutions for 
the Motor Vehicle Industrythe Motor Vehicle Industry
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What Information can Polk ProvideWhat Information can Polk Provide
Vehicle populations
Lead Generation
Business Information
Vehicle Specifications

– Make 
Model– Model

– Series
– Engine Manufacturer
– Engine Model
– Fuel Type
– Vehicle Type
– Wheel Driving
– Vehicle ClassVehicle Class
– Cab configuration
– Year Model

Fleet Composition
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Geographic Area



What’s Golf Got To Do With It?What’s Golf Got To Do With It?
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What’s Golf Got To Do With It?What’s Golf Got To Do With It?What’s Golf Got To Do With It?What’s Golf Got To Do With It?
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Identify the Right Prospect!Identify the Right Prospect!Identify the Right Prospect!Identify the Right Prospect!

Vehicle population in your market

Characteristics 
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PROSPECTS



Prospecting is all about identifying the right Prospecting is all about identifying the right 
TargetTarget
Prospecting is all about identifying the right Prospecting is all about identifying the right 
TargetTargetTargetTargetTargetTarget

Key success factorsKey success factors

– Determine who your ideal customer is

D l ff ti– Develop an effective message

– Determine best way to deliver message

– Plan for converting the leadPlan for converting the lead

– Modify the plan based on success

– Track the results
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Prospecting OpportunitiesProspecting OpportunitiesProspecting OpportunitiesProspecting Opportunities

New / Used / Sales / Service 
– Brand
– Vocation
– Engine
– Age

S / C– Fleet Size / Composition
– Loyalty

Inventory / Replacement DemandInventory / Replacement Demand
– Engine Parts
– Brake Parts
– Tire– Tire
– Filters
– Lubricants
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Questions to answer before starting a Questions to answer before starting a 
campaign!campaign!
Questions to answer before starting a Questions to answer before starting a 
campaign!campaign!campaign!campaign!campaign!campaign!

“Best Customers” primary characteristics
– Vehicle type
– Fleet size
– Vocation
– Age of Vehicle

Target “Best Prospects”Target Best Prospects  
– New or Used Vehicle Sales
– Service or Parts Opportunities
– Conquest Opportunities

Brand lo al fleets– Brand loyal fleets
– Mixed fleets

Specific Type of Owner
– School Bus
– Heating and Cooling Company
– Cummins engines
– Luxury Coach

Presentation Title • DateIdentifying the Best Prospect  March 30, 2010 14®2010 R. L. Polk & Co.  All Rights Reserved.

– Local, State or Federal Government



ExamplesExamplesExamplesExamples
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Vehicle / Cab Type ProspectsVehicle / Cab Type ProspectsVehicle / Cab Type ProspectsVehicle / Cab Type Prospects
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Low Cab Forward ProspectsLow Cab Forward ProspectsLow Cab Forward ProspectsLow Cab Forward Prospects
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Lead Generation and Lead ScoringLead Generation and Lead ScoringLead Generation and Lead ScoringLead Generation and Lead Scoring

Typically a list is based on one of the 
following criteria: Vehicle population in your market

– Total vehicle volume
– Volume by Brand or Vehicle Type
– Vocation
– Geographic area by Brand or VolumeGeographic area by Brand or Volume

To assure the best possible leads for 
our clients, Polk has developed a 

Characteristics 

p
scoring technique to evaluate each 
lead.  The technique is based on a 
series of questions which Polk can 

PROSPECTS

Score and Rank

either develop jointly with the client or 
the client can defer to Polk’s 
expertise.

YOUR BEST PROSPECTS
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Lead ScoringLead ScoringLead ScoringLead Scoring

For this sample, we took the list of leads and scored them based on 
the following:the following:

– D&B Matched Record with a phone number… Score 5
– Fleet Brand (at least 25% of a specific Brand)… Score 4
– Company has purchased a 2009 or 2007 of a given Brand… Score 3
– Fleet Composition (25%+ LCF)… Score 2
– Average age of fleet (5 years or older)… Score 1
– Fleet Composition (50%+ is GVW 3-6 Vehicles) Score 1Fleet Composition (50%+ is GVW 3 6 Vehicles)…Score 1
– Number of vehicles in the fleet (less than 50)…. Score 1

The maximum score for each lead was 17 
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Sample ReportReport--WashingtonWashington (List without scoring)
Counties: King Kitsap Pierce
Sample ReportReport--WashingtonWashington (List without scoring)
Counties: King Kitsap PierceCounties: King, Kitsap, PierceCounties: King, Kitsap, Pierce

Registration Name  Address   City  St  Zip  Vocation
First 
Name  

Last 
Name  Title  Bus.Phone  

UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98444 GENERAL FREIGHT GARY MC LEAN CHIEF EXECUTIVE O (253) 537-9455( )
UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
KING COUNTY DEPT OF TRANS 500 4TH AVE RM 653 SEATTLE WA 98104 ROAD/HIGHWAY MA JOHN AMOS DIRECTOR (206) 684-1938
UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98409 GENERAL FREIGHT     
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98444 GENERAL FREIGHT GARY MC LEAN CHIEF EXECUTIVE O (253) 537-9455
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98444 GENERAL FREIGHT GARY MC LEAN CHIEF EXECUTIVE O (253) 537-9455
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98409 GENERAL FREIGHTINTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98409 GENERAL FREIGHT
KING COUNTY 500 4TH AVE STE 653SEATTLE WA 98104 GOVERNMENT/MISC   (206) 296-4000
KING COUNTY DEPT OF TRANS 500 4TH AVE RM 653 SEATTLE WA 98104 ROAD/HIGHWAY MA JOHN AMOS DIRECTOR (206) 684-1938
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98444 GENERAL FREIGHT GARY MC LEAN CHIEF EXECUTIVE O (253) 537-9455
UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
TACOMA PUBLIC SCHOOLS TRANSPORTATION OFTACOMA WA 98409 BUS TRANSPORTAT KEN PRICE DIRECTOR (253) 571-3350
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98444 GENERAL FREIGHT GARY MC LEAN CHIEF EXECUTIVE O (253) 537-9455( )
UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
INTERSTATE DISTRIBUTOR CO POB 45999 TACOMA WA 98409 GENERAL FREIGHT     
SEATTLE SCHOOL DISTRICT 815 4TH AVE N SEATTLE WA 98109 BUS TRANSPORTAT MICHAEL MURPHEY DIRECTOR (206) 284-6220
UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
CENTRAL PUGET SOUND REGIO1100 2ND AVE STE 50SEATTLE WA 98101 SERVICES    (206) 838-3028
UNITED PARCEL SERVICE INC 13035 GATEWAY DR SSEATTLE WA 98168 SERVICES HARRY SMITH CONTROLLER (206) 241-4314
KING COUNTY DEPT OF TRANS 500 4TH AVE RM 653 SEATTLE WA 98104 ROAD/HIGHWAY MA JOHN AMOS DIRECTOR (206) 684 1938
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KING COUNTY DEPT OF TRANS 500 4TH AVE RM 653 SEATTLE WA 98104 ROAD/HIGHWAY MA JOHN AMOS DIRECTOR (206) 684-1938
OAK HARBOR FREIGHT LINES INPOB 1469 AUBURN WA 98001 GENERAL FREIGHT VANDER POL CHIEF EXECUTIVE O (253) 288-8300



Sample Report Washington (Scored)
Counties: King Kitsap Pierce
Sample Report Washington (Scored)
Counties: King Kitsap PierceCounties: King, Kitsap, PierceCounties: King, Kitsap, Pierce

Registration Name Address City St Zip Vocation
First 
Name

Last 
Name Title Phone

Fleet 
Size Make Make

RICH LANDSCAPE INC 27901 NE REDMOND REDMOND WA 98053 LANDSCAPING/HORTICUMIKE RICHARD PRESIDEN(425) 882-2226 24 10 0
TUTKO LANDSCAPING & N22210 NE 80TH ST REDMOND WA 98053 LANDSCAPING/HORTICUTIM TUTKO PRESIDEN(425) 868-1515 12 8 1
PUGET SOUND WOOD W 603 MARKET ST KIRKLAND WA 98033 WHOLESALE/RETAIL MATT SHEFFERMEMBER (425) 828-9736 2 2 0
EXTERMINATORS INC 17511 68TH AVE NE KENMORE WA 98028 SERVICES ALEX ALTIZER PRESIDEN(425) 820 1137 2 1 0EXTERMINATORS INC 17511 68TH AVE NE KENMORE WA 98028 SERVICES ALEX ALTIZER PRESIDEN(425) 820-1137 2 1 0
SMITH BROTHERS 19610 55TH AVE NE KENMORE WA 98028 LANDSCAPING/HORTICURODNEY SMITH PRESIDEN(425) 483-5783 3 1 0
BEACON PLUMBING & ME 16719 SE 149TH ST RENTON WA 98059 SERVICES BILL CAHILL PRESIDEN(425) 277-1879 23 13 0
N W HANDLING SYSTEMS1100 SW 7TH ST RENTON WA 98057 GENERAL FREIGHT JAMES FRANCK PRESIDEN(425) 255-0500 40 24 0
WALT & VERNS INC 28520 STATE ROUTE BUCKLEY WA 98321 WHOLESALE/RETAIL STEVEN SMITH PRESIDEN(360) 829-1263 5 2 0
INDERBITZIN DIST INC 901 VALLEY AVE NW PUYALLUP WA 98371 FOOD PROCESSING & D JHON INDERBIT PRESIDEN(253) 922-2592 41 20 0
TOTEM FOOD PRODS INC6203 S 194TH ST KENT WA 98032 FOOD PROCESSING & D KATHLEE AUTRY PRESIDEN(253) 872-9200 16 7 0
KOREAN EXPRESS USA IN6858 S 220TH ST KENT WA 98032 GENERAL FREIGHT CHANG KIM PRESIDEN(253) 872 6700 2 1 0KOREAN EXPRESS USA IN6858 S 220TH ST KENT WA 98032 GENERAL FREIGHT CHANG KIM PRESIDEN(253) 872-6700 2 1 0
BEACON PLUMBING & ME 8611 S 192ND ST KENT WA 98031 SERVICES WILLIAM CAHILL PRESIDEN(253) 854-0182 4 2 0
SIX ROBBLEES INC 11010 TUKWILA INTERSEATTLE WA 98168 WHOLESALE/RETAIL DAVID ROBBLEECHIEF EXE (206) 767-7970 15 8 0
ASKO PROCESSING INC 434 N 35TH ST SEATTLE WA 98103 MANUFACTURING DAVID KELLY PRESIDEN(206) 634-2080 3 3 0
FISHERIS SPLY CO 1900 N NORTHLAKE WSEATTLE WA 98103 WHOLESALE/RETAIL CARL SUTTER PRESIDEN(206) 632-4462 6 6 0
NORTH STAR CASTEEL P820 S BRADFORD ST SEATTLE WA 98108 WHOLESALE/RETAIL WILLIAM GIBB PRESIDEN(206) 622-0068 2 1 0
ED PALMER CONST 22024 103RD AVE SW VASHON WA 98070 CONSTRUCTION ED PALMER PRESIDEN(206) 463-9889 5 2 0
KEMPER & INVERSON LTD761 BELLEVUE AVE ESEATTLE WA 98102 LANDSCAPING/HORTICUTHOMAS IVERSEN PRESIDEN(206) 329 6633 2 2 0KEMPER & INVERSON LTD761 BELLEVUE AVE ESEATTLE WA 98102 LANDSCAPING/HORTICUTHOMAS IVERSEN PRESIDEN(206) 329-6633 2 2 0
PUGET SOUND BLOOD CE921 TERRY AVE SEATTLE WA 98104 BUS TRANSPORTATIONBOB GLEESONDIRECTO (206) 292-6500 8 3 0
ATLAS CONSTRUCTION S4044 22ND AVE W SEATTLE WA 98199 CONSTRUCTION DAVID CONNORSPRESIDEN(206) 283-2000 8 6 0
COPIERS NORTHWEST IN601 DEXTER AVE N SEATTLE WA 98109 WHOLESALE/RETAIL MARK PETRIE CHIEF EXE (206) 282-1200 5 5 0
SALVATION ARMY 111 QUEEN ANNE AV SEATTLE WA 98109 SERVICES HAROLD BRODIN PRINCIPA (206) 281-4600 5 3 0
STAR NURSERY AND LAN13916 42ND AVE S SEATTLE WA 98168 LANDSCAPING/HORTICUMICHAEL PALMER MANAGER (206) 241-2115 4 4 0
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Aftermarket Replacement Demand
Source of Data
Aftermarket Replacement Demand
Source of Data

Fact-Based Information
– Based on Polk Vehicle-In-Operations

• Updated Quarterly
– Market Research by Commercial Motor Vehicle Research (CMVC)

R l t D d F t U d t d A llReplacement Demand Factors Updated Annually
Statistics updated Quarterly
GVW 3-8 
– Medium and Heavy Duty Trucks
– Buses
– Trailers (Tires only)
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How is Replacement Demand DerivedHow is Replacement Demand DerivedHow is Replacement Demand DerivedHow is Replacement Demand Derived

Individual vehicle

Title/registration recordsPolk’s Title/registration records

Descriptive variables

Polk s 
VIO Database

Replacement 
Estimates

Individual Vehicle 

R i t ti  R d
+

(Units/$ value)
Registration Records

Replacement Market

Demand ($’s/000’s)
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Commercial Aftermarket Replacement PartsCommercial Aftermarket Replacement PartsCommercial Aftermarket Replacement PartsCommercial Aftermarket Replacement Parts

Tires (Vehicle/Trailer):
Tire size and type (New/Retread)– Tire size and type (New/Retread)

Brakes:
– Systems and type (New/Remanufactured)
– Major Components (29 parts)

Engine Oil:
Engine Size and fuel type (gasoline diesel alternative fuel)– Engine Size and fuel type (gasoline, diesel, alternative fuel)

Filters:
– Type (oil, fuel and air)

Diesel Engine Parts
– Major components by Part, Kit and type of part 

(New/Remanufactured)
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(New/Remanufactured) 



Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Diesel Engines InformationDiesel Engines Information
Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Diesel Engines InformationDiesel Engines Informationgggg

Parts
– Cylinder Heads
– EGR ValvesEGR Valves
– Engine Control Module
– Fan Clutch
– Fuel Injectors
– Fuel Pumps
– Intake Exhaust Valves
– Oil Pump
– Turbocharger
– Water Pump

Engine Kits
– In-Frame
– Overhaul Kit
– Replacement Engine

Part Type
– New
– OEM Remanufactured
– Non-OEM Remanufactured
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– Parts Kit
– Used / Salvaged



Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Fuel Pump  Demand in GeorgiaFuel Pump  Demand in Georgia
Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Fuel Pump  Demand in GeorgiaFuel Pump  Demand in Georgiap gp gp gp g

GVW  New  
Non-OE 
Reman OE Reman  

Parts 
Kits  Used Salvage  

Total 
Units

3 6941 1096 4182 252 126 12597
4 3429 541 2066 124 62 62224 3429 541 2066 124 62 6222
5 1846 291 1112 67 34 3350
6 3297 363 2032 82 82 5856
7 7818 861 4818 194 194 13885
8 25460 3959 23205 2200 165 54989

Total 48791 7111 37415 2919 663 96899

Note:  Each part count is derived from a specific Vehicle owned by a specific
C d th t ti ti t l t i t L d f ifi P t
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Data as of September 2005

Company and these statistics translate into Leads for a specific Part



Commercial Aftermarket Replacement Parts Demand: Commercial Aftermarket Replacement Parts Demand: 
Brake PartsBrake Parts
Commercial Aftermarket Replacement Parts Demand: Commercial Aftermarket Replacement Parts Demand: 
Brake PartsBrake PartsBrake PartsBrake PartsBrake PartsBrake Parts

Parts
– ABS ECU
– ABS Modular Valve
– ABS Wheel Sensors

Air Brake Hydraulic Brake
– Air Compressor - Boosters
– Air Dryer - CalipersAir Dryer Calipers
– Air Tanks - Drums
– Cam Bushing - Hoses
– Camshaft - Master Cylinders
– Chamber - Pads
– Check Valves - Relined Shoes
– Dash Valves - Rotors
– Drums - Springs Pin
– Dryer Cartridge - Valves
– Foot Brake Valves - Wheel Cylinders
– Hoses
– Other Air Valves
– Relay Valves
– Relined Shoe
– Roller Pins Springs
– Slack Adjusters
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– Spider
– Spring Brake
– Spring Brake Valves



Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Brake Drum Demand AlabamaBrake Drum Demand Alabama
Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Brake Drum Demand AlabamaBrake Drum Demand Alabama

Brake Drum Demand – Alabama
February 2009 – January 2010

Class 6-8, Tractors and Straight Trucks only, Fleets < 500
Brake Part VGVW Vehicle Type Brake Units New Brake Value NewBrake Part  VGVW  Vehicle Type  Brake Units New  Brake Value New  

AIR BRAKE.DRUMS 6 STRAIGHT TRUCK 1580 $               135,979 

AIR BRAKE.DRUMS 6 TRACTOR 8 $                     692 

AIR BRAKE.DRUMS 7 STRAIGHT TRUCK 3958 $               340,638 

AIR BRAKE.DRUMS 7 TRACTOR 931 $                 80,099 

AIR BRAKE.DRUMS 8 STRAIGHT TRUCK 9125 $               957,626 

AIR BRAKE.DRUMS 8 TRACTOR 20059 $            2,105,185 

Grand Total 35661 units $ 3,620,219
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Grand Total 35661 units $            3,620,219 



Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Top 10 Tractor & straight truck prospects Top 10 Tractor & straight truck prospects –– Fleet < 500Fleet < 500
Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Top 10 Tractor & straight truck prospects Top 10 Tractor & straight truck prospects –– Fleet < 500Fleet < 500p g p pp g p pp g p pp g p p

Registration Name  Registration Address  Reg. City  
Reg. 
State ZIP Code Total

AAA COOPER TRANSPORTATION 1751 KINSEY RD POB 6827 DOTHAN ALABAMA 36303 325

ALABAMA MOTOR EXPRESS INC 10720 E HIGHWAY 8 POB 487 ASHFORD ALABAMA 36312 305

WTI TRANS INC 1526 51ST AVE TUSCALOOSA ALABAMA 35401 284

GARRISON R E TRUCK INC 1103 COUNTY ROAD 1194 VINEMONT ALABAMA 35179 270

MCGRIFF TRANS INC 563 COUNTY ROAD 1339 CULLMAN ALABAMA 35058 260

SOUTHERN CAL TRANS INC 150 41ST AVE W BIRMINGHAM ALABAMA 35207 254

HORNADY TRUCK LINES INC 211 HORNADY DR MONROEVILL ALABAMA 36460 240HORNADY TRUCK LINES INC 211 HORNADY DR MONROEVILL ALABAMA 36460 240

EVERGREEN TRANSPORTATION INC 206 INDUSTRIAL PARK RD EVERGREEN ALABAMA 36401 229

GREENBUSH LOGISTICS INC 403 W WASHINGTON ST ABBEVILLE ALABAMA 36310 223
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READY MIX USA POB 101868 BIRMINGHAM ALABAMA 35210 215



Commercial Aftermarket Replacement Parts Demand:Commercial Aftermarket Replacement Parts Demand:
Brake Rotor Demand GeorgiaBrake Rotor Demand GeorgiaBrake Rotor Demand GeorgiaBrake Rotor Demand Georgia

Brake Rotor Demand - Georgia
February 2009 – January 2010

Class 4-6, Ford & GM

Brake Part  Make  VGVW  Brake-Units New  Brake-Value New  

HYDRAULIC BRAKE.ROTOR FORD 4 5662 $                 722,160 

HYDRAULIC BRAKE.ROTOR FORD 5 3149 $                 401,711 

HYDRAULIC BRAKE.ROTOR FORD 6 3878 $                 561,277 

HYDRAULIC BRAKE.ROTOR GMC 4 829 $                 105,786 

HYDRAULIC BRAKE.ROTOR GMC 5 279 $ 35,593HYDRAULIC BRAKE.ROTOR GMC 5 279 $                  35,593 

HYDRAULIC BRAKE.ROTOR GMC 6 1640 $                 237,351 

Presentation Title • DateIdentifying the Best Prospect  March 30, 2010 30®2010 R. L. Polk & Co.  All Rights Reserved.

Grand Total 15437 Units $              2,063,878 



Restricted StatesRestricted StatesRestricted StatesRestricted States

Currently seven (7) states restrict the use of Owners Name / Addressy ( )
– Arizona
– Colorado
– Hawaii

Nebraska– Nebraska
– Nevada
– New Hampshire
– Pennsylvania

Registrations for these vehicles are included in the statistical summaries

B d i di id l t t i lBased on individual state privacy laws

Polk provides prospect leads through statistical modeling 
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Modeled Business Data Modeled Business Data –– Restricted StatesRestricted StatesModeled Business Data Modeled Business Data –– Restricted StatesRestricted States
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Special Discount for Participants in Today’s Special Discount for Participants in Today’s 
Webinar!Webinar!
Special Discount for Participants in Today’s Special Discount for Participants in Today’s 
Webinar!Webinar!Webinar!Webinar!Webinar!Webinar!

Contact Polk
– Joe Bond
– (248) 728-7486
– joseph_bond@polk.com
– Advise Joe of your participation in theAdvise Joe of your participation in the 

webinar
– Offer good through April 15, 2010

Polk provides a Scored Prospect ListPolk provides a Scored Prospect List  
with Business and Vehicle Information
– 750 leads for $1,000

Polk is available for discussion 
regarding prospects generation and 
analyzing results 
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What are your colleagues saying?What are your colleagues saying?What are your colleagues saying?What are your colleagues saying?

“E d l t b f l d t i“Everyone needs a plan to be successful and one way to assure success is 
to incorporate the Best Information and Technology available.”

A S f l Cli tA Successful Client 
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Thank You!Thank You!
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Questions?
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Contact:
Denise Rondini: (847) 636 5069 or drondini@rrpub comDenise Rondini: (847) 636-5069  or drondini@rrpub.com

Derek Smith: (847) 636-5073 or dsmith@rrpub.com
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Join Us for Our Next Webinar:

Surviving the Recovery
Tuesday May 18Tuesday, May 18
2-3 PM Central
Bruce PlaxtonBruce Plaxton
BGP Marketing
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